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COMPETITIVE PROBLEMS OF INDEPENDENT 
FLAT-GLASS DEALERS 


WEDNESDAY, JULY 30, 1958 


Untrep Srates SENATE, 
Seiecr CoMMITTEE ON SMALL BusrINess, 
SUBCOMMITTEE ON MONOPOLY, 
Washington, D.C. 

The subcommittee met, pursuant to notice, at 2:05 p. m., in room 
324, Senate Office Building, Washington, D. C., Senator Russell B. 
Long presiding. 

Present : Senators Long and Car] T. Curtis, of Nebraska. 

Also present: Walter B. Stults, staff director; Philip F. Jehle, 
counsel; Raymond D. Watts, counsel; Roy H. Millenson, legislative 
assistant to Senator Javits; Harry W. Frazee, legislative assistant 
to Senator Schoeppel; and Charles H. Bradford, legislative assistant 
to Senator Bennett. 

Senator Lone. The hearing will come to order. 

This is the first of 2 days of public hearings by the Monopoly 
Subcommitee of the Senate Small Business Committee. These hear- 
ings are on the subject of distribution in the auto- and flat-glass indus- 
try. We are particularly concerned with the effects on competition 
in that industry of the practice of dual distribution by producers. 
The term “dual distribution” refers to a marketing system in which 
the manufacturer directly competes at the resale level with his whole- 
saler and retailer customers. 

The businessmen whose problems we shall study today and tomor- 
row are the independent retail glass dealers. These dealers are en- 
gaged primarily in the replacement of damaged auto glass and 
window glass. In addition, they act as suppliers of glass for new 
construction, and some of them, as glazing contractors, also handle 
the installation of glass in new construction. 

During recent years, numerous independent glass dealers have 
registered complaints with the Senate Small Business Committee, 
other congressional committees, the Antitrust Division of the Justice 
Department, and the Federal Trade Commission about the threat that 
dual distribution poses to their enterprises. 

The nature of these complaints is well illustrated by a letter sent 
a year ago this month by an Iowa paint and glass dealer to several 
Senators, including the chairman of the Small Business Committee, 
Senator Sparkman, and to the FTC and the Antitrust Division of 
Justice. In part, the letter reads as follows: 

Company-owned stores are a vicious threat to independent small business. 


Manufacturers who compete with those who are already their customers are 
destroying markets established by the years of hard work and labor of the 


1 





2 


INDEPENDENT FLAT GLASS DEALERS 


independents who have helped to build up the community in which they are 
established. In the field of glass distribution, because of the limited source 
of production, it is possible for a manufacturer to operate company-owned 
branches at a break-even point and realize a reasonably good markup at the 
factory level, thus maintaining a profitable outlet for these products. I know 
that our cost of doing business cannot be reduced to any less and we certainly 
cannot operate at cost for very long. We have only 1 chance for profit as 
against 2 profits made on the product sold by a manufacturer with its own 
branch outlets. 

When this manufacturer sees fit to secure a larger share of the market his 
branch only has to “get the business” and production level is raised. Profit at 
the branch level can be sacrificed to satisfy the production output. 

As the Iowa dealer’s letter points out, the manufacture of glass 
is one of the most closely concentrated industries in the United States. 
The Justice Department in 1945 filed a civil antitrust action against 
the principal glass producers. In 1948, the manufacturers entered 
into a consent judgment. In the complaint, the Department charged 
that 5 companies then held very close to 100 percent of the entire 
United States market in plate, window and safety glass, with 2 com- 
panies, Pittsburgh Plate Glass Co. and Libbey -Owens-Ford Glass 
Co., holding over 90 percent of the market in plate and safety glass 
and about 60 percent of the market in window glass. 

These hearings are being held by the Monopoly Subcommittee in 
response to a request received from the National Auto & Flat Glass 
Dealers Association for an opportunity to describe their problems. 
The purposes for which the association requested hearings were: 

1. To hear and consider the complaints of large numbers of independent retail 
glass dealers throughout the United States that glass manufacturers, particu- 
larly Pittsburgh Plate Glass Co., are engaged in unfair, monopolistic, and unlaw- 
ful acts, practices, and methods of competition, causing substantial injury and 
destruction of competition and the creation of a monopoly at the retail level in 
the glass industry. 

2. To determine whether the present antitrust laws provide adequate protec- 
tion for the independent retail glass dealers and the consuming public from 
such acts, practices, and methods of competition. 

3. If the present antitrust laws are found inadequate, to determine what 


new legislation is needed and to recommend such legislation for enactment by 
the Congress. 


We recognize that we will be hearing in these sessions only one side 
of the story. The glass m: anufacturers whose competitive practices 
may be referred to by the dealer witnesses have been notified of these 
hearings and will be given an opportunity to present their side of the 
story at a later date, ‘when we may also decide to hear from the FTC 
and Justice Department. 

The first witness is Mr. James W. Cassedy, general counsel to the 
National Auto & Flat Glass Dealers Association. 

Mr. Cassedy ? 

Mr. Cassepy. Mr. Chairman, I have a prepared statement. I'll be 
glad to submit some copies to the committee. 

Senator Lone. Fine. 


STATEMENT OF JAMES W. CASSEDY, WASHINGTON, D. C., GENERAL 
COUNSEL, NATIONAL AUTO & FLAT GLASS DEALERS ASSOCIA- 
TION, PHILADELPHIA, PA. 


Mr. Cassepy. Before I present this prepared statement, may I say 
that the entire group of people present have come here from all over 
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the United States. These retail glass dealers are typical small-busi- 
ness men. Some of them are not college graduates; they are not 
sophisticated in their business interests like some of the witnesses and 
businessmen who appear before congressional committees. These peo- 
ple, however, are very sincere and very honest in their desire to have 
a fair chance in the competitive field, where they are operating at the 
retail level. I mention that as a preliminary statement to introduce 
the type of people. 

Now, we had a meeting yesterday and this morning, and we have 
selected who we think are the best” spokesmen for the industry, and 
we have given those names to your counsel; and I would like to say 
with respect to my testimony that I am not in the glass business. 
I am practicing law and, of course, I know what these dealers reported 
to me and what I found from investigations. In this statement I 
would like to present what I believe to be a picture of this industry. 
The witness who will follow me will also describe from the business- 
man’s standpoint—that is, the glass dealer’s st: a picture of 
the industry. 

My name is James W. Cassedy. Iam general counsel of the National 
Auto & Flat Glass Dealers Association and, on behalf of the members 
thereof, I thank you for the opportunity of presenting a statement 
regarding the competitive problems confronting the small and inde- 
are retail glass dealers throughout the United States. 

The National Auto & Flat Glass Dealers Association is a large, 
national trade association composed of independent retail glass dealers 
who are typically small-business men located throughout. the United 
States, who purchase auto- and flat-glass products from glass manu- 
facturers and suppliers, including the Pittsburgh Plate Glass Co., 
and resell such products in local stores, to garages, repair shops, car 
dealers, insurance companies, truck-fleet owners, “contractors, the con- 
suming public, and others. In addition to the members of our associa- 
tion there are many other independent retail glass dealers who are 
similarly engaged. 

The principal complaints of the independent retail glass dealers 
are that certain glass manufacturers, particularly Pittsburgh Plate 
Glass Co., during the past several years, have entered the glass market 
at the retail level, are continuously increasing the number of their 
retail outlets, are engaged in the sale of glass products in the retail 
market at unreasonably low or below-cost prices, are discriminating in 
price between purchasers at the retail level, and are engaged in price 
fixing; that such pricing practices are unfair, monopolistic, and violate 
the provisions of the Federal Trade Commission Act, the Robinson- 
Patman Amendment of the Clayton Act, and the Sherman antitrust 
law; that, because of such pricing practices and the increase in the 
number of retail trade outlets by the glass manufacturers, particularly 
Pittsburgh Plate Glass Co., the ‘business of the independent retail glass 
dealers is gradually being destroyed, competition is being substantially 
injured, and monopoly is being created at the retail lev el. 

The members of my association were particularly gratified to read 
the statement of Senator Long, the chairman of the “Monopoly Sub- 
committee, to the effect that the— 





Subcommittee will launch an extensive investigation of the nature and purpose of 
dual distribution, a marketing system in which the manufacturer directly 
competes at the resale level with his customers * * * to find out the reasons 
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why the practice has been adopted in the auto-glass industry and whether its use 
may be expected to grow among auto-glass manufacturers * * * to know the 
extent to which dual distribution influences resale price and in other respects 
controls the channels of distribution. 

On behalf of the members of the National Auto & Flat Glass Dealers 
Association and on behalf of other retail glass dealers I wish to thank 
the committee for its interest in this matter and for the opportunity 
given to the retail glass dealers to present evidence supporting their 
complaints against ‘the glass manufacturers, particularly Pittsburgh 
Plate Glass Co. 

At this point I wish to file with the committee, and ask that they may 
be made part of the recor d, copies of the complaint and final judgment 
in Civil Action No. 5239, entitled United States of America v. Libbey- 
Owens-Ford Glass Company, Pittsburgh Plate Glass Company, 
American Window Glass Company, Fourco Glass Company, Franklin 
Glass Corporation, National Glass Distributors Association, Rolland 
Glass Company, American Securit Company, and Blue Ridge Glass 
Company, in the United States District Court for the Northern Dis- 
trict of Ohio, Western Division. 

Senator Lone. You may file those documents with the committee. 
We'll look at them and decide whether the record should carry them. 
In any event, we’ll keep them in the committee files if we should decide 
not to put them in the record. 

(Because of their length, the documents referred to are retained 
in the committee files.) 

Mr. Cassepy. In part, the final judgment dated October 30, 1948, 
jointly and severally enjoins and restrains the corporate defendants 
from combining or conspiring with, or from entering into or ad- 
hering to, any contract, agreement, understanding, or concerted plan 
of action with any other person engaged in the manufacture of flat 
glass, to determine, fix, maintain, or adhere to prices, differentials, 
discounts, or other terms or conditions of sale for flat glass sold to 
third persons; and the corporate defendants are also “jointly and 
severally enjoined and restrained from selling, or causing to be sold, 
flat glass at any industry level at unreasonably low or disc riminatory 
prices for the purposes of destroying a competitor or suppressing 
competition in the manufacture or sale of flat glass. 

I also wish to direct your attention to and to file with the committee 
as a part of the record the FTC complaint, final decision, and order in 
docket No. 6699. In this case Pittsburgh Plate Glass Co. was charged 
with discriminations in price in the sale of automotive safety glass, in 
violation of subsection (a) of section 2 of the Clayton Act as amended 
by the Robinson-Patman Act by granting Ford Motor Co. 32 to 48 
percent lower prices than it charged glass distributors and 59 to 67 
percent lower prices than it ch: _ glass dealers. The FTC order 
prohibits Pittsburgh Plate Glass Co. from granting lower dis- 
criminatory prices to Ford Motor Co. or any other manufacturer of 
automotive vehicles. 

(The documents referred to are retained in the committee files.) 

Mr. Cassepy. I wish to direct your attention to and file as a part 

of the record a copy of the FTC complaint, final decision, and order 
in docket No. 6700, charging Libbey-Owens-Ford Glass Co. with 
discrimination in price in violation of subsection (a) of section 2 
of the Clayton Act as amended by the Robinson-Patman Act, by 
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granting lower prices in the sale of safety automotive glass to Gen- 
erale Motors Corp. than the prices granted to glass dealers. The 
FTC order prohibits Libbey-Owens-Ford Glass Co. from granting 
lower discriminatory prices to General Motors Corp. or any other 
manufacturer of automotive vehicles. 

(‘he documents referred to are retained in the committee files.) 

Mr. Cassepy. The National Auto and Flat Glass Dealers Associa- 
tion obtained substantial information by means of a questionnaire 
submitted to independent retail glass dealers in December 1957, in 
support of the complaints made against glass manufacturers, particu- 
larly Pittsburgh Plate Glass Co. A large number of independent 
retail glass dealers replied to the questionnaire, and at this time I wish 
to file with the committee, as a part of the record, a large number of 
such questionnaires containing statements made by the retail glass 
dealers. 

Senator Lone. They will be received by the committee. You are 
not asking that they be printed in the record ¢ 

Mr. Cassepy. Only filing them for the committee's use. 

Senator Lone. Do you care if the committee wishes to print some 
of them in connection with your testimony ¢ 

Mr. Cassepy. Do as the committee desires. We have presented 
them to the committee, and the committee may do what it desires 
with them. 

(The documents referred to are retained in the committee files. ) 

Senator Lone. I had in mind that occasionally you have some small- 
business men who feel they are being discriminated against by large 
concerns, but they feel that the large concerns might victimize them 
as a result of making their positions clear. If your members wish 
these questionnaires to be regarded as complaints in confidence, we'll 
receive them in confidence. 

Mr. Cassepy. Senator, not a single one has asked that it be held con- 
fidential. These businessmen are well aware of the things that might 
be done to them by the manufacturers’ pressure in their distribution. 
But you can see by the presence of all these people here the intense 
interest they have in this subject, and the desire to make their prob- 
lems known to your committee, so that your committee can see how 
important it is to them. They are not asking that their names be 
withheld. They are asking that they be made known, and I am about 
to give you now some short quotations from some of those 
questionnaires. 

Senator Lone. If you don’t object, we shall print the quotations 
you have in the record. 

Mr. Cassepy. I have 73, I think, by actual count, with the names 
and addresses of the businesses involved. 

A summary of the statements made by some of these retail glass 
dealers include the following: 

Beauchamp Glass & Paint Co., Montgomery Highway, Dothan, 
Ala., reported : . 

We have not experienced any unfair competition yet, but fear this is about 
to happen, as our principal source of supply is now opening a service center. 
That company is the Pittsburgh Plate Glass Co. There is a Libbey-Owens 


jobber here also, and we fear if they lock horns we will have to get out or cur- 
tail our operations drastically. 
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Auto Glass Specialty, 940 Grand Avenue, Phoenix, Ariz., reported 
unfair competition of Pittsburgh Plate Glass Co. at retail level and 
loss of business. 

Modern Glass Co., 1906 East Camelback Road, Phoenix, Ariz., re- 
ported unfair competition by Pittsburgh Plate Glass Co. at retail level. 

Pulaski Glass & Mirror Co., 222 Scott Street, Little Rock, Ark., re- 
panier jaasai competition of Pittsburgh Plate Glass Co. at retail 

evel—“loss of $10,000 to $15,000 a year.’ 

Capitol Glass Co., 801 Broadway, Little Rock, Ark., reported unfair 
competition of Pittsburgh Plate Glass Co. at retail level. 

Fred’s Auto Glass & Seat Cover Center, 2421 Pike Avenue, North 
Little Rock, Ark., reported unfair competition of Pittsburgh Plate 
Glass Co. at retail level and loss of business by price cuts and pressure. 

East Bay Glass Co., 172 Grand Avenue, Oakland, Calif., reported 
competition of Libbey-Owens-Ford, Shatterproof, Pittsburgh Glass 
Co., et al., very keen. 

Walnut Creek Auto Glass, Post Office Box 932, 2042 Main Street, 
Walnut Creek, Calif., reported unfair competition of W. P. Fuller 
Glass Co., Pittsburgh Plate Glass Co. i ctitemien at retail level. 

K & M Glass Co., 325 Fifth Street, Eureka, Calif., reported unfair 
competition of W. P. Fuller Co., Pittsburgh Plate Glass Co. distribu- 
tor at retail level. 

Olympic Glass Co., 4027 East 14th Street, Oakland, Calif., reported 
unfair competition of W. P. Fuller & Co., Pittsburgh Plate Glass Co. 
distributor at retail level, and loss of business. 

It is our feeling that W. P. Fuller & Co., who is a Pittsburgh distributor, has 
been trying to recoup losses sustained in the wholesale end by opening up retail 
installation cutlets. In line with this they have opened installation centers 
and dropped retail prices, thereby putting a squeeze on the glass dealers by play- 
ing both ends against the middle. 

Service Auto Glass Co., 965 Broadway, Denver, Colo., reported 
competition of Pittsburgh Plate Glass Co. at retail level. 

The Metcalf Glass Co., Inc., 287 Park Street, Hartford, Conn., re- 
ported unfair competition of Pittsburgh Plate Glass Co. at retail level 
and loss of business. 

Arrow Glass & Mirror, 673 NE., 125th Street, Miami, Fla., reported 
unfair competition of Pittsburgh Plate Glass Co. at retail level—“loss 
of about 25 percent of insurance business.” 

Dixie Glass Shop, Post Office Box 786, Hollywood, Fla., reported un- 
fair competition of Pittsburgh Plate Glass Co. at retail level; loss 
of business—insurance and automobile dealers. 

Grawey Glass Co., 901 South Adams Street, Peoria, Ill., reported 
competition of Pittsburgh Plate Glass Co. at retail level. 

Airport Glass & Mirror Co., 6115 South Cicero, Chicago, IIl., re- 
ported unfair competition of Pittsburgh Plate Glass Co. at retail 
level and loss of business. 

City Glass Specialty, Fort Wayne, Ind., reported unfair compe- 
tition of Pittsburgh Plate Glass Co. at retail level, loss of business— 
special prices, deals, et cetera. 

Enterprise Glass Co., Inc., 401 East Wayne Street, Fort Wayne, 
Ind., reported unfair competition of Pittsburgh Plate Glass Co. at 
retail level and loss of business: 


We are suffering economically every day from Pittsburgh Plate’s local opera- 
tions of its wholesale and retail outlet in Fort Wayne. Price cutting below 
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established prices both in the safety glass and flat glass field is to our knowl- 
edge a direct violation of the Government’s fair trade and antitrust laws. It 
is unfair competition of the worst order. 

Under no condition should a manufacturer of glass be permitted to enter 
into the retail and glass contract field in direct competition with independent 
glass companies. It certainly is against true spirit of the law of fair trade 
competition, and it is an open daily monopoly. The local practices of Pitts- 
burgh Plate here is a carbon copy of its practices elsewhere in the country. 

American Auto Glass Co., 1235 Fairfield Avenue, Fort Wayne, 
Ind., reported unfair competition of Pittsburgh Plate Glass Co. at 
ret: ail level, loss of business—insurance companies, garages, and dealers. 

Oden Supply Co., Etna Avenue, Huntington, Ind., reported un- 
fair competition of Pittsburgh Plate Glass Co. at retail level. 

Quad Cities Auto Glass Association, 531 West Second Street, 
Davenport, Iowa, reported unfair competition of Pittsburgh Plate 
Glass Co. at retail level. 

Nu-Deal Auto Parts Co., 520 North First Avenue, Fort Dodge, 
Iowa, reported unfair competition of Pittsburgh Plate Glass Co. “at 
retail level and loss of business. Pittsburgh Plate Glass Co.— 
is able, because of their position as a basic manufacturer of glass, to sell at 
a much lower price than is possible for us to quote. I have word of mouth 
information from a Pittsburgh Plate Glass salesman that they intend to sell 
safety glass, that is bent windshields, at cost to auto dealers if need be in 
order to recapture some of the market they feel that they have lost in this 
area. This was told to me in confidence by a Pittsburgh salesman upon his 
return from a regional sales meeting in Mason City, Iowa, about 1 week 
ago. 

Baggerly Glass Co., 516 West Third, Davenport, Iowa, copies 
unfair competition of Pittsburgh Plate Glass Co. at retail level and 
loss of business: 

In July of 1957, upon completion of the Pittsburgh Plate Glass Co.’s new ware- 
house, they announced new facilities for the replacement of auto glass. We 
approached them about this new venture as we had purchased safety glass 
from them. They told us that to obtain greater volume they had to resort to the 
auto glass replacement service. They have been replacing glass ever since 
despite all of our efforts to support them in a wholesale manner. 


Acme Glass, 150 Southern Avenue, Dubuque, Lowa, reported : 

The local Pittsburgh store will open a glass replacement store in the near future— 
until then my business is not in jeopardy * * * 

Baltimore Auto Glass, 745 West Lombard Street, Baltimore, Md., 
reported unfair competition of Pittsburgh Plate Glass Co. at retail 
level: 

Could do 40 percent more business—Pittsburgh and Safety sell to us auto-glass 
shops then go out and cut our prices to consumers. 

The Southern Plate Glass Co., 2519 Pennsylvania Avenue, Balti- 
more, Md., reported unfair competition of Pittsburgh Plass Glass Co. 
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Lynnway Auto Glass Co., 309 Lynnway, Lynn, Mass. (Lynn Auto 
Wrecking Co., Inc., 525 Broad Street, Lynn, Mass.), reported unfair 
competition of Pittsburgh Plate Glass Co. at retail level. 

Phil’s Glass Co., 210 Carter Street, Chelsea, Mass., reported unfair 
competition of Pittsburgh Plate Glass Co. at retail level and loss of 
business approximately 15 percent. 

Jackson Square Glass Co., 1499 Columbus Avenue, Roxbury, Mass., 
reported unfair competition of Pittsburgh Plate Glass Co. at retail 
level and loss of business. 

S. Marks & Co., Inc., Post Office Box 136, Holyoke, Mass., reported 
unfair competition of Pittsburgh Plate Glass Co. at retail level: 

This company has already opened up half a dozen retail outlets in Massa- 
chusetts and this area and plan to open more—especially in our city—so they 
manufacture, sell wholesale and retail to their competition. 

Fuller’s, 104 Middle Street, New Bedford, Mass., reported unfair 
competition of Pittsburgh Plate Glass Co. at retail level: 

Insurance replacement business lost as a result of unfair competitive prices. 

Malden Glass Co., 50 Eastern Avenue, Malden, Mass., reported un- 
fair competition of Pittsburgh Plate Glass Co. at retail level: 

Lost both auto and flat glass sales. 


Kelly Radiator & Auto Glass Shop, 515 West Kalamazoo Avenue, 
Kalamazoo, Mich., reported unfair competition of Pittsburgh Plate 
Glass Co. 

Chet Nichols Auto Service, 300 Territorial, Benton Harbor, Mich.., 
reported unfair competition of Pittsburgh Plate Glass Co. at retail 
level. 

Barney’s Auto Glass Service, 424 West Michigan Avenue, Battle 
Creek, Mich., reported unfair competition of Pittsburgh Plate Glass 
Co. at retail level and loss of business. 

St. Paul Motor Service Co., 170 Smith Avenue, St. Paul, Minn., 
reported unfair competition of Pittsburgh Plate Glass Co. at retail 
level. Loss of business: 

Pittsburgh has the lowest prices anywhere—they have refused to be realistic. 
Their pricing is also obsolete. They are little concerned with fair, ethical 
business practices. We have lost considerable business because of the above. 

Third Avenue Glass Co., 10 Third Avenue, Long Branch, N. J., 
reported unfair competition of Pittsburgh Plate Glass Co. at retail 
level. 

Broadway Auto Glass Co., 1462 Broadway, Camden, N. J., reported 
unfair competition of Pittsburgh Plate Glass Co. at retail level: 


We have lost about $2,000 a year on our net volume. It is very hard to com- 
pete with a manufacturer of glass when there is no other way to buy his specific 
product but from him only. 

Atlantic Glass Co., 1813 H Street, Belmar, N. J., reported unfair 
competition of Pittsburgh Plate Glass Co. at retail level. 
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Courtland Glass Shop, 147 South Main Street, Courtland, N. Y., re- 
ported unfair competition of Syracuse Glass Co. and P ittsburgh Plate 
Glass Co. 

Jacone Glass Co., 1108 First, Middletown, Ohio, reported unfair 
competition of P ittsburgh Plate Glass Co. at retail level and loss 
of business. 


Five Points Glass Co., 334 West Exchange, Akron, Ohio, reported 
unfair competition of Pittsburgh Plate Glass Co. at retail level. 

J. W. Goss Co., 410 South Street SW., Warren, Ohio, reported com- 
petition of Pittsburgh Plate Glass Co. at retail level. 

Giant Auto Stores, 661 East Talmadge, Akron, Ohio, reported 
unfair competition of Pittsburgh Plate Glass Co. at retail level: 

This firm has very actively solicited business from insurance companies and 
fleet owners in this area * * * they could be most destructive to the existence of 
small glass shops by continuing to solicit their customers. 

David’s Reliable Glass, Inc., 279 Valley Street, Dayton, Ohio, re- 

1 , ittsl h Plate Glass C ‘tail level. 
ported unfair competition of Pittsburgh Plate Glass Co. at retail leve 

Acme Glass & Paint Co., 1622 Broadway, Lorain, Ohio, reported 
unfair competition of Pittsburgh Plate Glass Co. at retail level: 

We have lost business of the garages, insurance companies, as well as from 
individuals and large trucking companies. 

Bob Lamb’s Auto Glass Service, 415 12th NE., Canton, Ohio, 
reported unfair competition of Pittsburgh Plate Glass Co. 

Atlas Auto Glass Co., 1640 East Market, Akron, Ohio, reported 
unfair competition of Pittsburgh Plate Glass Co. at retail level and 
loss of business. Pittsburgh Plate Glass Co.— 
threatened trucking companies that they would discontinue giving them 
freight business if Pitts Plate did not do their glass work. 

Ed’s Glass Shop, 789 SW. 29th, Oklahoma City, Okla., reported 
unfair competition of Pittsburgh Plate Glass Co. at retail level: 

I lost Patterson McCarthy Buick Dealer, $500 to $900 per month account, to 
PPG because they are selling to them at a straight 50-percent discount. PPG 
also is giving insurance company 35-percent discount—PPG in this area is not 
fair—in 1956 our account with PPG was in excess of $17,000 but they did not 
think enough of my account so in turn they solicit my accounts, selling some 
of them at the same price they sell auto-glass shop. 

City Glass Co., 911 North Walnut, Oklahoma City, Okla., reported 
unfair competition of Pittsburgh Plate Glass Co. at retail level and 
loss of business: 


Our garages don’t have to buy their windshields from us—new-car dealers 
just laugh at their 40-percent discount we allow. 


Campbell Glass Co. and Pittsburgh Plate Glass Co. “sell to our 


consumers the same price (or less) than they sell to us, thus allow- 
ing us no profit at all.” 


Burhan’s Glass Shop, 53382 Lancaster Avenue, Philadelphia, Pa., 


reported unfair competition of Pittsburgh Plate Glass Co. at retail 
level. 


Exact figures of loss measured in dollars and cents would be difficult to 
state, although we have lost several of our new car dealers to Pittsburgh Plate 
Glass Co.’s servicenters. It must be assumed also that we have incurred some 
loss in our insurance replacement business, because in the State of Pennsylvania, 
due to our inspection laws, all broken glass in automobiles must be replaced. 

30140. 59 2 
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Therefore, the Pittsburgh Plate Glass Co. cannot create any new business 
through creative selling as they have stated. They can only take jobs away 
from those already in the business, thereby causing a possible hardship on 
many small dealers. 

Pricing practices have been somwhat erratic, because, to quote them “we 
meet all competition.” Furthermore, in spite of financial losses in those opera- 
tions that would make any normal, independent operator find the venture a finan- 
cial fiasco, they are contemplating going into a vast and expansive advertising 
program that is beyond the means of any independent glass dealer. The fact 
is that any business they attract is business previously done by independents. 
It would appear that PPG Co. is pouring thousands of dollars into a venture to 
establish large retail outlets, which must result in a great loss to the independ- 
ent dealer, if not cause his complete destruction. 

Allentown Glass & Paint Co., 501 North Seventh, Allentown, Pa., 
reported unfair competition of Pittsburgh Plate Glass Co. at retail 
level and loss of business: 

They have larger stocks und have salesmen on the road soliciting business and 
we are losing customers every day through prices. They sell glass to our insur- 
ance and garage customers at same prices they sell to us who are dealers or 
retailers. 

George’s Auto Shop, 2217 Sixth Avenue, Beaver Falls, Pa., re- 
ported competition of Pittsburgh Plate Glass Co. at retail level in 
near future. 

Howell’s Lancaster Auto Glass & Paint Co., 114 South Queen Street, 
Lancaster, Pa., reported unfair competition of Pittsburgh Plate Glass 
Co. at retail level. 

Claude Hollinger, 25 South 10th Street, Lebanon, Pa., reported 
unfair competition of Pittsburgh Plate Glass Co. at retail level. 

General Auto Glass, 5113 Westminster Avenue, Philadelphia, Pa., 
reported unfair competition of Pittsburgh Plate Glass Co. at retail 
level and loss of business—‘unusual tactics’—“many unethical prom- 
ises or arrangements.” 

Lened Glass Service, 5001 W ayne Avenue, Phil: adelphia, Pa., re- 
ported unfair competition of Pittsburgh Plate Glass Co. at retail level 
and loss of business : 

The same salesman who solicits our wholesale business also solicits retail 
business from my customers. They use their automobile and truck purchasing 
power as an inducement to dealers to give them their business. They get all 
Chrysler factory replacement work. 

They are able so to blanket an area with salesmen for continual solicitation. 
It is very possible for these service-centers to sell glass to our customers at a 
low price because they are also factory distributors. By doing this they could 
drive all small independents like myself out of business within 30 days. 

Bridgewood Auto Glass Co., 1422 West Stiles, Philadelphia, Pa., 
reported unfair competition of Pittsburgh Plate Glass Co. at retail 
level and loss of business—“approximately 40 percent loss” —*Pitt 
Plate has gone in to dealers and sold them bent glass at the price I buy 
it. PP] 

Bill’s Auto Glass, 4611 Rising Sun Pmt Philadelphia, Pa., re- 
ported unfair competition of Pittsburgh Plate Glass Co. at retail level 
and loss of business—“approximately 15 percent decrease in sales.” 

Frankford Auto Glass Co., 6915 Castor Avenue, Phil: adelphia, Pa.. 
reported unfair competition of Pittsburgh Plate "Glass Co. at retail 
level and loss of business—“insurance companies and automobile 
dealers.” 
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Verbit’s Glass Shop, 405 West Girard Avenue, Philadelphia, Pa., 
reported unfair competition of Pittsburgh Plate Glass Co. at ret tail 
level : 


Shops and insurance brokers mention continuous mail and solicitation from 
above (Pittsburgh Plate Glass Co.). 


Tyler Glass Shop, 5647 Chew Street, Philadelphia, Pa., reported un- 
fair competition of Pittsburgh Plate Glass Co. at retail level and loss 
of business—“all our defective windshield replacement labor”—“some 
mirror business”—*some top glass business’”—*some insurance com- 
pany business” 


Pitts. Plate Glass Service Center salesmen approached several body shops with 
the proposition of using seconds for windshield replacements at lower than one- 
half price—said they couldn’t be told from new. 


I would like to call particular attention to a quote at the bottom of 
page 17 of my statement. That is Franklin Auto Glass Co., Inc., of 
West Philadelphia, Pa. Mr. Samuel Williams is the witness who will 
follow me, oO that is his business. 


Franklin Auto Glass Co., Inc., 38-44 North 55th Street, West Phila- 
delphia, Pa., reported unfair competition of Pittsburgh Plate Glass 
Co. at retail level and loss of business—“decrease of $17,207.35 in vol- 
ume of our gross business since the operation of Pittsburgh servi- 
centers in the Philadelphia and suburban areas”—‘special discounts 
to Ford dealers”’—‘coupon books distributed to gas stations and 
mechanics”—“deviated discounts to trade.” 


Up until the early part of September in 1956 ane auto-glass dealer (shop) 
was an important team in the automobile glass league. It was comprised of 
the glass manufacturers—distributors—jobber aa the auto-glass dealer. The 
glass manufacturer supplied all these categories at different price levels. Sud- 
denly and without warning a policy was adopted by the Pittsburgh Plate Glass 
Co. to open up retail outlets on a nationwide basis. This was like telling the 
small glass dealers they no longer belong in this business. On September 10, 
1956, the aforementioned corporation made their move in the Philadelphia area. 
They sent announcements to the trade, which had been previously serviced by 
the small glass dealer, to the effect they were now offering direct service of 
automobile glass and installations through their new, retail outlets called servi- 
centers. They saturated the Philadelphia area with these annnouncements—to 
truck fleet owners, car dealers, insurance companies and even the glass dealers 
(or shops) whom they are competing against. 

If this vertical setup is permitted to exist and expand nationwide, there can 
be no alternative for approximately 7,000 auto-glass shops than to be forced 
out of business. They cannot possibly compete with a gigantic corporation like 
Pittsburgh Plate Glass Co. who suddenly decide they want the automobile glass 
business from cradle to grave. 

They furnish the Chrysler Corp. with glass for their new-car production re 
quirements, the Chrysler, Dodge, De Soto, and Plymouth car dealers on war- 
ranty replacements, the distributors, jobbers, and glass dealers through their 
warehousing depots, and now the retail end of the business through their servi- 
centers in direct competition with the small auto-glass shops. 

We don’t know enough about the legalities of a thing of this sort, however 
we are certain it is morally wrong. We also know we thrive and progress in good 
competition, but this condition is inequitable. Even in the sports field a heavy- 
weight is never put in the ring with a featherweight to compete against each 
other. 

If the small-business man who pioneered this specialty of auto-glass replace- 
ments is to survive, he must get the support of all interested in the protection 
of the small-business man, or in this case, they will soon be deprived of the liveli- 
hood they have made since the inception of the automobile. This would involve 
the employer and his family, the employees and their families, and although 
I cannot offer definite statistics at this moment, I venture a guess that over 
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100,000 persons could be seriously affected. This is not taking into considera- 
tion the distributors and jobbers who are dependent on the small glass dealer 
to their business. 

The salvation of all involved, I believe, depends on immediate action by a 
governmental agency to eliminate this unfair practice by a powerful corporation. 


Conn & Conn Glass Co., 7014 Frankford Avenue, Philadelphia, Pa., 
reported unfair competition of Pittsburgh Plate Glass Co. at retail 
level : 


Yesterday I had lunch with a minor executive of Allstate Insurance Co. 
They received a directive from the main office to siphon all glass claims to Pitts- 
burgh wherever possible. Pittsburgh has agreed to meet the demands of 
Allstate. * * * 

Today I had lunch with the parts manager of a busy Ford dealer. He is 
able to buy bent windshields from Pittsburgh at a lower price than he can 
from Ford at net price and incentive. * * * 

I have never approved of the ethics of Pittsburgh [meaning Pittsburgh Plate 
Glass Co.], in relation to the smaller retail dealers. We, to them, are simply 
a group of statistics on a sheet of paper. * * * 

Their first step with Allstate can have severe repercussions throughout the 
insurance business. Take away your insurance business and your auto glass 
isn’t worth a damn. 

I charge that Pittsburgh is cutting prices, making discount deals in favor of 
some businesses over others, have undermined the entire price structure in the 
Philadelphia market, and to all purpose and intent are striving to drive the 
small dealer out of business by fair means or foul. 


Senator Lone. That seems to me a typical one. 
YI 
Mr. Cassepy. It is typical of many that could be quoted. 
Bennett Glass & Mirror Co., 623 Austin, El Paso, Tex., reported: 


This company does not experience a great amount of what you call unfair 
competition due to our geographical location, but we do feel that the manu- 
facturers of automobile glass should not compete with the independent glass 
shop on the installation level. After all, these people are presently making it, 
wholesaling it, and installing it. Our local LOF dealer is not active in the 
installation of auto glass; however, it is a known fact that Pittsburgh Plate 
Glass Co. and the Shatterproof Glass Corp. are both active in this type of 
practice. We would like to see a change in this present setup. 

Ajax Glass Co., 109 Commerce, Fort Worth, Tex., reported unfair 
competition of Pittsburgh Plate Glass Co. and Binswanger & Co., at 
retail level, and loss of business: 

They are distributors, which gives them a better buying power which auto- 
matically gives them a better chance of profit even if they underbid any of the 
small retailers. 

I maintain that a wholesaler or manufacturer and wholesaler should not be 
in the retail business. 

Avenue Glass Co., 119 South Third, Temple, Tex., reported unfair 
competition by Pittsburgh Plate Glass Co. and Binswanger & Co. 

Pittsburgh Plate Glass Co. and Binswanger Plate Glass sell to all garages, 
all body shops, all car dealers at same discount given to large auto-glass shops 
such as ours, making no distinction in spite of large stocks carried by glass 
shops. 

It is most unfair to large auto-glass shops carrying large inventories of auto 


glass not to be given any better discounts than other lines of business mentioned 
above. 


Auto Glass Mart, 2455 Tentonia Avenue, Milwaukee, Wis., reported 
unfair competition of Pittsburgh Plate Glass Co. at retail level. 

R. J. Olson Glass Co., 625 Williamson, Madison, Wis., reported 
unfair competition of Pittsburgh Plate Glass Co. 
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At this point I direct the attention of the committee to a June 1958 
issue of a magazine entitled “PPG Products,” meaning Pittsburgh 
Plate Glass products, published by the Pittsburgh Plate Glass Co., 
and particularly to the map of the United States appearing thereon 
on pages 16 and 17, which shows the trade outlets maintained and 
operated by the Pittsburgh Plate Glass Co. for distribution of its 
glass products at the retail level. It also shows other things, I’m 
sure. I respectfully request that this map be made a part-of the 
record of this hearing. 

I have the map before me here. I only have the one copy. I offer 
it for the use of the committee and ask that that be made a part of 
the record. 

Senator Lona. This map will be included in the record. 

(The map referred to is as follows :) 
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Mr. Cassepy. Based upon the foregoing evidence, the following 
conclusions are drawn : 

A. That the many thousands of independent retail glass dealers 
located throughout the United States have established and created 
the retail market for glass products. 

B. That the many thousands of independent retail glass dealers 
throughout the United States, as typical small-business men, purchase 
auto- and flat-glass products from glass manufacturers and ‘suppliers, 
including the P ittsburgh Plate Glass C o., and resell such products in 
local stores, to garages, repair shops, car dealers, insurance companies, 
truck-fleet owners, contractors, the consuming public, and others. 

C. That certain glass manufacturers and suppliers, particularly 
Pittsburgh Plate Glass Co.— 

Have entered the glass market at the retail level in competition 
with their own customers, the independent retail glass dealers ; 

2. Are engaged in the sale of glass products in the retail market 
at unreason: ably low or below-cost prices in violation of the Federal 
Trade Commission Act and the Sherman antitrust law; 

Are discriminating in prices of glass between purchasers at the 
retail level in violation of subsection (a) of section 2 of the Clayton 
Act, as amended by the Robinson- Petia an Act; 

4. Are engaged in price fixing in the sale of flat glass in violation 
of the Sherman antitrust law ; 

Are substantially increasing their number of retail-trade out- 
lets throughout the United States: 

Are gradually capturing and taking over the business of the 
independent retail glass dealers; 

Are substantially injuring and destroying competition at the 
retail level inthe glass industry ; and 

8. Are creating a vertically integrated monopoly in the manufac- 
turing, wholesaling, and retailing of glass products. 

The National Auto & Flat Glass Dealers Association respectfully 
recommends that consideration be given to proposed legislation pro- 
viding—before I read the proposal, I would like to say that what I 
have tried to do is state the same proposition in two forms, and 
submit both to the committee for its consideration. 

That manufacturers or suppliers selling products at wholesale 
for ultimate resale at retail shall not be permitted to sell them at 
retail, and shall not directly or indirectly operate a retail trade outlet 
for the sale of such products in competition with their own customers 

2. (a) That manufacturers or suppliers selling products at whole- 
sale for ultimate resale at retail, shall not be permitted to sell or con- 
tract to sell such products at retail in competition with their own 
customers at unreasonably low prices, if the effect of any such sale 
at any such price may be to destroy competition with, or to eliminate 
a competitor at the retail level of competition. 

I attempted to define unreasonably low prices, and I find that since 
this was written I have some further remarks to make about it, but 
I'll read what I have first : 

2. (6) That the term “unreasonably low prices” in the preceding 
paragraph shall mean prices below the cost of production, or prices 
lower than the total of the prices paid by retailers for the products, 
plus 6 percent added thereon. 
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What I overlooked, Senator, was the cost of operation in the busi- 
ness. A person couldn’t operate on a 6-percent margin and stay in 
business. He would have to have something in addition to that. I 
do think, however, that gives some suggestions that might be worthy 
of the committee’s consideration. 

Senator Long. What you mean, then, is that unreasonably low 
prices should be defined to include cost of production plus the over- 
head and payroll that it takes to operate a store. 

Mr. Cassepy. That is right. 

Senator Lone. Plusa 6-percent profit on sales. 

Mr. Cassepy. Six percent above what it costs him to operate and 
sell. A 6-percent profit would be a normal price. 

Senator Lone. By that, are you referring to a fair concept of un- 
reasonably low prices as being a price which would be less than 6 
percent? That is, if you spre: ad your overhead costs over sales, that 
would be a cost that would allow less than 6 percent on what a dealer 
paid for the product, or a cost of 6 percent based on what he paid 
for it, plus his costs. Let me illustrate that by putting a figure down, 
and you can write on a pad if you want to so that I can see if you 
are thinking the way I am. 

That is a call to the floor. We'll take a brief recess while I at- 
tend a vote. 

(Brief recess.) 

Senator Lone. The committee will come to order. We'll continue 
with the statement of the witness. 

Off the record. 

(Discussion off the record.) 

Senator Lone. Let me ask this question. How would you pro- 
pose arriving at a price you would regard as being unreasonable? 
Just assume that a product cost you $100, and your overhead costs 
against that product were $35. You recommend that there should be 
a 6-percent return. Would that be a 6-percent return measured 
against the $100, or a 6 percent measured against the $135? Would 
you say the break-even point should be at $141, which would be $135 
plus 6, or would you recommend that it should be a price of—let’s 
see—$143.10? 

In other words, would you say that the 6-percent return should 
be a 6-percent figure multiplied by $135, or a 6-percent figure multi- 
plied by the $100? 

Mr. Cassepy. It would have to be multiplied by $135, in order to 
give the retail glass dealer a 6-percent reasonable profit. 

Senator Lone. That is how you feel it should be determined ? 

Mr. Cassepy. My idea is that. Of course, some of these glass 
dealers that are more practical than I, would probably have a different 
idea. 

Senator Lone. I imagine your position would be that, regardless of 
which way you calculated it, it should be a price that would cover 
all the cost of overhead. That is, particularly if it is applied against 
an efficient operator, plus a fair return above what he had to pay 
for the product. 

Mr. Cassepy. Yes, sir; I think anything lower than that would be 
unreasonably low, because it would tend to put any competitor out 
of business that had to meet that kind of competition. 
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Senator Lone. Do you feel that this practice is in violation of the 
antitrust laws as they presently exist? 

Mr. Cassepy. What I have, Senator, is on the reports from these 
glass dealers, and the particular practices that have been reported 
have varied in many respects. I do think that there are price dis- 
criminations that are occurring that certainly violate the Robinson- 
Patman amendment to the C layton Act. As to whether they consti- 
tute monopolistic practices by being unreasonably low, with the effect 
of monopolizing the market areas, is a matter that I think should be 
further investigated. I think there is certainly prima-facie evidence 
here tending in that direction. 

Senator Lone. Yes. In other words, assume that 2 large companies 
have 90 percent of the market in plate and safety glass. Then, in 
addition to having 90 percent of the production and wholesale market, 
they would proceed to move in and gobble up the retail market. 
That tends even more strongly toward a monopoly, doesn’t it? 

Mr. Cassepy. Yes. Let us suppose that Libbey-Owens-Ford enters 
the market in competition with Pittsburgh Plate Glass, and those two 
begin fighting each other competitively with their practices. What is 
going to become of these little fellows that have to stay in business in 
competition with those two giants? My guess is that they wouldn’t 
last very long. 

Senator Long. Where do the members of your association have to 
turn, other than these two companies? Do they get adequate supplies 
to stay in business, in competition, from other manufacturers ? 

Mr. Cassepy. There are only a few manufacturers that are available, 
but I understand there is a source from outside the country that glass 
may be imported from, but my impression is there are only about 5 
manufacturers of glass from whom the sources would be available. I 
can give you the names of them in just a minute. 

Maybe it would be better that the next witness give you this informa- 
tion. He is better informed than I am. I would defer to one who 
knows it from a direct source. 

Senator Lona. Starting on page 22, you make certain charges, 8 
in number. Have you made these charges before the Federal Trade 
Commission and the Justice Department ? 

Mr. Cassepy. Personally, I have not. I have contemplated doing 
that. However, the two price-discrimination cases, one against Pitts- 
burgh Plate Glass C o., and one against Libbey-Owens Ford, I feel sure 
originated from the complaints made by some of the retail glass 
dealers—-possibly some of the wholesale distributors also complained 
against them. I'do know that some of them went to the Federal Trade 
Commission and asked that action be taken, and I have introduced 
here copies of the complaints and the decisions. Those decisions, ] 
might say, were what we called consent orders. They were not con- 
tested by the companies, either Pittsburgh or Libbey-Owens-Ford. 

Senator Lone. Thank you very much, Mr. Cassedy. 

The next witness will be Mr. Samuel Williams. 

Mr. Dorie. Mr. Chairman, could I identify myself ? 

Senator Lona. Yes. 

Mr. Doyir. I am counsel for Pittsburgh Plate Glass Co. My name 
is Mr. Doyle. 
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STATEMENT OF JEROME DOYLE, NEW YORK, N. Y., COUNSEL, 
PITTSBURGH PLATE GLASS CO. 


Mr. Doytr. I have had two conferences with your counsel, and I 
told them I didn’t want to disrupt the schedule or take up any of your 
time unduly, other than simply to put on the record that we have had 
1 week’s notice of these hearings, that we have no way of knowing 
what was to be said at the hearings. I’m sure you recognize that, as 
chairman of the subcommittee, and that we'll have an opportunity to 
be heard. 

I would only like to say in passing that, if there were any founda- 
tion to what Mr. Cassedy stated, in view of the fact that there has been 
an outstanding consent decree for 10 years, certainly the Department 
of Justice would have taken action against my client long since now. 
I would just like to put that one st: itement on the record, and per- 
haps take the opportunity from time to time to hand up to your 
counsel suggested questions on cross-examination. 

Thank you, Mr. Chairman. 

Senator Lone. If you care to pass a memorandum up to me, of 
course, it will be received. I am sure you know that a committee 
hearing is not a court trial and you needn’t worry about being con- 
victed in a committee hearing. 

After evidence is heard, you will have an opportunity to respond, 
and, as I mentioned in my statement, if there is anything here that 
your company finds objectionable, I certainly expect to invite your 
company to testify—perhaps even request your company to testify. 

Mr. Dortz. Thank you, Mr. Chairman. 

Senator Lone. I think you should realize, however, sir, that the 
examination of witnesses in a committee hearing is by Senators or by 
staff. There is no requirement that they ask any questions you might 
have in mind, even though they san, if you wish. 

Mr. Doy te. Thank you, sir. 

Senator Lone. Our next witness is Mr. Samuel Williams. Will 
you proceed, Mr. Williams? 


STATEMENT OF SAMUEL WILLIAMS, FRANKLIN AUTO GLASS CO., 
PHILADELPHIA, PA. 


Mr. Wriuiams. Mr. Chairman, I would like to offer first of all 
little background and summary of the auto-glass-replacement business. 

The auto-glass-replacement business is as old as the automobile. It 
was born of necessity to render a service to the public that no one else 
could or would render the automobile owner—the replacement of the 
glass in his automobile, when necessary. 

The beginning of our industry was humble, indeed. The material 
used originally was very similar to the glass used today to make desk 
tops. The price per unit was so small ‘that no one wanted the busi- 
ness. The glass manufacturer did not want the retail auto-glass- 
replacement business. The glass distributors did not want the busi- 
ness. The garage owner did not want the business. To all of them 
it was a nuisance. 

Men of suitable temperament and skills filled this void by offering 
this vital service to the public. These men were the pioneers of our 
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service industry. They were retail auto-glass dealers. Many of these 
men are still rendering this service. In many companies, the son has 
taken up where his father left off. It is not uncommon to see grand- 
sons of these pioneers rendering this vital service. Today the retail 
auto-glass dealers—these pioneers—face destruction. 

As the number of automobiles increased and style changes occurred, 
the problems of the retail auto-glass dealer incre ased, 

The introduction of laminated safety glass required the retail auto- 
glass dealer to acquire new skills, new equipment, and increased invest- 
ment in inventory. 

The glass manufacturers supplied laminated safety glass in what 
is called block sizes. These standard or block sizes are rectangular 
or square in even-inch sizes. The retail auto-glass dealer cuts these 
block sizes into the proper pattern and shape to fit the automobile. 

Today there are thousands of patterns a retail auto-glass dealer must 
fabricate and supply to properly render this service. The trade calls 
these patterns flat glass to distinguish them from the curved patterns 
which are fabricated into the finished product by the glass manu- 
facturers. 

Prior to the introduction of the curved windshield, in 1949, only the 
retail auto-glass dealer had the skill, the equipment, the inventory, 
and the desire to supply replacement patterns. 

By this time the retail auto-glass business required special skills to 
fabricate and install auto glass. Generally, the glass manufacturer did 
not install auto glass; the glass distr ibutor did not install auto glass; 
the car dealer did not install auto glass. The small amount of money 
involved in each transaction in comparison to the skills required and 
the service demanded was not attractive to glass manufacturers and 
glass distributors. They preferred to sell the auto glass in bulk. 

The car manufacturers generally supplied only the most popular 
patterns to their dealers because of the staggering inventcery problem 
of supplying hundreds of cut-size patterns. 

Generally, the car dealer relied on the retail auto-glass dealer for 
his replacement glass. He also relied on the retail auto-glass dealer 
to install the glass because of the special skills required. 

The introduction of the curved windshield created a fundamental 
change in the auto-glass industry. The fabrication of the replacement 
pattern was now performed by the glass manufacturer instead of the 
retail auto-glass dealer. 

No longer could the retail auto-glass dealer fabricate hundreds of 
patterns from a few block sizes. He had to purchase and stock each 
pattern. Every new model required greater investment in inventory 
for the retail auto-glass dealer. Today there are several hundred 
patterns of curved glass, each with its own limited application. 

The introduction of the curved windshield presented new installa- 
tion problems. As the curved windshield increased in size and com- 
plexity, new skills and techniques were required. 

The car manufacturer taught their dealers’ mechanics some of the 
skills necessary to service their product, but only the retail auto-glass 
dealer has the skill to service all cars. 

Today there are very few companies in the business of manufac- 
turing curved windshields. 

Pittsburgh Plate Glass Co. manufactures the curved windshields as 
original equipment for Chrysler and the independent car manu- 
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facturers. Until very recently, Pittsburgh Plate Glass also supplied 
Ford. 

Ford has announced plans to manufacture their own curved wind- 
shields. Libbey-Owens-Ford supplies the curved windshields for 
General Motors products. 

The curved windshields manufactured for the replacement trade, 
are all manufactured by Pittsburgh Plate Glass, Libbey-Owens-Ford, 
and two small independent companies. 

Libbey-Owens-Ford distributes its replacement auto glass through 
General Motors, and independently owned glass distributors. Pitts- 
burgh Plate Glass is unique in that generally it acts as its own dis- 
tributor. Most retail auto-glass dealers buy their glass from Pitts- 
burgh Plate Glass or the independent Libbey-Owens-Ford distributors 

In an effort to acquire a larger share of the replacement-glass busi- 
ness, thereby putting themselves in a vertical operation in the manu- 
facturing, distributing, and retail field, Pittsburgh Plate Glass in- 
vaded the retail field in direct competition with its customers, the 
retail glass dealers. This move and its expansion has totally disrupted 
the distribution pattern of replacement glass and ignited a ruinous 
competitive situation. 

As Pittsburgh Plate Glass acquired more of the retail market at 
the expense of the retail auto-glass dealer, it adversely affected the 
business of Libbey-Owens-Ford and other independent auto-glass dis- 
eaten, who supplied some of the glass to the retail auto-glass 

ealer. 

Rather than abandon the market, some of these auto-glass dis- 
tributors bypassed their customers, the retail auto-glass dealer, and 
sold directly to car dealers, often at prices substantially below the 
cost these car dealers could buy replacement glass from their own 
factory. 

In order to obtain what they consider their share of the market, 
General Motors reduced their list price to where a retail glass dealer 
can no longer service General Motors dealers profitably. 

The result is that the retail auto-glass dealer faces extinction. 
Only the retail auto-glass dealer has the facilities and skills to service 
all makes of cars. 

As Pittsburgh Plate Glass extends its invasion of the retail field, 
it will acquire the facilities and skills necessary to service all cars. 
Upon the gradual demise of the retail auto-glass dealer, there will be 
only Pittsburgh Plate Glass to service all of the cars. 

The retail auto-glass dealer has a vital function to perform in—— 

Senator Lone (interposing). May I ask you a question ? 

You say Pittsburgh Plate Glass will be the only one available to 
service the cars in the retail market. Are they the only ones who 
manufacture a windshield or any particular glass for a door of the 
automobile that would be the right shape ? 

Mr. Wiu1aMs. They are the only ones, from the manufacturer’s 
standpoint. The reason I say that is, if it so happens that we feel we 
cannot compete with the situation today of the retail outlets, that we 
are out of the business, they are the only ones left in the business to 
service the retail field. 

Senator Lone. Are there others who manufacture glass of the same 
general shapes ? 
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Mr. WiuutaMs. Oh, yes. 

panator Lone. Who manufactures glass in the shapes you would 
want ¢ 

Mr. Witutams. There is Libbey-Owens-Ford ; there is Shatterproof 
Glass; Guardian Glass. There is Globe Manufacturing. I would 
call the last three laminators, however, because of the fact that they 
are dependent upon the clear glass produced by others to make it a 
safety glass by sandwiching. 

Senator Lone. They depend upon clear glass from whom 4 

Mr. WituiaMs. In my estimation, it would come greatly from Pitts- 
burgh or Libbey-Owens-Ford, or from the foreign market. 

Senator Lona. I have a list * here of companies making automotive 
flat-glass products. It includes American Window Glass Co. Does 
that company make automotive flat glass ? 

Mr. Witx1aMs. I doubt it very much. If there is anyone more quali- 
fied than I to answer that, I hope he will do so. They do not install. 
That is the essential thing. None of the others install, including 
Libbey-Owens-Ford, today. 

Senator Lone. Could you obtain flat glass from them, or wind- 
shields from them ? 

Mr. Wituiams. I doubt whether there is a combination of all the 
others in the business that could supply any amount of glass through- 
out the country. 

Senator Lone. Could they supply flat glass to you, and could they 
supply windshields. ‘The American Window Glass Co. ? 

Mr. Wuu1AMs. Not windshields; no. 

Senator Lone. Flat glass only. 

How about the Auto Glass Manufacturing Co.? Are you familiar 
with them ¢ 

Mr. Wuu1aMs. They make flat glass only. 

Senator Lone. Duplate Canada, Ltd.—is that a Pittsburgh subsid- 
lary ¢ 

Mr. Wiu1aMs. No; Duplate is a trademark for their glass. 

Senator Lone. Ford Motor Co., do they manufacture glass? 

Mr. Wiiu1aMs. I understand they do recently. 

Senator Lone. Guardian Glass Co. ? 

Mr. Witu1ams. They are laminators. They furnish flat glass, as 
far as I know, and curved. 

Senator Lone. Could you get windshields from them ¢ 

Mr. Wituiams. I don’t think, as I say, that the combination of them 
could supply the needs of any one section of the country. 

Senator Lone. Now, Libbey-Owens-Ford Glass Co., do they manu- 
facture all the different shapes and sizes and curves ? 

Mr. WiuuiaMs. I believe they do. 

Senator Lone. Would they be available to you if Pittsburgh Plate 
Glass were not? 

Mr. WituiaMs. Yes. 

Senator Lone. Tosupply you with their material ? 

Mr. Wiuuiams. Through their distributors; yes. 

Senator Lone. How about Multiple Plate Glass Corp. ! 

(Mr. Williams nods head. ) 


1 American Glass Review, 1958 Glass Factory Directory Issue, January 31, 1958, p. 122. 








22 INDEPENDENT FLAT GLASS DEALERS 





Senator Lone. Do I understand that, to the best of your knowledge, 
they do not manufacture a windshield or curved glass ? 

Mr. WixutaMs. To the best of my knowledge. 

Senator Lone. How about Permaglass Corp. ? 

Mr. WiturAms. They make tempered gli ass only. 

Senator Lone. What do you mean by “tempered glass” ? 

Mr. Witui1aMs. It is nota laminated glass. 

Senator Lone. It isnot a safety glass; is that what you mean ? 

Mr. Witi1ams. That is a matter of opinion, mostly now at the pres- 
ent time, anyway, whether it is a safety glass or not. It primarily, 
heretofore, had been used in the back lights of cars and in the vents. 

Senator Lone. It isa glass that is suitable for windshield purposes ? 

Mr. Witi1ams. No. Definitely not. It is against the law. 

Senator Lone. Pittsburgh Plate Glass Co., you have referred to 
repeatedly. How about Safetee Glass Co. ? 

Mr. Wuutams. That is solely flat glass. 

Senator Lone. Shatterproof Glass Cor p.? 

Mr. Wiut1ams. They do some vent glass and curved glass. How- 
ever, they laminate. Understand, they are dependent somewhat. on 
the glass in order to laminate it and m: ake it a finished product. They 
don't go from the ground up. 

Senator Lone. You mean they have to buy their glass and then 
laminate it, put it together, I take it ¢ 

Mr. Wittiams. That is right. 

Senator Lone. So they depend upon other producers for their 
supplies ? 

Mr. Witu1aMs. That is correct. 

Senator Lone. Can those companies get their glass from others 
than Pittsburgh and Libbey-Owens-Ford and then proceed to—- - 

Mr. Wit1aMs (interposing). I wouldn’t like to answer for them. 

Mr. Sturits. Mr. Chairman, if I might ask Mr. Williams a ques- 
tion 

Senator Lone. Surely. 

Mr. Struts. Let us suppose a company that has a contract to supply 
General Motors windshields—does it alone get the dies and the pat- 
terns, so that it alone can produce, let’s say, Chevvy windshields; 
or may both Libbey-Owens-Ford and Pittsburgh produce that ? 

Mr. Wiu1AMs. I think they can both produce it; however, it hap- 
pens that Libbey-Owens-Ford does furnish all the glass for General 
Motors. 

Mr. Sruuts. Does Pittsburgh Plate Glass supply glass for General 
Motors cars ? 

Mr. Wixur1Ams. To General Motors? 

Mr. Stutts. No; to you or others. 

Mr. Witu1aMs. Yes. 

Mr. Stutts. They get the dies or dimensions from General Motors? 

Mr. Witu1aMs. I guess they do. 

Mr. Stutts. So this is not an exclusive contract with just one 
glass company ? 

Mr. Wiuu1AMs. That is right. 

Mr. Stutts. Anyone who wants it can get those molds? 

Mr. Witi1aMs. Provided they have billions of dollars; ; yes. 

Mr. Bassarear. Mr. Chairman 








Senator Lone. Would you identify yourself, sir, for the record? 
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STATEMENT OF WILLIAM J. BASSAREAR, KANSAS CITY GLASS C0., 
INC., KANSAS CITY, MO. 


Mr. Bassarear. I am W. J. Bassarear, of the Kansas City Glass 
Co., Inc., Kansas City, Mo. I am going to be a witness later. 

Libbey- Owens-Ford supplies all the el: iss for General Motors. 

Pittsburgh also manufactures the glass that is used in General 
Motors cars, but they do not supply to General Motors themselves the 
same as Libbey- Owens-Ford will manufacture windshields used for 
the Ford car as well as American Motors and the rest of them; but 
they do not supply it to the manufacturers. Pittsburgh does supply 
70 percent of that outside of General Motors and Ford. 

Senator Lone. I understand that Ford Motor Co. has recently 
opened a $70 million auto-glass plant at Nashville, Tenn. Do you 
have any familiarity with that? 

Mr. Witu1aMs. Other than that I heard that myself, that they have 
recently opened up a plant for the manufacture ‘of safety glass, pri- 
marily, I assume, for their glass dealers. 

Senator Lone. Do you know whether Ford will sell to their glass 
dealers ¢ 

Mr. Dyer.? They do not sell to the public, sir. 

Mr. Winuiams. They sell to their own plants. 

Mr. Bassarear. And also to the dealers; but, as of the present time, 
they have not sold to any independent glass installation shops, or any 
distributors outside their own. 

Mr. Dyer. Ford makes about 40 percent. 

Senator Lone. Well, let’s get back to Mr. Williams. I don’t want 
too many witnesses testifying on this witness’ time. 


STATEMENT OF SAMUEL WILLIAMS—Resumed 


Mr. WituiaMs. All right, I say here that the retail auto-glass dealer 
has a rightful function to perform in the orderly distribution of 
replacement auto glass. The owners of millions of cars are entitled 
to have our services available. Only the retail auto-glass dealer can 
perform this function properly and efficiently. We suffered the labor 
pains of giving birth to the auto-glass-replacement business. Now 
that our baby is out of diapers, everyone wants to adopt it. We will 
fight for our child. 

“T'll terminate on that. 

Senator Lone. Is that the conclusion of your statement ? 

Mr. WituiAms. It is the conclusion of my statement. However, I 
have a complaint from the Philadelphia area. If you would like me 
to carry on with that, II] be glad to. 

Senator Lone. Might I see it? Would you please pass it forward, 
and I’ll include that. 

Mr. WiiutaMs. This is a very rough copy, and I think I am the 
only one who can read it. 

Senator Lone. This will be kept with the committee’s files. After 
it has been typed, we’ll see whether it should be included in the record. 
If it should be, it will be included in the record. 


2 Joseph Dyer, Woodward Glass Co., 12614 Hamilton St., Detroit, Mich. 
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(Copy of the document referred to is retained in the committee's 
files. ) 

Senator Lona. Let me see if I understand you. You question the 
right of Pittsburgh Plate Glass Co. to open retail stores in your 
vicinity ? 

Mr. Witurams. Yes;I do. 

Senator Lone. Well, assuming that they sell you glass at a fair, 
competitive price, is there any particular reason why they should not 
be permitted to compete with you in selling it to the retail market ? 

Mr. Wiiu1aMs. First of all, Senator, I feel that even in the sports 
field, you cannot put a heavyweight in the same ring with a lhght- 
weight. We cannot compete under any circumstances. They have 
initially inaugurated a retail service—a series of retail services in the 
area of Philadelphia, and are spending thousands of dollars on radio, 
newspaper, and initially, they sent out solicitors, men that would come 
into our shops to sell us would also sell our trade, which is primarily in- 
surance companies, new-car dealers, used-car dealers, truck-fleet own- 
ers, and so forth, and they are a prestige outfit. They supply the glass 
for Chrysler Corp. as standard equipment in their cars and thereby 
have the benefit that we heretofore had in their warranty breakage. 
We do not do any more warranty work. 

This outfit of which I am part owner in Philadelphia has suffered 
since September of 1956, to the end of 1957, over $17,000 decrease in 
gross sales. If they continue to expand along those lines, I for one feel 
that I am at their mercy. I think probably I echo the sentiments of 
most of the small auto-glass dealers through the country. 

Mr. Struts. Mr. Chairman, I wonder if we might follow through 
with Mr. Williams. 

Do you feel they do this because they are more efficient than you or 
because they can pay for a part of their operations as a result of profits 
on other operations ¢ 

Mr. WiuraMs. Well, I feel this: First of all, I don’t know, I am not 
of a legal mind, and I question their right to open glass shops to 
retail and go in competition with their customers, to their customers, 
decreasing our sales, for one thing. 

Secondly, like I said before, I don’t know. This thing has begun 
since the increase in curved glass is bringing up the dollar volume—I 
think I brought that out in the summary of the glass-replacement busi- 
ness, that no one was interested in it when it was the so-called bread- 
and-butter item. 

Senator Lona. If most large manufacturers go into the business 
of retail selling—in other words, if they extend their operation from 
the production right on down to the sale and servicing of a customer— 
there are a great number of small-business men besides you who are 
imperiled; are there not ? 

r. WiuiAMs. Oh, yes; sure. 

Senator Lone. For example, General Foods could very well go into 
the grocery-store business. If they made their profit at the manufac- 
turing level, it would be pretty hard for the corner grocery store to 
compete with them if they had a low-cost supermarket; wouldn’t you 
think ? 

Mr. Wixurams. I guess so. 
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Senator Lone. You aren’t familiar with the number of supplies 
General Foods distributes in the supermarket, I can see. 

Mr. Jente. Mr. Williams, I have one question here based upon 
Mr. Cassedy’s testimony. In that testimony, Mr. Cassedy quotes you, 
the Franklin Auto Glass Co., of Philadelphia, as saying that in Phil- 
adelphia, the Pittsburgh Plate Glass Co. offers special discounts to 
Ford dealers. What did you mean by that? 

Mr. Wiu1aMs. Well, special in this respect: Heretofore, before 
Pittsburgh opened up their “servicenters,” we were supplying Ford 
new-car dealers with their glass at a 30 percent discount from the 
recommended manufacturer’s price list. That was agreeable to them, 
and I think it was prevelant, more or less, throughout the city. 

Senator Lona. Is that on replacement ? 

Mr. WituraMs. That is right. As soon as they got into the business, 
we questioned the fact that they, from that point on, received a dis- 
count of 45 percent, claiming, of course, that they had to be compet- 
itive with Ford, who has an assembly plant at Chester. Of course, 
they never did say to us, previous to going into the business, that, if 
you wanted Ford business, there is an extra 10 percent discount for 
you, so you can get that. But they immediately, of course, took that 
business away from us. A decrease there and a decrease like I said on 

the warranty basis, plus what they can bring into their shops by their 
advertising, of course, is hur ting, : and hurting badly. 

Mr. Jeute. Were you getting any business from Ford dealers at. 
the 30 percent discount ? 

Mr. WriutaMs. Oh, yes. Yes, indeed. 

Mr. Jenie. You were able to compete at that time with the Ford 
factory ? 

Mr. Witi1aMs. We weren’t competing with the Ford factory. They 
could still get their 45 percent, but it meant they would either travel 
to C hester, or Chester would bring it up to them. But they felt they 
didn’t need to do that. They were » willing to pay the extra money for 
us to make a telephone call and go into their shop and service them. 
But as soon as Pittsburgh got into the field, that wasn’t necessary, 
because they would take their station wagon and bring it down and 
install it for them. 

Senator Lona. Do you have any knowledge of the cost of installing 
glass at a 45-percent discount ? 

Mr. Wituiams. No, the discount was for the glass. There are other 
installation prices. That is solely the cost of glass. 

Senator Lone. I mean, can the glass be ‘installed profitably at a 
45-percent discount ? 

Mr. Wuu1aMs. No; it cannot, to operate a shop efficiently. Defi- 
nitely not. 

Mr. Jente. Do you think that would be true of the servicenter 
operated by the Pittsburgh Plate Glass Co. in Philadelphia ¢ 

Mr. Witu1ams. Whether they could work profitably on that basis? 
They would have to answer that, I wouldn’t know their business. 

Senator Lona. Yousay you couldn’t do it? 

Mr. Witxr1aMs. We couldn’t do it; no. And I know nothing about 
their costs or their setups. 

Senator Lone. You wouldn’t venture a judgment as to whether 
they could make a profit on it? I'd like to know whether the Pitts- 
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burgh retail outlets are charged with the same costs for glass as you 
and the other independents are. 

Mr. Wiis. If they were giving it to their retail outlets at the 
same price we were buying it from them, they couldn’t do it. 

Senator Lone. You aren’t a to say whether they are actu- 
ally doing it profitably or not? You are guessing ? 

Mr. WituraMs. That is right. 

Senator Lone. Thank you very much, Mr. Williams. 

The next witness is Mr. Joseph Rosenfield of Phil’s Glass Co., Inc., 
210 Carter Street, Chelsea, Mass. 


STATEMENT OF JOSEPH ROSENFIELD, PHIL’S GLASS CO., INC., 
CHELSEA, MASS. 


Senator Lone. Mr. Rosenfield, we are pleased to have you here 
today. Do you havea prepared statement ? 

Mr. RosenFievp. Just a few notes. 

My name is Joseph Rosenfield, and I am from Chelsea, Mass. 
Along with my brother, I own and operate auto-glass shops in the 
metropolitan Boston area. The type of work we do is remove and 
replace broken or damaged windshields and door glasses, and back 
glasses. That is our only business, automobile-glass replacement. 

We install this glass, for insurance companies primarily. Second- 
darily, we do it for car dealers, body shops, construction companies, 
contractors, or retail customers. The products we use we purchase 
from Libbey-Owens-Ford through an independent jobber, Shatter- 

roof Glass Corp., or Guardian Glass Corp., through an independent 
jobber, and, of course, we have to use Pittsburgh Plate Glass products, 
too, occasionally. However, we buy that also through an independent 
jobber, if we so can. 

Previous to 1956, in 1955, we enjoyed pretty good relationships with 
this company, and back in 1954. But apparently, with the advent of 
this big, wrap-around windshield, we found we have a very, very 
active competitor in one of our suppliers—active to this point, where 
they would call upon the very same people we were doing business 
with, calling on an insurance company, exerting types of pressure 
which we couldn’t possibly exert, such as, “We are a big company 
and we have a lot of insurance, and we buy a lot from you people, 
and I think you should reciprocate.” 

Now, that is a pretty tough thing for a little fellow to combat. 

Senator Lone. You know, there is nothing particularly new about 
a large company’s policing its accounts. It has been done before. 

Mr. Rosenrtevp. I really don’t know, myself. But, unfortunately, 
that makes it pretty rough for a big fellow to get in there and do 
that. 

Senator Lone. I’m not saying it is fair, or that it is right. It does 
put you at a disadvantage, but such things have been done. 

Mr. Rosenrrevp. Right. Then, of course, they had a salesman or 
salesmen in the area, and he would make such statements as saying 
a certain company—not necessarily my company, but a certain com- 
pany was using inferior products, and so forth. I think it is only 
fair to say that this particular man doesn’t work for the company 
any more. But those statements were passed on, and it made it rough. 
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Then, in the late part of 1956, in the Boston area, there was no 
such thing as a set price. Pittsburgh had a price list, or any glass 
manufacturer had a suggested price list from which we all operated 
our various businesses. There was no set pattern as to price in Bos- 
ton. However, I think that in April of 1956, one fellow published 
a price list. He said, “I think I can put these windshields in for 
X amount of dollars.” Then Pittsburgh Plate Glass Co. published 
a price list, which was lower. This fellow in the area had circulated 
around, and it was in the area and assumed to be a price most of the 
fellows were charging. Pittsburgh Plate Glass came out with a lower 
price. It was brought to their attention and rectified. | ' 

My complaint actually is that we are a bunch of little fellows in 
a business that has grown in the last 5 or 6 years, and I think Pitts- 
burgh or anybody else in the glass business knows that it is a pretty 
decent business. We all like it, and we all put a lot of time and 
effort into it, and we all feel pretty badly that we have to compete, 
or have to have as a competitor a company such as Pittsburgh Plate 
Glass Co. We feel that we are here, we are asking for help, we are 
saying is there something that can be done to alleviate the situation, 
because I think, if it is allowed to continue and they are allowed to 
open more retail outlets, a lot of us have to fall by the wayside. Some 
will exist, but a lot will have to fall by the wayside, because they are 
big boys and hard to buck. 

Senator Lona. Assuming that your company and a large number 
like you are driven out of business, who are the other glass producers 
going to use as their outlets ? 

Mr. Rosenrievp. I don’t quite understand that, Senator. 

Senator Lone. Assume that not only your shop but most independ- 
ent retail distributors of windshield glass and automobile glass are 
driven out of the business. If most of them are gone, who are the 
other manufacturers besides Pittsburgh going to sell their product 
to for distribution ? 

Mr. Rosrenrrevp. That is an excellent question. I don’t know, 
actually. 

Senator Lone. The only way Libbey-Owens-Ford could protect it- 
self would be to set up its own outlets, as well ? 

Mr. Rosenrietp. I would think so, because if the independent man 
can’t work and make a reasonable profit, he can’t exist, and what 
Libbey-Owens-Ford might do I can’t say. They might do what you 
say, become a vertical setup themselves. That I couldn’t guess at. 

Senator Lone. That wouldn’t leave us any place for an independent. 

Mr. Rosenriexp. It puts the independent out of the picture, and 
what others might do as a result of that, after that, I can’t say. 

I would like to clarify one particular point that Mr. Williams made. 
I wrote a store there about a windshield discount, 45 percent off to the 
car dealer. This is in relation to Pittsburgh Plate Glass and Ford 
Motors. I think it would be of interest, and if you wouldn’t mind, I 
would like to take a few minutes to read it to you. 

Senator Lone. What are you reading from? Your own statement ? 

Mr. Rosenrtep. Yes, I have written something. 

Previous to May 2, 1957, at which time a consent decree was entered 
into by the company and the FTC, discontinuing the practice of sell- 
ing windshields to Ford Motors at from 32 to 67 percent, a 
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Ford dealer enjoyed the ee of buying glass from his warehouse 
at a low figure, thus competing unfairly with a glass company. The 
Ford Co. just passed on to its dealers the distinct adv antage of a lower 
price to its car dealers. Ford enjoyed a special grant from Pittsburgh 
Plate Glass not extended to others by the admission—or, not the 
admission, but by the wording of the decree from the company. 

Now we have the distributors in Boston with published levels of 
trade. The level we are dealing with calls for a 3314 percent discount 
from a list price. That is to say, a car dealer or anyone, including 
Ford, paid 3314 percent off the list to any particular glass shop. 
Previous to May 1957, and now at the present time, the company— 
meaning Pittsburgh, and when I mention company from now on, I 
mean Pittsburgh—through its representatives extended Ford a 45 
percent discount. Now, here we have the admission of a price dis- 
criminatory practice by the mother company to a particular buyer and 
4 offspring (branches, depots, etc.) sellmg to the same dealer at 

45 percent, using the excuse that we must be competitive with Ford. 
It seems that there was premeditation and planning gone into this 
practice. How can an independent man sell at 45 percent off when 
he has to pay the company 50 and 5 or 50 and 10 for the same product ? 

Senator Long. What do you mean by that, 50 and 5 or 50 and 10? 

Mr. Rosenrierp. The prevailing market price to a glass shop would 
be 50 and 10. 

Senator Lone. Do you mean $50 or- 

Mr. Rosenriexp. 50 percent and 10 percent. 

Senator Lone. What is the 10 percent? 

Mr. Rosenrietp. It is an added discount. Well, using the basis of 
$100, it would be $50, and then another $5 off, so the cost of the item 
would be $45, as against $45 off, which would be a $55 cost. There is 
a $10 differential, actually. 

Mr. Srutts. You do not feel that that is enough for you to operate 
on to have a 10 percent markup ? 

Mr. Rosenrtevp. Definitely not. As a matter of fact, as I get down 
to here, it shrinks it actually. 

Senator Lone. Yes. 

Mr. Rosenrietp. There appears to me definite evidence of collusion, 
tendency to move out the independent glassman and the distributor, 
and distinct evidence of injury to independent small-business men. 
The practice of selling at 45 percent off by the company still exists 
and on a continuing basis to Ford and Chrysler dealers. 

By the way, I think it prevails with ¢ ‘hrysler de: alers, although I’m 
not sure of that. Sf we take the list price of a windshield, the part 
number being W378, which goes into a 1955 Ford 4- or 2-door sedan, 
the list price is $87.7 15. Figuring that at 50 percent off and 10 off, it 
costs a dealer $39.49. If it is sold » Ford, Ford pays $48.26. The 
gross profit to an independent is $8.7 

Now, to come back to a point of beens you asked Mr. Williams, 
“Can Pittsbur ch operate profitably at 45 percent?” They sell at 45 
percent off. They make the same $8.77, plus a distributive profit for 
the branch, plus the manufacturer’s profit, because he originally makes 
the part. ’So he has three little profits in there, where ‘the man who 
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sells it originally only has one. Therefore, a branch can operate 
profitably selling at a lower figure. Not discussing the labor. Then, 
of course, at $8.77, a man has to deliver the windshield, he has to pay 
his rent and expenses, and so on. It shrinks it down to much less 
than 10 percent. That is not too much to operate on. 

Senator Lone. Do you feel it is profitable on that basis? 

Mr. Rosenrrecp. No. Well, you could make a profit, but it would 
be small, to the point where it wouldn’t be worth while. 

Senator Lona. Off the record ; just a minute. 

( Discussion off the record.) 

Senator Lona. Mr. Stults, do you have any questions you want to 
ask ? 

Mr. Struts. No, sir. 

Senator Lona. If that is all, thank you very much, Mr. Rosenfield. 

Is Mr. Kryger here ? 

Mr. Kryger, do you have a statement you wish to make? Will 
you identify yourself for the record ? 

Senator Curtis has joined us. I believe Senator Curtis wants to 
hear the testimony from one of his constituents. 

Senator Curtis. Mr. Chairman, I had other meetings, but I dropped 
in here because I am interested and I wanted to present to you 
Mr. Kryger, a constituent of mine, who is running an important busi- 
ness, important to him and important to the community and to his 
customers. He has a problem that he wanted to discuss, and I wanted 
to accompany him here and express my interest. I appreciate the 
fact the committee is granting this hearing. 

Senator Lone. Thank you very much. Mr. Kryger, will you iden- 
tify yourself, give your first name and your business, please ? 


STATEMENT OF WILLIAM KRYGER, KRYGER SAF-T-GLASS & PAINT 
CO., LINCOLN, NEBR. 


Mr. Krycrer. My name is William Kryger, Kryger Saf-T-Glass & 
Paint Co., Lincoln Nebr. 

We have been for some time operating a retail auto-glass outlet in 
the Lincoln area and have been buying products from the Pittsburgh 
Plate Glass Co. 

They also are operating a retail auto-glass outlet. 

In October of 1956 the manager of the Pittsburgh Plate Glass Co. 
called me on the telephone, notifying me that they would be unable 
to supply us any longer at the discount they had been selling to us; 
and, due to the fact that I had another source of supply, namely, a 
Libby-Owens-Ford distributor from whom I could buy windshields, 
I told him I would be unable to buy the windshield from the Pitts- 
burgh Glass. 

As a result of that, in 3 days I had on my desk a letter from one of 
the largest insurance companies in the Nebraska area—I have sent for 
the letter and it has not got here—stating the manager of the local 
Pittsburgh Plate Glass Co. had offered them a discount equal to the 
discounts I could buy the windshields at, and they wanted to know 
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if I was willing to meet the discounts offered by the Pittsburgh Plate 
Glass Co. 

Senator Lona. In other words, they were offering to sell the product 

at your cost ? 
fr. Krycer. They were offering to sell my customer at cost of the 
windshield to me. 

Senator Lone. Is it the insurance company that notified you of 
this? 

Mr. Krycer. Yes, they wanted to know or were inquiring if our 
firm was willing to meet this price. Well, of course as we have already 
said, it would be unprofitable. We could not operate at that cost. 

Senator Lona. So far as you are concerned, it would be a matter of 
selling for the same price that you paid without allowance for over- 
head ¢ 

Mr. Krycer. That is correct. 

Senator Lone. Do you have other competitors in the same area? 

Mr. Krycer. Yes. I was going to mention that. 

Senator Lona. Yes. 

Mr. Krycrer. We do have another competitor, and through this 
period the Pittsburgh Plate Glass Co. continued to sell to one of our 
competitors at the previous price they were selling to us. 

In other words, we were the only firm that was hit with the lower 
price. They continued the other discount to our competitors while 
they lowered the discount to us. 

Now, perhaps it is questionable what their methods were, but they 
did not feel they were getting the volume of business out of our firm 
that we could give them and they were trying to get more of it. And 
when we bucked them by telling them we could not supply them with 
more windshields or we could not purchase more windshields from 
them we found the resultant 40 percent discount offered to our com- 
petitors. 

Senator Lone. Am I to understand that the beginning of your diffi- 
culty occurred when Pittsburgh told you they wanted to sell more 
windshields; is that it ? 

Mr. Krycer. No; not necessarily. They were coming into our firm 
regularly, soliciting our business, and while doing so, they mentioned 
several different times that they could increase the amount of retail 
trade within the area and, unless we continued to purchase at a similar 
rate or a higher rate, they would be forced to go more into the retail 
end of the business when they came in with a lower price, trying to 
force me to buy windshields at a lower price. When I refused, they, in 
turn, said what they would do. They went out to try to get the busi- 
ness at the retail level. 

Senator Lone. Do I understand from your testimony that they 
wanted to sell you windshields at a lower price than they had been 
previously selling them to you? 

Mr. Krycer. Yes; that is correct—lower discount, that is correct. 
At a higher price. 

Senator Lone. What you mean, then, is that they wanted to charge 
you a higher price by giving you a lower discount than you had been 
receiving before ? 
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Mr. Krycer. That is right. 

Senator Lone. The reduced discount had the effect of raising the 
price to you ? 

Mr. Krycer. That is correct. Now, not only did they offer 

Senator Lona. If I understand you correctly, you did not feel that 
you could continue to purchase from them at the higher price ? 

Mr. Krycer. That is correct. I told the local manager that I was 
willing to continue buying windshields, but I would not pay him a 
premium for his merchandise and he asked me if those were my final 
words. I said yes and it was not but a few days when the facts of our 
conversation went around. 

Senator Lone. Did that company already have an outlet in your 
community ? 

Mr. Krycer. Yes, sir. 

Senator Lone. They had a distribution outlet there ? 

Mr. Krycer. That is right. 

Senator Lone. Company owned ? 

Mr. Krycer. Yes, sir. It had been operating for a period of about 
21% years. 

I forgot to mention that they not only offered the discount to the 
insurance company but, they told them that they would make it retro- 
active back 3 months on every job that they hs id installed for this in- 
surance company. They would reimburse the insurance company for 
the discount back. 

Senator Lone. If Pittsburgh were able to do that over a period of 
time, there are very few independents in your business who would be 
able to compete. 

Mr. Krycer. That is correct. It would not be profitable to stay in 
business. 

Senator Lone. What did the insurance company do about that 
matter ? 

Mr. Kryeer. The insurance company—I went to their general 
claims manager, and we lost customers over it, but we did not lose the 
entire account, due to the fact that we beat them on service. 

Senator Lone. So, you were able to hold on to some of the business? 

Mr. Krycer. We were able to hold some of it but we lost a large 
share of it; that is right. 

Senator Lone. They are still making an offer to sell below your 
price? 

Mr. Krycer. What is that? 

Senator Lone. Is Pittsburgh still making an offer to sell below 
your price? 

Mr. Krycer. Yes, sir. 

Senator Lone. Are you able to make a profit as of now? Are you 
still making a = profit with your business ? 

Mr. Kryeer. I did not lower our price, whatsoever. We stayed 
right where we were. I told the insurance company that we would 
not be able to operate profitably at the discount offered by the Pitts- 
burgh Plate Glass Co., and we continued to sell our merchandise at 
the same price we had before this happened. 
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Senator Lone. So far the insurance company is sticking with you, 
then ? 

Mr. Krycer. To a certain extent they are. 

Senator Lone. Is your business still operating at a profit? 

Mr. Krycer. It is, sir. 

Senator Lone. Is it a fair profit ? 

Mr. Krycer. Yes, sir. 

Senator Lone. Then, so far, you are managing to hold out? 

Mr. Krycer. W ell, now, there is always the question of when they 
are going to go a step further to another insurance company. This 
is one insurance company where this happened. And there is also 
the question of what is to stop them from going another 10 percent. 
If they go another 10 percent on their prices, would the insurance 
company stay then ? 

The most important thing in my estimation is the fact that you are 
living with someone who can put you into extinction in a matter of 
months, and they are choosing when they get around to it or when they 
want to do it and this small incident here mainly proves that is possi- 
ble, that we are in a position of unfair competition with these people. 

Senator Lone. Senator Curtis? 

Senator Curtis. I have nothing further. 

Mr. Krycer. If it was not for the fact that we were 

Senator Lone. Do you know whether Pittsburgh is offering the 
same deal to other insurance companies in the area ? 

Mr. Krycrer. Are they ? 

Senator Lone. Do you know whether they are? 

Mr. Krycer. They have 2 or 3 others, and we do not service those 
accounts. 

Senator Curtis. I might ask this: After you protested, did they 
withdraw their offer of discount to the insurance company in | question ? 

Mr. Krycer. They did after a period of—this hi appened in Novem- 
ber, and they withdrew in February; continued for a period of almost 
3 months. 

Senator Lone. Mr. Watts, counsel to the committee, will ask a few 
questions. 

Mr. Warts. Mr. Kryger, I want to clarify your supply situation. 

Before the Pittsburgh Plate Glass Co. offered the discount to the 
insurance company you mentioned, you were purchasing windshields, 
substantially identical windshields, I believe, from Pittsburgh and 
from Libbey-Owens-Ford; is that right ? 

Mr. Krycer. To be quite frank, we were purchasing original replace- 
ments for General Motors cars from Libbey-Owens-Ford and we were 
purchasing Chrysler and Ford products from the Pittsburgh Plate 
Glass Co. In other words, we were staying with the original equip- 
ment in the automobiles. 

Mr. Warts. LOF, of course, is the original equipment in General 
Motors; PPG, in Ford and Chrysler ? 

Mr. Krycer. That is right. 

Mr. Warts. However, each does also make for the replacement trade 
the other’s glass equipment? PPG does make some GM glass for re- 
placement purposes ? 
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Mr. Krycer. That is correct. 

Mr. Warts. Prior to the incidents you discussed, were your dis- 
counts for an identical windshield from Pittsburgh and from Libbey- 
Owens-Ford the same? 

Mr. Krycer. Yes. 

Mr. Warts. Subsequent to the incidents you discussed, when Pitts- 
burgh simultaneously reduced your discount, thereby raising your 
price, and at the same time offered an installed price to your insur- 
ance account at your price, did your discount from Libbey-Owens- 
Ford remain the same? In other words, Libbey-Owens did not reduce 
their discount ? 

Mr. Krycer. They did not reduce their discounts. 

Mr. Warts. So, you say at that time you had a situation where 
you could get the fdenticel windshields from Libbey-Owens at your 
previous, higher discount price ? 

Mr. Krycrr. At our previous higher discount price. That is right. 

Mr. Warts. So you could, by using Libbey-Owens glass, at least, 
continue to compete by withdrawing— 

Mr. Krycer. I could continue to compete, but, if I had to compete 
at the discount they offered, it would not be profitable, in other words 
if I had to meet that price to the insurance company. 

Mr. Watts. That is without regard—you could obviously make a 
greater profit, though, by installing Libbey-Owens glass than you could 
Pittsburgh ? 

Mr. Krycer. Yes, sir. 

Mr. Warts. Do you have any other sources or just those two, Pitts- 
burgh and Libbey-Owens? 

Mr. Krycer. There are other sources, independent distributecrs, of 
course, at a greater distance and naturally your freight i go up. 
Glass distributors are not tied to 1 distributor or 1 Pittsburgh dealer, 

Senator Lone. Thank you very much. We are glad to “have you 
here. 

Mr. E. H. Siesel? Do you have a prepared statement ? 

Mr. Steseu. No, sir. 

Senator Lone. I would like to request that, insofar as possible, 
witnesses for tomorrow’s session make the effort to prepare their 
statements before they come to the hearing. 

We will hear them, if necessary, without a prepared statement, but 
it does expedite matters if they have their statements prepared. It 
would help us to move along more rapidly and also make it easier 
to understand what they have ‘In mind. 

All right ; will you proceed now, Mr. Siesel ? 





STATEMENT OF E. H. SIESEL, LOCUST AUTO CLASS CO., ST. LOUIS, MO. 


Mr. Sreset. I am Hank Siesel, Locust Auto Glass Co., St. Louis. Mo. 

Our company has been in business since 1921, for 38 years. I have 
been with the company for 36 years. I speak in this hearing only as an 
auto-glass man. We do not do any other type of work. We have 
pioneered the glass industry with the car dealers from the day, you 
might say, the car started. 
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Now, my complaint today—and I am saying this, that we are present- 
ing something here that we feel that we are fighting for the very life of 
our business, of the auto-glass industry—and my complaint is against 
the General Motors Corp. 

As of July 1, of this year the General Motors Corp. has seen fit to 
reduce radically the list price and the net prices to their car dealers 
to the extent of 20 percent in this time of high prices and high labor 
and everything else. They have also gone on record to go out en 
masse—and I would like to present these in evidence—to go out and 
get the glass business. This letter from Cadillac says, “Prices reduced, 
get into the glass business in a big way to earn big ‘profits : By review- 
ing local glass market opportunities; promoting your dealership as 
local Cadillac replacement glass headquarters; informing insurance 
adjusters of new, low glass prices; and checking i inventory and order- 
ing needed glass to provide fast service.” 

No. 1, I do not think the car dealer wants to be in the glass business 
and I say that in all sincerity, of polling and finding out from the car 
dealers. They have depended on our service for years and years, and I 
am pleading for the small glass man who is now faced with this par- 
ticular thing. 

Senator Lone. Passmea copy of that ad, will you please ? 

Mr. Sreset. As you know, when we have been talking about prices 
here and you may not 





Senator Lone. I will have these two notices printed in the record. 
Mr. SreseL. You may have them, sir. 
(The documents refered to are as follows :) 
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Mr. Sresex. I am talking about glass prices that are published by 
Pittsburgh and also by some of the distributors, of a list price; and 
also General Motors published their list price. 

Now, as an illustration, I would like to show you why it is impossible 
for us to continue doing business and survive, trying to service the 
General Motors car dealers. 

General Motors car dealers list price of a particular model of W-353 
clear windshield, that is the part number, lists for $71.60 and costs the 
car dealer $42.96, and if we, as auto-glass people, who have to buy off a 
list, a different list published by Pittsburgh and the LOF distributors, 
would get as much as 50 percent off our list of $59.50 they would pay 
$44.75 for a piece of merchandise that they have to sell to compete with 
the General Motors dealer for $40.28, showing a loss of $3 and some- 
odd cents. 

Now, if they were a little bit bigger dealer who could buy 6 or 8 
windshields at a time they may be able to purchase the glass at a figure 
of 50 and 10. 

Now, I would like to state this at this hearing: There are no set dis- 
counts. They start from a list, and there might be 25 different dis- 
counts given. You may go to 50 different warehouses of Pittsburgh 
or LOF distributors or Shatterproof and you will not find the same 
discounts, so it is hard to take a permanent pattern on this situation. 

I am going to go to the fellow who is fortunate enough to buy, the 
small-glass man who cannot buy in 60 or 80 or 70 windshields at a 
time. He will purchase this as much as 50 and 10 which is considered 
a pretty good Darount. He would pay for this glass $40.28, and he 
would sell it for $42.96. 

You can readily see that nobody could possibly exist on a $2.66 
profit on a $42.99 investment. 

Senator Lone. Do you make a profit on your labor when you install 
that glass? 

Mr. Srrset. We do not consider making a profit on labor, Senator. 
We feel it is a convenience. If we break even over the years in labor, 
we are fortunate. In our particular business, our particular industry, 
we have a slow and a weak season, and we may have to go along ina 
weak season, we have to keep our skilled men. 

We are not like the manufacturers of a product who can say, “Well, 
we have not gotten the work today; lay them off.” We have got to 
keep these skilled men because we have no routine of knowing what 
day we are going to be busy and what day we are not. 

So we do not consider in the glass industry that a profit is made on 
labor on the overall picture. 

Senator Lona. As far as you keep your books, your profit is not on 
your labor? 

Mr. Steseu. Thatisright. It is on the selling of the glass. 

Senator Lona. On the selling of the glass? 

Mr. Sreset. Yes, sir. I would like to make this statement. This 
condition that I told you about as far as costs, it hits pretty much in 
the Midwest. Here is a published price list from Fuller Glass Co. 
out at Oakland, Calif., that was sent to me, and at this same wind- 
shield we talked about, the same number they would pay $43.66, and 
they would have to, if they want to compete with the GM business for 
$41.85. 
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We are faced with this problem: We cannot exist under such cir- 
cumstances. We do not know where to go or what can be done about 
it. But we are pleading to this committee to guide us in the right lane 
and try to get some legislation so that this situation can be corrected. 

Now, the gentleman brought up the thing of Ford Motor, and while 
I am on it, I might touch on the point. Ford Motor Car Co., on their 
flat glass, still gives the dealer 57 percent off, which is impossible to 
compete with, too, to make a profit. 

I ane that these are two positive statements, because I have been 
the past president of this national association for 2 previous years 
before this year and I have been all over the United States and I 
have got a feeling of the people all over, of some of our trials and 
troubles. We are certainly in a troubled industry right now, with the 
situation of manufacturers’ retail outlets and with General Motors 
swooping down on us, and we have no reason to know that, maybe, 
Ford may take similar action, and we are squeezed right to the wall. 

We are holding our breath right now. We cannot meet this condi- 
tion and we do not know what to do about it, and we need some kind 
of help, if we can possibly get it, to take 3 or 4 or 6 months a lot of us 
might be out of business. 

Senator Lone. Why do you think that General Motors is pressing 
their Cadillac and Chevrolet dealers to go into the glass business? 

Mr. Stesex. Well, the only thing I can say there, in my opinion, 
Senator, is each one of those outlets and the parts division have 
different people who run that particular division, and these two people 
have seen fit to go out and publish that sort of list to go sheer it. 

Relatively speaking, the car dealer is not in any better shape, because 
he does not want to be in the glass business, and they have got him ina 

osition where we cannot meet the price and he does not want the 
se 

Now, previous to this, General Motors had a net price that I was 
speaking about and then if they did a wholesale sale they had an incen- 
tive plan of 25 percent when they made a wholesale sale. So, the car 
dealer could, at that time make 25 percent on a wholesale sale. 

Today his price is net; that is all he gets, and there is no place else 
for him to go, either. 

Senator Long. The ad to which you referred, urging Cadillac 
dealers to go into the glass installation business, appeared in what 
magazine? 

Mr. Srmesev. That is just a bulletin they sent out of their own parts 
division, sir; that is not an advertisement. 

Senator Lone. This bulletin to which you made reference, was 
mailed out ? 

Mr. Sresex. To their own dealers. 

Senator Lone. To Cadillac dealers by General Motors Corp. ? 

Mr. Sreset. Yes, sir; and Chevrolet to Chevrolet dealers. 

Senator Lone. Thank you very much. Are there any further ques- 
tions ? 
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STATEMENT OF STANLEY E. ARONOFF, EXECUTIVE VICE PRESI- 
DENT, THE SOUTHERN PLATE GLASS CO., BALTIMORE, MD. 


Mr. Aronorr. Mr. Chairman, my name is Stanley E. Aronoff, and 
I am the executive vice president ‘of The Southern Plate Glass Co. 
at Baltimore. 

I am the vice president of the national association as a flat-glass 
dealer. I donot do any automobile glass work. 

U nfortunately, I do not have a prepared statement. I was not 
aware that such was required. 

Briefly, to give you a history of the glass dealer as we see it would 
require a creat deal of time, because glass was invented some 3,000 
years ago. 

As we see it, the glass dealer is a glass contractor or a replacement 
contractor for those flat- glass pr oducts which are used in the building 
industry. There are only three manufacturers of plate glass in the 
United States. Any other plate glass would have to be imported, if 
the dealer was capable of doing so. 

Our business consists—and here I speak of our own personal busi- 
ness—consists of glass and metal contractors. We install all types of 
flat glass in building construction. 

We run a union shop, which means that we employ glaziers affiliated 
with the AFL. Our customers are primarily general contractors, 
builders, and developers. Only to a very small extent do we do busi- 
ness with the general public. Many of the glazing contractors in our 
association have locations which preclude public consumption. 

In our particular city, there are only 4 union glazing contractors, 
2 of whom specialize in glazing small glass sue h as in the windows 
of this room; and only Pittsburgh Plate Glass and ourselves are com- 
plete glazing contr actors doing store-front installations involving plate 
glass and thermopane, as well as the flat glass in these small windows. 

Because of the position that Pittsburgh manufactures, distributes, 
and retails the glass, we feel that we are in business only because 
Pittsburgh has allowed us to stay in business. 

Our profits since 1951 have never averaged or have never exceeded 
6 percent. 

They have averaged approximately 2 percent, and last year our com- 
pany suffered a loss of 5 percent of our gross sales. 

Mr. Sruuts. That is of gross sales? 

Mr. Aronorr. That is right. 

Mr. Stutts. Figured on your assets, what would they be? Figured 
on net worth ? 

My question is: Do you need a pretty large investment in order to 
be able to be in the business you are in, or a small investment? 

Mr. Aronorr. Well, we consider ourselves small-business men, and 
our inventory and trucks and equipment might be valued at anywhere 
from $50,000 to $80,000, depending on the amount of business we 
have on hand at any one time. 

Mr. Stuurs. What is your sales figure per year? 

Mr. Aronorr. Well, I only have since 1951. Our lowest annual 
sales in contract work was $318,000, our largest sales were in 1956 
of $726,000. 
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Mr. Struts. So, you can do that much business on, let’s say 
Senator Lone. How much business did you do last year? 
Mr. Aronorr. $489,516. 

Senator Lone. And you say you lost 5 percent against that? 

Mr. Aronorr. We lost 5.42 percent of our costs. I did not know 
how much actual financial information you would want. 

In estimating our work on a large job we try to figure the actual 
cost of the materials involved, the labor involved, our taxes, insurance, 
our trucks, the cost of our overhead and we add to that a profit. 

Senator Lone. Yes. 

Mr. Aronorr. Now, based on those costs we lost money last year. 

Senator Lone. You say you add a profit and then subtract from 
profit to arrive at the conclusion that you lost money ? 

Mr. Aronorr. Well 

Senator Lone. In other words, the question is: Was the profit larger 
than the loss? 

Mr. Aronorr. Well, Senator, that is hard to answer, and I can 
only tell you that, when we add up the cost of our materials, the 
cost of the actual labor for the year, the taxes and insurance we had 
to pay and the costs of our trucking and our office expenses, it was 
$28,000 more than what we took in for the year. [Laughter.] 

Senator Lone. I would call that a loss. 

Mr. Aronorr. That is exactly what I figured. 

Senator Lone. I could not understand your statement that you 
added a profit and then you figured your loss. 

Mr. Aronorr. I say when we estimate a job. 

In other words when we bid on the construction, for example, of a 
building we anticipate making a profit on that work. 

Senator Lone. Yes, sir. 

Mr. Aronorr. However, as I said, we can only sell our goods at a 
competitive price, and if we felt the job was worth, for example, 
$10,000, and we were in a position to negotiate that job with a friendly 
contractor and we arrived at a mutually agreeable figure of $9,000 
which was, say, Pittsburgh bid anticipating at the time we would make 
a profit on $9,000 we would take the job and unfortunately we find 
that for whatever reasons there are, we think that because in our 
particular case Pittsburgh Plate has advantages which we do not 
have we were not able to make a profit on the work we did. 

Senator Lone. What advantages do you think they have that you 
do not have? 

Mr. Aronorr. Well, I have to admit that we buy a good portion of 
our material direct from Pittsburgh Plate Glass Co. 

We are very well satisfied with their role as a distributor and a 
producer. We have always been told—and I might say that my 
father founded our business, and he always made the remark that if 
Pittsburgh wanted a job it was no use figuring it. They had a big 
advertising budget. 

Now, we figured the Old Age and Survivors Insurance Building 
that was erected in Baltimore or was being erected in Baltimore. 

Our estimated costs are approximately $66,000 which would 
include our labor and material estimates. 

We know that the Pittsburgh Plate Glass Co. took that contract 
for approximately $70,000. 














INDEPENDENT FLAT GLASS DEALERS 41 


Now, I will have to say this, Senator: For every job we feel that 
we lose to Pittsburgh, you have to remember that they are a lot 
bigger organization than we are, and they can point to 20 that they 
lose to us, so whether or not my figures in this particular case are 
accurate we just have to say that we lose the job at a price that 
exceeded our costs by only a few percentage points. 

Senator Lone. Why did you lose the job? Did they bid higher 
than you? 

Mr. Aronorr. Our bid to the contractor was in the vicinity of 
$90,000, to cover our overhead and anticipated profit. Our actual 
cost that we estimated for the material, labor, and supplies that we 
would have to buy was approximately, for all intents and purposes, 
the bid that was submitted by Pittsburgh Plate Glass Co. 

Whether we are the only ones in that condition, I can tell you 
that is not the case. At one time I appeared before the Department 
of Justice and they asked us for written evidence. There was an- 
other glazing contractor involved at that time also. We were told by 
the attorney for the Department of Justice that they heard complaints 
from Butte, Mont., to the east coast, and from Bangor, Maine, to 
Florida, but you could not verify it. 

Of course, you have to realize that, where a general contractor 
receives a bid in writing, say from Pittsburgh Glass Co., he would 
not give that bid to us to give to you as evidence that they are 
discriminating against us or trying to employ any unfair tactics. 

We feel that Pittsburgh, if they decide to be in the distributing 
business as well as the manufacturing business, should remain in that 
same category as, say, the distributors in New York City, where 
the ditetutace do not sell at retail level to any extent nor do they 
compete with the glazing contractors in that city. 

Now, I am prepared, if you have any questions, to discuss the 
methods of buying or the types of glass that we use, but, pointedly, 
our feeling is that we are being taken unfair advantage of and that 
we do not believe Pittsburgh Plate Glass Co. or any manufacturer 
of products in our line should be in direct competition with us. 

Senator Lona. How long have they been in direct competition with 
you? 

Mr. Aronorr. As I understand it, the Pittsburgh Plate Glass Co. 
was not in the installation business in Baltimore until the thirties. 
That was before my time as a glazing contractor. 

Senator Lone. So they have been in the installation business for 
a considerable period of time if they entered it in the thirties? 

Mr. Aronorr. Well, unfortunately, we have never been able to do 
anything about it. It is the same as the weather—everybody will 
complain about it, but nobobdy will do anything about it or could do 
anything, I should say. 

I would mention that where there are a number of contractors, 
such as, say, in the city of Washington, Pittsburgh, in many instances, 
does not assume the dominant character in the area. It appears as 
if that is—that only takes place where there are only 1 or 2 com- 
petitors in the area. I might state that in the city of Baltimore there 
were three other glazing contractors who attempted to operate in 
competition with us, and, shall we say, they could not stand the gafl 
and they are no longer in business. 
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Senator Lone. You are the only one left out of the four? 

Mr. Aronorr. That is right. That is what I consider a full com- 
petitor of Pittsburgh. There are two other men, as I mentioned who 
do not doa complete glazing contracting operation. 

Senator Lone. Any questions? 

Mr. Sruurs. Mr. Aronoft’s statement then does, however, indicate 
that he was able to make a profit during some of the years that he 
had Pittsburgh as a competitor. 

Mr. Anonorr. Well, that profit on our costs, the very highest we 
ever had, in 1952, was 6.3 percent, and it has gone down to 1. 93, 1.65, 
1.52 and on 1 occasion in 1951 it was 5.14. 

Now, I do not think that is an excessive profit, and I would say 
that anyone—that our books are open. We did not milk the corpo- 
ration to show a small profit. 

Mr. Sruxrs. I do not think that was the question. P 

But you have shown a profit. You do not show a profit for the 
past year. So, you feel this is because of a more stringent competi- 
tive policy by Pittsburgh ? 

Is this going to continue? Are they sharpening their pencils more 
and more “closely to your costs, do you think? Or was it just a quirk 
that last year you lost a few contracts you should have gotten? 

Mr. Aronorr. Well, I hope it is only a quirk. I have no way of 
knowing what their policies will be. I can only tell you that in one 
period of time, and it was at the time that we bid this Old Age and 
Surv ivors Insurance Building, we lost several contracts, which totaled 
almost $300,000, and, as you can see from the {figures I quoted, that 
would be the equivalent of approximately 6 months to 7 months 
volume of business for us. 

Mr. Sruuts. Thank you. 


Senator Lone. Thank you very much, Mr. Aronoff. 
Mr. Henry Kinzel? 


STATEMENT OF HENRY KINZEL, KINZEL’S GLASS C0., 
CARMICHAEL, CALIF. 


Mr. Kryzev. Mr. Chairman and Senator, my name is Henry Kinzel. 
I am from Carmichael, Calif. I have come a long way. This is a 
very important time of the year. I thought I would rather come my- 
self and I came out very fast, unprepared. But I am going to give 
you something off-the-cuff that you might put down in your record. 
I can back up every statement I make. 

First of all, I am in the glass-replacement field, insurancewise 
only. I replace automobile glass, household glass. When I say 
“household,” we are talking about domestic flat glass. I will not go 
into the automotive end of it. These gentlemen pretty well covered 
it. 

On this flat glass domestic, this is house glass. Domestic glass is 
a plate glass that goes into store fronts. It goes into homes, the panes 
of windows you have in this room. We get calls from the insurance 
companies and we go out and replace the glass. 

Now, then, I have been in business 9 years. I have the opportunity 
of going into the contracting business. I have some very good friends 
who are in the contracting “business and have asked me to give them 
bids on takeoff panes. I am unable to do this or extend this service 
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because I have not the necessary capital to buy glass in Europe, Bel- 
gium, Spain, because of the fact that I buy my glass from Pittsburgh 
Plate Glass at what they call a wholesale price to me. 

I cannot go out and meet them on a retail basis that the Fuller 
Co. and the Cobbledick-Kibbe Glass Co. go out and bid on these 
houses, 

But, if T had $75,000 and gave a broker a certain amount of mone 
and bought this stuff out of ‘the United States, I could compete with 
them. But, then, I would be at an unfair disadvantage i in many in- 
stances because, you know, in school and Government: buildings you 
have to put a domestic ol: ass of a certain nature in this particular 
structure that is specified on the plans. 

Senator Lone. Are you saying that you are forced to comply with 
the so-called Buy American Act in bidding on such structures? 

Mr. Srutts. I think so, Senator. 

Senator Lone. Are you required to comply with the Buy American 
Act in bidding on repair to Government buildings? 

Mr. Kinzev. Are you referring to the standards of glass? 

Senator Lone. Well, you mentioned that you are required to use 
glass manufactured in the United States. 

Mr. Kinzen. Right. 

Senator Lone. On Government buildings? 

Mr. Kinzex. And it is so specified. 

Senator Lone. Yes. 

Mr. Kinzet. So, in order that I compete with these people, Pitts- 
burgh Plate, which is the Fuller Co. in Sacramento and Cobbledick 
Kibby in Sacramento, if I buy this glass from them I cannot go out 
and compete with them in the contracting field at all, so, consequently, 
I still pull in my horns and stay with this replacement field, in which 
I am enjoying a happy profit because they are not interested i in the 
insurance replacement field in homes. They are interested in the re- 
placement field in the automobiles. We have the same problems that 
these gentlemen stated before me, not to the extent that it is in the East. 

I guess that is all I have got to say. 

Senator Lone. Thank you very much. 

I asked about the point that occurs to me:. We have a Jaw on the 
books * that requires that products manufactured in this country be 
specified for certain Government construction, and I assume that that 
relates to your problem. 

Mr. Kinzex. Right. 

Senator Lone. But I do not think that was ever intended to be used 
in such a way that it would injure small-business men or prevent them 
from getting materials at a fair price to compete with American pro- 
ducers, In other words, I do not think that the act was intended to 
help someone establish a monopoly. 

You have got a good point there. 

Thank you very much Mr. Kinzel. 

Mr. Kinzeu. Thank you, sir. 

Senator Lone. Mr. Clark Settles. Is he here? 

Mr. Settles, I understand you wanted about 2 minutes to make a 
a statement. I will hear you now, but that is about all the time we 
have left. 


41 U.S. C., secs. 10a—10c. 
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STATEMENT OF CLARK SETTLES, JOHN H. SETTLES CO., 
QUINCY, MASS. 


Mr. Serries. I will be as brief as I possibly can and, without repeat- 
ing any of the testimony that has been given, I would 

Senator Lone. What is your full name? 

Mr. Serries. My name is Clark Settles. I am with the John H. 
Settles Co., of Quincy, Mass. 

I can confirm or corroborate all of the statements which have been 
made in the automotive—about the automotive glass, and I can also 
confirm statements which Mr. Aronoff has made in the glazing field, 
because we happen to be engaged in both areas, and we may be a 
little unique, however, in that our experience is a little different than 
Mr. Aronoff’s. 

While we have been in business for a number of years—and I would 
say as an aside that I envy those who talk about this 6 percent net 
profit on sales volume—we have never achieved that but we have 
been in business a number of years and were making slow, gradual, 
constructive progress in our endeavors to a point at one time of having 
20 employees. 

About 8 years ago, the Pittsburgh Plate Glass Co. established a 
place of business within 300 yards of ours. Fora short time we did not 
seem to suffer. But gradually, we began to feel the pressures that 
were applied, and in spite of all efforts to remain successfully com- 
petitive, we have experienced a gradual diminution of earnings that 
has brought us toa rather precarious position. 

We have reduced our work force and now employ, I think, as of 
this week, 15 people, and we are doing everything possible and work- 
ing desperately to survive. 

Now, I cannot directly say that Pittsburgh Plate Glass Co. was the 
prime cause of our reducing our work force. There have been other 
factors, other competition, and, of course, a certain slowing in the 
business process which has contributed to it. 

As I have listened, however, through this talk about dual distribu- 
tion, does it not, as a matter of fact, come down essentially to a matter 
of ethics in business ? 

I think most of us small people in business in this country have 
taken pride and have had a respect for big business. We have ad- 
mired their efficiency, and we have felt that they had to be essentially 
good people, good Americans, or they just would not have reached 
this position that they have in our scheme of things. 

What amazes and disappoints me is to see the pettiness that is now 
prevalent in the policies which apparently Pittsburgh Plate Glass has 
inculeated as part of their work, and I would like to briefly mention 
just a few small things. 

Some time ago we were bidding competitively with them for a small 
piece of work. One of these store fronts that Mr. Aronoff spoke about. 

The buyer who had been a customer of ours was astounded when 
he received a quotation from Pittsburgh Plate Glass Co. some $400 
less than ours, and, to keep the thing relative, our quotation on the 
job was in round figures, $1,600. He received a quotation from Pitts- 

urgh approximately $400 less, and he could not be blamed, he gave 
them the piece of work. 
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Again, like Mr. Aronoff, we figure our costs of materials and labor 
and overhead, and that was the basis on which we submitted our price. 
We took this matter up with the Pittsburgh Plate Glass Co. and were 
blandly informed that, because the Pittsburgh Plate Glass Co. wanted 
this man as one of their paint accounts, they had gladly given him his 
new store front at their basic cost of labor and material. 

Senator Lone. I regret that the Senate is voting, and I will have to 
attend that vote right now. We will have to recess the meeting this 
afternoon, and the committee will resume its hearings at 2 tomorrow 
afternoon. 

I do not know, as yet, in which room in the Senate Office Building 
we will be meeting. Therefore, anyone who wishes to attend the 
meeting should contact the committee office tomorrow to get the room 
number. 

(Whereupon, at 4:25 p. m., the committee was recessed, to recon- 
vene at 2 p.m., Thursday, July 31, 1958.) 











COMPETITIVE PROBLEMS OF INDEPENDENT 
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THURSDAY, JULY 31, 1958 


Unirep States SENATE, 
SeLEecT COMMITTEE ON SMALL BusInEss, 
SUBCOMMITTEE ON MONOPOLY, 


Washington, D. C. 


The subcommittee met, pursuant to notice, at 2:05 p. m., in the old 
Supreme Court chamber, United States Capitol, Washington, D. C., 
Senator Russell B. Long presiding. 

Present : Senators Long and Humphrey. 

Also present: Walter B. Stults, staff director; Philip Jehle, counsel ; 
Raymond D. Watts, counsel; Roy H. Millenson, legislative assistant to 
Senator Javits; and Harry W. Frazee, legislative assistant to Senator 
Schoeppel. 

Senator Lone. The committee will come to order. 

Mr. Settles, who testified yesterday, did not have time to complete 
his statement. I regret that was the situation. However, the Sen- 
ate was voting at the time, and it was necessary to adjourn the meet- 
ing. Is Mr. Settles in the room today ? 

Mr. Cassepy. May I make a statement for him, Mr. Chairman? 

Senator Lona. Yes. 


STATEMENT OF CLARK SETTLES, OF JOHN H. SETTLES CO., QUINCY, 
MASS., SUBMITTED BY JAMES W. CASSEDY, GENERAL COUNSEL, 
NATIONAL AUTO & FLAT GLASS DEALERS ASSOCIATION 


Mr. Cassepy. I am James W. Cassedy, who testified yesterday as 
counsel for the National Auto & Flat Glass Dealers Association. Mr. 
Settles went down to my office and wrote out his statement, so that I 
have the original and several copies. He had to go back to Boston, 
and asked that I present this to be made a part of the record, as his 
complete statement. 

Senator Lona. Will you send it up to me, sir? 

Mr. Cassepy. Yes. 

(The statement of Mr. Settles is as follows:) 


STATEMENT OF CLARK SETTLES OF JOHN H. Serries Co., QuINCcy, MASS. 


Mr. Chairman and members of the committee, I can confirm and corroborate 
statements which have been made here this afternoon, both as regards the 
auto-glass business and the flat-glass business. However, my position may be 
a little unique in that I can show over a period of approximately 8 years what 
the results of Pittsburgh Plate Glass competition can accomplish. 


47 








48 INDEPENDENT FLAT GLASS DEALERS 


Although we have been in business for many years, our growth has been 
slow and consistent, and our profits very modest. At one point by dint of our 
arduous application of our energies and resources, we had 20 employees. 

About 8 years ago, Pittsburgh Plate Glass Co. established a place of business 
within a few hundred yards of ours and entered into direct competition with 
us. For a short time we didn’t seem to suffer, but soon we began to feel the 
pressure and in spite of all efforts to remain successfully competitive, we have 
experienced a gradual diminution of the earnings which has brought us to a 
precarious position. We consider that the operation of the Pittsburgh Plate 
Glass Co. is a principal cause of this reversal in our fortune. 

In actuality, the matters that have been discussed this afternoon lead to the 
logical conclusion that we are in essence dealing in large part with the matter 
of ethics in business. I believe that most of us in this country have grown up 
with a certain pride and respect that big business, as we have known it, has 
had a primary sense of integrity in the conduct of their business. 

What now amazes and disappoints me is to find the pettiness to which Pitts- 
burgh Plate Glass Co. has descended in what is now apparently a new policy. 
Rather than to repeat previous testimony, I would like to point out 1 or 2 
examples of this pettiness. 

1. Some time ago, we bid competitively for the installation of a new store 
front in a local place of business. The buyer, who had been a customer of 
ours, was astounded when a quotation from Pittsburgh Plate Glass Co. was 
approximately 25 percent lower than ours. Naturally, he gave the work to 
Pittsburgh Plate Glass Co., and when we questioned them as to how they had 
arrived at their price, we were blandly informed that, in order to obtain this 
customer as a paint account, they had been perfectly willing to install his new 
store front at their bare cost of materials and labor. We feel that this was 
wholly unethical and may well have destroyed the buyer’s confidence in us. 

2. We have recently discovered that an employee of ours has purchased 
material from Pittsburgh Plate Glass Co. at the same price which we are 
charged. This has placed him in a position to perform work in his off hours 
that would otherwise have come to a properly established place of business. 
Because this employee had been stealing time from us in order to accomplish 
this act, we discharged him. Within a week thereafter, he was working for 
Pittsburgh Plate Glass Co. It seems to us that any arrangement such as this 
verges on actual dishonesty. 

3. Pittsburgh Plate Glass Co. salesmen, in soliciting business of customers 
of ours, have told these customers that, because of the smallness of our opera- 
tion, we could not offer as advantageous terms and conditions as could Pitts- 
burgh Plate Glass Co. 

4. Information which we believe to be authentic shows that on work requiring 
a sizable quantity of glass, it is relatively unimportant as to whether or not a 
profit is derived for the Pittsburgh Plate Glass Co. branch, who is our com- 
petitor. We understand that if that branch breaks even, or even sustains a 
small loss, the fact that such a loss could easily be absorbed at the manufactur- 
ing level justifies the action. 

This is obviously correct if one considers the possibilities involved. A manu- 
facturing expansion program, based on the output of hundreds of relatively 
small branches, could feasibly be successful, even if each of those small branches 
would no more than break even, or again, they might even sustain a small 
loss. If this philosophy and method of business is projected to cover the entire 
country, it becomes clear that it will be impossible for an independent operator 
to engage profitably in the glass business. 

If also, as we understand it, there is a governmental agency concerned with 
the welfare of small, independent business, we are sure that this is one field 
worthy of that agency’s careful study. 


Senator Lone. The first witness for today is Mr. Weldon MacKen- 
zie, of Macks Auto Glass, Flint, Mich. 

Mr. MacKenzie, I want to greet you here and, on behalf of Senator 
McNamara, tell you that he expressed his interest in this problem. He 
wanted me to inform you and the other auto-glass dealers in Michigan 
that he was very much interested in knowing about your problem, 
and he hoped something could be worked out. 

You may proceed, Mr. MacKenzie. 
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STATEMENT OF WELDON C. MacKENZIE, OWNER, MACKS AUTO 
GLASS, FLINT, MICH. 


Mr. MacKenziz. Mr. Chairman and the committee, my name is 
W.C. MacKenzie. I am oo owner of Macks Auto Glass, Flint, Mich. 
My father established this shop, and it later came into my own hands 
at his death. 

At this time, with the permission of the committee, I would like 
to present a few pertinent facts. There are four manufacturers of 
curved glass in the United States; namely, Libbey- Ow ens-Ford, Pitts- 
burgh, Shatterproof, and Guardian. Of these 4, 2 are not raw-glass 
manufacturers. They rely on the other two major manufacturers for 
their raw material, or most of their raw materials. The two that 
are not raw-glass manufacturers are Shatterproof and Guardian. 
Now, all they do, actually, is manufacture or fabricate curved glass 
parts, and even flat glass parts. They do not have anything to do 
with the actual manufacture of the glass itself. 

Now, in this room, we have several independent glass dealers repre- 
sented, and we feel we are all placed in a rather precarious position, 
due to the fact that we have to buy our glass from all of these sources. 

Now, due to the fact that no single supplier, such as Libbey-Owens- 
Ford or Pittsburgh or Guardian or Shatterproof, could ever possibly 
produce all of the required curved parts for use in the entire United 
States, we have to buy, of course, necessarily, from more than 1 source, 
and we rely on more than 1 source for that reason. This creates a 
rather unique situation. Pittsburgh, here of late, has been pressuring 
us to buy more material from them. Especially if they have moved 
into your town with a new warehouse, they will immediately want a 
little more business from you. Consequently, if that h: appens, actually, 
we cannot buy, perhaps, the amount we have been buying from these 
other sources. Now, this has been more or less brought up before 
at the hearing, that they do use a little pressure on you to the point 
that they will say that if they don’t get some more orders from you, 
or have more orders from your partic ‘ular place of business, they will 
go into the retail trade if they have not already done so, or will propa- 

gate or promote existing business that is already there. However, if 
the second: iy suppliers, namely, Shatterproof and Guardian, do not 
sell to retail outlets, they will seek a more direct medium by going 
to the retail business themselves. 

I feel that that particular fact is more or less self-explanatory. If 
their sources of outlets are cut off, then they themselves have parts 
that thev will have to sell, and they will, perhaps, establish their 
own markets, which they do not have at the present time. 

Senator Lone. Do I understand that you are caught in a squeeze, 
not just by one of these manufacturers, but by more than one? 

Mr. MacKenzir. That is correct, sir. 

Senator Lone. That each one of them wants to sell more glass, and 
if you won’t sell more of his glass, he is going to set. up a store and 
take your business from you? 

Mr. MacKenzie. That is correct. The point I am trying to bring 
out by saying all this—and it is perhaps a little confusing—but the 
thing I am working up to is that perhaps you can see the oe 
pattern of a monopolistic structure that is being formed, insofar 
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all manufacturers in a direct or indirect sense are perhaps sooner or 
ne to be worked into the field of distribution, wholesale and 
retail. 

Senator Lone. If it gets to the point that all the manufacturers are 
in a vertical operation, you people are going to be in here to ask 
Congress to take the tariff off so that the St. Lawrence seaway can 
be used to haul foreign glass up to Michigan. 

Mr. MacKenzm. I think I could quit right now. You have an- 
swered everything that I was going to say. 

Senator Lone. Which means you would be getting it from a for- 


eign Per: If. 

Mr. MacKenzie. That is right. That is everything I hoped to 
‘bring before the committee at this time. I wanted to impress, or 
try to impress, the committee with the seriousness of the situation. 
We in the business realize it, and are faced with it every day. It is 
a little hard, of course, to make others realize the seriousness of this 
particular situation. 

Of course, we are in hopes that through this investigation or this 
preliminary hearing, we will be able to come up with some sort. of 
action immediately to curtail this growth that Pittsburgh is having 
by going into the retail trade and by establishing these stores all over 
the country. 

One personal thought I didn’t have in my notes that I would like 
to inject: I do feel that, with the establishment of these shops all over 
the country, in many localities they may not be entered into the retail 
trade at this time at all, but, as an example, in Flint, Mich., we had a 
new store put in. It was opened, I believe, in April of this year. I 
may be incorrect in that, but it was opened recently, and they are not 
in the retail business, as far as the auto glass is concerned. However, 
they are in all other divisions of their store, which is paint and flat 
glass, commercial installations, house installations, mirrors, and so 
forth. However, they do have, and I was even shown, a department 
already equipped and set up for the installation of auto glass. This 
is all Pittsburgh—yes, it is a Pittsburgh warehouse. This is a new 
building, and I know that in Michigan there are more already estab- 
lished. They are all set up the same way; and, again, I am trying to 
bring out one point: They may not be selling now, but it is a constant 
threat; and I personally feel that if they set up these stores, they can 
lower the boom terrifically fast, and I think it will be a very short 
order before merchants like myself will be doing something else. 

Mr. Warts. Mr. MacKenzie, I should like to clarify a few points in 
your testimony. 

Mr. MacKenzie. Yes. 

Mr. Warts. You stated that you purchased glass 1n your business 
from four principal suppliers: Pittsburgh, Libbey-Owens-Ford, 
Shatterproof,and Guardian. Isthat correct ? 

Mr. MacKenzie. That is correct. I do not buy directly, perhaps, 
from them, but through their jobbers and distributors, or direct— 
either way. 

Mr. Warts. Well, you stated that you could not fill your require- 
ments from any one of these. Are you able to interchange among 
them? For instance, if Pittsburgh doesn’t have a particular wind- 
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shield which you want today, then you usually get that same wind- 
shield from Libbey-Owens-Ford, Guardian, or Shatterproof? 

Mr. MacKenzie. Yes; they all manufacture curved glass. 

Mr. Warts. Is there any great price competition among the four? 
That is, in 1 day or 1 week can you get Shatterproof cheaper than 
you can get Pittsburgh glass? 

Mr. MacKenzir. No; not relatively. I would say their prices, at 
least in my area, are pretty much a set price. 

Mr. Warts. Just one more question. That is on the question of 
import sources of glass: Are you able to purchase imported glass, and 
are foreign manufacturers making finished windshields of the same 
sort and in competition with domestic manufacturers? Is that a 
source that is available to you; and, if not, why not ? 

Mr. MacKenzie. The foreign source of the domestic type of wind- 
shield—to my knowledge I have never purchased anything of foreign 
make other than for the foreign cars. I have purchased some wind- 
shields for the foreign cars that were imported, again through job- 
bers and distributors in this country. 

At this time, some of these manufacturers are now actually manu- 
facturing in this country foreign-car windshields; however, not all 
of them, but most of them. 

Mr. Warts. By that you mean that domestic windshield manufac- 
turers are making foreign-car windshields, but foreign windshield 
manufacturers are not making domestic windshields? 

Mr. MacKenzie. To my knowledge; no. 

Mr. Warts. Are there foreign-glass manufacturers making auto 
glass in competition with domestic makers ? 

Mr. MacKenzie. Are you speaking of curved glass now ? 

Mr. Warts. Yes. 

Mr. MacKenzm. No; not to my knowledge. 

Mr. Warts. Thank you, Mr. Chairman. 

Senator Lone. Our next witness is Mr. Charles Burhans of Burhans 
Glass Co., Philadelphia, Pa. 


STATEMENT OF CHARLES W. BURHANS, OWNER, BURHANS GLASS 
CO., PHILADELPHIA, PA. 


Mr. Burnans. Mr. Chairman, Senators, counselors, and members of 
this committee, I am Charles Burhans of Philadelphia, Pa., where I 
operate Burhans Glass Co. 

While I am not an attorney—just an ordinary glass man—I will try 
to again express to you in my own fashion, the feelings of the small 
retail glass dealers, which they themselves have tried to convey to you 
these past 2 days. 

Before I do so, I would like to give you my own evaluation of the 
inequitable situation that prevails in Philadelphia, which is a prime 
example of the trouble spots throughout the country. 

Pennsylvania is perhaps unique in the fact that by law broken 
glass must be replaced in a licensed vehicle. That fact bears out that 
in Pennsylvania a certain amount of glass is replaced, that which is 
required by law—no less and very little more. 
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There are a certain number of glass shops in the Philadelphia area 
that have been making the safety-glass replacements. These shops 
through the years, the years prior to Pittsburgh Place Glass Co.’s 
operating their retail stores, have been very adequately serving the 
public in this respect. As the population has grown and as the 
people have moved to the suburbs, thereby opening up new com- 
munities, so have the number of glass shops grown and located in 
these communities. We have now approximately eighty or so small 
retail glass shops in the Philadelphia area. We have modernized our 
stores and increased our inventory. We have steadfastly trained new 
personnel and have been able to pay all our employees more money as 
the economy rose. 

Along comes the Pittsburgh Plate Glass Co., in October of 1956, 
to open retail service centers and compete with us for our business. 
They spent thousands and thousands of dollars to take our business 
from us. I say “take our business” because they cannot possibly, 
through any methods of advertising, create any new business. Every 
glass replacement that has been made by them—and there have been 
many—was, in cold fact, taken away from an existing glass-shop 
owner, an independent small-business man. 

How were they able to obtain a part of this work almost overnight ? 
They blanketed the entire area with newsletters, radio ads, pricing 
schedules, newspaper advertising, and personal solicitation through 
company salesmen. 

Pittsburgh Plate Glass Co. stated to me, both through their local 
manager, Mr. Zoll, and through one of their vice presidents, Mr. Don 
Burnham, that they would be good clean competition. This is an 
absolute falsehood, eames as you have heard through previous testi- 
mony, their pricing policies are inconsistent, erratic, and unfair. 

I would like, at this time, to submit further evidence to substantiate 
this last statement. 

I offer you two price lists: One put out by the Acme Glass Co. of 
Cambridge, Mass. This price schedule reflects, in general, the pricing 
policies of most glass dealers in that New England area. This sched- 
ule is dated April 1, 1957. The second price schedule is dated June 15, 
1957, and is the schedule of the Pittsburgh Plate Glass Co. and their 
retail service center. 

Senator Lone. They will be accepted. 

(The price lists referred to are as follows:) 








yr. 
1949 
1949 
1949 
1950 
1950-51 
1951 
1951-53 
1950-53 
1951 
1930-55 
1951-52 
1951-52 
1951-53 
1953 
1954-56 
1954-55 
1934-56 
1954-56 
1957 
1957 
1957 
1937 


1946-49 
1948-49 
1948-49 
1950-51 
1950-53 
1950-55 
1953 
1954-56 
1954-56 
1957 
1957 
1957 


1949-52 
1949-52 
1949-52 
1949-52 
1949-52 
1953-54 
1953-54 
1955-54 
1953-54 
1953-54 
1953-55 
1954 
1955-36 
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ACME Glass Company 


239 MASSACHUSETTS AVE., CAMBRIDGE 39, MASS. 


BENT 


MODEL 

ESTATE 

2 DOOR 

CONV. 

2 & 4 DOOR 

2 & 4 DOOR 

2 & 4 DOOR 
ESTATE 


HARD TOP & CONV. 
HARD TOP & CONV 
& 4 DOOR 

& 4 DOOR 

& 4 DOOR 

ARD TOP & CONV. 
CONV 

4 DOOR 

HARD TOP & CONV. 
2 & 4 DOOR 

HARD TOP & CONV 
HARD TOP & CONV 
2 & 4 DOOR 

HARD TOP & CONV 
4 DOOR 


,uaNNN 


4 DOOR 

2 DOOR 

CONV 

2 & 4 DOOR 

HARD TOP & CONV 
2 & 4 DOOR 
CONV. 

4 DOOR 

HARD TOP & CONV 
HARD TOP & CONV 
4 DOOR 
ELDORADO BROUGHAM 


2 & 4 DOOR 
SEDAN DEL 

COUPE 

HARD TOP & CONV 
STATION WAGON 
2 & 4 DOOR 
SPORT CPE 

SEDAN DEL 

HARD TOP & CONV. 
STATION WAGON 
CORVETTE 

TRUCK 

2 & 4 DOOR 


NET PRICES 
WINDSHIELDS 
BUICK 
SERIES CLEAR TINTED SHADED 
50-70 28.60 
50-70 27.20 
50-70 25.40 
40 30.80 40.80 
50-70 69.25 90.00 
40 69.25 90.00 
70 69.25 90.00 
50-70 71.75 91.50 
44 71.75 91.50 
50-70 70.65 92.90 
40-43 65.90 85.35 
42 28.90 33.05 
40-43 64.50 82.95 
Price on application 
50-70 94.90 110.40 
50-70 91.60 106.30 
40-60 89.70 105.00 
40-60 86.35 100.75 
40-60 96.05 112.95 
40-60 103.00 121.60 
50-70 105.40 122.10 
50-70 112.70 131.10 
CADILLAC 
61-62 28.60 
61-62 27.20 
62 25.40 
61 69.25 90.00 
61-62 71.75 91.50 
60-62-75 70.65 92.00 
Price on application 
60-62-7 94.90 110.40 
60-62 91.60 106.30 
60-62 105.40 122.10 
60-62-75 112.70 131.10 
299.75 
CHEVROLET 
15-21 26.89 35.35 
15 25.80 33.90 
15-21 26.50 34.60 
21 29.65 39.20 
21 57.10 72.45 
15-21-24 57.10 72.45 
57.10 72.45 
56.10 71.50 
21-24 63.35 81.50 
21-24 63.35 81.50 
129.65 
50.95 64.45 


21-24 74.50 91.20 
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April 1, 195 


PART NO. 
WW68-69 
WW73-74 
Ww79-80 
W130-131 
wal 
wi4i 
Wt4at 
W146 
wl46 
way 
W214 
W215-215 
W229 
W327 
w351 
W353 
W356 
W358 
ws514 
ws51s 
Ww523 
ws25 


WW68-69 
WW73-74 
WW79-80 
wisi 
W146 
w147 
W328 
W351 
W253 
W523 
W525 
W530 


W109-110 
WI1i-T12 
W113-114 
W115-116 
W317 
W317 
W317 
W318 
Ww319 
Ww3i9 
W351 
W362 
W394 





o4 


1955-56 
1955-56 
1955-56 
1955-36 
1955-56 
1956 
1937 
1957 


1934 


1955-56 
1955-56 
1955-56 
1953-56 
1936 
1937 
1957 
1937 
1957 
1957 


1952-54 
1952-54 
1952-34 
1933-54 
1955-56 
1935-56 
1955-56 
1955-56 
1955-56 
1955-56 
1955-36 
1937 
1937 
1957 
1957 
1937 
1937 
1957 
1937 
1957 
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. SED., EST. WAG. & SUBURB. 
WAPERIAL (All Models) 


One 
82 


INTERNATIONAL & DIAMOND T 


AL 
ALL 


HARD TOP 

CONY. 

2 & 4 DOOR 

CLUB COUPE 

TRUCK 

HARD TOP & SUBURBAN 
CONV. 

HARD TOP & CONV. 

4 DOOR 

CPE. & SUBURBAN 

TRUCK 

TRUCK, MODEL 81-82 

2 OR. & 4 DR. HARDTOP 
CONY. & 4 DR. SUBURBAN: 
BUS. COUPE, CL. COUPE 
2 OR. & 4 DR. SEDAN 

4 DR. SUBURBAN 


2 & 4 DOOR 

CPE. & STA. WAGON 

HARD TOP & CONV 

TRUCK 

HARD TOP & CONV. (Thunderbird) 
FAIRLANE TOWN 

FAIRLANE TRANSPARENT TOP 
CONV. & SPEC. HARD TOP 

2 & 4 DOOR 

RANCH WAGON 

COUNTRY SED. & SQUIRE 
FAIRLANE 2 DR. & 4 DR. SEDAN 
HARD TOP & PARKLANE HARD TOP 
SUNLINER CONY 

MAINLINE CPE 

MAINUNE 2 & 4 DR. SEDAN 
MAINUNE 2 & 4 DR. STA. WAGON 
SEDAN DEL. 

TRUCK—F SERIES 

TRUCK—C SERIES (2PC) 


24 
24 


24 
21-24 


74.50 
74.50 
71.55 
71.55 
76.45 
121.70 
74.50 
77.20 


CHRYSLER - DESOTO 


59.75 
64.05 
64.90 
62.75 
106.70 
92.50 
96.70 
136.50 
96.70 
136.50 


48.10 
121.50 


59.75 
59.75 
61.20 
61.20 
$2.25 
59.05 
59.70 
91.50 
90.70 
90.70 
89.20 
70.55 
96.70 
136.50 
96.70 
96.70 
96.70 


PEDERAL TRUCK 


68.95 


62.55 
62.55 
58.20 
61.10 
104.10 
87.50 
87.50 
87.50 
90.20 
90.20 
90.20 
86.40 
86.40 
86.40 
86.40 
86.40 
86.40 
86.40 
88.50 
72.18 


DEALERS 


62.75 
67.35 
68.25 
65.95 
110.30 
96.20 
99.85 
140.50 
99.85 


50.35 
124.30 


62.75 
62.75 
64.30 
64.30 
54.85 
62.10 
62.70 
94.85 
94.30 
94.30 
92.50 
73.55 
99.85 
140.50 
99.85 
99.85 
99.85 


89.85 


65.80 
65.80 
60.90 
62.40 
107.45 
90.75 
90.75 
90.75 
93.80 
93.80 
93.80 
88.90 
88.90 
88.90 
88.90 
88.90 
88.90 
88.90 
91.10 
74.35 


91.20 
91.20 
87.40 
87.40 
93.20 


91.20 
94.80 


110.00 
153.25 
110.00 
152.50 


110.00 
153.25 
110.00 
110.00 
110.90 


ws512 
wsi3 


w279 


w281 
w282 


w391 
w4s! 
w453 
w454 
W465 


wi42 
W430-431 


Ww277 
w278 
w2e3 


w333 
W347 
wsae 
w382 
W384 


w425 
W436 
w4si 
w4s3 
w454 
W454 
W454 


W206 


wi4a4 
w244 
w245 
W330 
w374 
W376 
W375 
W376 
w378 
w378 
w378 
W436 
W486 
W486 
was¢ 
w4s89 
w4s89 
w489 
W496 
4988 & 4981 
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| 
HUDSON 
ve MODEL SERIES CLEAR TINTED SHADED PART NO. 
1948-53 27.00 35.15 WW63-64 
1953-55 4 DOOR STAND. 48.10 61,30 w309 
1953-55 4 DOOR DELUXE 48.10 61,30 W309 | 
1954-55 WASP & HORNET 58.90 75.95 w338 | 
1955-56 WASP & HORNET 91.10 94.65 w420 
KAISER 
1951 ALL 33.50 40.50 W185-186 
1952-55 77.00 81.80 W276 
1953-55 4 DOOR DRAGON 106.85 W326 | 
1954 DARRIN K16) 113.50 w371 | 
UNCOLN 
1949-51 64.90 68.05 wwes 
1952-54 ALL (Exe. Conv.) 72.70 76.30 W246 i 
1952-54 CONV. 67.55 70.80 W247 } 
1955-56 CONTINENTAL & CUSTOM 120.25 124.00 w4i7y 
1956 4 DR., CONV., HARDTOP 103.00 107.00 w433 | 
MERCURY 
1952-54 2 & 4 DOOR 62.55 65.80 WAS 
1952-54 CPE. & STA. WAGON 62.55 65.80 W244 
1952-54 HARD TOP & CONV. 58.20 60.90 w24s 
1955-56 HARD TOP & CONV. 104.10 107.45 w374 
1955-56 MONTEREY—2 DOOR 87.50 90.75 W376 
1955-56 MONTEREY—CONV. 87.50 90.75 W376 
1955-56 2 & 4 DOOR (Custom & Monterey) 90.20 93.80 ws3738 
1955-56 HARD TOP 90.20 93.80 W373 i 
1955-56 RANCH WAGON 90.20 93.80 ws378 
1957 TURNPIKE CRUISER 2 DR. i 
& 4 DR. HARD TOP 147.80 wsoo 
1957 MONTCLAIR 2 & 4 DR. SEDAN 96.50 99.55 108.50 wsos 
1957 MONTEREY—2 & 4 DR. SEDAN 96.50 99.55 108.50 wso4 
1957 MONTEREY—2 & 4 DR. H. TOP 96.50 99.55 108.50 W304 
1957 MONTEREY—CONV. 96.50 99.55 108.50 wsos 
1957 MONTEREY—STA. WAGON 96.50 99.55 108.50 W504 
NASH 
1949-51 AMBASSADOR & STATESMAN 49.15 31.50 wwoy j 
1950-52 RAMBLER 42.50 44.50 wi55 
1952-54 AMBASSADOR & STATESMAN 64.05 67.35 W261 
1953 RAMBLER 44.70 46.75 W316 
1953-55 4 DOOR RAMBLER 46.50 48.65 w334 
1953-55 STATION WAGON 46.50 48.65 | 
1954-55 RAMBLER 2 DOOR 48.60 50.85 W368 
1954-55 RAMBLER 2 DOOR STA. WAGON 48.60 50.85 W363 
1956 RAMBLER 4 DR., HARDTOP, STA. WAG. 83.90 87.25 w438 
OLDSMOBILE 
1948-49 SEDAN 98 28.60 WW68-69 
1948-49 2 DOOR CPE. 8 27.20 WWT73-74 
1948-49 CPE. & CONV. 98 25.40 Www79-80 
1949-50 2 & 4 DOOR 76 26.80 35.35 W109-110 
1949-50 SPT. & BUS. CPE. 76 26.80 35.35 W109-110 
1949-50 2 & 4 DOOR 88 26.80 35.35 W109-110 
1949-50 SPT. & BUS. CPE. 88 26.80 35.35 W109-110 
1949-50 2 & 4 DOOR CPE. 76 25.80 33.90 Witlt-112 
1949-50 2 & 4 DOOR CPE. 88 25.80 33.90 W111-112 
1949-50 HARD TOP & CONV 76-88 26.50 34.60 W113-114 
1949-50 STA. WAGON 76-88 29.65 39.20 WI115-116 
1950-51 2 & 4 DOOR 98 69.25 90.00 w4i 
1950-52 HARD TOP & CONV. 98 71.75 91.50 wide 
1950-51 2 & 4 DOOR (Notch) 88 61.25 64.70 77.10 W187 
1950-51 2 & 4 DOOR CPE. 88 58.95 wes 
1950-51 HARD TOP & CONV. 88 58.95 wae 
1951-53 2 & 4 DOOR (Notch) 88-98 65.90 85.35 W214 
1951-53 HARD TOP & CONV. 88-98 64.90 82.95 W220 
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OLDSMOBILE (CONT) 


vr ODE SERIES CLEAR TINTED SHADED PART NO. 
1983 CONY. Price on application w329 
1954-56 2 & 4 DOOR 88-98 89.70 105.00 W356 
1054-56 HARD TOP & CONV. 88-98 86.35 100.75 w3ss8 
1987 HARD TOP & CONV. 88-98 96.05 112.95 ws514 
1987 2 & 4 DOOR 88-98 103.00 121.60 ws18 
PACKARD 
1951-52 2 & 4 DOOR 200-300 68.85 86.50 wi93 
1951-52 4 DOOR 300-400 68.85 86.50 w193 
1951-54 SPT. CPE. & CONV. 250 71.00 89.65 W234 
1953-354 75.60 79.70 96.10 W312 
1955-56 ALL (Ex. Conv.) 94.20 97.50 115.90 vi4i3 
1955-56 95.15 98.50 116.90 W416 
PLYMOUTH 
1953-34 2 & 4 DOOR 59.75 62.75 Ww277 
1953-54 HARD TOP 59.75 62.75 W277 
1953-54 CONV. 59.75 62.75 w278 
1955-56 HARD TOP & CONV. 91.50 94.85 wae2 
1935-56 4 DOOR 90.70 94.30 w384 
1955-56 3 PASS. CPE. & CLUB 90.70 94.30 w384 
1958-56 SUBURBAN 90.70 94.30 w3a84 
1957 2 DOR. & 4 DR. HARDTOP 96.70 99.85 110.00 w4si 
1987 CONV. & 4 DR. SUBURBAN 136.50 140.50 153.25 W453 
1957 BUS. COUPE, CL. COUPE 96.70 99.85 110.00 W454 
1937 2 DR. & 4 DR. SEDAN 96.70 99.85 110.00 W454 
1957 4 DR. SUBURBAN 96.70 99.85 110.00 W454 
PONTIAC 
1969-52 2 & 4 DOOR 25 26.80 35.35 W109-110 
1949-32 SPT. & BUS. CPE 25 26.80 35.35 W109-110 
1949-51 2 & 4 DOOR CPE. 25 25.80 33.90 W111-112 
1952 HARD TOP & CONY 25 26.50 34.60 W113-114 
1949-32 STA. WAGON 25 29.65 39.20 WII5-116 
1953-54 2 & 4 DOOR 25 57.10 72.45 W317 
1983-54 SPT. & BUS. CPE 25 57.10 72.45 W317 
1953-54 SEDAN DEL 25 57.10 72.45 W317 
1933-54 HARD TOP & CONV. 25 56.10 71.50 W318 
1953-54 STA. WAGON 25 63.35 81.50 w319 
1955-36 2 & 4 DOOR 25-28 74.50 91.20 W394 
1955-56 STA. WAGON (Ex. Nomad) 74.50 91.20 W394 
1955-56 SED. DEL 74.50 91.20 W394 
1955-36 HARD TOP & CONV. 71.55 87.40 W396 
1935-56 NOMAD STA. WAGON 71.55 87.40 W306 
1957 HARD TOP & CONV., SED. DEL 74.50 91.20 W512 
1957 2 & 4 DR., STA. WAGON (Ex. Nomad) 77.20 94.80 ws13 
STUDEBAKER 
1947-32 58.45 61.50 wwas 
1953-54 2 & 4 DOOR (Land Cruiser) 65.55 69.30 W305 
1953-55 5 PASS. CPE. 56.30 59.20 W306 
1953-35 HARD TOP & CONV. 56.30 $9.20 W306 
1934-55 TRUCK 48.70 51.05 W363 
1955-56 2 & 4 DOOR 88.10 91.25 wala 
WILLYS 
1932-55 AERO 27.70 29.30 W270-271 
1953-55 DELUXE AERO 63.10 66.60 W325 


1953-55 ACE, EAGLE, FALCON 63.10 66.60 W225 
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INSURANCE NET PRICES INSTALLED 


PITTSBURGH AUTO GLASS PARTS 





JUNE 15, 1957 





DUPLATE CURVED SAFETY PLATE GLASS WINDSHIELDS 


PRICE PER LIGHT 








PRICE PER LIGHT 






























































NAGS Sun shode NAGS Sunshade 
Pattern Cleor SOLEX SOLEX Make Pattern Clear SOLEX SOLEX Make 
Number DUPLATE DUPLATE DUPLATE of Cor Yeor Number DUPLATE DUPLATE DUPLATE of Cor Year 
ww22 $45.88 Chrysler 41-42 Buick 50-53 
‘calla iediiiiialitciscestig ai tanieclialianiiacig, ss = ect nih W146 $463.03 $63.03 $31.55 Cadillac 50-53 
ww35 45.28 Studeboker 41-42 Oldsmobile 50-52 
ww45 54.73 $57.61 Studeboker 47-52 wi47 66.66 66.66 86.69 Buick 50-53 
' ees ee dill 50-53 
wwo3 26.70 26.70 $34.35 Hudson 48-55 eC 
WwW64a “<a ———" a 
52.90 52.90 68.20 (Both Sides) WI5S 35.80 37.64 Nash 50-52 
WW6s Cedillec 48-49 wigs 31.31 37.88 Kaiser 51 
wwe 24.25 24.25 Oldsmobile 4849 wise 
Buick 49-50 
60.62 73.76 (Both Sid 
46.98 46.98 (Both Sides) o— 
ww73 Cedilloc 48-49 w187 56.35 59.58 71,20 Oldsmobile 50-51 
ww74 22.89 22.89 Oldsmobile 48-49 x a i 
Buick 48-49 | wise 54.21 54.21 Oldsmobile 50-51 
44.28 44.28 (Both Sides) 
ww79) aa Codillee 48-49 | wisg 54,21 54.21 Oldsmobile 50-5? 
wws0o 21.20 21,20 Oldsmobile 48-49 he ary 
Buick 49 
Ww 65.79 65.79 ‘ P. 1-52 
40.90 40.90 (Both Sides) _ . : ee eee 
wwes 64.61 67.54 Lincoln 49-51 W206 63.09 82.60 Federal 51-55 
wwe 60.75 63.38 Linceln = 49-51 w214 59.24 59.24 77.46 Buick 51-53 
: —— = Old le 51- 
ww97 42.03 44,24 Nesh 49-5) See See 
W109 Chevrolet 49-52 w2is 29.00 29.00 37.59 Buick 51-52 
W110; 26.95 26.05 34.04 Pontioc 49-52 W216 
} Oldsmobile 49-50 54.00 54.00 71.18 (Both Sides) 
51.10 51.10 67.08 (Both Sides) e. ee ee: Reed 
e x 7 i 77. e : 
with) Chevrolet 49-52 vane nen — - eile an 
wil2 25.11 25.11 32.69 Pontiac 49-52 
’ Oldsmobile 49-50 OTT TaN " - = a 
49.22 49.22 64.38 (Both Sides) W234 67.81 67.8) 85.29 Packard 51-54 
wii3 Chevrolet 49-52 a ee a fore = oe 
W244 59 63 F ’ 
wila 25.75 25.75 33.33 Pontioe 49-52 ” me sass ier 2 aan 
; Oldsmobile 49-50 ’ 
50.50 50.50 65.66 (Both Sides) - anno 
- eeicicn baateets per ae I W245 53.00 55.51 Ford 52-54 
wits Chevrolet 49-52 Mercury 52-54 
wile! 28.71 28.71 37.64 Pontioc 49-52 f a _ 
, Oldsmobile 49-50 
W24 4.4 7.7 ' 52- 
56.42 56.42 74.28 (Beth Sides) ” —- ee eis = 
W130 30.80 30.80 40.18 Buick 50 W247 59.59 62.63 Lincoln 52-55 
W131 eae bi _ 
61.60 61.60 80.36 (Both Sides) W261 58.48 61.59 Nosh 52-54 
Buick 50-53 - a 
wial 63.35 63.35 82.80 Cadilloe 50-51 w270 25.88 27.38 Willys 52-53 
Oldsmobile 50-51 w271 
aes se ete 49.76 52.76 (3eth Sides) 
wi42 41.01 43.15 Diamond T 50-56 ™ ‘ : = sepa — —— 
International 50-56 | W276 73.13 77.63 Kaiser 52-54 


30140—59 5 








58 


. 
JUNE 15. 1957 








INDEPENDENT FLAT 





GLASS DEALERS 


PITTSBURGH AUTO GLASS PARTS 


DUPLATE CURVED SAFETY PLATE GLASS WINDSHIELDS 


PRICE PER LIGHT 
NAGS Sunshede 
Patten Cleor SOLEX SOLEX Make 
Number DUPLATE DUPLATE DUPLATE of Cor Year 












































PRICE PER LIGHT 


NAGS Sun shode 
Pottern Clear SOL EX SOLEX Moke 
Number DUPLATE DUPLATE DUPLATE of Cor Yeor 









































W277 $55.96 $58.78 Dodge 53 W330 $53.24 $54.44 weve Ford Truck 5355 
Plymouth 53-54 
— W333 44.91 47.35 Dodge Truck 53-56 
w27e8 55.96 58,78 Dodge 53 : a 
Plymouth § 53-54 | w334 39.51 41.54 fees 53-55 
w279 56.96 59.78 +se+ Chrysler 53-54 
14 71.15 Hud 54 
haa eae 55.1 son 
= - 14 PI th 54 
W280 62.48 65.59 Ciiyiter sea | ©? am -. ma |S 
Dodge 54 
DeSoto 53-54 
<> j .7 d 54 
w281 63.26 66.4) cae el —_ — shat 
DeSoto 53-54 ~ - 
__ , E W351 86.24 100.75 Buick 55-56 
Cadillac 55-56 
w2e2 58.78 61.78 Chrysler 53-54 92.24 106.75 (54 Medels) 
DeSoto 53-54 
W353 84.13 97.93 Buick 55-56 
W283 54.31 57.24 Dodge 53-54 Comites 98:08 
megan ne 89.63 103.43 (54 Models) 
W305 60.90 64.39 Studeboker 53-54 
. — - W356 81.86 ist 96.19 Oldsmobile 55-56 
W306 52.20 54.94 Studeboker 53-56 Buick 55-56 
ie 84.36 eet 98.69 (54 Models) 
W309 41.05 $53.39 Hudson 53-54 
w3se 78.71 92.21 Oldsmobile 55-56 
Ce Buick 55-56 
w312 72.13 75.95 91.33 Packard 53-54 sine 94.71 (54 Models) 
wale 37.86 39.78, sees Nesh 5355 | w361 118,10 pas eecs Chevrolet 
iiaiatitiaiiemented Corvette 53-55 
w2i7 47.99 63.29 Chevrolet 53-54 
Pontice $3-54 
W362 43.71 56.35 Chevrolet) Truck 
49.99 65.29 (With Chrome) ane. $4 
w3ie 54.55 68.99 a sasa | 9363 41.61 43.79 «ess Studeboker 
witness Truck 54-56 
W319 55.84 72.86 Chevrolet 53-54 | W368 43.00 45.10 sea. ate 54-56 
Pontioc 53-54 ines 
- ee ee w371 parnie nae 102.95 Kaiser Darrin 54 
w325 57.61 60.88 Willys 53-55 da 
Cis aen ence W374 92.14 95.29 Goa” ee 
W326 ° 91.73 Koiser §3-54 Thunderbird 5556 
W327 puna , 80.89 Buick W376 79.80 82.84 ios Pole  SS% 
(Special Model) Mercury 55-56 
W328 208.88 245.33 Codillec w378 80.31 83.69 sacs Pond 55-5¢ 
(Special Mode!) Mercury 55-5 
W329 206.48 241.09 Oldsmobile w382 83.04 86.16 Dodge 555: 
(Special Model) Plymouth 555 
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PITTSBURGH AUTO GLASS PARTS 





JUNE 15, 1957 





DUPLATE CURVED SAFETY PLATE GLASS WINDSHIELDS 





PRICE PER LIGHT 











NAGS Sunshode 

Pattern Clear * SOLEX SOLEX Moke 

Number DUPLATE DUPLATE DUPLATE of Cor = Yeor 

w384 $81.30 $84.64 see Dodge 55-56 
Plymouth $5-56 

w33a9 97.26 100.68 ++e+ Chrysler 55-56 
DeSoto 55-56 

W391 83.99 87.44 sees Chrysler 55-56 
DeSoto 55-56 

W394 67.26 once $82.94 Chevrolet 55-56 
Pontiac 55-56 

72.26 oaee 87.94 (With Chrome) 
W396 69.53 ones 84.38 Chevrolet 5556 


Pontiac 55-56 


Q399 30.63 32.24 «+++ Chevrolet 55-56 
Pontiac 55-56 


Q400 0.63 32.24 +++ Chevrolet 55-56 






































Pontioc 55-56 
Q401 27.78 29.16 ++es Chevrolet 55-56 
Pontioe 55-56 
Q402 27.78 29.16 «+++ Chevrolet 55-56 
Pontiac 55-56 
Q403 28.06 29.41 sees Chevrolet 5556 
Pontiac 55-56 
Q404 28.06 29.41 «+++ Chevrolet 55-56 
Pontiac 55-56 
w407 70.10 sees 85.81 Chevrolet ) Truck 
G.M.C. 55-56 
w4i3 87.38 90.49 107.70 Packord 55-56 
wala 81.33 84,29 +++ Studeboker 5556 
W4l6 68.28 ©9143 ~=—S—«(08,64 Packard 
Caribbeon 55-56 
W417 111.79 115,34 eee ‘Lincoln 
Continental 55-56 
w420 81.64 84.98 «+++ Hudson 55-56 
Nesh 55-56 
w425 77.38 80.49 Dodge Truck 55-56 
W430 107.64 : "110.26 +++ Diamond 
w43l T Truck 55-56 
215.28 220.52 (Both Sides) 
W433 91.63 95.38 Lincoln 56 
W436 64.59 67.40 Ford Truck 56 
w438 74.89 78.04 cece Mech 56 


PRICE PER LIGHT 
NAGS Sunshade 
Pottern Clear SOLEX SOLEX Make 
Number DUPLATE DUPLATE DUPLATE of Car Yeor 








w450 $110.64 coee cone Chevrolet 
Corvette 56 


Chrysler 57 
was! 83.20 $86.16 $95.69 DeSoto 

Dodge 

Plymouth 


Chry sier 57 
W453 120.55 124.30 136,23 DeSoto 

Dedge 

Plymouth 


Chrysier 57 






































W454 82.20 85.16 94.69 DeSoto 
Dodge 
Plymouth 
w457 Price on Application Reo Truck 56-57 
W458. Price on Application Willys 57 
W465 117.36 eede 132.33 Imperial 57 
W486 78.75 81.08 eae, Ford 57 
w4s9 76.75 79.08 seve Ford 57 
W496 76.74 79.14 er Ford $7 
Truck 
w49e 58.40 60.24 eck, ee 57 
w499 Truck 
116.80 120,48 (Both Sides) 
wsoo ¢¥are Goon 140,13 Mercury 57 
w504 88.24 91.09 99.49 Mercury 57 
W512 72.26 87.94 Chevrolet 57 
Pontiac 
w513 74.8) Saes 91.31 Chevrolet 57 
Pontioc 57 
w5l4 90.29 106.15 Buick 57 
Oldsmobile 57 
w518 96.81 eeee 114,25 Buick 57 
Oldsmobile 57 
W523 94.88 eee 110.55 Buick 57 
Cadillac 57 
w525 101,74 118.95 Buick 57 
Cadilloc 57 
Cadillac 57 
W530 enue cree 273.21 (Eldorado 


Brougham) 
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Mr. Buruans. As you can see by comparison, the Pittsburgh Plate 
Glass Co. offered considerably lower prices to the retail glass dealers’ 
customers. 

After considerable damage had been done, the Pittsburgh Plate 
Glass Co., at what we believe was the recommendation of their counsel, 
Mr. Jerome Doyle, withdrew this price on January 27, 1958. But 
the damage had been done, for Pittsburgh Plate Glass Co. had ob- 
tained many of the independent glass dealers’ customers by asking all 
the customers they called on to compare their prices, with the com- 
ments that comparison would show Pittsburgh Plate Glass Co. had 
the best deal. 

Furthermore, even if these pricing policies were reasonable— 
which they certainly are not—our competitive sizes become a major 
factor. 

Senator Lone. But all they have to do to put you at a competitive 
disadvantage is simply to open a retail store and not make any 
distinctions as to whether their profit is made at the manufacturing 
end or the retail store. Isn’t that right? 

Mr. Burnans. That is right. 

Senator Lone. They just open a store and sell cheaper than you 
are selling. They don’t need to worry whether they are making their 
money at the retail end or at the manufacturing end. They have 
only to open a store and sell a cheaper product. Whatever price you 
have, they sell below that. 

Mr. Burnans. That isright,sir. I'll come to that. 

There is not one of us in my area that could possibly spend the 
money that they have spent on advertising. In fact, I know we 
couldn’t even do it collectively. 

Now, I wonder where this money comes from, as they are losing 
money on their service-center operation. I am certain that it comes 
from the parent company, which would be ‘either the distributing 
warehouses or from the manufacturing level. 

I cannot afford to lose $10,000, or $20,000, or $30,000 a year to keep 
up with them. But Pittsburgh Plate Glass Co. can do it, because it 
all comes out of one collective pot, and that pot is a mighty big one. 

In reality, Uncle Sam is paying to establish these retail service cen- 
ters, because the loss just means that Pittsburgh Plate Glass Co. 
pays less taxes. 

If this is allowed to continue, I think you can readily see how 
myself and the other men you have talked to cannot continue to exist 
for long. This is why we come to you. We do not know how to stop 
this awful squeeze. We only know that it must be stopped. 

In the months of July and August, most auto-glass dealers realize 
25 percent or more of their total yearly business. So, you can see 
that this was not an opportune time for us to be here. Yesterday and 
today were the two busiest days of the entire year for many of the 
men who came to this hearing. But they came, and on less than a 
week’s notice. Some of them had to close their shops to do it, for, 
if they didn’t, they knew that maybe next year they would have no 
business, and it was better to lose 2 days of reduced business than to 
lose everything. 
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Throughout the hearings you have heard about the many inequities 
that exist. I would like, with your permission, to reiterate the two 
most important ones: 

1. Pittsburgh Plate Glass Co. is establishing, at an astonishing rate, 
new retail outlets throughout the country. They are also expanding 
the scope of operations in previously established locations. Their 
outlets or service centers, as some are called, are in direct competition 
with the people who must buy from them. I say “must” because if 
you were to take the Pittsburgh Plate Glass Co. out of existence the 
remaining firms—all of them put together—could not possibly supply 
our needs. 

Pittsburgh Plate Glass Co.’s pricing policies in trying to estab- 
lish or expand these locations are discriminatory and, in many cases, 
ridiculously unfair. 

Pittsburgh Plate Glass Co. has, in many instances, as you have 
heard through testimony, used threats and coercion to keep ‘the glass 
dealers doing as they want done. The very fact that they are allowed 
to have this vertical marketing pattern of dual distribution is having 
and has had a detrimental effect on our entire industry. 

2. General Motors Corp., with their tremendously vast buying 
power, has seen fit to create thousands of new competitors overnight 
by dropping the price of replacement-glass parts to their franchised 
new-car dealers and thereby forcing these dealers to enter the glass- 
replacement market. 

I said “force” them because the car dealer will lose money on his 
factory-warranty work and many of his insurance-company replace- 
ments if he continues to purchase his glass from the independent 
retail glass dealer. Consequently, the car dealer, although he does 
not want to be in the glass business, must be to keep from losing money. 

Furthermore, because many independent insurance companies use 
General Motors prices as a basis in determining what they will allow 
for a glass replacement, we will suffer there also, for where we have 
to sell the insurance companies at the General Motors price we will 
be only swapping dollars or, in many cases, losing money. 

At the outset, our counselor, Mr. Cassedy, told you that we were 
not college graduates—and I am one of that group. However, I had 
always hoped to send my children to college. Up until recently it 
looked like I might attain this ambition. This was possible because 
my business volume was growing and through careful management 
we were able to keep our profits correspondingly on the upgrade. 

But now I don’t know if I'll ever attain this ambition, because with 
the squeeze that we are suffering from our many problems I will have 
to tighten the purse strings of my family’s income, abandon my little 

savings plan, and, perhaps, even have to add my employees to the 
ranks of the unemployed, close my doors, and go look for a job. 

This is why we implore you to help us. We know not how it can 
be done; we only know it must be done, and done quickly. We hope 
that this committee can come up with a solution whereby the small 
glass dealer will get relief. 

As a last resort, perhaps we will endeavor to get all shopowners, 
their employees, and their families, which would number over 100, 000 
men, women, and children—we would take these people to the door- 
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step of Pittsburgh Plate Glass Co.’s home office and plead with them 
on our bended knees, if we have to, to get them out of the retail 
business. 

This is a mighty difficult thing for a human being with pride to do, 
but, perhaps, we’ll have to swallow our pride in order to protect our 
lifelong investments and the very existence of our loved ones. 

On behalf of all the retail glass dealers this country over, I wish to 
thank you, Senator Long, and the members of your committee, for 
your considerations to us in holding these hearings. 

Senator Lone. We thank you for your statement, Mr. Burhans. 

Are there any questions ? 

Mr. Warts. I would like to ask a question, Mr. Burhans, or, rather, 
just a couple of short questions. I might better have addressed these 
to Mr. MacKenzie, since the subjects were in his testimony and not 
yours, but I’m sure you are qualified to answer them. 

I want to make very clear on this record my understanding that 
only 1 of the 4 principal bent-glass, or, rather, only 4 bent-glass 
domestic suppliers, Pittsburgh, Libbey-Owens-Ford, Guardian, and 
Shatterproof, are presently in the retail business, and that is Pitts- 
burgh. Is that correct, sir / 

Mr. Burnans. To my knowledge. I know of no other manu- 
facturers who are operating, directly or indirectly, a retail operation 
other than Pittsburgh Plate Glass Co. That is correct, sir. 

Mr. Warrs. And Pittsburgh, I understand, has been in this business 
since about the turn of the century, and perhaps earlier: 1890 or 1900. 
They have had retail outlets of one sort or another. 

Mr. Buruans. Well, as I mentioned in my statement, I had taken 
the trouble to go to No. 1 Gateway Center in Pittsburgh, and I had a 
consultation with Mr. Don Burnham, who was then a vice president 
in charge, I believe, of their marketing operations. I spoke to him 
about this, and he quite elaborately described to me the background 
and the history of the Pittsburgh Plate Glass Co. He said at that 
time that, throughout various times in their history, they had always 
been in the retail outlet business and it was always a good, clean 
competition. 

This was something which I disputed with him, as far as the com- 
petition went. This may have been all right in some areas where it 
was required, but there was no valid reason for the Pittsburgh Plate 
Glass Co. 1o enter the retail field in the Philadelphia market where we 
had some eighty-odd glass dealers doing a very good job. If they 
weren’t doing a very good job, we would have heard from the State of 
Pennsylvania, because, by law, broken glasses have to be replaced by 
every inspection, which is twice a year. There has been this require- 
ment since 1937. 

This was the situation: There was no apparent reason for them to 
enter the market except that, in my opinion, the glass business had 
reached the proportions where they felt that they could make a rea- 
sonable amount of profit in the retail field because of these curved 
parts where heretofore they didn’t want a bit of it, because it was 
nickel-and-dime stuff to them. 

Senator Lone. Let me get this straight. You mentioned the prob- 
lem which General Motors created for you. Are they selling replace- 
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ment glass to their franchised car dealers any cheaper than you are 
able to » buy replacement glass ? 

Mr. Buruans. Ina great many instances; yes. 

Senator Lone. How are they able to do that ? 

Mr. Buruans. I don’t know. 

Senator Lone. That glass would be manufactured by whom ? 

Mr. Buruans. The glass which General Motors supplies to their ¢ 
dealers is ms aa actured exclusively by Libbey-Owens-Ford Glass Co. 0. 

Senator Lone. Do you have any reason to believe that that com- 
pany is selling glass to ‘General Motors below the price at which you are 
able to acquire it ? 

Mr. Buruans. Well, I don’t know for sure. It is quite possible that 
they are. I have no way of really knowing. I have heard that they 
do, because—and, as I say, I have only heard this—but ev idently 
Libbey- Owens-Ford has some kind of a volume setup whereby if you 
buy 10 pieces at a time, you get 1 price. If you buy 60, you get another 
price. If you buy 500, you get another. 

Senator Lone. You know what the law says about that, don’t you? 
I guess your counsel knows something about the law on that subject. 

Mr. Burnans. Lam vaguely familiar with it. 

Senator Lona. It is against the law to give more of a quantity dis- 
count than you can justify. 

In other words, a quantity discount can be given to a large purchaser, 
provided the seller can justify that quantity discount. It has to be 
based on the cost of delivery, on efficiencies that can be achieved by 
the mass orders. It is against the law to give a larger quantity dis- 
count than you can justify by actual evidence and by presenting facts 
in proof, 

But, as far as you are concerned, you just don’t know how they are 
getting that discount ? 

Mr. Buruans. That is right, Senator. I only know they have dis- 
rupted a completely happy market. We have had good relations. 
Much of my own personal business is based primarily on new-car 
service. 

Senator Lone. This much would be true, wouldn’t it: As far as 
Libbey-Owens-Ford is concerned, it is very important to them to have 
the General Motors account. That is a very big account; isn’t it? 

Mr. Burnans. They hold that account by exclusive contract. 

Senator Lona. But, if you were the Libbey-Owens-Ford people, you 
would hate to lose that General Motors contract, wouldn’t you? 

Mr. Buruans. That is right, and they do eve rything that they can 
to keep from losing it. 

In 1955 and 1956, when General Motors had their tremendously high 
production, they, in order to facilitate their production, took all of 
their production and shipped it to General Motors, and we in the retail 
field got virtually no glass from Libbey-Owens-Ford; and it created 
a shortage. 

Which makes my point again that you can take any one of those 
out of the market, and it creates a shortage for us at the retail level. 

Senator Lone. The point I had in mind is that a company in that 
situation, where an account is of tremendous importance to them, is 
going to be pressed by the purchaser to give every possible legal ad- 
vi untage they can to that business account. 
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Mr. Buruans. I imagine they do. I imagine they bend over back- 
ward for them. 

Senator Lone. Therefore, as far as you little fellows are concerned, 
unless there is some law in your favor to keep them from going the 
whole way for that big account, that is what they are going to do, 
because they can’t afford to lose that account. 

Mr. Buruans. That is right. 

Senator Lone. Thank you very much for your statement here, Mr. 
Burhans. 

Is Mr. Arthur Paulison here? If so, we'll take you next, Mr. 
Paulison. 


STATEMENT OF ARTHUR M. PAULISON, MANAGER AND SECRE- 
TARY-TREASURER, ENTERPRISE GLASS CO., FORT WAYNE, IND. 


Mr. Chairman, my name is Arthur M. Paulison. I am manager 
and secretary-treasurer of the Enterprise Glass Co., Inc., of Fort 
Wayne, Ind. 

First, I want to thank you, Senator Long, and others of this com- 
mittee for this hearing, and especially at a time when you are so busy 
near adjournment of Congress. I think this has been 2 days well 
spent, gathering infor mation that shows conclusively that dealers 
in the glass business have very serious problems to face as small- 
business. men in this country. 

We certainly hope that the evidence submitted here will be helpful 
to you and to us, bringing some action, somehow, to curb unfair busi- 
ness practices of Pittsburgh Plate Glass Co. and other glass manu- 
facturers who may engage in the sale of glass at the ret tail level. 

My company has been engaged in the flat- glass, aluminum store 
fronts, and auto-glass business since 1916. I have been head of the 
company since 1943. 

We enjoyed fairly good business relations with Pittsburgh Plate 
Glass Co. until Pittsburgh Plate opened a warehouse in Fort Wayne 
in 1947. Prior to 1947, we were recognized as a Pittsburgh Glass 
dealer, and nearly 100 percent of our glass purchases were made with 
Pittsburgh Plate. After Pittsburgh opened its Fort Wayne ware- 
house we soon found ourselves in direct competition with Pittsburgh 
Plate Glass at both the retail and wholesale level. It wasn’t a pleasant 
thing to have our chief supplier of glass open an establishment in 
direct competition with us within a short distance of our own place 
of business. 

Certainly, this has hurt our total sales. As a result, we now buy 
some of our glass supplies through a Libbey-Owens-Ford outlet in 
Fort Wayne, ‘and a few others of the suppliers who have been men- 
tioned in testimony heretofore. Yes, we still buy from Pittsburgh 
Plate. We need some of its products, and at the same time we try 
to get along with its management. However, our relations with 
Pittsburgh Plate blows hot and cold from time to time, and this does 
not make good sense to us or to any other businessman. 

Pittsburgh Plate wants their dealers to buy Pittsburgh Glass 
products exclusively. And we can’t find fault with this, but it is 
their business tactics that we don’t like or approve. They will sell 
us glass in the morning and go down the street in the afternoon and 
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call on our long-established glass accounts to take this business away 
from us. And this does not create good will in my book. 

We hope, Mr. Chairman, that, through this committee, we’ll reach 
a solution to our business problems—getting our testimony into the 
proper governmental channels—where we'll get action. 

We stand at the crossroads as small glass merchants today. Our 
hands are tied. We need help in getting ‘the glass giants off our backs. 

We welcome competition in the glass business, but not from our 
suppliers of glass who manufacture ‘it, distribute it, wholesale it, and 
sell it at the retail level in their warehouses and stores across the 
country. 

Senator Lona. As a matter of fact, if you had known in the begin- 
ning that you were going to have to compete at the retail level with 
the very man who supplies your product, you wouldn’t have gone 
into that business, would you ? 

Mr. Pautison. Well, it was a family business, and I inherited it. 

Senator Lone. I mean, if you had the decision to make. 

Suppose you were going into business now and you were looking 
around to see what business you would go into. Suppose Pittsburgh 
Plate had a store in your hometown and somebody said, “Why don't 
you go into the glass business and compete with Pittsburgh Plate?” 
‘And you said, “Where would I get my supplies?” Suppose they 

said, “Buy from Pittsburgh Plate ‘and sell it cheaper.” In those cir- 
cumstances, you wouldn’t be likely to go into that business; would 
you? 

Mr. Pavutison. No, sir. I was trained as a newspaperman, and I 
served in that field for a long time. I went to college and came home 
and worked on a newspaper. I went into this by necessity, but I 
enjoy it, and I have made a good living at it. But I have seen the 
coming of this long before this national organization was ever 
formed. I fought it alone, and I am glad that these people are 
with me in this thing, believe me. 

Senator Lone. At some hearings earlier this year, Senator 
Humphrey asked a witness who was a very efficient retailer what he 
would do if a big concern went into business across the street and was 
selling his product at a price below cost. He replied, “Well, I guess 
I would buy it from them and sell it for what I could get.” 
{[ Laughter. ] 

Senator Lone. But you and I know that you can’t stay in business 
that way. 

Mr. Pautison. That is right. It just isn’t possible, and it is getting 
worse by the hour, rather than by the day. 

May I finish? [ have two more paragraphs here. 

And as we return to our respective homes and businesses, we hope, 
Mr. Chairman, that we’ll not be penalized in any way by Pittsburgh 
Plate or any other glass manufacturer for our appearance and state- 
ments before this committee. Believe me, this is uppermost in some 
of the minds here today. They, the glass manufacturers, can make 
things rather rough for a secondary shop, the glass dealer. That is a 
term that has been given to us by Pittsburgh Plate and other manu- 
facturers; and we resent it. 

This we don’t want. We’d rather get along with their management, 
and it is too bad that things have come to the point where we had to 
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come to Washington for relief in operation of our business. It should 
be solved within the industry itself. We have tried, but we haven’t 
been successful. We have met a stone wall at every turn in trying to 
deal with the large manufacturers of glass. Instead of leading us, 
they do battle with us as competitors in the streets of business. 

hank you very kindly. 

Senator Lone. I want to ask you a question here. Are you familiar 
with the problem your previous witness complained about, the Gen- 
eral Motors dealers’ obtaining their parts priced at what he felt might 
be below his cost of acquisition of material ¢ 

Mr. Pauuison. Sir, we are in the flat glass and auto glass. We are 
in the two divisions of the dealer glass field. We do a considerable 
amount of auto-glass replacement in our warehouse. When we get 
beyond Fort Wayne and talk about General Motors or Ford, I can’t 
answer those questions. It is out of my field. I have enough trouble 
operating my own business and buying my glass at a profit and selling 
it at a profit. 

Now, I generalized here, Senator, in my remarks. There is a gentle- 
man following me from Fort Wayne, Ind. I think he is scheduled as 
the next witness. Mr. Walsh is president of a glass company in Fort 
Wayne similar in size to mine, and has more pertinent information 
to give this committee than I have here. So we tried to split the 
thing up that way. 

Senator Lone. Thank you very much, Mr. Paulison. 

Mr. Maurice Walsh, of City Glass Specialty Co., Fort Wayne, Ind., 
is our next witness. 


STATEMENT OF MAURICE WALSH, PRESIDENT, CITY GLASS 
SPECIALTY CO., FORT WAYNE, IND. 


Mr. Watsu. Mr. Chairman, I am Maurice Walsh, president of City 
Glass Specialty, Fort Wayne, Ind.; secretary of our local association. 
We deal in the retail selling and installation of all types of flat glass 
and auto glass. We have two local main sources of supply; namely, 
Pittsburgh Plate Glass warehouse and a Libby-Owens-Ford dis- 
tributor. Since Mr. Paulison has covered the flat-glass side of our 
local situation, I would like to stress the auto-glass situation as in 
our organization it has been my baby and is now my biggest headache. 

Our PPG warehouse also competes on the retail level. They are 
selling to each of the independent dealers in our city at a different 
cost. In the fall of 1957 they started a delivery service to the garages 
and body-shop trade, extending to a radius of 50 miles, at a price at 
which we cannot compete and have not been able to compete as yet. 

I would like to touch upon another manufacturer of laminated flat 
glass who opened a retail auto-glass replacement shop in Fort Wayne 
in November 1957. This is the Globe Manufacturing Co., of Chicago. 
Incidentally, this is only one of the several outlets they have previously 
established. In June of 1957 they threatened me with the promise of 
their own outlet in Fort Wayne if I would not use their products. At 
the same time they approached one of my competitors in Fort Wayne 
and offered to buy his shop at an appraised value of same with Globe 
stock in payment, he to manage same for 1 year and nothing definite 
afterward. 
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Mr. Warts. Mr. Walsh, would you further identify Globe? Are 
they connected with one of the big manufacturers, Pittsburgh Plate 
Glass or Libbey-Owens-Ford, as distributor ? 

Mr. Watsu. They are an independent laminator. In other words, 
they have to buy their stock of glass from Pittsburgh, Libbey-Owens- 
Ford, or some source, and they do their own laminating. 

Naturally, my competitor refused the offer, and Globe threatened to 
open up their own outlet with an insurance program which would 
eventually run all independents out of business. They did open in 
November 1957, and are slowly and surely proving the point. Imme- 
diately PPG went to them with a 10-percent better price on bent wind- 
shields than any of us independents were buying. 

Globe has bought their insurance business by underhanded methods, 
and I will read a few of the things which are making it rough. You 
may have the copy. 

I would like to read a few points here that they put out to the 
insurance company—one sheet—and show you a few of the things we 
are confronted with. They have a 10-point insurance service. 

No. 1, 25-percent discount on glass and labor. 

On-the-spot service within a radius of 40 miles, at no extra cost. 

Late-model courtesy cars for insured to drive while work is being 
done. 

Pick up and deliver vehicle for insured’s convenience. 

Chauffeur service for insured to and from destination. 

No. 6, 10 gallons of gas free for any insureds coming in from a rural 
area. 

Lifetime guaranty against leakage. 

First to publicize the installation cost free. 

First to publicize and adhere to notifying insurance companies 
whenever they feel replacement is not necessary. 

Senator Lone. They don’t give them money for Christmas shop- 
ping ¢ 

Mr. Watsu. I don’t know; they may. They furnish proof-of-loss 
and release forms whenever necessary. I have a copy of all the liter- 
ature they are sending out, if you would like it. 

Senator Lone. We'll keep that in the committee files on the subject. 

(Copies of the literature referred to are retained in committee files. ) 

Mr. Watsu. I can confidently make the statement that if our auto- 
glass business maintains the level for the balance of the year at which 
it has held up until now we will be approximately 35 percent or 40 
percent under 1957 volume, and the net profit also smaller, percentage- 
wise, due to the competitive prices we have had to meet and we will 
surely be in the red for 1958. 

We having been the largest auto-glass installation shop in the city, 
how are the smaller ones faring? I maintain that all our independ- 
ents are suffering but good. PPG is doing their volume of bent 
glass through an unscrupulous Globe outfit and Glove is selling their 
own flat glass. That is why we independents need help and quick, or 
we will fall by the wayside. 

Senator Lone. Thank you very much, Mr. Walsh. 

Do you know anything about the problems involved in General 
Motors dealers’ pressing for more business, and apparently undersell- 
ing your price ? 
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Mr. Wats. Yes; they have. I understand from the General 
Motors dealers that the new reduced list went into effect the 1st of 
July. They immediately notified all their franchised dealers of the 
fact; and, as soon as they got that notice, they all called the shop that 
has been furnishing them windshields, and asked them, “What are you 
going to do about it ?” 

Well, we can’t touch it. Now, in our city, I don’t know what they 
are going to do, whether they are going to bey from the factory. In 
other words, we haven’t reached that point yet, but they are not going 
= pay any more than we can buy it for aie the factory; I know 
that. 

Senator Lone. But, you have difficulty meeting the new price that 
General Motors is fixing? 

Mr. WatsH. We would be unable to meet it. We would wind up 
trading dollars, if we did meet it. 

Senator Lone. Does it look to you as if, perhaps, this effort by 
General Motors might be an indirect way that Libbey-Owens-Ford is 
combating Pittsburgh Plate Glass methods of going into the retail 
business? In other words, do you think this might be the situation: 
Perhaps Libbey-Owens-Ford sees their competitor going into the re- 
tail business, and they know that they can’t sell through Pittsburgh 
Plate stores. Therefore, if they see the independents who have been 
buying glass from them falling by the wayside, perhaps, they think 
the way for them to catch back their share of the market is to go 
to General Motors and say, “Look, we’ll make you a special price 
to see if you can’t sell more glass to your franchised dealers.” 

Mr. Watsu. It is very possible. I have had the understanding 

Senator Lone. After all, if Libbey-Owens-Ford had their market 
with the auto-glass dealers, they should feel more secure. They know 
that they aren’t going to have a market in the Pittsburgh Plate Glass 
stores, don’t they ? 

Mr. Watsu. It is very possible that is one reason they have done it. 

Senator Lone. If that is the case, as far as you are concerned, you 
are caught between the two of them. One puts you out of business 
and the other sees what is happening and he says that he didn’t start 
it, but perhaps he had better take those tactics to help himself, and 
you are in the middle. 

Mr. Wausu. We are in the squeeze. 

Senator Lone. One minute you have somebody seeing what the situ- 
ation is and defending himself, and the next you have both hitting 
on you. 

Mr. Watsu. Yes. 

Senator Lone. I think Mr. Watts has a question. 

Mr. Watts. Mr. Walsh, is the Globe Co. you mentioned also your 
supplier? You mentioned them as your current roughest, toughest 
competitor. I didn’t quite get it clear in my mind whether they are 
also one of your sources of supply. 

Mr. Watsu. No; they are an independent laminator of flat safety 
glass on a small scale. 

Mr. Warts. They laminate glass and also retail it themselves ? 

Mr. Watsn. That is right. 

Mr. Warts. But you don’t buy any glass from them ? 

Mr. Watsu. No. 
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Mr. Warts. Thank you, sir. 
Senator Lone. Thank you, Mr. Walsh. ; 
Next, I'll call Mr. Ron Bushey, of Bushey Radiator & Auto Glass 


Co., Saginaw, Mich. 


STATEMENT OF RON BUSHEY, BUSHEY RADIATOR & AUTO GLASS 
C0., SAGINAW, MICH. 


Mr. Busuey. Senator Long and members of this committee, first 
of all, lam going to say I am no public speaker. 

My name is Ron Bushey, of Bushey Radiator & Auto Glass Co., 
Saginaw, Mich. I’ve got a very serious problem which if not changed 
‘an put me out of business, and also 18 of my employees will be look- 
ing for work. 

Problem—Pittsburgh Plate in the retail business. 

I have been told by the manager of Pittsburgh Plate that they 
expect me to purchase from them between thirty-five and forty thou- 
sand dollars of their glass, which represents about one-third of my 
yearly purchases, and if I didn’t, they would find another outlet. 

Please remember that Pittsburgh is in the retail business as my 
competitor. As such they have cut prices to my customers. Where 
I have sold to accounts for years, Pittsburgh has cut my price by 
15 percent—I have in my possession a photostat of one of these bills 
of sale and will submit it to this committee, if they so desire. 

(The document referred to is as follows:) 

Cash Sale 
PITTSBURGH PLATE GLASS COMPANY 
103 Fitzhugh Street, Saginaw, Michigan 
May 12, 1958. 
Sold to Schmeige Garage, 614 North Fayette, Saginaw, Mich. 
3/16 Duplate—clear (Volkswagen Windshield) : 
1 It 1025-T 16 x 42___-. $22. 22 
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Mr. Busuery. After cutting prices, Pittsburgh Plate raised their 
price to me by 10 percent. I called the local manager and he in- 
formed me that I wasn’t buying enough glass from them. This is a 
tragic situation for us little fellows trying to survive. 

This great company that manufactures—-wholesales, and is my sup- 
plier—is now openly trying to get all my customers for their own 
retail shop. The results of these tactics are that every month of this 
year my business is showing a loss. The whole thing, in a nutshell, 
is that, unless we can get some relief, a lot of us in this room will 
soon be out of business. 

Thank you, gentlemen. 

Senator Lone. Thank you very much. In other words, as far as 
you are-concerned, they are going into competition with you on the 
one hand and raising the price of glass to you on the other. 

Mr. Busney. That is right. 

Senator Lone. Thank you very much. That is a very good state- 
ment. 

Mr. William Bassarear, of Kansas City, Mo. 








70 


INDEPENDENT FLAT GLASS DEALERS 


STATEMENT OF WILLIAM J. BASSAREAR, KANSAS CITY GLASS C0., 
INC., KANSAS CITY, MO. 


Mr. Bassarrar. My name is W. J. Bassarear of the Kansas City 
Glass Co. in Kansas City, Mo. I have been in business in Kansas 
City since 1924, serving the automobile owners. I have brought the 
owners of four other glass shops in the Kansas City area w vith me 
on this trip to plead our case for relief from this enormous squeeze 
we are caught in between General Motors and our Libbey-Owens-Ford 
distributors. 

On July 1, 1958, General Motors issued a new pricelist to their 
dealers of a reduction in windshield, rear-body and door glass from 
18 to 25 percent. I am submitting to you a list of some of the wind- 
shield glass numbers used in the late General Motors cars. It’s on the 
back. 

(The pricelist referred to is as follows :) 


Windshields for General Motors cars 
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Senator Lone. Let me see if I understand this one. You say you 
sell glass to these dealers ¢ 

Mr. Bassarnar. Yes, sir. 

Senator Lone. Do they install glass when you sell it to them? 

Mr. Bassargar. Some of them did and some of them didn’t. I say 
a lot of the General Motors dealers do not install their glass, but a 
lot of them do install their glass. 

Senator Lone. And sometimes they buy it from you in order to 
install it ? 

Mr. Bassarrar. In the past, about 90 percent was bought from us, 
because, in the first place, they didn’t want to have a large inventory 
of windshield, door glass, and back glass, which they would have to 
stock in order to service their customers. 

Senator Lona. In other words, it would ordinarily be inefficient 
business for them to stock a large amount of glass. They would know 
what they have a call for. It would make good sense, if they have a 
car in the shop with broken glass to send it over to you, rather than 
put the glass in the car themselves. 

Mr. Bassarear. That is right. 

Senator Lone. If I understand correctly, you are saying you have 
to sell that glass below cost to meet the General Motors price. 

Mr. Bassargar. We have to sell for less than it costs us to buy the 
glass from the Libbey-Owens-Ford distributor in our hometown; 
yes, sir. 

Senator Lona. Let’s go over this pricelist again. You say the first 
column refers to—— 

Mr. Bassarear. I'll read that over for you. The first column is 
just the list price on the part number. In other words, all General 
Motors, according to the National Auto Glass list—the first part is 
the part number, in this case windshields. The second column is the 
list price on the National Auto Glass specifications list for our glass. 
The third column is the net price, what we get from what we pur- 
chase, which is 50 percent off the list price. 

Senator Lona. In other words, the list price is the price at which 
the item is sold to the public, but, since you are a dealer—— 

Mr. Bassarear. We buy at 50 percent off the list price of the 
National Auto Glass list. Of course, that does not conform always 
with your General Motors list. In other words, General Motors lists 
their own price on windshields. Tor an illustration, let’s go clear to 
the bottom. 

Senator Lona. Let’s try to see what happens here. You are saying 
you have been given a new price. Column 4 is the new pricelist. 

Mr. BassArgar. To General Motors dealers. General Motors has 
issued to their dealers, at the top of vour column, W-214 Clear. We 
have a list price on NAGS of $63.65. The General Motors new list 
of their windshield for that particular number is $50.95. They give 
their dealers, their General Motors dealers, a discount of 40 percent, 
which is a net to them of $30.57. We purchase that glass for $31.63, 
and we lose—if we sell to our General Motors dealers, which we have 
over the past 25 or 30 years—we stand to lose $1.26, plus whatever 
our delivery expense is, and there is no overhead entered into that. 

Senator Lone. Now, if I understand this correctly, a General Mo- 
tors dealer is in a position to buy a windshield from General Motors, 
cheaper than buying a windshield from you. 
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Mr. Bassarear. Cheaper than we can supply it to him; yes, sir. If 
we want to continue to make a profit, we must sell at a higher price 
than we purchase it from their distributor, from their depot. 

Senator Lone. Why do you think General Motors made that big 
reduction in the spread? In other words, there is a difference of 
$20.38 between the new list and the net, and on the old pricelist, there 
isa difference of — 

Mr. Bassarear. On the old pricelist, it was $71.50, against $42.90. 
wee Lona. Let’s just see the spread they allowed their dealers 

ore. 

Mr. Bassarzar. They allowed their dealers before at 40 percent, too. 
On their old price of $71.50 and $42.90, it meant that the General 
Motors dealers bought that glass for $42.90, but sold it for $71.50. 

Senator Lone. Here is what I had in mind. If a General Motors 
dealer is installing a windshield, a W-214C, the first one you have 
listed there, under their old pricelist, he would have a $28.60 differ- 
ence between what it cost him and his cost of installing it. Now, 
with this new procedure, he would have less than $20. No; he would 
have—— 

Mr. Bassarear. He would have a net of $20.38. In other words, 
he stands to Jose as well as we do. 

Senator Lone. Why do you think there is such a squeeze in the 
margin between what the dealer pays for the product and what it costs 
by the time the product is installed ? 

Mr. Bassarear. I don’t understand. 

Senator Lone. Oh, no, pardon me. I am speaking of a different 
thing. That is the difference between your list price and 

Mr. Bassarear. In other words, on the old list, they got 40 percent. 
On the new list, they got 40 percent. The reduction in the price of 
the glass amounts to approximately 20 percent on windshields. They 
will figure anywhere from 19%. 

Senator Lone. Why do they maintain such a big discount? Who 
do they sell it to at list price? 

Mr. Bassargar. They don’t sell it to anybody. 

Senator Lone. What is it for, just to confuse the public ? 

Mr. Bassargar. Well, to make it sound like alot ofmoney. Then, 
in order to let the dealers 

Senator Lona. To make it sound like they are getting a good deal. 

Mr. Bassarear. In order to let the dealers compete with us and 
say we'll give as much discount as the glass companies, or more dis- 
count, they have that differential to it. I never could figure out why. 
Of course, they still maintain that glass is a cheaper item to manu- 
facture than steel. In some ways, I think it is on General Motors, 
as far as their chrome-plating parts are concerned. 

Senator Lone. You will pardon me. I have to answer a rolleall 
vote in the Senate, and I’ll be back in just a few moments, at which 
time you may finish your statement. 

We'll stand in recess for just about 5 minutes. 

(At this point, a short recess was taken.) 

Senator Lone. The hearing will come to order. 

Mr. Bassarear, will you resume your statement where you left off, 
please, sir. 

Mr. Bassarear. Yes, thank you, Senator. 

The sixth column is the old General Motors retail price. 
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The seventh column is the old price their dealers paid for the glass 
prior to July 1, 1958. 

The eighth column is the profit or loss on each windshield glass 
we sell to a General Motors dealer. The figures in parentheses mean 
we will lose this amount of money besides our expense of delivering 
this glass, which amounts to ¢ about $3 per glass. This does not include 
any overhead expense or breakage of glass w hich occasionally happens. 

Senator Lona. Let’s see if I understand the situation, now. Under 
the old price, you buy the glass and sell it to General Motors dealers, 
and make a fair profit ; is that right ¢ 

Mr. Bassarear. Make a fair gross profit. On that same wind- 
shield, we would lose $1.26. We would make a gross profit of $11.07 
on the old list. 

Senator Lone. In other words, you could make a profit of $11.07 
on the same windshield. 

Mr. Bassarear. That is right. 

Senator Lone. Now that they have changed their way of doing 
business, if you sold it below what it would cost to acquire it, you 
would lose $1.26. 

Mr. Bassarear. That is right. 

At the bottom of this column we show a price of 42-cents-minus. 
That means if we sold one of each of these windshields we would lose 
42 cents plus a delivery expense of $3 per light. 

The ninth column is the profit we receive from the sale of the glass 
at the former price. 

At the present General Motors list price we cannot continue to 
service our dealers or our large body shops. 

One of our LOF distributors from whom I have bought glass the 
past 25 years, started selling General Motors dealers and body shops 
at the same price they sold to me. I discussed this problem with 
their manager and asked him why his salesmen were doing this. He 
said they had lots of glass to sell and if they could not sell enough 
glass to us they would be compelled to find more customers. So, in 
turn, they went to our dealers both in and around the Kansas City 
area. They also started to install glass in their shop this year, both 
to insurance companies and to the retail trade. Now, they not only 
sell to us in the wholesale field, but also to the dealers and body shops 
and nonretail, also. I don’t think it fair for the distributor to 
monopolize all phases of the glass business, and, if we don’t get some 
immediate action on this at least 50 percent of the glass shops will be 
closed within 6 months, and 80 percent cannot survive the following 
year. 

We have 18 glass shops in the Greater Kansas City area and 5 of 
us thought it so vital and important for our survival that we have 
taken this time, at a great expense, to plead our case. 

[ thank God that we do live in a country where we can come to our 
Government and state our case and ask justice and consideration to 
the extent that we must have representation and counsel as well as the 
large industries such as General Motors and Libbey-Owens-Ford and 
Pittsburgh Plate Glass Co. 

We must have the manufacturer to produce the products we need, 
but we also need the little businessman to serve the public in using 
these products. 
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Now, I would like just to add a note that is not on this, that Gen- 
eral Motors has reduced the price of this glass to the extent that they 
are much below this National Auto Glass list. Now, the National 
Auto Glass list has been conducted and printed by the Pittsburgh 
Plate Glass Co. ever since I have been in the business, that I know 
of—ever since they started out with safety glass, which was in 1936. 

Now, at the present price of General Motors glass, it is much lower 
than we can possibly buy and continue to be in “business, but it is not 
too low for the Pittsburgh Plate Glass Co. and all of their retail 
outlets throughout the U nited States to meet General Motors’ price, 
and in competition with them; and, in fact, they could reduce it 
another 5 percent. At the present price of our w indshields, and at the 
present price of our flat glass, we not only are losing money, but 
we can’t survive because of the present situation. We don’t make 
any money on our labor, to the extent that we can stay in business, 
and we are caught in between the pressure of Libbey-Owens-Ford 
selling to General Motors at a price low enough that we are com- 
pletely out of the picture. Up to the time that we started having the 
curved windshield glass, I had several General Motors dealers in the 
Greater Kansas C ity area ti:at would not even think of considering 
the glass business because they said there wasn’t enough profit in it 
for them to fool with it. 

Now, then, since your windshields and your back glass are such a 
big volume of business, and there is so much money involved, natu- 
rally, the General Motors dealers want some of this business. They 
want it to the extent that if they can make a profit of 15 percent, I 
think they are entitled to that. That is their gross profit. They are 
satisfied if we, in turn, service their accounts, and they make the dis- 
count on it, the difference between the retail and the difference between 
what we sell it to them for. In two ways they don’t have any money 
invested; they don’t have to have any of the storage space, and it is 
just easier all around for us, too. 

Senator Lone. Let me say this: If the facts that are indicated here 
are correct, it looks to me as though there might be monopolistic action 
on the part of: 3 big companies, not just 1. 

The situation you have described appears to be the result of the 
parallel, or related actions of three big companies. If the companies 
are regarded as intending the consequences of their actions, we could 
infer an intention to create monopoly in the glass business at the 
expense of your business and others like it. Of course, we cannot say 
with certainty that there is any such intention, but the actions, reac- 
tions, andc onsequences are fairly plain, 

As I understand it, Libbey -Owens-Ford sells glass to General Motors 
at quantity prices, well below the best prices available to you. Gen- 
eral Motors offers the LOF glass to GM dealers at prices below your 
cost. As a result, you lose the GM dealers’ business, and Pittsburgh 
may also lose some of your business. But Pittsburgh is in a position 
to meet the situation. PPG, through its own retail outlets, can meet 
these new low prices that have become available to GM dealers. This 
course of business by Libbey-Owens-Ford, Pittsburgh, and General 
Motors can have almost no other result than to drive competitors of 
your size out of business. 

Mr. Bassarear. All Pittsburgh Plate Glass has to do is meet this 
price. 
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Senator Lona. They are ina position to meet it; aren’t they ¢ 

Mr. Bassargar. They are in a position to beat it, not meet it. They 
can beat. In the first place, they have no in-between man to take 
care of. 

Senator Lone. Let me ask you this: When the individual GM auto 
dealer asks for a windshield to be put into an automobile in your 
hometown, do you think LOF ships that windshield up there to Gen- 
eral Motors and General Motors takes it out of a crate and puts it in 
a smaller crate and ships it down to an auto retailer, or does GM just 
refer it to the Libbey-Owens glass dealer, who has it shipped from 
the factory to the car dealer? 

Mr. BassareAr. What they do—they are in Kansas City, and—— 

Senator Lone. Did it ever occur to you LOF and GM might be 
giving that fellow a bulk delivery price when actually they are deliver- 
ing those windshields individually ? 

Mr. Bassarnar. Yes, that is what they do. They do deliver them 
individually. 

Senator Lone. Right from the factory ? 

Mr. Bassarear. Yes; because there is no General Motors dealer in 
Greater Kansas City who buys in quantities. What [ mean, buys 
them in pallets of w indshields where they number anywhere from 8 to 
12, 25 windshields in 1 pallet. That is what we call bulk delivery. 

Senator Lone. Yes. 

Mr. Bassarear. They all have them, they receive those in indi- 
vidual cartons. They are all marked according to the number, that 
is, according to their factory number. This part number we have 
there, this W-214, they do not go by that part number. General 
Motors has their own part number. But National Auto Glass, which 
is set by Pittsburgh, this is their part number that they go by. But 
we still go by the | part number, and also by the m: iufacturer’s num- 
ber, and on this price list that I gave you, submitted to you today, 
this is the price list that TI ree eived from the General Motors as their 
present price. 

I know that unless it has been rescinded in the last 24 hours or in 
this week, this is the price that they agreed to as of July 1 

Senator Lona. There is nothing new in these large companies find- 
ing their competitor getting more of the market because he has found 
a way to get his product to the consumer cheaper. 

Mr. Bassarear. That is right. 

Senator Lone. Which causes them then to try to find some way to 
get their products in the hands of the consumer cheaper. There is 
nothing new about that. Sometimes they open their own stores. 
Sometimes they give one particular dealer a much bigger discount 
than they give the others, and he cuts the price and he causes the 
others to come down. 

I have never regarded that as being an unlawful or evil practice. 
It is just a case of finding a dealer making a lot more money than he 
has any right to claim for the service he is rendering the public. 

But, when they proceed to do that in a way whereby a legitimate, 
independent businessman cannot compete in business, it seems to me 
anevilthing. It should be outlawed, and, if not outlawed, we should 
pass a law to take care of it. 

Mr. Bassarear. They squeeze the little man out when this starts. 
Why they did that, I don’t know. 
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The thing of it is, as I say, the glass industry is quite a large in- 
dustry. We have at the present time 18 shops which employ pos- 
sibly 60 or 65 people. 

Senator Lona. It always seems to me people should follow the 
Golden Rule, treat the other man the way you would like for him 
to treat you. 

Both of these companies were before the Senate Finance Commit- 
tee some time ago asking for some protection against foreign im- 
ports, on the ground they could not meet the foreign producer’s costs. 
If they want to be permitted to continue to operate at their costs— 
which I think is fair and right—I would like to help them stay in 
business. If they want to do that, then I think they ought to treat 
the other man the way they would like to be treated themselves. 

Mr. Bassarear. Do unto others the way you wish them to do unto 
you. 

Senator Lona. Yes. So far as you fellows are concerned, with your 
whole life investment in your business, with all your capital and the 
future of your family involved, you would not be interested in any 
glass being manufactured in this country if it meant you had to go out 
of business; would you? You would just as soon buy it overseas? 

Mr. Bassarear. I would buy it from anybody I could, if it came to 
a survivorship. In other words, if there are only two sources. 

Senator Lone. All things being equal, you would rather do business 
with the American concern ¢ 

Mr. Bassarear. True. 

Senator Lone. But if it means you would go out of business to trade 
with them, you would just as soon not go out 

Mr. Bassarear. No. I would rather see them come back to our 
level, because, in the past, they have always made a legitimate profit, 
Pittsburgh Plate Glass Co. and Libbey-Owens-Ford. 

Senator Lone. That is what you would prefer. But, if it came 
down to a choice of their having to go out of business or your having 
to go out of business, I guess you would, just as a hard choice, prefer 
they would go out ; would you not ? 

Mr. Bassarear. That is right. Naturally it is self-preservation; 
yes, sir, Senator. Itis. There is no use sitting here and telling you, 
“No, I wouldn’t,” because I would. 

Senator Lone. Yes. And of course the ideal answer to this problem 
is that they conduct their affairs so that you can stay in business, too. 

Mr. Watts? 

Mr. Warts. I would like to clarify one matter about this distributor, 
the Libbey-Owens distributor competition you mention here. This 
is a completely independent distributor, not in any way associated 
with Libbey-Owens except as a wholesale customer; is that correct, 
sir? 

Mr. Bassarear. That is correct. They are all that way. In other 
words, your Libbey-Owens-Ford distributor is not a subsidiary of 
Libbey-Owens-Ford as Pittsburgh’s stores are, you see. They are all 
independently owned, so I understand. I don’t know. I know three 
of them at home are. It is Kansas City money, and they buy direct 
from the Libbey-Owens-Ford in Toledo, Ohio, and the glass is shipped 
to them from the different points. 

Mr. Warts. But, until recently this Libbey-Owens distributor has 
been only in the business of wholesaling glass ? 
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Mr. Bassarear. Distributorship only. As far as the retail business 
is concerned, no; they were not interested in that. 

Mr. Warts. The justification they give for going into the retail 
business is that they have more glass to sell than they can sell whole- 
sale to you and companies like your own ? 

Mr. Bassarear. Three years ago, when we had a glass shortage, 
why they couldn’t even supply us. We had to go to any source we 
could find for our windshields. In fact, a lot of the time the shortage 
was so great that sometimes we would go to our Chevrolet dealers 
to buy windshields or General Motors dealers to buy windshields to 
take care of our insurance companies that sent people to us to replace 
the glass. 

Mr. Warts. Is this surplus of glass that the Libbey-Owens dis- 
tributor alleges is forcing him into the retail business, perhaps against 
his will, a surplus which is forced upon him by Libbey-Owens? Does 
he have a quota to meet in order to remain, continue his status as a 
Libbey-Owens distributor ¢ 

Mr. Bassarear. That, I can’t answer. But I don’t think so; no, sir. 
I don’t think that they are compelled to buy more than what they 
can sell. I think it is just a case of being ambitious and wanting 
to get in on a larger scale on it. 

Mr. Warts. It isa self-elected surplus. 

Mr. Bassarear. I think that is it; yes, sir. 

Senator Lone. Is this not true, though, so far as their dealers are 
concerned? Of course, you are just guessing; and I am guessing, too. 

Mr. Bassarear. Sure. 

Senator Lone. You never have been a new-car dealer, have you? 

Mr. Bassarear. No. I have been associated with a couple of them 
at different times. 

Senator Lone. I see. 

Well, would this not be likely: In the automobile business, if a 
person wants to keep his distributorship—and that, after all, is his 
way of life—and stay in business, he is expected to conduct himself 
in such a way that he will be in the good graces of the company ¢ 

Mr. Bassarear. I know of one man, a very good friend of mine, 
who sold his Chevrolet dealership in Kansas City because he felt 
that he could not comply with the requirements of Chevrolet Motor 
Co. in selling the amount of automobiles that they required him to sell 
last year. He sold his distributorship to another man; yes, sir. 

Senator Lone. Suppose they send him a circular, the way a previous 
witness testified the Cadillac people did, telling him he ought to get 
into the business of installing windshields. They tell him they have a 
new deal worked out for him whereby they will sell him the glass 
cheaper than he could buy it elsewhere and they urge him to get into 
the business and cut the price and make a profit at it. Would it not 
seem likely that the car dealer would feel, “Well, when my franchise 
comes up for renegotiation or some question arises about it, they will 
ask me about glass. I had better get into this business and start 
installing these windshields and see if I can’t do it below the price at 
which my serviceman is installing them?” Would that not be it? 

Mr. Bassarear. That is right. The 1st day of July of this year, 
1958, I read a letter from Motors Insurance Corp. stating the exact 
price that I have quoted on this pricelist, and the Chevrolet dealers 
did not know this pricelist until the next day, July 2. 
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But, now, Motors Insurance, which deals primarily with General 
Motors dealers, had this pricelist; they had it compiled in New York 
City ; they had mailed it out from New York, I suppose, to California. 
We live quite a way from there, in Kansas City, but they had this a 
week prior to the time that this pricelist came out. 

We didn’t know one solitary thing about it until I had talked to 
the insurance adjuster. He showed me this and he showed me a letter 
to all of his Chevrolet dealers, all General Motors dealers, to get into 
the game—that there is big profit in it. 

Senator Lone. Thank you very much. 

Mr. Srvuirs. Mr. Chairman, just one question. 

The witness testified that 50 percent of the independents would be 
out within 6 months, and 80 percent would probably not survive the 

ear. 

Is that in your own area; or is this a national thing? 

Mr. Bassarear. I think national. I am speaking of our area there; 
and I have talked to some of the men here who come from different 
parts of the country, and they say that those conditions exist in their 
places as well as ours. In California they have as bad a situation if 
not worse than we do. 

Mr. Stutts. So you feel this is not an overly pessimistic view ? 

Mr. Bassarear. I don’t think so; no, sir. As I say, I have been in 
business there for 35 years, and this is the first time we were ever 
squeezed to the point that it hurts more than we can stand. 

Mr. Sruuts. Thank you. 

Mr. Warts. One more question, Mr. Chairman. 

Mr. Bassarear, you mentioned a competitive squeeze from two 
sources in Kansas City, the Libbey-Owens distributor and General 
Motors dealers under this new July 1 pricelist. I do not believe you 
mentioned any from the Pittsburgh Plate retail outlet. Does that not 
exist in Kansas City ? 

Mr. Bassarear. That does not exist in Kansas City at the present 
time, although the reason it does not, the general manager of the Pitts- 
burgh Plate Glass warehouse there at home retired the 1st day of 
June of this year. They have a new manager in there now. What his 
policy will be, I don’t know. 

We have kept him out of the retail business there for the last 25 
years, mainly Soeniiie the general manager realized that there was no 
money in installation, and we did buy a certain percentage of their 
product there. In other words, he was satisfied. 

Whether the new manager will be satisfied or not, I don’t know. 
I doubt if he will. I am speaking from my own opinion of it, be- 
cause at the present time we do have two Libbey-Owens-Ford dis- 
tributors there that have got into the retail business. 

Now, Pittsburgh is not going to stand by and let them do it if they 
don’t do it, too. But I am speaking of my own opinion, not of theirs, 
because in the past they said, “No.” In the future, I think they will, 
“Vas,” 

Mr. Warrs. How recently did Libbey-Owens’ distributor go into 
the retail business ¢ 

Mr. Bassarear. Just this year, this one; and the other one—that 
is, I would say, 3 months ago.on one, and the first of the year or prior, 
maybe September or October of last year, on the other. 
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Mr. Warts. Thank you, Mr. Chairman. 

Thank you, Mr. Bassarear. 

Senator Lone. Thank you very much. 

Mr. Bassarear. Thank you very much. 

Senator Lone. Has Mr. Swartz joined us? Mr. Swartz? 


STATEMENT OF RAY SWARTZ, SWARTZ GLASS CO.,. 
SANTA MONICA, CALIF. 


Mr. Swartz. I would like to say, Mr. Senator, I] was always under 
the impression that big-business men smoke cigars. I am glad to see 
there are a few of us left. 

Mr. Chairman and gentlemen, my name is Ray Swartz. I am the 
owner of Swartz Glass Co. in Santa Monica, Calif. It is, indeed, 
a oo to be allowed to testify here this afternoon. 

Can I give you a copy of this, please? 

We here from California represent the entire southern California 
area, and are expressing the sentiments of ciose to 300 auto-glass deal- 
ers in that area. 

This happens to be our busy season, which you are aware of, at this 
time. However, we have been glad to appear here to testify, inas- 
much as it is imperative that this committee hear what i is going on. 

Also, at the present time we have a strike on from San Francisco 
south, that is, to San Diego. I just wanted to bring that point out. 
It was a trying time to leave our area. This trip has cost four of us 
both time and money, but we feel sure it is time and money well 
spent because of the urgency of the situation, for my very existence it- 
self is in jeopardy. 

My lifetime savings—my investment, both in time and money—and: 
the welfare of my family are involved in this matter. Iam here to try 
to do my best to protect these things for all of us. 

In most cases the auto-glass shop is a 2- or 3- or 4-man operation. 
And, outside of experience and the use of our own two hands, we are 
limited as to the amount or volume of business we can do in a year. 

In my opinion, Government considers small business as a partner- 
ship, individual owner, or corporation that employs 500 or less. I 
might be wrong on that assumption, but I assume that is what they 
figure. Using that as a basis, we are to be considered as one of the 
smallest of small businesses. Then, why should these gigantic corpo- 

‘ations try to force us small-business men out ? 

On the west coast our immediate problem is the General Motors 
price change. This change in the retail price of our windshields is 
ruinous to our auto-glass business. Twenty percent off the top is 
suicide. 

For example, take a 1953-54 Chevrolet shaded windshield, our No. 
317. Our cost is $36.84. With the new price change, we have to sell 
this same glass back to a General Motors dealer for $35.85—a net loss 
of 99 cents. 

Another example: A No. 514 shaded windshield for a 1958 Buick 
or Oldsmobile. Our cost is $58.60. General Motors’ price is $55.80— 
or a loss of $2.80. 

Now, these prices are for purchases of individual windshields. Are 
you clear on that? If you bas volume, you can make $2 or $3 a glass, 
because you buy in volume and you get a better price 
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Is this fair business practice, or even morally sound? We don’t 
want to get rich. All we ask is a fair shake, and a chance to make an 
honest living. 

Now, in regard to Pittsburgh Plate Glass Co.: On the west coast, 
W. P. Fuller & Co. are the sole distributors for this company. Re- 
gardless of how much money you have, or how much glass you buy, in 
the 11 Western States you cannot buy any Pittsburgh products unless 
it goes through W. P. Fuller, directly or indirectly. 

On the retail level, W. P. Fuller, who is one of my jobbers, bids on 
the same jobs I am bidding on. We never get any of these jobs. It 
has reached the point where it is useless to waste the time to figure a 
quote on a job they are quoting on. 

I cannot compete with them, and will not, if I can’t make a legiti- 
mate profit. In most cases, Fuller quotes prices on bid — for what 
they sell to me for. However, in all fairness to Fuller, I must add at 
this time that there are other jobbers in the Los Angeles area who are 
doing the same thing, two of which I name here, Tyre Bros. and 
Thompson Glass. 

I might add at this time also that certain repercussions from W. P. 
Fuller and certain other jobbers may be forthcoming with the intro- 
duction of this testimony. In the event I am forced out of business 
sooner than anticipated, I may call on you for some immediate action. 
{ Laughter. ] 

Senator Lone. I want to point out to you that there is a Federal 
law against a person’s taking action to harm another person because 
he testifies before a congressional committee. You can call the local 
district attorney in the event you find that is happening to you. 

Mr. Swartz. Thank you for the advice, Senator. That relieves me 
a little bit. 

We must not overlook the fact if those people should put us out of 
business, you must take into consideration the employees of these 
auto-glass Coe In my own plant I have 15 employees. They, in 
turn, have 23 dependents. Multiply this throughout the country, and 
you have some staggering figures of the amount of people that are 
being touched by this situation, plus many small jobbers and their 
families. 

We shall not, and we cannot be told how to run our business or be 
told how much profit we can make. Any businessman will tell you he 
must make overhead costs, plus a small profit. 

Senator Lone. While you have been testifying, Senator Humphrey 
has joined us. He is a member of this committee, a friend of smail 
business, and is very much interested in these problems. He is one 
of the busiest members we have on this committee. 

Mr. Swartz. This small profit represents a return on my invest- 
ment, plus my wages. 

In ‘conclusion, I would like to say, thank the good Lord for a place 
like this to bring our grievances. But, Lord, help you and me if 
nothing is done about this. If no help is forthcoming, I might just 
as well load my equipment on my truck, head west—TI live in Santa 
Monica, if you recall—and drive right into the Pacific Ocean. 
{ Laughter. ] 

Thank you. 

Senator Lone. Thank you very much. 
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Do you have any questions ? 

Mr. Warts. Yes, sir; just one. 

With regard to the two distributors you mentioned other than 
Fuller, I presume they are not primary distributors for Pittsburgh 
Plate. If they get Pittsburgh Plate, they, too, have to get it from 
Fuller. 

Mr. Swarrz. Those two I have mentioned were distributors for 
Libbey-Owens-Ford. 

Mr. Warts. Are they factory buyers from Libbey-Owens? 

Mr. Swartz. Yes, sir. 

Mr. Warts. Thank you very much. 

Senator Lone. Thank you, Mr. Swartz. 

Is Mr. William Hendel here ? 

Senator Humpnurey. Mr. Chairman, I would like to make one com- 
ment before Mr. Hendel comes up. I hope Mr. Swartz will not drive 
into the Pacific Ocean. You are a good man, and we need you. 

Mr. Swartz. I am tickled to be here. 

Senator Lone. Mr. Hendel, will you proceed, sir. 


STATEMENT OF WILLIAM H. HENDEL, WESTERN WINDSHIELD 
SERVICE CO., MINNEAPOLIS, MINN. 


Mr. Henpeu. I am William H. Hendel, H-e-n-d-e-l. I must apolo- 
gize for not having a prepared statement. I was called from the 
hotel 

Senator Lone. Would you take a seat, Mr. Hendel, or do you speak 
better when you are standing / 

Mr. Henvew (continuing). While I was preparing this, so that I will 
finish it and see that you get it later. I would like to submit two photo- 
static copies of the things that I will talk about. 

Senator Humpnrey. M: ay they be made a part of the record? Can 
we have them so made ¢ 

Senator Lone. Yes; they will be made a part of the record. 

(The exhibits submitted by Mr. Hendel follow :) 
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EXHIBIT No. 1 
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ExuHIsBiT No. 2 
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Mr. Henvev. Before I start, I would like to say “Amen” to all that 
the previous witnesses have testified to. I will tr y not to repeat any 
of that and try to introduce something new that will be pertinent to 
the situation. 

My name is William Hendel. I am a partner, together with my 
brother, George P. Hendel, in the operation of the ‘Western Wind- 
shield Service Co., Minneapolis, Minn. This is probably the oldest 
continuously operating auto-glass-replacement shop in the world. 

It was started by William. Hendel, Sr., in 1907, when windshields 
were custom built after the automobiles were manufactured. 

The present attempt on the part of General Motors to corner the 
market on glass replacements on General Motors cars is one of several 
that have been attempted during the history of automobile production. 

Previous attempts have been of the order of direct command to their 
dealers to install glass departments and make their own replacements. 
This also applied to body repairing, so that body shops were in the 
same difficulty. 

This invasion of a market created by auto-glass shops is the most 
serious, since it is done by undercutting prices which we cannot meet 
without loss and bankruptcy. Like others, it will eventually fail for 
the following reasons: 

A glass man becomes proficient only after sufficient experience and 
training so that he instinctively handles glass in a manner different 
from other materials. A body man or a mechanic naturally forces or 
twists the part he installs into place so that it fits. The glass man must 
be so trained that he instinctively avoids straining the glass while 
handling or installing it. The mechanic, who must stop to think about 
this while working with glass, consumes so much time that his work 
is much too costly. 

If General Motors should succeed in having each car dealer become 
a glass dealer, very few dealers would be able to keep a man exclu- 
sively on glass work, and consequently much glass will be broken. 
Breakage cannot be charged to the installing mechanic, because of the 
resulting nervousness which would be disastrous in breakage. Before 
this will naturally correct itself, we will probably be out of business. 

By this move, General Motors has made our former customers into 
our most powerful competitors. However, this is carried further by 
a vicious, monopolistic practice of the Motors Insurance Corp., an 
insurance-writing subsidiary of General Motors. Every General 
Motors dealer is an insurance agent for Motors Insurance Corp., and 
almost all General Motors cars—Chevrolet, Pontiac, Oldsmobile, 
Buick, and Cadill: ell as used cars sold by GM dealers, are 
insured by Motors Insurance Corp. 

Here the combine subtly coerces the car owner to have replacements 

made by GM dealers. Those General Motors owners who patronize 
our service are those who are disappointed with the treatment they have 
received from the car dealer. 

I submit two photostats of invoices to Motors Insurance Corp., and 
the checks offered in payment, together with forms to explain deduc- 
tions they made. 

Exhibit 1 is for a windshield installed July 16 in a 1958 Pontiac. 
The invoice shows that the owner paid $15.97 for the difference in cost 
between shaded glass, which he preferred, and the clear glass which 
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was originally in the car and was covered by insurance. The net prices 
are at a 25 percent discount from our list price in use. 

The middle section shows their explanation of deductions. They 
have taken 25 percent discount from their new General Motors list. 
They also lowered the labor charge from $5.50 per hour to $5 per 
hour. Our labor costs, as wages, are from $2.16 to $2.21 per hour, to 
which compensation insurance, hospitalization, holidays, vacations, 
are added, raising this cost to about $2.75 an hour. 

The idle time which naturally occurs in this line of business, together 
with overhead, increases our labor costs above the labor charge which 
we made. This absorbs the profit on glass sales. 

Fifty cents of this labor charge is expected to pay for broken wind- 
shields. A man handling a broken inddbiala is handling an item that 
is worth on the average of $65 to $75, and if he breaks 1 in 50, we 
figure that 50 cents an hour will about break us even on that. 

Our labor charge on flat glass is $5 an hour. 

You will note that they paid $68.81 for our bill of $77.89, a deduc- 
tion of $9.08. 

No. 2 shows a deduction due to the difference in the list price of flat 
glass in a door glass which was installed, and the deduction is $1.58. 

Motors Insurance Corp.’s insurance contract merely covers the cost 
ot replacement, but they now pose as the owner of the car and attempt 
to direct the work to their own shop. 

We will attempt to collect these bills in full in Minnesota.? 

This monopolistic squeeze is of such a serious threat to the 15 glass 
shops in the Twin Cities of Minneapolis and St. Paul that 6 of us, 
at a cash expense of over $1,000, which we cannot afford, and at the 
busiest season of the year, felt compelled to come to Washington to 
seek such relief as will enable us to survive, keep our employees at 
work, and continue honest service to our customers. 

Thank you. 

Senator Lone. Thank you very much. 

[ will put these exhibits into the record in connection with your 
testimony. 

Mr. Henpev. Thank you. 

Senator Humpnrey. May I ask Mr. Hendel a question, Mr. Chair- 
man? Thank you very much. 

Mr. Hendel, I am very sorry I was unable to be here yesterday for 
all of this testimony. But, as my friend and colleague, Senator Long, 
has indicated, once in a while we get caught up where we have bills on 
the calendar. I had 2 or 3 of them yesterday and today, so I had to 
be in the Senate Chamber. 

When did this kind of competition you are referring to and this type 
of deduction operation go into effect? How long have you been 
laboring under these conditions ? 

Mr. Henpvev. Since July 1. This is new. 

Senator Humpurey. This is just recent? 

Mr. Henpe. It isa threat to us now, a serious threat. 

Senator Humpnrey. In other words, before this you were billing, 
for example, a repair shop. I notice one of them there was Hansord 
Pontiac. 


2On August 15, 1958, Mr. Hendel reported to the committee that the attempt was 
successful and the bills were paid in full. 
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Mr. Henvex. That indicates Hansord sold the car and sold the 
insurance. 

Senator Humpurey. That is correct. And you would provide the 
windshield for that particular company. I use that only because it 
was on one of your exhibits. 

Mr. Henpve.. Yes. 

Senator Humpnrey. And you would bill them for a certain amount 
as to the price of the windshield and the labor charges that go with 
it; is that right ¢ 

Mr. Henpev. It is not for the Hansord Co. That is only a trace 
for the insurance company to know where the insurance was issued. 

Senator Humpnrry. I see. 

Mr. Henvet. The owner comes direct to us in this case. 

Senator Humpnrey. He comes direct to you! 

Mr. Henvev. Because he is disappointed with, perhaps, Hansord 
in this case, he comes direct to us, gives us the information, and we 
check with the insurance company, and they O. K. the fact that it is 
covered by comprehensive insurance which covers glass. 

Senator Humeurey. I see. 

How would you operate, for example, in the following situation ? 
A year ago our Pontiac station wagon was in a car accident. We had 
to have a new windshield, among other things. That was taken to 
a particular company in Minneapolis. It was repaired. 

Would you, as a supplier, supply a company such as a garage? Is 
that part of your practice ¢ 

Mr. Henpev. That is part of our practice. We don’t supply all of 
them. We have—— 

Senator Humpnrey. But you dosupply some / 

Mr. Henvev. We have 15 good competitors. 

Senator Humpurey. If you had a General Motors product, would 
you be adversely affected now by the new practice referred to by Mr. 
Swartz? 

Mr. Henpew. Yes, sir. 

Senator Humpurey. You are running directly into competition 
with the big corporation. 

Mr. Henpev. That is right. The General Motors dealer buys it at 
a lower price than we can buy it. 

Senator Humpnrey. Even if you buy from the same outlet 

Mr. Henpev. If we buy it from that outlet, his profit on top of it. 
We can only buy from one of the dealers. The General Motors dis- 
tributor will not sell it tous. Wemust buy from the dealer. 

Senator Humpurey. Where do you buy, for example, windshield 
glass ¢ 

Mr. Henpew. Pittsburgh, Libbey-Owens Glass Co. 

Senator Humpnrey. Let us just take Pittsburgh Plate Glass. Do 
they also provide glass for General Motors outlets ! 

Mr. Henpex. Libbey-Owens supplies the glass for General Motors. 

Senator Humpnurey. All right. Libbey-Owens would supply the 
glass for a General Motors product garage or repair shop in Minne- 
apolis; is that right ? 

Mr. Henpveu. Well, I don’t know that they supply it direct to the 
garage. They supply it to General Motors 

Senator Humpurey. And then General Motors would supply it to 
its dealers ; is that correct ? 
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Mr. Henpex. That is correct. 

Senator Humpurey. Do you also purchase Libbey-Owens-Ford 
glass? 

Mr. Henpex. That is right. 

Senator Humpurey. Can you purchase it at as reasonable a price 
as the General Motors dealer can down the street from you? 

Mr. Henvet. No; we can’t. 

Senator Humpurey. In other words, there is a discrimination in 
price to two potential repair facilities in the same community. 

Mr. Henveu. That is right ; one of which formerly was our customer. 

Senator Humpurry. Is this the characteristic pattern that is devel- 
oping in the glass industry ? 

Mr. Swarrz. Since July 1; yes. 

Mr Henoet. Since July 1, all over the country. 

Senator Humpurey. Senator Long has told me of the rather unusual 
circumstances that have developed in your industry. I am not yet 
entirely clear on the details, but as you described it, Senator, it seems 
to ba anything but wholesome and desirable. 

Senator Lone. We shall have occasion to hear the views of the com- 
panies on this situation, and we shall also be able to get the analysis 
of the Justice Department, which has been looking into it, and the 
Federal Trade Commission. Then, perhaps, we ‘shall know more 
about it than you know at this moment. 

Mr. Henvet. That is correct. 

Senator Lone. Thank you very much for your testimony. 

Senator Humpurey. Thank you very much. 

Mr. Henvev. Thank you very much. 

Senator Lona. Is Mr. Irving Schapiro here? (No response.) 

Ts Mr. Sam Berger here ? 

Mr. Bercer. Yes. 

Senator Lone. I believed you wished to make a brief statement, Mr. 
Berger. 


STATEMENT OF SAMUELS. BERGER, EXECUTIVE SECRETARY, AUTO 


GLASS DEALERS ASSOCIATION OF GREATER CHICAGO, CHICAGO, 
ILL, 


Mr. Bercer. My name is Samuel S. Berger. I am the executive 
secretary for the Auto Glass Dealers Association of Greater Chic: ago. 

[ am not a glassman, as such; and actually I felt very proud, 
starting yesterday afternoon, hearing Mr. Cassedy’s opening remarks 
and statement and that of our glassmen throughout the country. 

I merely wanted to make a statement to the committee that in the 
Chicago area we have approximately 120 glass shops starting with 1- 
man shops and going up to a larger number. 

Fortunately, to this date we have not been affected with the Pitts- 
burgh problem. They have opened no auto installation centers in our 
area. God willing, it will remain that way. 

But, I was called away from a vacation to come down here and rep- 
resent our area and put ourselves on record as to what the feeling 
of our city and suburbs is on this General Motors problem. 

I think I would reiterate what one of the former witnesses stated, 
that, in the event General Motors list remains as issued on July 1, by 











88 INDEPENDENT FLAT GLASS DEALERS 


the first of the year 60 to 80 percent of our auto-glass installation shops 
in the Greater Chicago area will be out of business. 

There were no technical experts from my area, and I felt we ought 
to put ourselves on record to that extent. 

enator Humpurey. Could I ask a question? Is there any saving 
to the consumer at all under these new price schedules ? 

Mr. Bercer. I will have to turn that over to someone else. I 
wouldn’t dare answer that question, Senator. I am only a poor 
lawyer. 

Senator Humpurey. I noticed the price schedule here shows a tre- 
mendous drop. 

Mr. Bererer. General Motors has in their new pricelist a 20-percent 
drop from the pricelist that was in effect for General Motors dealers 
prior to July 1 of this year, 30 days ago. 

Senator Lone. Thank you. 

Senator Humpnrey. That is all. 

Senator Lone. I have had a request from Mr. Jerome Doyle, of 
the Pittsburgh Plate Glass Co., for the opportunity to testify with 
regard to this problem. This committee will also set a hearing for 
a later date, at which time we will again hear from Pittsburgh Plate 
and others who are interested in testifying on this subject. 

Thank you very much. 


STATEMENT OF JEROME DOYLE, NEW YORK, N. Y., COUNSEL FOR 
PITTSBURGH PLATE GLASS CO. 


Mr. Dore. I asked your counsel if I could just say 1 or 2 things 
before you close your hearings. 

First, I must say that the witnesses who have appeared here before 
your committee yesterday and today are a fine attractive group of 
small-business men. Pittsburgh Plate Glass has many of them as 
customers, and hopes that all of them could continue to be customers. 

But there was one thing you said, Mr. Chairman, today in the course 
of one of the witnesses testimony, which disturbed me, and I think 
perhaps I can clarify the record on that. 

It has to do with this recent General Motors price cut where I guess 
you were using a hypothetical situation, where you gave me the im- 
pression that you felt that Pittsburgh Plate Glass was moving on 
parallel lines with General Motors in this respect. 

All I can say is, that is very, very far from the fact. I turned 
over to your counsel the day before yesterday 2 copies of a letter 
which Pittsburgh sent to every one of their warehouse managers on 
the 8th of July, and I will just quote one paragraph from it, because 
I think it will clarify the situation not only for you but for these 
gentlemen who have come from all over the country. 

The new General Motors prices would appear to make it virtually impossible 
for our best warehouse and service branch customers—the auto glass replace- 
ment shops—to compete with General Motors, as they have in the past, in sales 
of these parts to Chevrolet and Pontiac dealers. We think this is unfortunate 
and do not know what factors prompted Gener»! Motors to take this action. 

We offer no suggestions or recommendations on how to meet this situation. We 
do, however, suggest that you forward to us any information you pick up in 
the field which indicates that the business and profits of your auto glass shop 
customers are being adversely affected. 
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I wanted the record to indicate, Mr. Chairman, that this letter was 
written long before we had any idea that your committee was going 
to hear testimony on the subject. It was the one item that we thought 
might be discussed here, so that fortunately I was prepared to come 
with this letter. 

I would like to offer it as an exhibit. Attached to it are some of 
the prices, and it shows the great disadvantage the independents are 
now put at by this price cut. 

It shows some of the announcements of Chevrolet to their various 
branches, to get into the glass business. 

I simply wanted it to appear on the record that Pittsburgh Plate 
Glass is just as disturbed about this new price cut of General Motors 
as are every one of the gentlemen who are in this room, so that all 
I can do is assure them that we are on their side, and for them not 
to feel that we are moving down the same road with General Motors 
as you, Mr. Chairman, thought might be the case. 

Senator Lona. I take it you would also like to be heard at a subse- 
quent date with regard to the testimony given. 

Mr. Doyxe. I would just like to say very generally I am in no posi- 
tion to answer the testimony of your 15 or 16 witnesses. We would like 
an opportunity to review the record, and possibly get in touch with 
your staff and find out when some date might be convenient. 

I would like to say just one last thing, and then I will keep quiet, 
Mr. Chairman. 

In 1948, the Department of Justice entered into a consent decree 
with Pittsburgh Plate Glass, Libbey-Owens-Ford, American Window 
Glass, and some other companies. That consent decree caused the 
creation in Pittsburgh Plate Glass of what is known as the compliance 
section of the legal department. It is headed up by a very illustrious 
lawyer named Cyrus V. Anderson who, among other things, was a 
member of the Attorney General’s Committee To Study the ‘Antitrust 
Laws, and for 10 years, and I have played a small part in it myself, 
and I do not think there is a company in the United States which has 
more respect for the antitrust laws than Pittsburgh Plate Glass. 

The company itself is constantly policed by Mr. Andersen and by 
his assistant. I am sure if you or any members of your staff discuss 
the matter with the Antitrust Division of the Department of Justice 
or the Federal Trade Commission, I think they would agree with 
what I have to say. 

It is for that reason that I was somewhat disturbed yesterday, Mr. 
Chairman, when Mr. Cassedy made his blanket charges of so-called 
violations of the antitrust laws by my client, because, very, very briefly, 
we have been investigated by gr and juries in several of the large cities 
in this country; glass distr ibutors have been indicted, and Pittsburgh 
Plate Glass has not been indicted. 

This, I think, is the greatest indication that this company, Pitts- 
burgh Plate Glass, large : as it is, is doing its best to conduct its business 
fairly and squarely, and well within the law and under this consent 
dec ree. 

I will be very happy, Mr. Chairman, or hope to be able to have Mr. 
Anderson himself sit on the witness stand and describe to you in 
detail how this company is setting an example that every other large 
company in this country could look to. 

Thank you very much for your kindness. 

30140—59——7 
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(The documents submitted by Mr. Doyle follow :) 


PITTSBURGH PLATE GLaAss Co., 
Pittsburgh, Pa., July 8, 1958. 

Dear Sir: The General Motors Corp. has published lower list and net prices 
on the popular glass parts shown on the attached sheets. These new prices, 
which we have picked up in the trade, are effective July 1, 1958. 

The new General Motors prices would appear to make it virtually impossible 
for our best warehouse and service branch customers—the auto glass replacement 
shops—to compete with General Motors, as they have in the past, in sales of these 
parts to Chevrolet and Pontiac dealers. We think this is unfortunate and do 
not know what factors prompted General Motors to take this action. 

We offer no suggestions or recommendations on how to meet this situation. 
We do, however, suggest that you forward to us any information you pick up in 
the field which indicates that the business and profits of your auto glass shop 
customers are being adversely affected. 

Yours very truly, 


Manager, Safety Glass Sa les. 


CHEVROLET Motor DrvisIon, 
GENERAL Motors Corp., 
Newark, N.J., July 2, 1958. 

Bulletin No. P&A-58—56. 
To all dealers in the Newark zone. 
Attention: Parts manager. 

We are attaching order blanks indicating former and new prices on Freon 
and glass. Under the new pricing policy on these items, dealers will now be able 
to purchase at more favorable “One Price Dealer Net.” 


“FREON REFRIGERANT” 


The new price structure, maintaining the suggested list price of $2 and offering 
dealers a “One Price Dealer Net’ of $0.95 for the 15-ounce can, will better enable 
dealers to profitably meet local competitive conditions. 


“GLASS” 


Purchasers of glass from dealers have been critical of what they have consid- 
ered excessively high glass prices. Basically, the dealer’s glass market is limited 
to retail sales to owners, and wholesale sales to insurance companies. To meet 
this condition, the new simplified price structure incorporates a lower suggested 
list price that best serve the owner’s equity—also a “One Price Dealer Net’ at 
40-percent discount that permits profitable sales at satisfactory prices to insur- 
ance companies. 

Now is the time to organize a program to go into the glass business in a big way, 
to earn big profits— 

Review your local glass market opportunity. 

Promote your dealership as the local headquarters for low-price high- 
quality Chevrolet glass replacement service. 

Check your inventory and place your order for the desired glass on the 
attached order blank. 

Very truly yours, 





J.J. MAHALIS, 
Zone Parts & Accessories Manager. 
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Mr. Cassrepy. Mr. Chairman, may I say just 1 or 2 sentences. 

As counsel for this glass association, I have already testified. I 

wanted to say, however, that we had over a hundred fifty retail glass 
dealers to come to W ashington who have been present here now for— 
well, some of them are still here for the third day—the last 3 days, 
and we tried in our meetings at the hotel to pick out representative 
members of that number so as to conserve the time and the efforts 
of your committee, which we appreciate, and we want to thank you 
very much for giving us this time. 

I wanted to say, howev er, we could have produced here 10 times as 
many witnesses as we have offered, but we tried to show what goes on 
throughout the country. 

Iw ant to answer one further thing: When I testified, Mr. Chairman, 
you asked me if we had made any complaints to the Justice Antitrust 
Division or the Federal Trade Commission. ‘That was yesterday. 

Today we have made those complaints to both agencies. 

Senator Lone. Thank you very much. That concludes this day’s 
hearing. We will give notice when our next session on this subject 
will be held. 

Thank you very much. 

(Whereupon, at 4:30 p. m., the subcommittee adjourned, subject to 
call.) 








COMPETITIVE PROBLEMS OF INDEPENDENT 
FLAT-GLASS DEALERS 


THURSDAY, OCTOBER 9, 1958 


Untrep States SENATE, 
SrLect COMMITTEE ON SMALL BUSINESS, 
SUBCOMMITTEE ON MoNopoOLy, 


Washington, D.C. 


The subcommittee met pursuant to notice, at 9:30 a. m., in the 
Caucus Room, Senate Office Building, Washington, D. C., Senator 
Russell B. Long, presiding. 

Present : Senator Long (presiding). 

Also present: Walter B. Stults, staff director; and Raymond D. 
Watts, counsel. 

Senator Lone. The hearing will come to order. 

This morning we are reopening, for 2 days, public hearings begun 
last July. The ‘title of these he: arings is “Competitive Problems of In- 
dependent Flat-Glass Dealers.” 

Over the past several years the Small Business Committee has re- 
ceived increasing numbers of complaints from dealers and merchants 
in various product lines about competition from their sources of 
supply. Wholesalers have told the committee that manufacturers 
compete with them in selling to retailers. Retailers, in turn, have 
complained of competition from both manufacturers and wholesalers. 

To describe this marketing technique in which producers and whole- 
salers compete at resale levels with their own customers, the term “dual 
distribution” has been coined. The Small Business Committee has 
been interested in this subject for several years. This year it was 
decided that the Subcommittee on Monopoly should take a new and 
closer look at the extent to which dual distribution is used in several 
industries, with particular attention to its rate of growth and its effect 
on competition at all distributive levels. 

I should like to emphasize that neither the committee, the subcom- 
mittee, nor I personally have taken any position on dual distribution 
at this time. Great numbers of small-business men in the distributive 
occupations, on the other hand, have made a firm judgment that the 
system is confusing and dangerous, at best. Many seem to be con- 
vinced that it is an unmixed evil that will drive them out of business 
in short order and eventually result in seriously weakened competition 
not only in distribution but in production. When any such opinion 
is shared by as many small-business entrepreneurs as this opinion 
appears to be, it is clearly the duty of this committee to give the mat- 
ter careful thought and attention. 
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After the subcommittee had determined to look into the problem of 
dual distribution, it had to decide where to look first; we received a 
communication that virtually made the decision for us. 

The communication ran to 26 pages, with a number of exhibits 
added, and was entitled “National Auto and Flat-Glass Dealers As- 
sociation Application and Supporting Brief for Hearings Before the 
Monopoly Subcommittee of the Senate Small Business C ‘ommittee.” 

In the application and brief, the association’s general counsel, James 
W. Cassedy, charged Pittsburgh Plate Glass Co., by name, and other 
glass manufacturers, unnamed, with— 

unfair monopolistic and unlawful acts, practices and methods of competition, 
causing substantial injury and destruction of competition and the creation of a 
monopoly at the retail level in the glass industry. 

In support of this charge, Mr. Cassedy appended to his application 
summaries or excerpts from responses to questionnaires sent by the 
National Auto and Flat Glass Dealers Association to its members and 
other flat-glass dealers. Mr. Cassedy’s brief cited the responses of 
72 identified dealers, ener: in all, 21 States* and virtually 
every region of the country. Of the 72 2 respondents whose question- 
naires were quoted or summarized, 69 named Pittsburgh Plate Glass 
Co. asa supplier which is or is about to become a competitor. A major- 
ity of the 69 classified Pittsburgh’s competition as “unfair.’ 

The subcommittee heard 17 witnesses on July 30 and 31, all but one 
of whom were auto and flat-glass dealers or their representatives. 
Another 150 or 200 were in attendance. As Mr. Cassedy’s application 
had indicated they would, they all complained of competition by 
certain of their suppliers. The vertically integrated distribution 

system of Pittsburgh Plate Glass Co. was repeatedly mentioned. The 
expansion of retail operations by jobbers and distributors was, as we 
had been led to expect, described and quite generally decried. 

There was another facet to the picture. The auto-glass dealers 
complained bitterly about the action of Chevrolet and Cadillac divi- 
sions of General Motors Corp. on July 1, 1958, in reducing the net 
prices of replacement auto glass to their franchised new car dealers. 

The glass-shop owners saw this as an attempt by General Motors to 
transfer all the auto-glass replacement business, in time, from glass 
dealers to new car dealers. 

In my opening statement at the July hearings I pointed out that 
the subcommittee was then hearing only one side of the story, and 
that we recognized this fact. The hearings today have been convened 
to enable us to hear the other side of the story. The witnesses we will 
hear today and tomorrow are representatives of the principal sources 
of the competition at issue. 

We have invited the two companies which were the principal targets 
of our July witnesses’ complaints, Pitts burgh Plate Glass Co. and 
General Motors, to appear. We have also invited other glass pro- 
ducers and processors, large and isnaits glass jobbers and their trade 
association; and the other two major automobile manufacturers. 

The problem, in essence, is price competition from competitors who 
are able, by their size and their organizational advantages, to win any 


1 Alabama, Arizona, Arkansas, California, Colorado, Connecticut, Florida, Illinois, Indi- 
ana, Iowa, Maryland, Massachusetts, Michigan, Minnesota, New Jersey, New York, Ohio, 
Oklahoma, Pennsylvania, Texas, and Wisconsin. 
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price war upon which they might embark. Some of the flat-glass 
dealers seemed to feel that the customers they serve should not have 
access to the markets in which they, the dealers, buy, under any cir- 
cumstances. To others, the complaint was not that the dealers’ sources 
were also open to the dealers’ customers, but that they were open at 
equal or, in some cases, lower prices. 

The General Motors situation, involving the largest customer of 1 
of the 2 largest glass suppliers, is not completely unrelated to our 
major topic, dual distribution, and is certainly part and parcel of the 
glass dealers’ problems. 

We hope to learn today and tomorrow facts which will help the 
subcommittee determine whether such competition is as deadly as it 
has been described and, if so, whether it should be permitted. 

At the outset, it seems best that our record contain some back- 
ground on the work done for the protection of competition in the flat- 
glass industry by those two watchdogs of the market place, the Fed- 
eral Trade Commission and the Antitrust Division of the Justice 
Department. The chief executives of both of those agencies have 
honored us with their presence this morning, and we shall hear first 
from the head of the Antitrust Division, Mr. Victor R. Hansen, 
Assistant Attorney General of the United States. 

Mr. Hansen, would you favor us with your views on this subject? 


STATEMENT OF HON. VICTOR R. HANSEN, ASSISTANT ATTORNEY 
GENERAL IN CHARGE OF ANTITRUST DIVISION, DEPARTMENT 
OF JUSTICE, ACCOMPANIED BY ROBERT A. BICKS, HIS FIRST 
ASSISTANT 


Mr. Hansen. Thank you. As indicated I am appearing today at 
the request of the chairman of this subcommittee. 

Keeping in mind that the subcommittee in these hearings is pri- 
marily concerned with distribution practices in the flat-glass industry, 
it is my plan, first, to outline the nature of the charges made by the 
Government in the antitrust action entitled United States v. Libbey- 
Owens-Ford Glass Co., et al2 [“The Flat Glass Case”], the amended 
complaint in which was filed on March 19, 1946. Secondly, I shall 
outline the nature of the relief sought by the Government in the 
prayer of the amended complaint. Third, I shall indicate, insofar 
as is pertinent here, the general nature of the relief obtained in the 
consent judgment that was entered in the flat-glass case on October 
30, 1948. I will then indicate certain objectives sought in the Gov- 
ernment’s complaint but not obtained in the amended judgment. 


I. A SUMMARY OF THE PRINCIPAL ALLEGATIONS OF THE GOVERNMENT'S 
COMPLAINT 


The complaint named as defendants eight corporations engaged 
in the manufacture and sale of flat glass. Principal among these 
manufacturers were Pittsburgh Plate Glass (PPG) and Libbey- 
Owens-Ford Glass Co. (LOF). A trade association of glass dis- 
tributors and a patent holding and licensing company and numerous 


2U. S. District Court, Northern District, Ohio, Western Division, Civil Action No. 5239. 
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individuals were also named as defendants. The complaint alleged 
violations of the Sherman Act, the Clayton Act, and the Wilson Tar iff 
Act, all relating to the domestic and foreign trade and commerce in 
the manufacture and sale of flat glass. 

The complaint of 1946 alleged, among other things: That since 1935 
the flat-glass industry in the United States had been controlled and 
completely dominated by Pittsburgh Plate Glass and Libbey-Owens- 
Ford; that these 2 companies m: :nufactured and sold approximately 
95 percent of the plate glass consumed in the United States, 90 percent 
of the safety plate glass, 80 percent of the safety window glass, and 60 
percent of the w indow glass. 

It alleged that during the 10-year period 1933-42, inclusive, Pitts- 
burgh Plate Glass averaged approximately 48 percent, Libbey-Owens- 
Ford approximately 48 percent, and another defendant, Franklin 
Glass Co., approximately 4 percent of the plate glass sold. 

Two-thirds of the plate g glass produced by Franklin was confined to 
sizes ranging from 25 to over 125 square feet. Franklin today still 
has an equally infinitesimal share of the plate-glass business. 

The complaint charged that during the period 1935-44, produc- 
tion in window glass had heen divided approximately as follows: 
Pittsburgh Plate Glass, 30 percent ; Libbey-Owens-Ford, 30 percent; 
and 2 other defendants, American Window Glass Co. and Fourco 
Glass Co., 20 percent each. 

At the time Libbey-Owens-Ford was organized in 1916, there were 
10 competing plate-glass manufacturers and more than 80 competing 
window-glass manufacturers. The complaint also stated that since 
the year 1936 there had been 3 noncompeting manufacturers in the 
plate-glass field and 4 noncompeting m: anufacturers in the window- 
glass field. 

The Government charged that the profits of Libbey-Owens-Ford 
and Pittsburgh Plate Glass in each of the types of flat glass 
varied directly with the degree of control exercised. In plate and 
safety glass where control approximated 95 to 98 percent of the total, 
the average annual profits of Libbey-Owens-Ford for the period 
1935-44, inclusive, exceeded 55 percent of the book value of its assets 
allotted to the manufacture of safety glass and 20 percent of the book 
value allotted to manufacture of pl: ite glass. The ratio of profit to 

capital and surplus was approximately 75 percent and 30 percent, 
respectively. 

The average annual profits of Pittsburgh Plate Glass for the same 
period amounted to approximately 25 percent and 17 percent, respec- 
tively, of the book value of its assets allotted to the manufacture of 
safety and plate glass, and 35 and 25 percent, respectively, of capital 
and surplus. 

That in window glass, where control was less complete, profits of 
Libbey-Owens-Ford and Pittsburgh Plate Glass averaged less than 
10 percent of the book value of assets allotted to the manufacture of 
window glass as well as of capital and surplus. 

The average net profits available for dividends in all flat-glass prod- 
ucts for the “depression period (1930-39, inclusive) totaled approxi- 
mately 19 percent of book value of assets for both companies. 

The earnings for Pittsburgh Plate Glass on flat glass were four 
times as great as its earnings on products manufactured by it other 
than flat glass. 
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During the period 1929-39, inclusive, Pittsburgh Plate Glass’ sales 
on products other than flat wlass totaled $771 million, and net profits 
on these sales totaled $99 600,000, whereas sales on flat glass totaled 
$353 million and net profits amounted to $45,100,000, or approximately 
double. 

In 1928, 18 years before the amended complaint was filed, Pitts- 
burgh Plate Glass and the predecessor to Libbey-Owens-Ford agreed 


to eliminate competition in the flat-glass field. The plan called for 


mergers and consolidations, outright purch: ise of plants, mortgages on 
plants and control of capital stoc ‘lk, dismantling of plants purchased, 
joint trade practices and patent suits designed to eliminate competi- 
tors refusing to sell either plants or stock control, agreements among 
remaining domestic manufacturers to limit their production and their 
fields of production, agreements to divide domestic markets based upon 
production, and the execution of a series of agreements with foreign 
manufacturers under which the latter would be licensed under pat- 
ents and processes owned and controlled by Pittsburgh Plate Glass 
and Libbey-Owens-Ford on condition that the foreign 1 manufacturers 
would not export flat glass to the United States. 

This plan was made effective during the period 1928-38, inclusive. 
As a part of that plan, since the number of w indow-glass plants to be 
eliminated were numerous, Libbey-Owens-Ford and Pittsburgh Plate 
Glass agreed to obtain for other selected fi: it-glass manufacturers, or 
assist said manufacturers in obtaining, funds to be used to eliminate 
other window-glass manufacturers. 

As an incentive to the selected flat-glass manufacturers to enter into 
this conspiracy, Libbey-Owens-Ford and Pittsburgh Plate Glass en- 
tered into agreements with them to guarantee to each a fixed per- 
centage of total production to be sold at a fixed differential below the 
prices charged by Libbey-Owens-Ford and Pittsburgh Plate Glass. 

To qualify for such a guaranteed business, each manufacturer se- 
lected agreed to (1) dism: intle some of its own plants, or (2) purchase 
and dismantle other flat-glass manufacturers’ plants, or (3) acquire 
control of other manufacturers’ capital stock, or a combination of all 
three. The details of these agreements and the means by which they 
were carried into effect are set out later. 

Libbey-Owens-Ford and Pittsburgh Plate Glass were alleged to 
have agreed to remove all competition between themselves and fur- 
ther agreed to make all cost, production, engineering, sales, and price 
data of one available to the other; to grant to the other any process, 
patent, or patent improvement then or in the future controlled or 
acquired by either party in or relating to the field of flat-glass manu- 
facture, with or without royalty as might be agreed upon; to exchange 
present and future patented processes, engineering secrets, sc ientific 
research, and other confidential information in the form of “know- 
how”; to refrain from infringement suits and suits to test the validity 
of patents owned or controlled by them in connection with plate glass, 
safety glass, and tempered glass manufactured by them, and in general 
to oper ate as though one company. 

The complaint charged that distributors, factory buyers, jobbers, 
and dealers in flat glass, particularly in window glass, were intimi- 
dated by the distribution organization of P ittsburgh Plate Glass, 
then consisting of 77 company-owned warehouses and 36 retail stores 
located strategically throughout the United States. 


| 
| 
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These warehouses and retail stores, the complaint alleged, policed 
the distribution and sale of flat glass at levels below manufacturing. 

When a distributor cut prices or sold to customers not assigned to 
him, the Pittsburgh Plate Glass warehouse or retail store located in 
the area cut prices and sought to take such distributor’s customers. 

Losses in one market area resulting from such price wars were 
offset by profits from other areas or by raising prices in the price-cut 
area after the distributor was willing to cooperate or was driven out 
of business. 

The complaint alleged that up to the filing of the complaint in 1946, 
all who distributed and jobbed flat glass lived in constant fear of 
disciplinary action by the manufacturers. The result was that in 
every locality of the United States, except in a very few instances 
where distributors and jobbers were able to keep their dealing secret 
from the manufacturers, or in localities where the manufacturers 
were trying to run distributors out of business or to reduce them to 
submission by conducting price wars, a stable and noncompetitive 
price level of window glass was maintained. 

Pittsburgh Plate Glass thus became the price leader for resale of 
all flat glass in the distribution fields and most distributors adopted 
a policy of following Pittsburgh Plate Glass’ lead in fixing resale 

rices of flat glass. The uniform, noncompetitive and stable prices 
in the fiat-glass industry since 1936, i to the complaint, in 
large part had been maintained by this system of price leadership. 

Coincident with removal of competition from American manufac- 
turers in the flat-glass industry, Pittsburgh Plate Glass and Libbey- 
Owens-Ford were said to have embarked upon a program to eliminate 
foreign competition. This program was carried out through a series 
of agreements with all major foreign flat-glass manufacturers under 
which, among other things, exports of flat glass into the United States 
were prohibited. 

The Government alleged in its complaint that the foregoing con- 
spiracy had the effects, as intended by the defendants, of completely 
monopolizing the manufacture, distribution, and sale of flat glass in 
the United States, including plate, laminated, tempered, and window 
glass; of eliminating competition among themselves by dividing the 
types and amounts of flat glass to be manufactured by each, by divid- 
ing territories and customers among themselves, and by fixing prices 
at all levels from the factory to the ultimate consumer; of eliminating 
competition from other domestic manufacturers by purchase, con- 
solidation, merger, and price wars; of eliminating all competition from 
foreign manufacturers through reciprocal agreements not to export; 
of discriminating among purchasers through adoption of arbitrary 
classifications of buyers and adoption of arbitrary price lists bearing 
no reasonable relationship to costs for the various classes of buyers, 
and that same had the effect, thereby, of restraining and monopolizing, 
of unjustly discriminating against the interstate and foreign trade 
and commerce described in the complaint. 


II. THE NATURE OF THE RELIEF SOUGHT 


In its complaint, the Government prayed, among other things: 
(1) That the restraints, monopolization, and practices be adjudged 
to be in violation of the Sherman, Clayton, and Wilson Tariff Acts; 
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(2) That the court adjudge and decree that the defendants had 
discriminated among purchasers of flat glass; sold flat glass below 
cost, at times, to eliminate competitors; sold flat glass on condition 
that purchasers buy from no other manufacturers; and had purchased 
the stock and share capital of competitors; all for the purpose of re- 
straining trade and commerce in flat glass in violation of the Clayton 
Act; and had agreed to and had controlled imports of flat glass into 
the United States for the purpose of restraining trade and commerce 
in flat glass in the United States in violation of the Wilson Tariff Act. 

(3) That the distribution by defendant Pittsburgh Plate Glass of 
its flat glass through its own warehouses and retail stores be adjudged 
illegal and that such company be required to divest itself of control 
of and from any interest in such flat glass warehouses and retail 
stores. 

You will appreciate that in the above I have not attempted to 
describe all the types of practices or items of relief the Government 
cited or prayed for in its complaint, but I have described those I 
believe this subcommittee would deem pertinent to its present hearings 
and investigation. 


III, RESULTS OBTAINED BY THE CONSENT DECREE 


Before indicating the terms of the consent decree, this subcommittee 
may be interested in knowing how, after the trial had started, consent 
decree negotiations were undertaken. The record shows that, upon 
the conclusion of the Government’s presentation of evidence before 
Judge Kloeb of the United States District Court at Toledo, Ohio, the 
court stated—and I am quoting from the transcript at page 4164: 

I want to suggest, now that counsel have pawed the ground and spent 2% 
months in crossing swords, they know now perhaps some things they did not 
know before; I don’t know; it seems to me that it is in order now for the 
court to suggest to counsel that sensible men might come to some agreement. 

Reading further from page 4165 of the transcript : 

I rather think that it would do no harm for counsel to discuss their relative 
positions at some time in the next 2 or 3 weeks. I do not think either one of 
you are in any condition to knock at the pearly gates and demand adinittance 
without a thorough cleansing and an examination of your consciences. I think 
that is in order. Knowing that to be the fact, it seems to me that rather than 
putting the burden on the court and continuing a trial here for another year, 
that you might get your heads together and settle your differences, settle them 
just as well as the court could. I merely drop that as an additional suggestion 
at the close of the plaintiff's case. 

As a result of the foregoing quoted language, the Government and 
defendants entered into negotiations which culminated in the consent 
decree. On October 30, 1948, a final judgment was submitted to Judge 
Kloeb, who signed it on that date. 

Under section IV of the judgment, the corporate defendants were 
enjoined from combining with any other person engaged in the manu- 
facture of flat glass to (a) discriminate against or refuse to sell job- 
bers, distributors, dealers, or other persons buying flat glass; or (b) 
to sell or cause to be sold, any kind of flat glass at any industry level 
at unreasonably low prices for the purposes of destroying a com- 
petitor or suppressing competition. 

Under section V, Pittsburgh Plate Glass, Libbey-Owens-Ford, and 
other corporate defendants are each enjoined from selling, or causing 
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to be sold, fiat glass at any industry level at unreasonably low or dis- 
criminatory prices for the purpose of destroying a competitor or 
suppressing competition in the manufacture or sale of flat glass. 

Under section VIII, Pittsburgh Plate Glass was ordered and 
directed to increase the average number of establishments, other than 
those owned by Pittsburgh Plate Glass, to which Pittsburgh Plate 
Glass was required to deliver plate and/or sheet glass at its then cur- 
rent factory buyer prices during the period of calendar years 1948 to 
1952, both inclusive, by not less than 10 percent above the average 
number of such establishments for the period of calendar years 1944 
to 1948, both inclusive. 

Under this same section, Libbey-Owens-Ford was ordered and di- 
rected to increase the average number of establishments to which it 
shall deliver plate and/or sheet glass at its then current factory buyer 
prices during the period of calendar years 1948 to 1952, both inclusive, 
by not less than 10 percent above the average number of such estab- 
lishments for the period of calendar years 1944 to 1948, inclusive. 

We have no information which indicates that Pittsburgh Plate Glass 
is in violation of the foregoing provision, which required i it to increase, 
by not less than 10 percent, shipments at factory-buyer prices to estab- 
lishments which were independently owned. 1 would point out, how- 
ever, that this provision does not prohibit Pittsburgh Plate Glass from 
establishing its own outlets, such as warehouses and retail stores. 
Testimony before this subcommittee, and public information which 
the Department has received, indicates that Pittsburgh Plate Glass 
is substantially increasing its number of wholly owned retail outlets 
throughout the United States. 

It is thus axiomatic that, if Pittsburgh Plate Glass increases its 
own retail outlets to a number larger than those independents which 
it has established, it has, or may nullify the intended effect of this 
provision. 

Under section X of the final judgment, Libbey-Owens-Ford and 
Pittsburgh Plate Glass were enjoined from acquiring directly or in- 
directly, “by purchase, merger, consolidation, or otherwise, after the 
entry of the judgment and from holding or exercising after such ac- 
quisition ownership or control = the business, physical assets, or 
goodwill, or any part thereof, or any capital stock or securities of 
any person engaged in the cnaeakers of flat glass within the 
United States. 

In addition, Libbey-Owens-Ford, for a period of 3 years, and Pitts- 
burgh Plate Glass, for a period of 10 years from the date of entry 
of the judgment, were each enjoined from acquiring directly or in- 
directly, by purchase, merger, consolidation, or otherwise, and from 
holding or exercising after such a ownership or _— of 
the business, physical assets or goodwill, or any part thereof, or any 
capital stock or securities of any other ama engaged in the wii or 
installation of flat glass within the United States. 

Thus, after October 30, 1958, Pittsburgh Plate Glass, under the 
judgment, will be free to acquire independently owned distributors, 
jobbers, and retailers. Rather than establish its own, Pittsburgh 
Plate Glass may now feel free to acquire competitively owned distri 
butors. However, before Pittsburgh Plate Glass can acquire com- 
petitive distributors and retail stores, it must, under the final judg- 
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ment, make application to the Ohio court and show to the satisfaction 
of the court that such acquisition would promote competition in the 
manufacture, sale, or distribution of flat glass. 

Insofar as Libbey-Owens-Ford is concerned, to the best of our in- 
formation Libbey-Owens-Ford has no wholly owned distributors or 
retail stores. The only manufacturer of flat glass in the United States 
which is vertically integrated is Pittsburgh Plate Glass Co. 

Under section XxIX of the final judgment, the Government may 
file today a petition with the Ohio court for divestiture, divorcement, 
or dissolution of Pittsburgh Plate Glass, Libbey-Owens-Ford, or any 
other of defendants, or for the reopening of the provisions of sections 
IV and V which relate, among other things, to selling, or causing to 
be sold, any kind of flat glass. at any industry level at unreasonably 
low prices for the purposes of destroying a competitor or suppressing 
competition. 

Under section XXIX we may also petition for such other relief as 
may be incidental thereto, without the Government’s showing a change 
in circumstance subsequent to the date of entry of the judgement. 
However, in the event the Government did file a ‘petition for divesti- 
ture, divorcement, or dissolution as aforesaid, the provisions of sec- 
tions IV and V are also deemed reopened thereby. Upon a hearing 
on any such nelttlon: the record of all proceedings in the case are to 
be part of the record before the court on such petition and shall be 
considered by the court, together with any additional evidence which 
the plaintiff or the defendants m: Ly submit to support or oppose the 
relief sought by the Government. 

Thus, if the Government filed a petition for divestiture or dissolu- 
tion of Pittsburgh Plate Glass or Libby-Owens-Ford, 42 volumes of 
transcripts of record and approximately 1,900 exhibits, which repre- 
sent the trial of the flat-glass case in 1948, would be part of the record 
before the court. 

Despite these difficulties there may well be a possibility worthy of 
serious consideration. 


IV. OBJECTIVES SOUGHT BY THE FLAT-GLASS CASE, BUT NOT OBTAINED BY 
THE DECREE 


Now as to 

Senator Lone. May I ask you a question at that point, sir? 

Mr. Hansen. Yes, sir. 

Senator Lone. Is there not any way to keep the amount of evidence 
and exhibits in these cases within some reasonable limits, so that a 
human being might be able to read it? You speak here of 42 volumes 
and 1,900 exhibits. One thousand nine hundred @ 

Mr. Hansen. We have cases with that many thousands and more. 
We have cases with probably 50,000 exhibits. It is one of the most 
difficult problems we have. But we have tried very diligently to work 
out some arrangement in discovery and whatnot to eliminate the 
number of exhibits, but it is just a ‘colossal job; and it is one of the 
real problems the courts have in trying these cases and certainly one 
of the problems counsel have and one of the real problems the defend- 
ants have. 
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They are extremely expensive, time consuming and difficult. I 
might give you one example 

Senator Lone. Do you find it necessary, from your point of view, 
to bring in so much written evidence, or is it the defendants who 
insist on bringing in such a mass of detail ? 

Mr. Hansen. I would not think it is fair to say it is the fault of 
either. I think it is both. I think we both feel that the exhibits we 
put in are necessary. 

We have just embarked upon somewhat of a new perenne in our 
Bethlehem- Youngstown case to avoid these long and extended trials 
We felt we did narrow the issues so substantially that we could peti- 
tion for asummary judgment. Even though that summary judgment 
motion was denied, I think it shortened the case by many months and 
certainly cut down the tremendous number of exhibits that otherwise 
would be put it. 

Senator Lone. Do you have any suggestions at the present time on 
a way to hold these records down to a smaller amount of details ? 

Mr. Hansen. We have several. One on discovery and by stipula- 
tion and by consulting with counsel we try to do it. 

But there is another side of the story, too, to which we refer as 
a snow job. When we make a request, maybe justifiably they com- 
plain about the extended inquiry that we make and the documents 
requested. 

Well, they just pour a hundred thousand documents on us, and we 
have got a couple of years to go through just to index and file them to 
see what they are all about, a large percentage of them having no 
connection at all, but again, to be fair to the defendants, they say, 
“You asked for it, so here it is.” 

In these types of cases it is axiomatic there are bound to be a large 
number of exhibits. 

Senator Lone. Thank you very much. 

Mr. Hansen. Now concerning the objectives sought by the flat-glass 
case, but not obtained by the decree: 

As I have previously noted, an important objective of the com- 
plaint was that the distribution of Pittsburgh Plate Glass of its flat 
glass through its own warehouses and retail stores be adjudged illegal 
and that such company be required to divest itself of control of and 
from any interest in such flat-glass warehouses and retail stores. 

The consent decree was negotiated with defendants by my predeces- 
sors of 10 years ago. The Antitrust Division does not keep a tran- 
script of negotiations between counsel for the defendants and the 
Government. We do have a transcript of the proceedings before 
Judge Kloeb leading to entry of the decree, a copy of which I am sub- 
mitting to this committee,’ but this does not reveal why the Govern- 
ment did not obtain divestiture of Pittsburgh Plate Glass’ warehouses. 

I can only surmise that in the give and take of negotiations, we 
gave on divestiture and took other forms of relief. However, we 
nevertheless retained the right to petition for divestiture as I have al- 
ready outlined above. 

As we have indicated to the subcommittee, current activities of the 
Antitrust Division make it necessary for me to restrict the scope of 





* The document referred to is retained in the committee files. 
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my statement. I would thus not consider it appropriate to indicate 
what “evils” still exist in the flat-glass industry, if they do. 

In closing, I would like to take this opportunity to clarify the record 
before this subcommittee. 

Mr. Doyle, counsel for Pittsburgh Plate Glass, stated that Pitts- 
burgh Plate Glass has never been indicted. I wish to call the atten- 
tion of the subcommittee to the fact that Pittsburgh Plate Glass was 
indicted on March 26, 1957, and convicted by a jury ‘sitting at Roanoke, 
Va., for a violation of section 1 of the Sherman Act. This con- 
viction was appealed and affirmed, only 2 days ago, by the court of 
appeals. 

"aint Lone. Thank you for your statement, Judge Hansen. In 
line with our understanding, we will limit our questioning at this 
hearing, because many of these matters may be before you and the 
Department and your answers could not very well be put on the 
record at this time. 

Mr. Hansen. I appreciate that. 

Senator Lone. You did not cover in a statement the provisions 
of the flat-glass case dealing with distributors and the National Glass 
Distributors Association. That association was dissolved by provi- 
sions of the consent judgment, I believe, and Pittsburgh was forbidden 
to take part in any such association of distributors of flat glass. 

Does the Antitrust Division still believe that the collection and dis- 
semination of industry statistics by a distributors’ association is anti- 
competitive ? 

Mr. Hansen. I think it is paragraph V, or VI, rather, of the de- 
cree that deals with that subject. 

I do not want to take a stand on one of the questions that have been 
raised, as to whether or not a new association which has now been 
formed, after the other had been dissolved, is, in fact, a successor 
association and thereby bound by the decree. It is my understanding 
that their contention is that it is not. 

We have had negotiations with, I think the chap’s name is Mr. 
Layne concerning the distribution of information, and he made cer- 
tain suggestions that he thought it was an aid to competition. 

I think the distribution of some information might well be an aid 
to competition because it enables an enlightened competition that did 
not otherwise exist. 

We told Mr. Layne, who represented, as I recall, a jobbers’ group, 
that, if they desired to recommend a modification of the decree and 
would submit it to us in writing, we would certainly consider it, and 
that, if it was appropriate to permit the distribution of certain types 
of information, we could make arrangements for some other protective 
provisions, that that might be possible. 

Now, that was last April, was it, and to date we have received no 
request concerning that. I don’t know whether I have answered your 
question or not. 

Senator Lona. That is responsive, Judge Hansen. Thank you very 
much. 

T have no other questions. Does counsel have any questions? 

Mr. Watts. No, Mr. Chairman. I might just say, Judge Hansen, 
Mr. Layne will be before us this afternoon and I believe - will have 
something to say along your lines. 











108 INDEPENDENT FLAT GLASS DEALERS 


Mr. Hansen. Our invitation is still open, not only to Mr. Layne but 
to any of the defendants or anyone who is interested in the decree, 
because I think it is only proper that we should consider their position. 

Mr. Warts. Thank you very much, sir. 

Senator Lone. I think your division has done a good job, Judge 
Hansen. I am pleased to see you reserved the right to take further 
action if you found it necessary. 

Mr. Hansen. Thank you, sir. 

Senator Lone. Next, I will call Judge John W. Gwynne, Chair- 
man of the Federal Trade Commission. 

Weare pleased to have you here today, Judge Gwynne. 

Will you proceed with your statement ¢ 


STATEMENT OF HON. JOHN W. GWYNNE, CHAIRMAN, FEDERAL 
TRADE COMMISSION; ACCOMPANIED BY EARL W. KINTNER, 
GENERAL COUNSEL; PGad B. MOREHOUSE, ASSISTANT GENERAL 
COUNSEL, COMPLIANCE DIVISION; AND HARRY A. BABCOCK, 
EXECUTIVE DIRECTOR 


Mr. Gwynne. Thank you, Senator. Before I do that, could I intro- 
duce some members of the staff who are here and might be able to 
answer some of your questions, if you would wish to direct them to 
them ¢ 

They are Harry Babcock, the executive director, Earl Kintner, gen- 
eral counsel, and PGad B. Morehouse, who is in charge of compliance. 

Now, Mr. Chairman, I have a prepared statement which I am ready 
to read, if that is agreeable. 

Senator Lone. 1 would suggest that you read the statement, Judge 
Gwynne. I have not had an opportunity to read it previously, and, 
therefore, I would like to hear you present it. 

Mr. Gwynne. Very well. 

I appear today at the request of the chairman of this subcommittee 
to comment on competition between manufacturers of flat glass and 
their wholesaler and retailer customers. 

By letter of September 11, 1958, the subcommittee chairman re- 
quested certain specific information and invited recommendations for 
legislative action. 

I am very happy for this opportunity to assist the subcommittee 
in any way | can in its exploration of this important problem, although 
I have no simple solution to offer to the very important and complex 
questions raised by this subcommittee’s inquiry. 

The chairman’s letter requested a brief summary of Commission 
proceedings against manufacturers of flat glass, particularly recent 
cases concerning Pittsburgh Plate Glass Co. and Libbey-Owens-Ford 
Glass Co., the economic evils and law violations which gave rise to 
the proceedings, the objectives (relief) sought, and the results ob- 
tained. 

From 1937 to 1941, the Federal Trade Commission issued four 
cease and desist orders against Pittsburgh Plate Glass Co., following 
findings of antitrust violations in the distribution of flat glass. 

In Docket 3154 (25 F. T. C. 1228 (1937) ), the Commission found 
that Pittsburgh and seven other manufacturers, including Libbey- 
Owens-Ford Glass Co., had combined and conspired with the National 
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Glass Distributors Association in restraint of trade and had fixed 
certain discriminatory prices in window-glass distribution. 

In Docket 3491 (27 F. T. C. 1138 (1938)), the Commission found 
that Pittsburgh, various distributors and glazing contractors, the 
divisional secretary of the National Glass Distributors Association, 
and two labor organizations of glaziers agreed to suppress competi- 
tion in the St. Louis trade area in the supply and installation of plate, 
window, and structural glass. 

In Docket 3858 (30 F. T. C. 402 (1940)), the Commission found 
a similar combination to suppress competition in the Indianapolis 
trade area. 

In Docket 4304 (33 F. T. C. 263 (1941)), the Commission found 
a similar combination in the New Orleans trade area. In each of these 
cases, orders were issued against the illegal practices. 

On December 26, 1956, the Commission issued complaints against 
Pittsburgh Plate Glass Co., Docket 6699, and Libbey-Owens-Ford 
Glass Co., Docket 6700. These complaints were aimed at the “eco- 
nomic evil” of discriminatory pricing in the sale of automotive re- 
placement glass and the favoring of large buyers, Ford and General 
Motors, to the injury of their competitors in the distribution of this 
glass. The complaints alleged violations of section 2 (a) of the Clay- 
ton Act. The Commission’s objective was to stop the discriminatory 
pricing practices. 

The complaint issued against Pittsburgh Plate Glass Co. alleged 
that respondent had discriminated in price between competing pur- 
chasers. 

The complaint stated : 

Included among such sales at discriminatory prices are those which respond- 
ent made to Ford Motor Co. and to competing glass distributors and glass dealers 
in which respondent charged such distributors and dealers su! stantially higher 
prices than it charged Ford Motor Co. 

Depending upon the product involved in such discriminatory sales, respondent 
charged Ford Motor Co. from as much as about 32 percent to about 48 percent 
less than it charged glass distributors and from as much as about 59 percent to 
about 57 percent less than it charged glass dealers. 

The complaint alleged injury to competition between (1) glass dis- 
tributors and Ford, (2) glass distributors and Ford dealers, (3) glass 
dealers and Ford, and (4) glass dealers and Ford dealers. 

Senator Lone. That was in 1956, as I understand it? 

Mr. Gwynne. Correct; 1956 was the date of the complaint. 

On April 19, 1957, the Commission adopted the hearing examiner’s 
initial decision providing for a consent order against Pittsburgh Plate 
Glass Co. to cease and desist from discriminating in the price of auto- 
motive safety glass sold for replacement purposes. This is the order: 

By selling to the Ford Motor Co. or any other manufacturer of automotive 
vehicles at net prices which are lower than the net prices paid by any other pur- 


chaser taking delivery from respondent’s factories or service depots where such 


purchaser in fact competes with said manufacturer in the resale and distribution 
of such glass. 


Pittsburgh Plate Glass Co. submitted a report, augmented by re- 
sponses to further requests from the Commission’s staff, which indi- 
cated that Pittsburgh sells automotive replacement glass to all cus- 
tomers of its factory and service depots according to the same price 
schedules. The order does not include sales by Pittsburgh’s wholly 
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owned distributors to customers further down the chain of distribution, 
such as dealers. 

The objective of this order was, and so far as the Commission is in- 
formed has been, to place independent distributors of automotive re- 
placement glass on an equal price basis with their competitors, the 
principal one being Ford Motor Co. While the order does not reach 
the ales made by Pittsburgh’s wholly owned distributors, there was 
not, at the time of the order, any evidence before the Commission that 
destructive or injurious practices were being employed by company- 
owned distributor outlets. 

As a result of individual complaints received since the date of the 
order, our bureau of investigation has been active on matters generally 
similar to those discussed at the hearings of this subcommittee on 
July 30 and 31, 1958. 

Since the matter is under active consideration, I am not at liberty 
to speak further about the details, I can only assure you that all in- 
formation which comes to our attention will be carefully considered 
and appropriate steps will be taken within the present statutory frame- 
work. I understand that the galley proofs of the transcript of your 
earlier hearings have been made available to our investigators to assist 
them. 

Since Pittsburgh’s pricing schedule includes a discount for carload 
lots which may not be “functionally” available to all competing pur- 
chasers (F7'C v. Morton Salt Company, 334 U.S. 37, 42 (1948) ), cost 
justification data was requested and furnished, which indicated that 
the quantity discount was cost justified. ‘The Commission received 
and filed the report of compliance of Pittsburgh Plate Glass Co. on 
March 13, 1958, concluding that it does not appear that Pittsburgh is 
ey violating the order, on the basis of the facts supplied in 

ittsburgh’s report. This receipt and filing does not, of course, pre- 
vent action by the Commission should it appear later that Pittsburgh 
is not complying with the order. 

The complaint issued against Libbey-Owens-Ford Glass Co. alleged 
that respondent charged its distributor customers “substantially higher 
prices” than it charged the General Motors Corp. On May 22, 1957, 
the Commission issued an order by consent of Libbey-Owens-Ford to 
cease and desist from discriminating in price: 

By selling to the General Motors Corp. or any other manufacturer of auto- 
motive vehicles at net prices which are lower than the net prices charged by re- 
spondent to any other purchaser where such purchaser or its customers in fact 
compete with said manufacturer in the resale and distribution of said products 
sold by respondent as replacement parts for passenger automobiles or for auto- 
motive trucks, buses, or coaches. 

Libbey-Owens-Ford submitted a report showing that it now sells 
automotive replacement glass to General Motors and to independent 
distributors at the same price schedules. Respondent’s first report in- 
cluded a pricing feature to which the Commission objected. Libbey- 
Owens-Ford later eliminated this objectionable feature from its pric- 
ing system, and the Commission received and filed the company’s 
report of compliance on June 19, 1958. 

Although the Commission welcomes at all times and from any source 
evidence that these or any other orders of the Commission are being 
violated, it appears at this date from the information which the Com- 
mission now possesses that both Pittsburgh Plate Glass Co. and Lib- 
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bey-Owens-Ford Glass Co. have stopped discriminating in price in 
favor of their automobile manufacturer customers. 

Your chairman’s letter states that certain divisions of General Mo- 
tors have reduced their prices on automotive replacement glass sold to 
their franchised new-car dealers. General Motors buys this glass from 
Libbey-Owens-Ford. However, the Commission’s order against Lib- 
bey-Owens-Ford does not prohibit price reductions by General Motors 
to its new-car dealers, and such reductions are not of themselves in- 
dicative of a discrimination in price by Libbey-Owens-Ford in favor 
of General Motors and against the independent glass distributors who 
also buy from Libbey-Owens-Ford. 

Senator Lone. Might I just ask a question there, Judge Gwynne? 

We have certain information here which indicates that the price 
at which General Motors dealers are receiving glass is below the price 
at which the competing glass dealer is receiving his glass. How is it 
possible for General Motors to get the glass to their dealer at a cheaper 
price than the independent is able to get his glass? Is this logically 
possible if General Motors is paying the same price as the independent 
distributors ? 

Mr. Gwynne. You mean is that possible under this order ? 

Senator Lone. Yes. In other words, can you see how there could 
be, perhaps, a justifiable discount based on quantity deliveries that 
might make possible delivering glass cheaper to the franchised dealer 
of General Motors than to the competing flat-glass dealer ? 

Mr. Gwynne. Is that included in some of the evidence that has 
been submitted to us which is now being investigated ? 

Senator Lone. Well, yes; it is mentioned by several witnesses in 
our July heavings transcript. 

Mr. frciwe. I would like to ask Mr. Babcock or Mr. Morehouse: 
Can you answer that more specifically, probably, than I could? 

Mr. Morenouse. Well, only, Mr. Chairman, by the exercise of what 
may be unfounded imagination. 

If Pittsburgh or Libbey-Owens-Ford were to lower the price on 
original-equipment glass sufficiently so that without taking a loss on 
its overall glass purchases its customer could cut its price on replace- 
ment glass, that would be possible. But there is no information which 
has come to my attention that makes that more than a speculative 
thing. 

Senator Lona. I believe we did have one witness before us who pre- 
sented a price list which indicated there were certain instances in which 
the price available to his competitor was actually below the price at 
which he could acquire the glass. 

Now, as I recall that testimony, the list did not indicate that the GM 
dealer’s price was greatly below the price available to the glass dealer ; 
but it was cheaper. I just wondered if that was possible under this 
order. 

Mr. Bascocr. I could add something to that perhaps. As we state 
on page 5 of this statement, the new schedule which Pittsburgh Plate 
Glass put into operation had certain quantity discounts, carload as 
against partial or less than carload, and they submitted cost justifi- 
cation. 

Senator Lona. I believe the particular evidence I had in mind had 
to do with General Motors’ price list rather than Ford’s price list. 


a 
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Mr. Bascock. Well, in both instances we ourselves checked out the 
justification statements with our accountants and believed that any 
and all claimed discounts for quantity delivery and single orders were 
justified ; and, of course, that is legal. 

Senator Lona. Yes, sir. In other words, you feel that it would be 
possible for General Motors to use its quantity-discount advantages to 

ain a slight price advantage, although not a great price advantage, 
in sales to one of its franchised dealers who might be competing with 
an independent glass dealer ? 

Mr. Barcock. I would hesitate to give you a firm answer on that. 
I would like to have our accountants check to see if such a possibility 
is inherent in their price structure. And we will be gl: id to answer 
that in the light of that definite information which we have.‘ 

Senator Lone. The thought does occur to me that General Motors 
could undoubtedly justify a discount on a bulk delivery; but, then 
again they would have costs that would tend to offset that discount 
when they broke a bulk shipment down into smaller numbers and sent 
individual parts on out to their franchised dealers. It seems to me 
that by the time you get to the dealer level, General Motors’ costs in 
shipping a part to its franchised dealer should be not much less than 
the costs of getting the same part to an independent glass dealer 
through independent distributor channels. 

Mr. Bascock. On form, that would seem to be possible, Senator, 
On the other hand, there are many independent dealers who can buy at 
the extreme discount level which, I believe, tr usting to my memory, 1s 
carload. 

Senator Lone. Yes. 

Proceed, sir. 

Mr. Gwynne. Passing from a consideration of cases involving the 
flat-glass industry, the September 11 letter of the chairman of this 
subcommittee propounded some general questions which are extrem- 
ely thought- provoking. The questions are : 

1. Does the Commission share the belief of some of the smaller flat- 
glass jobbers and dealers that they are in danger of obliteration from 
the distributive picture ? 

2. Does the Commission subscribe to the theory that the separate 
and specialized distributive functions of independent glass jobbers 
and dealers may be ineffiecient and obsolescent in today’s economy 
and markets ? 

Does the Commission have any specific recommendations for leg- 
islative action in this general area / 

I would like to discuss these questions together, because each has 
some bearing on the others. On some of them, there is not suflicient 
evidence to justify positive statements that all can accept. It is still 
a matter of policy which should or should not be adopted and of the 
expression of individual opinions which may not agree with the views 
of many others who are equally and perhaps more competent to ex- 
press opinions. 

There is now a substantial degree of concentration in many indus- 
tries. We have in the past exper rienced waves of met ‘gers and acquisi- 
tions, which have profoundly affected our economy and our w ay of life. 


4 Material submitted by Mr. Babcock follows the statement of Mr. Gwynne, at p. 116. 
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Growth, however, has not always been due to merging with competi- 
tors. It has often been the result of greater efficiency, greater effort 
and greater foresight. This has sometimes resulted in the elimination 
of the less deservi hich must be inevitable in any system 
based on coeipekition!, seienhe and invention have also played an 
important role. The invention of the steam engine and the resulting 
railway transportation put out of business the old stagecoach. But 
the operation of a railway system required more capital than the run- 
ning of stagecoaches. As a result, power of the railroads grew. 
Eventually, abuses crept in and Congress met the situation with 
Government regulations. 

Senator Lona. You are not suggesting, are you, judge, that it would 
require less capital to move a given amount of freight in stage coaches, 
are you / 

Mr. Gwynne. Well, no, I am just suggesting that it costs more to 
run a railroad than a st: igecoach or some minor means of transporta- 
tion they had prior to the railways. It is a gigantic system, in other 
words. 

Senator Lone. I understand that. Iam only saying that, of course, 
it would require a lot more capital to move the same amount of freight 
on those stagecoaches. 

Mr. Gwynne. Yes; that is correct. I did not get your question. 

Now, science and invention have again been active and the railways 
are confronted with competition from airplanes, trucks, and passenger 
automobiles. 

The early mergers were usually in the same level of competition. 
Producers joined rivals in that field. To a lesser extent, wholesalers 
did the same, and, to a still lesser extent, so did retailers. It was not 
long ago that many observers pointed out that there was growing 
concentration in certain areas of production. These same people usu- 
ally added that this situation did not extend to the distribution field. 
The reason was easy to see. If retailers in any market area combined 
to the detriment of their customers, it was a simple matter for some 
enterprising young clerk to enter the battle against them. He did not 
need much capital and it was usually available from local sources. 
There was ease of entry—a circumstance always considered when the 
potential effect of a pending merger is under study. ‘Then, too, the 
new entrant was competing with rivals more nearly his own size and 
power. 

More recent mergers, and developments outside of mergers, have 
shown a new tendency. The old and traditional cleavage bet ween pro- 
ducers, wholesalers, and retailers is less distinct. Many producers own 
their own retail stores. Some sell to wholesalers, retailers, and also, 
through their own stores, to consumers. Independent butcher shops 
and corner grocery stores are becoming rare. 

Instead, we have large chains of supermarkets, some of which own 
packing plants and other means of production. 

In the food distribution field, there seems to be a trend to dis- 
tributive concentration, limited to certain areas. While this may 
afford more competition to large, national chains, it also tends to 
reduce the number of completely independent wholesalers and re- 
tailers. There are figures showing an increase in the number of 
independent oper ators in certain fields. Nev ertheless, that increase 
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must be considered against the background of the increase in our 
population, the development of new needs and desires of the purchas- 
ing public, as well as the growth of the national product generally. 

if the share of the market by integrated organizations continues 
to increase, it seems obvious that some of it will be at the expense 
of independent distributors. 

Your next question has to do with the possibility of inefficiency 
and obsolescence of the separate and specialized distribution functions 
of independent glass jobbers and dealers in today’s economy and 
markets. 

Here again, I have no facts pertaining to this particular industry 
in this regard, and my observations apply to the subject generally. 
Independent. distributors still play a large part in our economic life. 
Larger and integrated organizations often claim efficiencies that the 
independent does not have. 

In some instances, this is, no doubt, true. Nevertheless, many in- 
dependent distributors have adopted newer methods and are compet- 
ing successfully with their larger rivals. I do not believe that a 
distribution system based on different functions performed is ob- 
solescent. Nor should it be allowed to become so. 

Such a system has great advantages. After all, the basis of our 
economic system is competition. To have competition, there must 
be competitors. There should be a sufficient number of them so 
that each may determine for himself an independent course of action, 
subject, of course, to laws regulating the general subject. 

We all realize that events have made great changes in our economic 
life and in our business methods. We should not interfere any more 
than is necessary with the freedom of elements of our economic system 
to adapt to changing conditions. Nevertheless, it is competition that 
we are trying to preserve. Congress has recognized this. For ex- 
ample, when the Sherman Act was found to be inadequate, the Clay- 
ton Act was adopted, which made the potentiality of injury to com- 
petition, rather than the actuality, the test for Government action. 

More recently, in adopting the Celler-Kefauver amendment to the 
Clayton Act, Congress gave consideration to this matter of vertical 
acquisitions and indicated clearly that the merger prohibitions should 
apply to them. <A producer acquiring sources of supply of raw ma- 
terial or acquiring important channels of distribution of his products 
is subject to inquiry under existing law. 

Your next question has to do with recommendations to meet the 
general problems under consideration. I would like to suggest the 
following: 

1. While the enforcement of the antimerger law may not be a com- 
plete solution, it will help in some cases. The Commission has recom- 
mended an amendment to existing antimerger law to make it more 
effective. I refer to proposals to. give the Commission author ity to 
apply to the courts for injunctions and to the proposal for premerger 

notification. 

2. Suppliers often give discriminatory prices to large retail buyers 
and the latter often, because of their buying power, demand and re- 


ceive such illegal favors. All of this is a cine to the small, inde- 
pendent dealer. This is now prohibited by law. But orders based 
on such violations do not become final—a fact which considerably 
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slows down effective enforcement. The Commission has recommended 
an amendment finalizing Clayton Act orders to remove this difficulty. 
I fully appreciate that your inquiry goes far beyond that involved 
in these recommendations. In many quarters the question has been 
raised: To what extent should the functions of production and distri- 
bution be commingled? In fact, definite suggestions have been made 
that vertical integration in the distribution of certain products be 
declared illegal per se—quite independent of proof that in such case 
a —* to lessen competition or to create a monopoly has been 
roved, 
. The Commission has in the past opposed such legislation which was 

resented on a piecemeal basis. Nevertheless, we recognize the prob- 
on and the importance of the questions here presented to the small 
independent dealer and to the country generally. 

I commend this subcommittee for undertaking a frank consideration 
of the subject. I wish to assure you that the Commission will render 
any assistance possible in your work. 

That completes my statement, Mr. Chairman. 

Senator Lona. Thank you. Counsel will ask a few questions. 

Mr. Warts. Judge Gwynne, the only question I wanted to raise with 
you has already been partially answered by Mr. Morehouse. He sug- 
gested, I believe, that, so far as any definite information possessed by 
the Commission is concerned, it is purely speculative that Pittsburg 
or Libbey-Owens, in their pricing of replacement glass to Ford and 
General Motors, respectively, could, at the behest of those important 
customers, be compensating for your consent order by reductions in 
price of original installation glass. That is a long question. Do I 
make myself clear? 

Mr. Gwynne. Yes, I think you do. 

As I understand it, I think the staff answers indicate that as a 
possibility. Of course, they apparently—well, if there is any evidence 
along that line we would be glad to have it. 

Mr. Warts. I assure you we have no evidence other than speculation 
along the lines suggested by the chairman’s questioning during the 
presentation of your statement. 

Mr. Gwynne. Of course, you understand the limitations of any 
order are determined by the pleadings in the complaint and by the evi- 
dence that the Commission then has before it. 

Quite often it appears that some additional action may be neces- 
sary in a field closely allied, and it is also true that so far as we can 
do so, we keep these orders under constant surveillance. They are 
ere injunctions and, if evidence is secured indicating some 

reach of it, it is the duty of the Commission to make some study of it. 

Mr. Warts. Of course, the activity I am suggesting—TI reiterate, 
in a speculative discussion-type way—— 

Mr. Gwynne. Yes. 

Mr. Warts (continuing). Is completely beyond the scope of your 
consent orders in your two dockets, Libbey-Owens-Ford and Pitts- 
burgh. 

Mr. Gwynne. In some respects. 

Mr. Watts. And as a practical matter, sir 

Mr. Gwynne. There is a difference, of course. There is some 
considerable difference in the selling of glass for original equipment 
and in selling replacement glass. 
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Do you want to add something to that, Mr. Babcock. You are 
very familiar with these cases. 

Mr. Bascock. Mr. Morehouse is exactly right. We would not 
have any authority under this order to require them to match any 
prices in their original-equipment field. 

If Libbey-Owens-Ford and their customer, General Motors, agree 
on a price, lower or higher, and out of that price there was a way for 
them, perhaps, to make some concessions over in the replacement-glass 
field, I am not sure we can reach it. 

If we go below their costs or approach their costs too closely in the 
replacement-glass field we would have and do have under study now 
a possible case, selling below cost or with the purpose and intent of 
injuring a competitor. 

Mr. Warts. I am certainly not suggesting anything of the sort. I 
am only suggesting, if anything, that, when you have customers as 
important as Ford is to Pittsburgh and as General Motors is to 
Libbey-Owens, it seems not unduly to tax the imagination to suppose 
that they might try to give those customers, perhaps at the insistence 
of those customers. every break that they possibly can. 

I think if I were in the position of either the customer or the seller, 
I would think along those lines. But I do not want to burden you 
gentlemen with speculation. We will have an opportunity later to 
discuss these questions both with the glass producers and the auto- 
mobile company customers. 

Thank you. That is all I have, Mr. Chairman. 

Mr. Bascock. I might say I would not quarrel with a word you 
said there and we are interested in that one angle as to whether or 
not they shall have that replacement price too thin. 

Senator Lone. Thank you, Judge Gwynne, and also your assistants. 

(The information submitted by Mr. Babcock and referred to in 
footnote 4, p. 112, is as follows:) 


FEDERAL TRADE COMMISSION, 
Washington, October 13, 1958. 
Mr. RaAyYMoND D. WartTrTs, 
Counsel, Subcommittee on Monopoly, 
Select Committee on Small Business, 
United States Senate, Washington, D. C. 


DEAR Mr. WATTS: You will recall that during the course of testimony before 
Senator Long’s committee last Thursday the chairman asked if it were possible 
for General Motors to, within the framework of the pricing schedule of Libbey- 
Owens-Ford Glass Co., sell curved safety-glass windshields at prices lower than 
the cost of the same glass to competitors. As I understand it, Senator Long’s 
question was based upon a claim made to the committee that such was the case. 

I now have had an analysis made of the compliance material and pricing 
schedules submitted by Libbey-Owens-Ford. There is attached a schedule setting 
forth with some particularity the prices being obtained by Libbey-Owens-Ford 
in all categories (cartonized and quantity). The data indicates some difference 
between the carton price to the distributor and the highest quantity discount 
price obtained by General Motors. There is reason to believe that the price 
differences are justified by reason of savings to be found in the method of pack- 
aging and quantity. 

I trust that this information is what you want, but if it is not or if I can be of 
any further service to your committee, please let me know. 

Sincerely yours, 


Harry A. Bascock, 
Executive Director. 
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Senator Lone. I shall now call Mr. Felix Hughes, vice president in 
charge of the merchandising division of the Pittsburgh Plate Glass 
Co. 

Mr. Caniti. Mr. Chairman, this is Mr. Hughes on my left. My 
name is John T. Cahill, counsel for Pittsburgh Plate Glass. 

On my right is my law partner, Mr. Jerome Doyle, and immedi: itely 
behind me is the assistant general counsel of Pittsburgh Plate Glass, 


Mr. Cyrus V. Anderson. 


STATEMENT OF FELIX T. HUGHES, VICE PRESIDENT, MERCHANDIS- 
ING DIVISION, PITTSBURGH PLATE GLASS CO., PITTSBURGH, PA. ; 
ACCOMPANIED BY JOHN T. CAHILL, COUNSEL; JEROME DOYLE, 
COUNSEL; AND CYRUS V. ANDERSON, ASSISTANT GENERAL 
COUNSEL 


Mr. Huenes. My name is Felix T. Hughes. I am vice president in 
charge of the merchandising division of Pittsburgh Plate Glass Co. 

First, I wish to thank the committee for the opportunity to appear 
here. The company has already delivered its response to the chair- 
man’s letter of September 4. This response includes a detailed de- 
scription of Pittsburgh Plate Glass’ way of doing business, and I 
shall not attempt to restate everything that is in it. I shall mention 
briefly only certain points which I think may be of particular inter- 
est to the subcommittee, and I shall then be el: id to try to answer any 
questions which you may have. 

In order to place in perspective certain complaints about Pitts- 
burgh Plate Glass which were made during the hearings held on 
July 30 and 31, I wish to invite the subcommittee’s attention to cer- 
tain facts. 

There are about 10,000 glass dealers in the United States. Of these, 
only 79 were named as complainants by Mr. James W. Cassecly, a 
lawyer who testified at the July hearings. 

This figure of 10,000 comes from the executive director of the Na- 
tional Auto and Flat Glass Dealers Association, which was active 
through its officers, and its lawyer, Cassedy, in marshaling the 79 com- 

lainants. In June 1958, this association listed 602 dealers as mem- 
ers. 

We in the Pittsburgh Plate Glass Co. think that the figure of 10,000 
glass dealers is reasonably accurate and that probably 8,000 of them 
are dealers in automotive glass replacements, the product line to which 
the attention of this subcommittee has primarily been directed by 
those who have already testified. 

Now, asa matter of fact, the testimony before this subcommittee does 
not show even 79 complainants out of the 602 members of Mr. Cas- 
sedy’s association, or, for that matter, out of the 10,000 glass dealers 
in the country. 

What Mr. Cassedy did was to adduce 79 names and treat them as 
complainants. But since receiving the transcript of his testimony and 
the testimony of his clients, we “have analyzed the responses to a 
questionnaire, replete with leading questions, which the association 
sent out under Mr. Cassedy’s guidance for the purpose of marshaling 
complainants. 
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We find that there were in fact only 27 who, in their responses to 
this questionnaire, showed any specific complaint against Pittsburgh 
Plate Glass. One primary fact stands out in all these responses—the 
complainants want less competition. 

These 79 so-called complainants are substantial businessmen. 
Seventy-two of them had total sales in 1957 of well over $8 million 
($8,735,057), an average of $121,000. 

Assuming that this average, taken from available records about 
the businesses of the 79 dealers, is representative of the 8,000 auto- 
glass dealers in the United States, these independent businessmen en- 
joyed in 1957 a billion-dollar business ($970,560,000). 

We assume this projected total figure is reasonable, since it is drawn 
from the statements of these 79 to a reputable mercantile credit agency 
and these gentlemen were characterized to this subcommittee by Mr. 
Cassedy as “typical small-business men.” 

He offered their experience to give this subcommittee “a picture of 
this industry.” F 

As is shown by exhibit II-E (Summary) of our response,’ and 
contrary to the picture which prior testimony, painted, these 79 in- 
dependent businessmen have grown and prospered in recent years. 

Even those 27 who made specific complaints against Pittsburgh 
Plate Glass have grown and prospered. 

Fifteen of these 27—all for whom sales figures were available— 
commanded in 1953 ° aggregate sales of about two and a quarter mil- 
lion dollars ($2,125,935) and this figure grew by 1957+ to over $3 
million ($3,058,517 )—an increase of about 44 percent. 

Available data for 22 of these 27 show that their initial worth® 
totaled over $300,000 ($306,182) and that this figure had grown by 
1957 to over $950,000 ($953,182 )—an increase of 211 percent. 

As a matter of fact, in this very year, 1958, these businessmen made 
routine favorable reports about their businesses to a reputable mer- 
cantile credit agency. 

Senator Lona. Let me ask you a question there, because I want to 
follow your statement. 

Mr. Hugues. Yes, sir. 

Senator Lone. How much was the average net worth of those busi- 
nessmen? You referred to 22 of them who have a net worth of about 
$953,000. Is that the net worth of the entire 22 or the average net 
worth of each one? 

Mr. Hueues. I would say that that is the entire net worth of the 
22, sir. 

Senator Lona. Then, if you divide the 22 into that figure, what 
would that give you as the average net worth of those businessmen ? 

Mr. Hueues. I would say about $70,000. 

Senator Lona. Well, that does not make a man a considerable—— 

Mr. Hucues. No, it would not be that much, sir. 

Senator Lone. If you divide $950,000 by 22, it would look to me to 
be about $45,000. 


Mr. Hugues. Yes, sir. 


1 Transcript, p. 6, subcommittee hearings, July 30. 
2 See appendix XV(a), p. 689. 

2 Or the earliest subsequent available year. 

4 Or the earliest available year. 

5 Or earliest available net worth. 
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Senator Lone. That is only the value of a big house today. That 
would not make a man a mammoth-business man. Does it occur to you 
that a man might have a net worth of $45,000 and still be a small- 
business man ¢ 

Mr. Hucues. Yes, sir. 

Senator Lone. That is what I wanted to clear up. 

Mr. Hueues. These reports vary sharply from the stories these 
businessmen presented to this subcommittee on July 30 and 31. 

We have analyzed 73 of these reports and find that in 24 cases sales 
were going up, in 36 holding steady, and that sales were reported 
down in only 18 cases. Even in these 13 cases the reasons given for 
the downward trend did not involve Pittsburgh Plate Glass—not once. 
The reasons were personal illness, strikes, changes in policy. 

Our exhibit II-E (summary)* shows in detail the favorable credit 
report comments on these businesses as distinguished from the cries 
of “wolf” which the subcommittee heard from some of these business- 
men. Here are some samples. 

For example, take Bushey Radiator of Saginaw, Mich., reporting to 
the credit agency as late as June 3, 1958. Ron Bushey testified (tr. 
150) that the results of PPG tactics—and now I quote: 





* * * are that every month of this year my business is showing a loss. 

In his credit report the statement is—I quote: 

Volume is reported continuing at a profitable level. 

Quite a difference. 

Take John H. Settles Co. of Quincy, Mass., Clark Settles testified 
(tr. 108) concerning Pittsburgh Plate Glass’ new store (I quote) : 

* * * we began to feel the pressures that were applied, and in spite of all 
efforts to remain successfully competitive, we have experienced a gradual 
diminution of earnings that has brought us to a rather precarious position. 

The credit report—please note it is dated August 28, 1958, only 4 
weeks following the hearings—says—I quote: 

Sales for the first 6 months of 1958 had been off rather sharply which he 
attributed to his attempts to be more selective in Choosing his accounts. 

Not a word about Pittsburgh Plate Glass. 

Take Franklin Auto Glass Co. Samuel Williams testified (tr. 
61-62)—I quote: 

Sales thus far in 1958 had been ahead of the previous year. Operations * * * 
continue to be profitable. 

And now fora final illustration. But I do commend to the subeom- 
mittee a careful reading of the summary of exhibit II-E for an illumi- 
nating disclosure of how much better these businessmen regarded 
their fortunes when giving credit information than when giving un- 
sworn testimony before this subcommittee. 

lake Burhans’ Glass Shop of Philadelphia for our last example. 
Charles Burhans pulled all the stops when he told the committee (tr. 
128-129) how his hopes for a college education for his children had 
diminished. He testified—I quote: 

* * * T will have to tighten the purse strings of my family’s income, abandon 


my little savings plan, and perhaps even have to add my employees to the ranks 
of the unemployed, close my doors, and go look for a job. 


® See p. 689. 
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The credit report contains the cryptic statement—I quote: 
Little fluctuation in volume handled during 1957. 


I think it goes without saying that when these businessmen were 
giving credit information, they were telling the truth. 

Senator Lone. Might I ask you this question ¢ 

Mr. Hucues. Yes, sir. 

Senator Lone. You have made reference here—and I am not dis- 
puting the correctness of your line of testimony—to the purported 
variance between these statements. 

Now these people have been making reference to their profits, on the 


one hand, and volume, on the other. Do these statements to which 
you h: ane referred indicate that the profits were as good as the previous 
years / 


These witnesses testified to us that their profits were down. Now, 
your testimony is that they, in seeking credit, gave evidence that their 
volume was up. Of course you realize the difference between volume 
and profit. It is possible to have a substantial volume without making 
much profit. 

Mr. Hucues. Yes, sir. 

Senator Lone. Does the information you have available and to 
which you have referred here indicate that these witnesses had as 
much profit in these years as in previous years ¢ 

Mr. Hucues. Yes, sir; I think pages 5 and 6—— 

Senator Lone. For example, you referred to a witness testifying 
that “every month of this year my business is showing a loss,” then 
saying, “Volume is reported continuing at a profitable level.’ 

Mr. Hucues. At a profitable level ¢ 

Senator Lone. Yes. My question relating to that is: Did you have 
information indicating that his volume was as profitable as it was 
the previous year! I have the same thing in mind with regard to 
these other witnesses. In other words, there is apparently testimony 
that their operations or their volume is substantially in line, and that 
they had a profitable year. 

I would be curious to know if your information indicates that their 
years were as profitable as they were previously, the year before or 2 
years before that ? 

Mr. Hucues. In some cases they report to the agency and in some 
cases they do not, Senator. I think they say—for instance, Williams 
says: 

Operations continue to be profitable. 


He does not comment. This is through an independent agency, 
you understand, we get this information. 

Senator Lona. Yes, sir. What I mean is this: Did the informa- 
tion available to you indicate whether or not the years were as profit- 
able as they were previously? That is what I had in mind. 

Mr. Hueues. I see. I don’t think we have any basis for complete 
comparison of profitability, but they seem to indicate that they operate 
profitably. 

Senator Lone. Yes. If I were preparing your statement, my 
thought would be that, if the man had actu: ally made more profit in 
this year than the previous year, I would so state, because I would 
think it was important to my case. 
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Mr. Hucues. Yes, sir; I think, of course, the net worth increase 
indicates profitable operation. 

Senator Lone. Yes, sir. : 

My question was whether the profit relating to volume appeared 
to be as great as in previous years; and that does not appear. I 
wanted to know if you had that, because I thought it would be good 
to have in the record. 

Mr. Hueues. I think there is further in an exhibit. 

I think it goes without saying that when these businessmen were 
giving credit information they were telling the truth. Obviously, 
therefore, the question arises whether this subcommittee was being 
used on July 30 and 31 for private purposes—possibly in an attempt 
to establish a basis for litigation. So far as most of those who 
responded to Mr. Cassedy’s questionnaire are concerned, we do not 
suggest any intention on their part to deceive this subcommittee. 

The questionnaire, itself, was obviously drawn to produce adverse 
comments on competitive conditions. It was introduced with the 
caption Is This Business in Jeopardy? Yet, Mr. Cassedy apparently 
received only 79 answers he felt would be useful to his purpose. And, 
of this number, most did not seriously complain. 

Mr. Cassedy strained to make his case through misleading state- 
ments to this subcommittee as to what these answers contained. Two 
examples will make my point: 

Mr. Cassedy attributed to the East Bay Glass Co., of Oakland, 
Calif., the report that— 
competition of Libbey-Owens-Ford, Shatterproof, Pittsburgh Plate Glass Co., 
etal. (was) very keen. (Tr. 15.) 

Now, let us look at the text of the question and answer on which Mr. 
Cassedy based his statement. We will find that the question and 
answer do not support Mr. Cassedy. Here was his question: 

If you are experiencing unfair competition from any supplier insert the com- 
pany’s name and address below. 

And here is the answer : 

None—however, competition is very keen, but all in all through our association 
everything seems to be working out nicely. 

At page 23 of the transcript Mr. Cassedy stated that Cortland Glass 
Shop, Cortland, N. Y.— 
reported unfair competition of Syracuse Glass Co. and Pittsburgh Plate Glass 
Co. 

Now, it is true that the response to the questionnaire listed these two 
names in answer to question 6 as engaging in unfair competition. 
But the response elaborated as to what this unfair competition was, and 
it was simply this: 

Both firms are very competitive in store fronts. Their sales department try 
to sell us glass and metal—while their contract departments bid against us. 
They consider our area as open territory for contract work. 

The answer then went on tosay: 

Syracuse Glass issued a letter to salesman to call and sell windshields to all 
garage dealers in our area. We supply these garages and feel that the glass 
distributors should not try to sell our customers. Syracuse Glass does not in- 


Stall. Pittsburgh maintains installation services. Both firms are located 30 
miles away from us. Therefore we do not have installation problems. 
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This is an example of how Mr. Cassedy repeatedly characterized any 
competition at all as “unfair competition.” 

We have set out in some detail the misleading nature of the testi- 
mony which Mr. Cassedy and a few of his associates gave in order to 
show this subcommittee that their testimony did not paint an accurate 
picture of existing conditions in the auto-glass-replacement industry. 

The independent glass dealers are among my company’s principal 
customers. We know, and they know, that we have no desire to de- 
stroy them or to see them destroyed. Nothing would be more un- 
sound on our part. For example, 56 of the 79 whose questionnaires 
were filed with this subcommittee purchased over half a million 
dollars ($581,303) of auto glass from us in 1957. We estimate that in 
1957 our total sales of auto replacement glass to independents were 
considerably more than 50 times that figure. 

Indeed, we have actively tried to promote the business of the inde- 

endent auto-glass dealer. As an example, in January of this year, 
te before these hearings, we initiated a program called “AID” 
because it is designed to do just that for our customers. The letters 
A ID are taken from the initial letters of “autoglass installation 
dealer,” and that is the sign referred to.’ 

Any reputable auto-glass dealer may join the AID program. Each 
AID dealer may display a distinctive AID sign—on your left, Sena- 
tor—and other materials. I have with me one of those signs. 

Pittsburgh Plate Glass is conducting a national advertising cam- 
paign which urges the public to patronize the AID dealers. To give 
you some idea of the importance PPG attaches to the program, I can 
say that to date in 1958 Pittsburgh Plate Glass has spent more than 
$150,000 on AID. 

Within the next 12 months we will spend an additional $475,000 on 
AID. The program has been well received by the independent auto- 
glass dealers. 

Currently there are 2,003 dealers who have joined the program, and 
we expect increasing numbers to become associated with it. This 
demonstrates our desire to assist the independent auto-glass dealers, 
not to hurt them. 

I can state to you categorically that PPG has no intention of ex- 
panding in the distribution of auto glass or any other product by 
driving its customers out of business. 

So far as I know, no customer of ours has ever gone out of business 
because of our competition. I think a brief history of our place in the 
glass distribution picture will reassure this committee and our cus- 
tomers on this point. 

Pittsburgh Glass Co. for more than 60 years has had its own dis- 
tribution outlets. We are in this business to give service to our cus- 
tomers. 

In recent years, Pittsburgh Plate Glass has opened a number of 
new outlets. This does not mean, however, that it distributes more 
of its own flat-glass products than it formerly did. On the contrary, 
it distributes less. I have a chart here which demonstrates this fact. 
And that is on your left, Senator. 

(The chart referred to appears in appendix XV (a), p. 687, as exhibit 


II-D-5.) 





7 See appendix XV(a), p. 691. 
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Mr. Hucues. The figures in parentheses below the dates show the 
number of company- -owned outlets in operation at the end of each 
year since 1946, and you will note that the increase in numbers has 
been quite substantial. 

You will also note, however, from the bars in the chart, that during 
this postwar period there has been no increase in the square feet of 
flat glass shipped to company-owned outlets. 

At the same time, there has been a consistent increase in the amount 
shipped to independent factory buyers. As a result, the percentage 
of our total shipments of flat glass which has gone to our own out- 
lets has declined from 32 percent in 1946 to 19 percent in 1957. 

Senator Lone. The reporter will please make this chart I a part 
of the record. The same thing will be true of the other two charts. 

Mr. Hueuers. The reason for more outlets distributing less glass 
is that, in order to give adequate service to our customers, we have been 
forced to decentralize our distribution system—that is, to have smaller 
units more widely dispersed. This is necessary because the popula- 
tion of the United States has itself become more widely dispersed, on 
the one hand, and the central cities have become more congested and 
snarled in traflic, on the other. 

In Pittsburgh, PPG used to be proud of its fine horses. It kept 
great Percheron horses on the streets, and in those days there was no 
trouble about getting around—never any traffic jams. Now our trucks 
sit in the streets w aiting to get a few blocks. These trucks, which 
used to go out 25, 35, even 40 miles aw ay from a metropolitan area, 
no longer can do so. 

Just as the department stores have followed the population move- 
ments with their branches, so PPG has had to follow, to a less extent, 
the population movements. We have been forced to go out from the 
large cities in almost all areas and to establish branches in the centers 
of popul: ition that have increased. 

Hard roads have added to this development. In 1920 most of the 
United States was in the mud. It was customary for the motorist to 

carry a shovel and a chain—a winch arrangement—so that he could get 
a chain and a rope around a tree or fence post and pull his car out 
of the mud. Now that condition no longer exists. Our population has 
become denser in areas lightly populated even 20 years ago, certainly 
30 years ago. PPG’s distribution system has had to keep up with 
the times. 

I think the subcommittee may be interested in a few comments on 
the changes in auto glass since the war, inasmuch as many of the previ- 
ous witnesses w ere ‘primarily concerned with this product. The im- 
portant fact here is the advent of curved windshields and backlights, 
which, beginning around 1949, have become more and more extreme 
in size, shape, and expense. 

I have here with me a 1959 Chevrolet windshield, manufactured by 
us, packed in a carton. This is the carton, Senator, and this is the 
windshield right here. 

Mr. Canty. Senator, I would very much appreciate it if you can’t 
see it clearly if you would just do us the courtesy of seeing the dif- 
ference between the flat half windshield packed straight up and this 
curved windshield which is marked “6” alongside it, ‘because I think 
: indicates the progress in the technology of the industry i in the last 

ew years 
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Thank you. 

Mr. Hucues. Previously, flat safety glass for at least 114 old style 
half windshields would have fitted in the space which this carton 
now occupies—for just one windshield—in a jobber’s warehouse. And 
there are 114 pieces of the flat half-windshield size there. 

The curved part inventory problem is constantly increasing. This 
is demonstrated by another chart I have with me. 

Senator Lone. That will be included in the record, also. 

(The chart referred to appears in appendix XV (a), p. 689.) 

Mr. Hucues. This chart shows the dramatic growth in the number 
of registered automobiles in the United States w ith curved windshields 
from 1950 to 1957. 

Quite obviously broken windshields need to be replaced. The par- 
nee windshield for the particular model and car must be readily 

yailable to the auto-glass-replacement shop, and this requires that 
either the shop or a near hy jobber have the part on hand. 

Because of the increase in expense both in inventory and in requisite 
storage space for all the different curved automotive parts, about 20 
percent of our independent glass jobbers have thus far declined to stock 
curved parts. We have been required to fill this distribution gap, with 
the result that we now handle somewhat more automotive replacement 
glass in our own distribution system than we did in 1949. 

The testimony of some of the witnesses at the July 30-31 hearings 
seems to suggest that PPG dominates the auto-glass installation busi- 
ness. 

Nothing could be less true. In 1957 installed sales of auto glass in 
the United States amounted to approximately $220 million. ‘In that 
same year PPG’s company-owned outlets had total installed sales of 
auto glass of $2,351,459. Obviously, this is a big business in which we 
have a small share—about 1 percent. 

From these facts, we think it should be clear to all that the independ- 
ent glass jobbers and dealers have nothing to fear from us. We shall 
continue to regard them as good friends and valued customers. 

Some of the auto-glass de alers who testified at the July hearings ex- 
pressed grave concern about the fact that certain automobile manu- 
factures have recently been encouraging their dealers to go into one or 
more phases of the glass business. 

This testimony indicated that these automobile manufacturers sell 
glass to their dealers at prices which can make the automobile dealer 
a competitor, rather than a customer, of the auto-glass-replacement 
shop. 

This is, of course, an important development which we are watch- 
ing carefully. However, it is my opinion that the pessimism of some 
of the witnesses is unwarranted. Similar efforts have been made in 
the past by automobile companies to persuade their automobile deal- 
ers to become glass dealers also, without any lasting success. 

The vast majority of automobile dealers are not at present equipped 
to store and install glass; and we are inclined to doubt that they will 
do so on any large scale. 

In any event, “PPG will do what it can to help the auto-glass dealers 
in this situation, because we are firmly of the view that they perform 
a necessary service and that our future in the auto-glass-replacement 
business lies with them. 
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I now wish to comment on the general question of manufacturers 
who distribute some or all of their products through their own dis- 
tribution outlets. I mention this specifically in relation to PPG’s 
pricing policy. 

A point sometimes overlooked is that a company which manufac- 
tures and distributes has just as great an investment as if it were 
2 companies—1 manufacturing and 1 distributing. 

To stay in business it must make a separate profit on each function. 
To put it another way, were a manufacturing company to merge w ith 
a distributing company, the new company would expect its con- 
solidated net profits to be at least as great as the profits the separate 
companies previously had. 

This explains the fact that PPG cannot and does not operate its 
distribution branches, of which I am in charge, without a profit. 
On the contrary, our business philosophy can be summed up in four 
words- -separate investment, separate profit. Our pricing policy at 
all levels carries out this philosophy. 

Each unit of the merchandising division is expected to make a 
profit. The amount of this profit, of course, iS pommreteieey deter- 
mined. In the practice of our philosophy, for example, I do not 
permit a new unit to use unprofitably low prices as a means for get- 
ting business. 

Some charges of this sort were made by witnesses before this sub- 
committee. They are without foundation. Also, in none of the 
situations about which there was testimony did PPG initiate a price 
cut. In each of these situations, without exception, the price cut 
was initiated by others. 

The manufacturer who elects to market all or some part of his 
oroduct himself is certainly not the exception in American industry. 

Manufacturers’ sales outlets are usual in many industries, for ex- 
ample: air conditioning, aluminum, building supplies, business ma- 
chines, chemicals, containers, drugs, electrical equipment, farm 
machinery, food products, paints, petroleum, photographic equip- 
ment, shoes, steel, tires and rubber products. 

Some of the businessmen who came before this committee on July 

31 have suggested that PPG, which sells and installs through its 
own outlets approximately 1 percent of automotive replacement g glass, 
should be required by law to cease that practice. 

Of course, such a law would necessarily apply to all manufacturers. 
We respectfully submit that there has been no showing in these pro- 
ceedings which would justify any such legislation or even the thought 
of such legislation. 

And finally, we respectfully submit that neither this committee nor 
any other committee or agency of our Government should urge Con- 
gress to impose upon competition legislative restraints forbidding a 
manufacturer to select and employ the most efficient methods for mar- 
keting his product. 

The freedom to compete is not a freedom to compete in just one 
way. If Congress should begin putting restrictions on the methods 
by which products reach the ultimate consumer, it is difficult to see 
where that road would lead. 

One thing is certain: that, as competitive choices are diminished by 
law, competition will necessarily decline. 
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Thank you, Mr. Chairman. 

Senator Lone. Thank you, Mr. Hughes. 

Mr. Canim. Mr. Chairman, I do not know what your preference is, 
but I have in my hand a copy of the response of Pittsburgh Plate 
Glass to the Senate Small Business Committee’s questionnaire. Copies 
have been furnished to counsel for the committee—I think five in all. 
Do you desire that I make it a part of the record? I would prefer it 
if we could. 

Senator Lone. I would prefer to go through the document before I 
decide just how to use it. 

It might be too voluminous for the record, but if it appears neces- 
sary to make the record complete, I will use it. In any event, it will 
stay with the committee files if it is not made a part of the record, and 
any particular exhibit that is necessary to support the statement made 
by the witness will be included. 

(The document referred to, together with exhibits, appears in ap- 
pendix XV (a), p. 466.) 

Mr. Cant. Thank you very much, Mr. Chairman. 

May I say that we are not in the position of the Frenchman who 
could have written a shorter response if we had taken more time. 
This compendium—and I agree it is substantial—did take a lot of 
work on the part of Pittsburgh Plate Glass, but we tried honestly and 
fully to ee to the committee’s inquiries. 

Senator Lone. I’m just as satisfied that you did not present. 1,900 
exhibits such as the Justice Department 

Mr. Caunttu. I want to speak to that. If I may take a moment just 
to clarify the record, I participated in the defense of that case in 
Toledo in 1948 against the flat-glass companies, and what Judge Han- 
sen concerned himself mainly with in his statement were the allega- 
tions of the Government complaint in that case. 

Now those 40 old volumes of which you speak, and believe me they 
contained a lot of work, they constituted the testimony of the Govern- 
ment witnesses. 

For 214 months we heard the Government witnesses all the way 
through, and the negotiations for the consent decree came after the 
Government had rested its case. 

I might say further that from the standpoint of our compliance 
with the decree, we have submitted with regularity compliance re- 
ports to the Department of Justice ever since. 

One personal word to clarify the record. Judge Hansen at the con- 
clusion of his testimony referred to a statement of my partner, Mr. 
Jerome Doyle, at page 197 of the transcript of the hearings of July 31, 
1958, about Pittsburgh Plate Glass not having been indicted. Well, 
the frame of reference with the greatest possible respect to Judge 
Hansen is clearly the thing that is before the subcommittee, the distri- 
bution of flat glass. 

Now Pittsburgh Plate Glass makes many products other than flat 
glass. The case to which Judge Hansen referred does not concern 
flat glass. It is a case in Roanoke, Va., having to do with mirrors. 
And I might say that, although the court of appeals, as he truly 
said, did affirm the judgment, the last court has not yet been heard 
from. 

We intend to file a petition for a writ of certiorari from that de- 
cision, and I want to thank you very much, Mr. Chairman. 
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Senator Lona. Counsel, you may proceed. 

Mr. Warts. Thank you, Mr.Chairman. I want to say at the outset, 
Mr. Hughes, that I think you are entirely right on page 3 of your 
summary statement where you say, “It is apparent that in the nature 
of these responses the complainants all want less competition.” 

With due deference, sir, I would like to suggest that the desire for 
less competition is a fairly normal desire of all businessmen. It is a 
disease from which Pittsburgh Plate Glass in the past has been found 
to suffer, I believe, if it is a disease ; and I believe if it perhaps is not, 
it at least remains a desire. 

But, Mr. Hughes, I wanted, also, to point out that, while this desire 
for less competition on both sides may generate some heat, and some- 
times more heat than light, the point you have made in comparing the 
testimony of certain of the National Auto and Flat Glass Dealers Asso- 
ciation witnesses before this committee with the statements that they 
gave to a reputable mercantile agency—I think we can say Dun & 
Bradstreet t, and they won’t mind—are not, except in one case, as I 
look at them, flatly contradictory. 

Any of us would say, I think, one thing when we are complaining 
about competition and another thing when we think we are trying to 
get some credit. I believe that a c: ireful comparison of any of these 
will indicate that they are not, except, I think, in Bushey’s case, 
violently contradictory or mutually exclusive. I refer to the ones 
you have cited this morning. 

I have not yet looked at each one in your exhibit II-E. ° 

Mr. Canitt. Mr. Watts, if the chairman will permit me, why don’t 
we furnish to the committee the complete text of the Dun & Brad- 
street report—let’s give them the advertising—on each one of these 
people, because in that w ay and only in that w ay can you weigh the 
evidence. 

Mr. Warts. Yes. 

Mr. Cantu. We will do that, shall we? 

Mr. Warts. All right, sir. Let me add, though, that I’m also not 
trying to make Mr. Cassedy’s case for him. 

I would like to proceed with some questions. 

On page 7 of your summary statement, you suggest that the ques- 
tion arises whether this subcommittee was being used on July 30 
and 31 for private purposes, possibly in an attempt to establish a 
basis for litigation. 

That suggests two questions to me, Mr. Hughes and Mr. Cahill. 
Will you be kind enough to suggest what type of litigation you think 
this might be trying to lay a basis for? That is question i, 

Question 2, Would you be kind enough in this regard to indicate 
the litigation in which you have been involved in the last 3 years ? 

Perhaps you would like to answer the first one first and then I will 
repeat the second one. 

Mr. Cann. Perhaps, Mr. Watts, I had better speak to that. This 
is not the first time that Mr. Cassedy and his group have sought to 
enlist the aid of Congress. The chairman knows, and I am sure you 
do, that a similar presentation was made to the House of Representa- 
tives Small Business Committee. I will take it on myself to say 
that it is quite plain to me that the hope is to elicit information 








® See p. 688. 
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which might in the event that there was something damaging in it 
give ground for treble damage litigation. 

Responding to the second part of your question, this industry— 
and I speak here just for PPG—lives with all the privacy of a fish in 
a goldfish bowl. Investigations of it, as of all large business, are 
fairly recurrent, and when the chairman speaks with feeling, in 
which I join him, of the bulk of these exhibits and the volumes of 
testimony, that is as nothing compared to what we are called on to 
furnish in one connection or : another from time to time. 

We have had investigations in Chicago, we have had investigations 
in other parts of the country, and it is a constant process. And 
since we are a publicly owned company, we have nothing to hide. 
We are proud of our record. We welcome more competition. The 
record shows that the independent glass dealer has done better and 
that we are doing all right. 

Mr. Warrs. I'm glad to hear that you are both doing all right. 

Mr. Cant. As far as we know, judging by the net worth state- 
ments, if anything, he is doing a little ‘better than we are, the best 
reason I thought the Dun & Bradstreet reports were interesting. 

Mr. Warts. Would you go into the second part of my question a 
little more fully ? 

Are you folks at this time, or have you in the last 3 to 5 years 
been a defendant in a private treble damages action ? 

Mr. Cantu. Yes; we had one, I am informed, in Philadelphia. 

Mr. Warts. Perhaps you would be kind enough to give us 

Mr. Cantu (continuing). I’m told by one of my colleagues, and one 
in Chicago as well. 

Mr. Warts. Maybe you will be kind enough at a later time to sub- 
mit to us for possible inclusion in the record the citation of those 
cases.°® 

Mr. Cantu. Mr. Doyle, my partner, tells me that they are still in 
the pleading stage, complaints and answers. 

Mr. Warts. They are both in the pleading stage? 

Mr. Cant. That is right. Neither has been been tried as yet. 

Mr. Warts. Has Pittsburgh ever been defendant in a treble-damage 
action which proceeded to the stage of judgment ? 

Mr. Cantiy. No, we have not, and I think, in a record of 66 years, 
that is pretty good. 

Mr. Warts. I would agree, sir. 

Are you at this time involved in any other antitrust actions, private 
or governmental, civil or criminal, other than the ones that you men- 
tioned in Philadelphia, Chicago, and Roanoke, Va., I believe? 

Mr. Caumu. As far as our knowledge is concerned, the answer is 
that we are involved in none others than those we mentioned, Mr. 
Watts. 

Mr. Warts. Both Judge Hansen and Judge Gwynne this morning 
made reference, in, I suppose, necessarily oblique fashion, to pending 
activities of their respective agencies, the Antitrust Division and the 
FTC. Would von care first to comment on anything that either of 
them said? I think we owe you that opportunity. 

Second, would you indicate, please, at my request, any information 
von may have as to the nature of those pending activities that affect 


Pittsburgh Plate Glass Co. ? 





® See appendix XV(c), p. 790. 
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Mr. Cantu. No, I have no information. All I can say is that I 
have deep respect for both of the men and both of the agencies, and 
that they are vigilant and their vigilance is eternal, and that when 
we are called on for information, as we are from time to time, we 
furnish it. 

Mr. Warts. I would like at this time—I haven’t had as much time 
as I would like to study it—to turn now to your response to the ques- 
tionnaire we sent you.”° 

Mr. Canty. It makes very interesting reading, Mr. Watts, and 
some night when you are good and tired, just start on it. 

Mr. Warts. Mr. Doy le told me that he had not seen his family for 
2w res and I believe it. 

Mr. Cann. Tecan personally vouchsafe for his statement. It took a 
lot of work to put that together, but we felt the committee was en- 
titled to have all the information and we tried to assemble it. 

Mr. Warts. I would like to say that by and large I think in the 
time you have had, which I realize is short, you have done a very 
remarkable and conscientious and responsive job to our questionnaire, 
which I admit was not an easy one. 

Mr. Canty. We thank you very much, Mr. Watts. We do appre- 
ciate that. 

Mr. Warts. After having said that, I will now add the “but.” 

Mr. Cantuz. All right, Iw ill get myself braced for the “but.” 

Mr. Warts. If you have it in front of you, sir, we might just turn 
through it. 

Mr. Cantu. Yes; we have it. Mr. Doyle has it here. 

Mr. Warts. I’m on page 3 now,’® Mr. ‘Cahill, and Mr. Doyle. 

Mr. Cantu. Yes; what particular part of the page? 

Mr. Warts. Right under “A. Description.” 

I should say for those in the room that we are not now talking about 
pages of the summary statement that Mr. Hughes read. What we 
have before us is the response that Pittsburgh “has submitted to the 
questionnaire which we previously mailed to them. 

The division operates, you said, 73 warehouses, 143 service branches, 
and 61 retail stores. The division referred to is the company’s mer- 
chandising division which you head, Mr. Hughes? 

Mr. Hucues. Yes. 

Mr. Warts. Judge Hansen, in his statement this morning, mentioned 
among the allegations of the 1945 complaint in the flat- glass case an 
allegation that, as of the time of that complaint, you had 77 ware- 
houses, or 4 more than now, and 36 retail stores, or just a little more 
than half what you have now. 

Judge Hansen made no reference to service branches at which you 
now list the figure of 140. I think it would be very useful on this 
record, Mr. Hughes, to have a statement from you in which you ex- 
plain ina little more detail than you have, either in your response 
or in your summary this morning, the operations and interrelationship 
of these 3 classes of merchandising units to which you refer here, 


S 
these 73 warehouses, 140 service branches, and 61 retail stores. 


The “Response of Pittsburgh Plate Glass Co.” to the subcommittee’s questionnaire is 
renroduced in full, beginning at p. 466. The original pagination of the “response,” to which 
reference is made in the colloquy between Senator Long, Mr. Hughes, Mr. Watts, and Mr. 
Cahil', is indicated in brackets in the text. The questionnaire sent by the subcommittee 
to Pittsburgh Plate Glass Co. is reproduced in full in appendix XII(1), p. 375. 
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In your statement you made it clear that each of the 73 warehouses 
has a local manager and that the service branches operate as arms of 
a warehouse. So, question 1 is: Do the 73 managers who, I presume, 
report directly to you or to your office 

Mr. Hueues. That is correct. 

Mr. Warts (continuing). Each control collectively all the opera- 
tions and policies of the 140 service branches and the 61 retail stores ? 
Each of the 140 service branches and 61 retail stores, in other words, 
is a subordinate unit or a division of 1 of the 73 warehouses ? 

Mr. Hucues. Yes; they are. The 73 warehouses, the 73 warehouse 
managers are highly decentralized and autonomous operations report- 
ing directly to Pittsburgh. As the needs of their various territories 
require them to move out, population growth, change in buying habits, 
then a service branch may be est: ablished which carries on really the 
same functions as the warehouse at another location. 

It is, as we explained, an extension. The manager of that service 
branch reports directly to the warehouse manager and is his subordi- 
nate. Retail stores are, I would have to say, so-called retail stores, 
because they take the thing a little bit further. 

They are smaller operations, much smaller. They report to the 
warehouse directly. Or, if they are subordinate to a service branch, 
they would report to the service branch and then in to the warehouse 
manager. 

Mr. Warts. A number of our July witnesses referred to the Pitts- 
burgh establishment called a service center. Are all service centers 
included among your 61 retail stores? 

Mr. Hucues. The service center is basic ‘ally a Philadelphia experi- 
ment, Mr. Watts, an experiment. 

Mr. Warts. But the service centers in Philadelphia or elsewhere—— 

Mr. Hueues. They are not included in the 61, Mr. Watts. 

Mr. Watts. They are in addition to it ? 

Mr. Cantu. In the same city. 

Mr. Hvueues. In the same city, it is an extension but they are not 
included in the 61. 

Mr. Warts. So, to the total—and I haven’t added this up yet—to 
your total of 73, 140 and 61, there are additional merchandising units 
called service centers ? 

Mr. Hucues. We do not call them that. They are auto-glass replace- 
ment—eight in number, the total of them. 

Mr. Warrs. Inthe Nation? Or, is that in Phil: adelphia ? 

Mr. Hueues. In the Nation there are eight. There are four in 








Philadelphia. 
Mr. Warts. And you call them auto-glass-installation centers or 
shops? 


Mr. Hucuers. They have been commonly referred to as service cen- 
ters. They simply are putting an auto-glass-installation facility some- 
where near, usually near automobile row, or someplace where they 
can do the work where our warehouse is not able to do it. 

Mr. Warts. These, then, are in addition to the 140 service branches 
and 61 retail stores not included within those figures. 

Mr. Hueues. That is right. 

Mr. Warts. Are there any other classes of merchandising units that 
you can think of that are not included in these totals? 

Mr. Hueues. No, sir. 
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Mr. Warts. So, our revised total is 73 plus 140 plus 8. 

Mr. Can. I do not think the reporter perhaps got the “no” of 
Mr. Hughes to the last question, and you in turn, Mr. W atts, of course, 
have seen the footnote on page 3. 

Mr. Warrs. Yes; I’m sorry that I overlooked that in the discussion. 
For the record, the footnote on page 3 states that this does not include 

41 Pacific coast paint stores which do not handle glass, operated by 
Pittsburgh Plate Glass paint division. 

All of the units that we have been discussing, Mr. Hughes, the 
warehouses, the service branches, the retail stores, and the eight service 
centers, deal in glass ? 

Mr. Huaues. Yes, sir. 

Mr. Warts. The merchandising division which you head, sir, deals 
in glass and paint and chemicals ? 

Mr. Hvcnes. No; just glass and paint and brushes and sundry items 
that we buy from the outside, like floor cleaner and lots of sandpaper, 
things of that kind. 

Mr. Warts. These 41 Pacific coast stores are not in your bailiwick 
at all? 

Mr. Hueues. Not in my bailiwick at all; no, sir. 

Mr. Warts. They aren’t under the bailiwick of this inquiry either; 
so, we won’t worry about them anymore. 

Mr. Hughes, does each of the 73 warehouses, the managers of which 
collec tively supervise the ng service branches and the 61 retail stores, 
have a defined market are 

Mr. Hucues. Yes; diag ae their own market area, certainly. We 
have territories. 

Mr. Warrs. And the retail stores’ managers report directly to the 
warehouse manager ¢ 

Mr. Hvuaues. That is correct. 

Mr. Warts. Or, perhaps, to the warehouse manager through a serv- 
ice branch manager ? 

Mr. Hucues. That is right. We have in a few instances retail stores 
that operate under service branches, which is why I mentioned that. 

Mr. Warrs. In the first three exhibits of this voluminous response, 
Pittsburgh has furnished a list of its warehouses, a list of its service 
branches and a list of its retail stores, Mr. Chairman, which, with your 
permission I think should go in the record, if nothing else from the 
voluminous response. I think perhaps some other parts should, too. 

Senator Lone. That will be done. 

(The information referred to appears at pp. 477-482.) 

Mr. Warts. It would be helpful, sir, if you could, for the record, 
amplify that response to our question to show the relationship of the 
units on the second and third list to those on the first list. 

In other words, would it be difficult or expensive to indicate which of 
the service centers are a part of a particular warehouse’s family or 
physical extension, as you called it, and which of the retail stores are a 
part of a particular warehouse’s physical extension 

Mr. Caniti. Mr. Watts, if I might suggest, I think that information 
is already set forth. If you will look at exhibit II-A-1, I think you 
will get it there by locations. 

Mr. Warts. It certainly gives the location in II-A-1, but exhibit 
IT-A-2, which is the - ‘of your service branches, is almost twice as 
long as exhibit II—A-—1, whic h is the list of your warehouses. What I 
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am inquiring, Mr. Cahill, is which of the units listed in exhibits 
IJ-A-2 and II-A-3 are related to or are the children of the ware- 
houses listed in exhibit II-A-1? 

Mr. Canuu. I understand the question, Mr. Watts. Tothe extent it 
is not there, we will write the chairman a letter setting it forth. 

Mr. Hucues. You mean, as I understand it, who belongs to whom ? 

Mr. Wartrs. That is it. 

Mr. Hucues. What service branches belong to what, what our terri- 
torial setup is, in effect. 

Mr. Warts. Yes; that, I think, will be helpful. 

Mr. Cantu. To the extent we haven’t covered it, we will write, 
and we will write in any event to point out to what extent we have. 

Mr. Warts. So far as pricing is concerned, we will discuss that in 
more detail later. 

You talk about two levels of pricing below the factory sale level. 
One you call the jobbing level and one the retail level, qualifying the 
term, “retail.” The warehouses, you state, first of all control—and I 
want to make this clear—if I’m correct, control the policy, including 
the pricing policies, of the service branches and the retail stores which 
are their “physical extensions.” Is that right, Mr. Hughes? 

Mr. Hucues. Yes. 

Mr. Warts. So that, basically, there are not the total of all these 
numbers—I guess I ought to take time to add it up, 73, 140, 61 plus the 
8 you didn’t mention, 382. Am I right? 

Mr. Cantii. No, 282. 

Mr. Warts. That reveals how bad I am in arithmetic. 

Mr. Cantu. I’m worse; so don’t feel any shame. 

Mr. Warts. 282 merchandising units under your command, Mr. 
Hughes, but you, first of all, are in charge of the pricing policies of 
these units at warehouse level. I would like to be corrected if I’m 
wrong. 

Mr. Hucues. No; that’s an autonomous function. They operate 
autonomously. 

Mr. Watts. You mentioned that they are subject to the review of 
the board of directors. 

Mr. Hugues. That is our factory prices. 

Mr. Watts. Let me clarify your relationship to the pricing of Pitts- 
burgh’s products. Does your division have a voice in the fixing of 
factory prices to factory buyers? Is that a direct concern of yours? 

Mr. Hugues. Yes, it isa concern of mine. 

Mr. Warts. And you have a large voice but, I suppose, not the sole 
voice. 

Mr. Hucues. Not the sole voice, no. 

Mr. Warts. But as to the pricing to customers other than factory 
buyers—and we will discuss these types of buyers more in a little bit— 
there are essentially, if I understand you, 73 men who make 73 deci- 
sions, and there can be 73 different decisions on that. 

Mr. Hugues. They operate very much as independent businessmen 
would. 

Mr. Warts. They are to a very large extent almost as autonomous 
as an independent jobber customer of yours, operating in the same 
market area. 

Mr. Hueues. Very similar. 
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Mr. Warts. I would like now, without divulging the source—and I 
am not sure I remember it—to ask you a question that has been raised 
by some people we have heard from: that is, that the Pittsourgh ware- 
houses enjoy one advantage that ta ayer jobbers functioning i in 
the same market area do not enjoy: They get a definite commission, 
and I have heard the figure 5 percent, on all factory orders in their 
market areas 

Is this a feasad or is it true? 

Mr. Hugues. They do get a commission for services rendered as a 
selling agent of the fac tories. 

Mr. Warts. Let’s flip over to II-A-1 and II-A-2. It is easier to 
talk from examples. 

Mr. Huaues. Could I explain what they do for that, sir? I didn’t 
mean to interrupt, Mr. Watts. 

Senator Lona. Yes; please do. 

Mr. Hucues. I did: not want you to think we were just giving them 
something. Wedon’t. 

Mr. Watts. That’s what I would like to know. I was going to 
try to cite an example that might lead into your discussion. 

Senator Lone. Let the witness give his example, and, perhaps, that 
will answer the question you have in mind. 

Mr. Warts. Yes, Mr. Chairman. 

Mr. Huegues. Thank you, Senator. 

Rather than having a very large staff of factory salesmen around, 
our warehouse managers are good salesmen for Pittsburgh products 
to the independent people. The »y spend time on it; they spend a good 
portion of their time. Also, they handle these accounts and the billing 
goes through them. 

We charge our merchandising division units interest on the invest- 
ment that is invested in their enterprise, and, consequently, in handling 
the accounts receivable you have an interest ch: arge. You have to pay 
for that part of the investment. ‘They act in selling, pr.cessing the 
orders, expediting the orders, wires, telegrams, and all that type of 
thing, and this we simply compensate them for. 

Senator Lone. Did you attempt to work out some system to deter- 
mine how you would go about compensating them? Is that on the 
basis of their costs or the basis of value to you? 

Mr. Hugues. It is a commission in effect, Senator. However, it is 
for services rendered, what we believe the service is worth. They 
do not make any great amount of money out of it; no, sir. And, of 
course, it is internal. 

Mr. Warts. Let’s pursue this, if I may, Mr. Hughes, and Mr. Chair- 
man, a little further. 

On page 5 of your supplemental statement you state that in 1948 
PPG shipped plate and/or window glass to 493 independently owned 
factory-customer establishments. By 1957 this number had increased 
to 663, or an increase of 34.5 percent. 

Mr. Cantut. This is compliance with the consent decree. 

Mr. Warts. That, of course, is three times as much as the consent 
decree exacted of you. 

Mr. Huaues. Yes; it is. 

Mr. Warts. And it also continues well beyond the time of 4 years 
required by the consent decree. 
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Mr. Hueuers. Yes. 

Mr. Watts. Completely in compliance, with a vengeance, with that 
requirement of the decree. 

Mr. Hueues. Yes, sir. 

Mr. Warts. But I would like to get back to this warehouse com- 
mission again. 

In the Libbey-Owens-Ford operation, as I understand it, the money 
the factory buyer pays for the product he purchases goes to the factory 
and that’s all. Now, what I wish to ask of you is whether the 663, 
1957 factory customer establishments, to use your term—whether all 
of them or some of them or none of them had a portion of the money 
that they paid into your company go off as a commission to some 1 or 
more of the 73 warehouses? Do I make myself clear / 

Mr. Can. I’m not clear, Mr. Watts. Do you mind having it re- 
read ? 

Mr. Warts. Perhaps it would be better if I tried to rephrase it. 

Mr. Hugues. Maybe I understand one thing, Mr. Watts. It is my 
understanding that they have sales offices out throughout the country. 
They have district offices , and that’s a cost. We just simply compen- 

sate for that activity ina different fashion. 

Mr. Warts. This is a difficult question for the novice, a difficult 
field of merchandising for the novice with 6 weeks’ experience to try 
to comprehend, but I must, at the risk of boring you, pursue it a little 
further to clarify my own thinking and to make sure the record is 
clear. 

The factory buyers deal directly with the factory in some cases. 
In other cases they may deal with the warehouse; is that correct, sir? 

Mr. Hucues. The processing and the general handling of their 
orders is often handled by the w varehouse. Their shipment and ever y- 
thing is done at their direct factory customer, but the billing, handling, 
expediting of orders, the sales work is done at the w arehouse in most 
cases, but not in all. 

Mr. Warts. In some cases the warehouse does not enter into it at all? 

Mr. Hugues. That is correct. 

Mr. Warts. Of the 663 factory customer establishments you men- 
tioned, I suppose one of those and the most important one must be the 
Ford Motor Co. ; is that right, sir? 

Mr. Hugues. Six hundred and sixty-three? Yes; I would think so. 
Yes. 

Mr. Warts. In the case of Ford, I would imagine it would be almost 
an absurdity to suppose any of the 73 warehouses get a commission 
on sales to Ford ? 

Mr. Hucues. That does not go through my division at all, Mr. 
Watts. 

Any dealing with the large automotive people is handled directly 
by the glass div'sion—does not go through the merchandising divi- 
sion in any way, shape, or form. 

Mr. Warts. Now I’m starting to understand more than I did, and 
Tam grateful for that. 

Of these 663 factory customer establishments mentioned on page 5, 
how many of those accounts is your division concerned with, sir? 


None? A half? 
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Mr. Hugues. Ohno, I would say basically all of them. The primary 
automotive business, Mr. Watts, is handled by the glass division. I 
think without exception all other glass customers are ‘handled through 
our division. 

Mr. Warts. I believe we have gotten enough on that, and I am grate- 
ful for your patience. 

On page 4 of your supplemental statement, Mr. Hughes, of your 
statement under the heading “Customers,” you state : 

At the factory level Pittsburg Plate Glass follows a policy of selective distri- 
bution. This means that Pittsburgh Plate Glass, like most manufacturers, real- 
izes that maximum sales are not achieved by selecting all possible outlets as 
factory buyers of its products. Accordingly, it will continue to sell existing fac- 
tory buyers as long as they demonstrate ability to promote and distribute its 
products * * *, 

This seems to me to tie in directly with the real subject matter that 
we have invited you, and you have kindly come down here to talk to 
us about competition between your merchandising outlets and your 
independent customers. 

You have covered this, I think, very thoroughly and quite per- 
suasively in your statement, but the clause “as long as they demonstrate 
ability to promote and distribute its products” raises the question 
whether competition, possibly from a newly opened or newly expanded 
company merchandising unit, might be a factor in reduction of ability. 
Is it absurd to suppose, . Mr. Hughes, that in a particular market area 
no expansion or opening of a new Pittsburgh Plate Glass unit would 
occur if a jobber were still demonstrating the ability to promote and 
distribute your products ? 

Mr. Huaues. If we were getting adequate distribution, we would 
not open the unit anyway, Mr. Watts. Certainly, I think we covered 
that in our very strong belief that we have not and do not and it is 
not our policy to try to run any of our customers out of business. 

Mr. Warts. In other words, every time you open a unit or expand 
aunit, it is because you believe that you can expand— 

Mr. Hucues. The need is there, it is our great belief. 

Mr. Warrs. That a business is there, a market that is not being 
reached by you 4 

Mr. Hucues. A market that is not being reached by us; that is 
correct, sir. 

Mr. Warts. You gave us a copy of a brochure entitled “What Would 
You Do in Our Place,” *! in which you explain your policy of selective 
distribution. 

While I am not sure that we will need to include this in the record, 
Mr. Chairman, I think the record might show to whom that brochure 
was circulated and the date of its publication. It does not appear 
on its face, I believe. 

Mr. Huenes. It was 1949. 

Mr. Warts. Is it still being used, or are you still circulating it ? 

Mr. Huaues. It is still used, to the best of my knowledge : yes, sir. 

Mr. Can. And we do hope, Mr. Chairman, that you will see fit 
to include it in the record because we are very proud of it. 

Senator Lone. That will be included with your other exhibits in the 
record. 


11 See p. 482. 
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Senator Lone. Are you still currently circulating this? 

Mr. Hugues. Yes, sir. 

Senator Lone. And to whom are you circulating it? 

Mr. Hucues. When someone asks to be a factory buyer and in many 
cases we feel that we have adequate distribution, and we decline and 
we send this to them to explain our position of selective distribution. 

Senator Lone. To explain the basis upon which you select factory 
buyers and the basis upon which you open your warehouses? 

Mr. Hueues. No, this has nothing to do—this is the selection of 
customers, Senator. 

Senator Lone. The factory buyer, I suppose, has a more advan- 
tageous situation than one who is not a factory buyer. Is that correct? 

Mr. Hugues. They are the full distributors. 

Senator Lona. I see. 

Mr. Hucues. Not necessarily. I mean it is a question of functions. 

Senator Lone. And so when you decline to let a person be a factory 
buyer, you send him a statement of your company policy. Do I 
understand you correctly ? 

Mr. Hucues. That is right. 

Senator Lone. And this is it? (Indicating exhibit.) 

Mr. Hucues. Yes; that is it. 

Mr. Watts. You haven’t made any general circulation of this to all 
your customers ¢ 

Mr. Hueues. Oh, no. 

Mr. Warts. This is an enclosure with a letter that you write to 
someone who wants to be a factory buyer and you are telling him no. 
That is the most common use of it ? 

Mr. Hucues. That is correct. 

Mr. Warts. In this statement you invite responses. I wonder if 
you have received very many responses. 

Mr. Canty. We have gotten two. 

Mr. Huaues. One or two, I am told. 

Mr. Warts. A little lower down on page 5, Mr. Hughes, you say the 
merchandising units customarily sell to all comers at prices which 
give recognition to the functional character of the customer’s business. 

Classes of trade served, of course, differ from area to area, depend- 
ing upon the market structure of each locality. 

We are talking now, I believe, about factory customers on this page. 

Mr. Hucnes. No, these are at the warehouse levels. 

Mr. Warts. I’m sorry. You are right; yes. I beg your pardon. 


[ Reading :] 


The company’s products are distributed at this level— 


the warehouse level, which you elsewhere in your response have called 
equivalent to an independent jobbing operation— 
to such classes of trade as glazing contractors, glass dealers and shops, auto- 


glass-replacement shops, lumber yards, hardware stores, furniture stores, general 
contractors, maintenance accounts, insurance companies, and others. 


Keeping in mind those classes of customers and your phrase just 
above in the next preceding sentence, “at prices which give recognition 
to the functional character of the customer’s business,” my question, 
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Mr. Hughes, is, how much do these discounts vary in accordance with 
functional character ¢ 

Specifically, could you state which of these classes of customers you 
have recited here at the bottom of page 5 may, if any, receive higher 
discounts or lower discounts? Or, are they all, in your opinion, of 
the same class, who ordinarily would receive the same discount? 

Mr. Hueues. This is difficult. It is the local autonomy, the local 
situations. Prices to various people vary in different districts. It is 

very, very hard, Mr. Watts. Goodness knows, I tried to do it myself, 
to put these various classifications of trade into little niches. It is 
quite a—you cannot do it or at least I have not been able to do it. I 
could perhaps give you an example of a few types of transactions that 
might go on at one of our service branches during a day, give you a 
picture of the difliculty in pigeonholing each thing into a little niche. 

Probably, when the manager gets down in the morning, why, he is 
met by some painter that’s there for some paint that might be charged 
to the telephone company to pick it up and take it out and paint it. 
Well, that is a difficult sale to categorize as to exactly retail or what 
it is. Also, when he gets there, probably one of his glass-shop cus- 
tomers is there for a windshield he needs pretty badly. 

Well, we know that type of sale. Pretty soon in the mail he has got a 
letter or an order from a dealer that may be out in the territory need- 
ing paint. Well, that is straight jobbing business. He has got another 
order in the mail perhaps for 5, 10, or 15 boxes of window glass from 
one of his lumber company accounts. This again is a jobbing sale. 
Then Mrs. Jones comes in and wants a door mirror, and you have a 
retail sale. 

We’ve got an industrial plant nearby that uses some special types 
of glass that only can be made at the factory, say Herculite temper 
glass. 

Mr. Warts. Excuse me, Mr. Hughes, may I interrupt and ask you 
whether at each of your 140 service branches Mrs. Jones could walk in 
and buy a mirror ? 

Mr. Hucues. Certainly. 

Mr. Warts. At each one? 

Mr. Hucues. At each of the 141; yes. 

Mr. Warts. Service branches. Thank you. Go ahead. 

Mr. Hucues. And then you would have some special type of in- 
dustrial application glass. I say “tempered glass” because that would 
be something that w yould have to come from the factory, a different 
type of applic ation. 

Senator Lone. Let me ask you this: Doesn’t your company set 
some type of policy for all these establishments, some general pr icing 
policy that should be followed, the type of markup they should ex- 
pect, or something of that sort ? 

Mr. Huaues. Senator, basically that 

Senator Lone. I would assume that you would attempt to set a 
general policy, and then these merchandising units would have to use 
their own discretion to apply that policy to it. 

Mr. Hucues. That is correct, but we do that by profit control. 
In other words, we keep very close tabs of their gross profit margins 
and their expenses and their general operating difference, and, if a 
place is abnormally low, why, we look into it. However, in the glass 
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business you simply have to set your prices locally, for what they will 
get locally. You cannot decide that you are going to get 15 percent 
more than someone else or do we want to take less, because we want to 
make a profit. 

Senator Lone. Now, if I understand it, you price your glass to all 
of your merchandising units ina consistent patter n¢ 

Mr. Hucues. At the same price as the independent jobber, Senator. 
They buy at precisely the same price. 

Senator Lone. You price them the same way. You expect them to 
make a profit. Do you know whether all of them make a profit each 
year?’ I assume you do. 

Mr. Hueues. We know the overall profit of the divisions, which is 
the main thing, and the contributions of the individuals to it. 

Senator Lone. Do you have any considerable number of warehouses 
or outlets that fail to show a profit ? 

Mr. Hueues. That varies from year to year. Over all, we make 
a good profit. 

Senator Lone. Some make money and some lose money. Is that a 
correct statement ? 

Mr. Hucues. Most of them make money. A few might lose money 
in certain periods of time. I think the answer there is we do not con- 
done a continual loser, Senator. We do not condone that. We would 
not keep a unit that continually lost money. 

Senator Lone. Then, if I understand you correctly, it is not your 
policy to condone a store losing money on the ground that it is trying 
to expand in its market by taking business away from others whom 
you are supplying. 

Mr. Hucues. That is right. Well, the point I tried to make there 
is that we do not go into a new unit and lower the boom, if you would, 
on prices to get customers. We don’t do that; and I mentioned very 
particularly that we don’t condone and we would absolutely not use 
unreasonably low prices to enter a market. 

Senator Lone. As I understand your testimony, if you think you 
are getting satisfactory distribution of your product and that the 
service is there for the customers, you don’t go into an area. 

Mr. Hueues. That is correct. 

Senator Lone. To try to get the business for your own stores. 

Mr. Hueues. That is right. 

Mr. Warts. The answer to my question, then, about the functional 
discount to each of these classes of customers named at page 5 is that 
in each of the 73 market areas commanded by one of your ware- 
houses, as to each class of customer in each market area, and perhaps 
as to each class of customer on each different week, the discount might 
be a little bit different than the warehouse manager would determine 
this. 

Mr. Hueues. Yes, in effect. 

Mr. Warrs. You favor us, Mr. Hughes, with, I believe, 28 price 
lists or price policy announcements of one kind and another. I 
haven’t been able to study them all. I notice that one of them was a 
retail window-glass price list. I think it is about 18 or 20 in your 
numbering.’” / 


12 See exhibit II-C—5, p. 511. 
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Mr. Huaues. Yes. 

Mr. Warts. And this is a price list for a single light of glass. 

Mr. Hugues. That is right. 

Mr. Warrs. And it has on it a list price, which, I gather, is never 
charged anyone / 

Mr. Hugues. That is right. 

Mr. Warts. And it has a net price—actually 7 different net prices 
based on 7 different percentages of discount ? 

Mr. Hugues. That is right. 

Mr. Caniiu. That is window glass. 

Mr. Warts. This is, of course, a great convenience for the man- 
agers and subman: igers of each of your merchandising units in saving 
them a lot of arithmetic. 

Mr. Hueues. That is right. 

Mr. Warts. There is no directive at all from Pittsburgh Plate 
Glass Co., the parent company, to the 73 managers indie ating which 
of those 7 discounts should be applied to any particular class of 
trade? 

Mr. Huauis. No, no, sir; none. 

Mr. Warrs. You open your price announcements or price lists, both 
where the price list announced applies to factory buyers and where it 
applies to jobber customers, with the phrase “To the Trade :” I won- 
der if you would tell me what “trade” means. Does it mean factory 
buyers ? 

Mr. Hucues. Factory buyers; yes. 

Mr. Warts. If it is the beginning of a price list ? 

Mr. Hucues. Yes. If I’m not correct, tell me, but I believe that 
all the price schedules in here are factory buyer price schedules, ex- 
cept the list prices. 

Mr. Warts. The list prices are not. 

Mr. Hucues. Yes, the list prices are here but all the to-the-trade 
prices to which you were referring are factory buyer prices. 

Mr. Warts. The automobile- parts price lists are all factory buyer 
price lists. 

Mr. Huaues. On replacement parts? I will have to refer to that. 
May I refer to that ? 

Mr. Warts. Yes; I wish you would. 

Mr. Huanes. The prices on automotive replacement parts are in 
there. 

Mr. Warts. They are in here; yes. 

What price list number is that, sir? Let’s take a look at it together, 
if we may. 

Mr. Cantiy. Exhibit II-C-26, Mr. Watts. This is illustrative. I 
mean that is a typical one. 

Mr. Warts. Right now I have before me exhibit II-C-25, which 
is a price list. This refers to flat safety glass and it is addressed to 
the trade. 

Now this list will be circulated to factory buyers, as T understand 
it, and the only people who would see it would be factory buyers. 

Mr. Hvaues. I want to be sure of that, Mr. Watts. I’m sorry, but 
we have got a lot of these things here and I wouldn’t want to mislead 
you. That is exhibit IT-C-2 

Mr. Warts. Yes, sir. 
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Mr. Hucues. Goes to factory buyers; yes. 

Mr. Warts. This price list would never be seen by a customer, say, 
of one of your 73 warehouses ? 

Mr. Hucues. Oh, no. This would go to our warehouses and to 
our factory buyers. 

Mr. Warts. I ask your pardon for asking a question that would 
probably be answered by a closer study of the list you have given me: 
Is there a list here of automotive replacement parts that would be 
circulated to the customers of the warehouses ? 

Mr. Hueues. Yes, there is; and that is I1—-C-26. 

Mr. Cantu. Just the very next one. 

Mr. Hucues. The very next one. These are list prices to which dis- 
counts are applicable. 

Mr. Warts. II-C-25 explains discounts; is that right? It gives 
discounts; or, are these list prices? 

Mr. Cant. If I might suggest, Mr. Watts, 25 refers to flat parts, 
26 to curved parts. 

Mr. Warts. It would be better to compare two lists that apply to 
the same products. 

Mr. Cantu. Yes. 

Mr. Warts. I’m afraid that I am not sufficiently well prepared to 
pursue this and take everyone’s time with it. It is a matter that ought 
to be pursued, but I am just not able to do it right now, Mr. Chairman. 

Senator Lone. Perhaps we could direct to you questions about this 
matter subsequent to this hearing. 

Mr. Cantu. Could we submit a letter to you, Mr. Chairman ? 

Senator Lone. Yes. 

Mr. Watts. May I request, Mr. Chairman, permission to address 
further written questions to these witnesses ? 

Senator Lone. Yes. If there is no objection, that will be done. 

Mr. Warts. Just one more question before I think we probably 
ought to break up. The chairman has a recording date. 

You have repeatedly stated here in your discussion on the pricing 
policies for the different classes of flat glass 

Mr. Canityi. On what page are you, Mr. Watts? 

Mr. Warts. Right now, for example, put one finger on page 15, 
please, gentlemen, and another one on page 10. 

Beginning at the bottom of page 9, you are talking about factory 
pricing of plate glass, and you end that discussion with this sentence: 





Transfers of plate glass from PPG’s factories to company-owned branches are 
made at the same prices as those charged factory buyer jobbers. 

Mr. Canttu. That is correct. 

Mr. Warts. That is very clear. 

Two questions: You have one price for all factory buyers; or, are 
there categories of factory buyers to whom different prices, net prices 
or discounts are applicable ? 

Mr. Hucues. One classification. 

Mr. Warts. With the sole exception, I believe, of safety glass man- 
ufacturers to whom you give, according to your statement here, a 
5-percent discount. 

Mr. Hucues. Yes; that is correct. 

Mr. Warts. From your net prices. 

Mr. Hugues. Yes. 
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Mr. Warts. But otherwise every factory 

Mr. Hucues. There are no exceptions. 

Mr. Warts. Every factory buyer gets the same price and all factory 
buyers are such, one ‘of the criteria by which they are such is, that they 
make their purch: ises in carload shipments. 

Mr. Hugues. In whatever the factory unit of sale happens to be, 
Mr. Watts, except original equipment which is not in the scope of 
this. 

Mr. Watts. Yes. Incidentally, I presume that—well, let me finish 
this one line of questioning and ‘then we will go back to that original 
equipment for just a minute. 

You made the statement as to plate glass on page 10. On page 15 
you are talking about flat safety glass, “and again you are describing 
factory sales, and you have reference here to two exhibits which are 
price lists to trade accounts and industrial accounts, I guess they are 

called. 

But we do not have this allegation—that occurs at the foot of your 
discussion of factory buyer pricing of plate and window glass—that 
transfers to PPG branches are made at the same prices as to inde- 
pendent factory buyers. I wondered if that allegation was omitted 
by oversight. 

Mr. Canty. Just by oversight; that is all. 

Mr. Hucues. Oversight. 

Mr. Warts. Transfers of all kinds of flat glass, laminated, 
tempered, and other automotive-type glasses are all made to company 
branches at the same prices as to independent factory buyers. 

Mr. Hucues. That is right. 

Mr. Warts. On the other hand, there is only one, I gather by in- 
ference from this, there is only one price at which intra-company 
transfers are made, and that is the factory buyer price. 

My question at this point is: Suppose—and I imagine it is a realistic 
supposition—a transfer first from a PPG factory to a PPG ware- 
house and from there on out to a service branch or a retail store. Is 
the second transfer made at the same price as the first, or is there an 
additional functional markup, as would be the case in transfer from 
an independent jobber ? 

Mr. Hueues. Shipped to one unit and then to another? 

Mr. Warts. Yes. 

Mr. Hucues. Well, it is no longer a factory transfer. That would 
simply be a transfer from the warehouse to one of the units, which 
would carry some markup. 

Mr. Watts. Would the unit take a markup ? 

Mr. Hucues. Surely, a handling charge, certainly. 

Mr. Warts. If all the service centers and retail stores are operated 
as physical extensions—your phrase—of the warehouses, does the 
warehouse parent nevertheless make and is it expected by you to 
make a profit on transfers to these physical extensions? 

Mr. Hueues. No; but he gets his costs out of handling it, Mr. 
Watts. That is what the transfer charge is. 

Mr. Warts. His costs out of handling it? I am not sure I under- 
stand that, sir. Do you, Mr. Chairman ? 

Mr. Huaeues. If the service branch can order in quantities that the 
factory, as any other factory buyer, would, he would get it from the 
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factory at that price. If, however, he ordered something from his 
parent because he did not need that much, then it w ould come at a 
higher price to him. 

It wouldn’t come at the same price as if he got it from the factory. 

Mr. Warts. It is uniform policy. 

Mr. Hugues. Yes. 

Mr. Warts. I wanted to be clear on that 

Mr. Hueues. Yes. 

Mr. Warts (continuing). Because there was an allegation by sev- 

eral of the witnesses—let me, if I may, just read one of them, and 
I will welcome your comment. 

Senator Lone. While you are looking for that, I would like to ask 
a question about other matters. 

Mr. Hughes, in your prepared statement—the short one which you 
read aloud just now—you have a graphic comparison of the sales of 
Pittsburgh Plate Glass Co. to independent factory buyers and to com- 
pany-owned outlets." 

Do the solid black lines on the chart include sales to Ford Motor Co. ? 

Mr. Hugues. Yes. 

Senator Lone. Then the term “independent factory buyers” would 
include Ford Motor Co. Could you give us the same information, 
in which you would break the black lines into two parts, one showing 
the portion of sales to Ford and the other sales to those that were 
independent dealers and not Ford dealers ? 

Mr. Hucues. Surely. 

Senator Lone. I think that would be helpful. 

Mr. Warts. Mr. Chairman, while we are talking about Ford, I would 
like to ask this question, which follows the line of my discussion with 
Judge Gwynne and his colleagues this morning 

Mr. Cantii. Excuse me, Mr. Watts. If we submit that, may it be 
treated as confidential, because this is competitive information. We 
are glad to furnish it to the subcommittee, but we would like confiden- 
tial treatment accorded to it. This is something that our competitors 
might like to know. 

Senator Lone. The committee will receive the information with the 
understanding that we will discuss whether or not it should be with- 
held. If it is an important trade secret to you, we will recognize that. 

Mr. Canty. It is; yes. 

Senator Lone. We would like to know that information; but if it 
is not necessary for the record, it won’t be necessary to put it in." 

Mr. Caniii. Thank you very much. 

Senator Lone. Rather than make it Ford, it would perhaps be satis- 
factory to you if we made it all dealers. Could you simply separate 
all automotive dealers from your figures, which would show the inde- 
pendent dealers who were not automotive dealers as compared to those 
who were ? 

Mr. Cantiyi. We could show automotive companies. 

Senator Lone. Yes. 

Mr. Cantu. I’m not sure we could show dealers. 

Mr. Warts. That might include breakdown of sales to automotive 
factories. 








13 See appendix XV(a), p. 687 (exhibit II-D—5). 
1#The document referred to appears as appendix XV(c), pp. 790, 794 
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Mr. Caniii. That is right. 

Mr. Warts. Without differentiating between Ford and Chrysler, for 
eevee 

Mr. Cauttt. That is correct, so that some of these gentlemen listen- 
ing so intently in the room may not learn too much. If you can make 
it confidential, we will appreciate it. 

Senator Lone. Yes. 

Mr. Warts. One more question: The replacement glass that you 
sell to the Ford Motor Co. is, by terms of the consent order entered 
into with the Federal Trade Commission, sold at the same price as to 
all other factory buyers ? 

Mr. Huaues. Yes, sir. 

Mr. Warts. Theretofore—or so the FTC alleged—it had not been ? 

Mr. Canty. It was changed, I am told, a couple of years before the 
FTC order to that effect. 

Mr. Warts. I do not want to beat any dead horses here that the 
FTC has already worked on. I would like to know whether today, 
since the consent order, there have been any reductions in Pittsburgh’s 
prices of original-equipment glass to Ford. 

Let me put it very forthr ightly, in this way. Ford is an important 
customer to your company and, as a result of that consent order, F ord, 
I assume, had to start paying more money to you on a per-unit basis 
for replacement glass. 

Mr. Canin. The ¢ ‘hange had been made 2 years earlier, as I under- 
stand it, before the order. 

Mr. Warts. If I were Ford, I think I would come back to you and 
say, “Look, we ought to be able to work this out. Can’t you charge 
us a little bit less for the original equipment glass that you sell us?” 

Mr. Hucues. If I may answer that, I think now, as of now, and since 
that order, of course, we have been charging them for replacement glass 
at precisely the same price we sell all our factory buyers. 

Since this thing occurred, Mr. Watts, they have built a glass plant 
in Nashville, Tenn., and make a great deal more of their own glass. 

So far as original equipment is concerned, we are competing with 
what they make themselves, so you have the element of a whole new 
glass plant coming into the picture here, which I think makes some 
difference in the question : you asked. 

If we reduced any prices—which I do not know about; this is not my 
division—it would be for competitive reasons, because they could make 
it cheaper. 

Senator Lona. Let me just get this straight, as one of your prob- 
lems. In some respects the requirements under the antitrust laws, and 
particularly the pressures brought upon you by the Justice Depart- 
ment and the Federal Trade C ommission, do pl: ice you at a difficulty 
in retaining a large customer who is in position to manufacture the 
same commodity you are producing. 

Mr. Hucues. Yes. 

Senator Lone. And supply it to himself. In some instances you 
might be able to retain the customer if you could reduce your price to 
him; but when you are compelled to maintain a uniform price to all 
customers, you are placed in the position that you simply have to let 
the customer go, rather than reduce the price to the point where you do 
not believe your own profit would justify the sale. 
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Mr. Hucues. Yes. 

Senator Lone. Do you have any further questions ? 

Mr. Warts. Do you have time for one more ? 

Senator Lona. Yes. 

Mr. Cann. It is a congenital defect in all lawyers, including my- 
self. 

Mr. Warrs. We will think of lots of things we should have said this 
afternoon. 

Mr. Sam Williams, the auto-glass proprietor you gentlemen talked 
about this morning, testified that P ittsburgh Plate Glass’ service cen- 
ter offer a 45-percent discount to Ford dealers in auto-glass installa- 
tion. This compares, he said, with the going rate of 380 percent given 
by his company and other independent glass dealers, your customers 
in the area, to Ford dealers. 

Mr. Williams charged that if Pittsburgh Plate Glass service centers 
had to pay the same price for auto glass they receive from Pittsburgh 
Plate Glass that the independents have to pay, the service centers 
could not install the auto glass for Ford dealers at 45 percent off and 

make a profit. 

Do your Philadelphia service centers give a 15 percent higher dis- 
count than the independents in Philadelphia, and do your service cen- 
ters make a pr ~ on their installation business for Ford dealers ? 

Mr. Huaues. I do not know that exact case. Of course, we met 
Ford’s competition. That is what Ford sells that particular Ford 
dealer for and that is what he can buy it for. 

Mr. Warts. I understood informally from your counsel, Mr. Doyle, 
yesterday that you had considered, I gathered, almost item by item, 
the allegations we heard in July. Since time does not permit me to 
raise with you a number of them 

Mr. Hvucues. I think we have that in rather complete form. Could 
we submit it to you in that form ? 

Mr. Warrs. All right, sir. 

Mr. Doyie. Mr. Chairman, just before we adjourn, I would like to 
suggest that at the convenience of you and your staff we turn over to 
your staff—and you can decide whether to include it in the record or 
not—our responses to specific charges made by dealers in Boston that 
we led the price cuts there with docume ‘nts, our response to the entire 
question on Philadelphia that Mr. Williams introduced, -_ if your 
counsel asks specifically for any other witness put on by Mr. Cassedy, if 
it was specific we have tried to get up an answer for it. So, at your 
convenience, Mr. Watts, if you will give us a list, we will give you our 
answers. 

Senator Lone. It appears tu me that you have gone to a great 
amount of effort to respond in complete detail to charges made by 
ppenperniony dealers, and, if you have a response to the charges by 
Mr. Sam Williams, Mr. William Kryger, Mr. Clark Settles, Mr. 
Charles Burhans, Mr. Ron Bushey, and “Mr. Maurice Walsh—— 

Mr. Doyie. Yes, we have prepared answers to all of the witnesses 
that you have just mentioned, Mr. Chairman, and we will be happy 
to submit a memorandum and exhibits attached to it. 








15 The response of Pittsburgh Plate Glass to the Senate Select Committee on Small Busi- 
ness, Subcommittee on Monopoly, referred to in the foregoing colloquy, appears as appendix 
XV(b), pp. 705-790. 
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Senator Lone, Thank you very much for the great amount of 
information that you have provided here. I believe I have almost 
enough information to go into the flat- glass-installation business. 

Mr. Cant. And thank you for your courtesy, Mr. Chairman. Are 
we excused ? 

Senator Lone. Yes. The committee will convene again at 2 o’clock. 

(Whereupon, at 12:25 p. m., the committee was recessed to re- 
convene at 2 p. m., the same day.) 


AFTERNOON SESSION 


Senator Lona. The meeting will come to order. 

Mr. Doyre. Mr. Chairman, excuse the interruption. I am Mr. 
Doyle, one of the counsel for Pittsburgh Plate Glass, and just before 
the recess you asked us if we had materials with respect to certain of 
the specific witnesses who testified before the subcommittee in July, 
and we stated that we had. 

The only reason I am interrupting at this point is to make this 
request of the Chair: Various persons testified and made certain 
specific charges with respect to Pittsburgh, and I have here, and I 
would like to offer them to the committee as exhibits,’® with the 
specific request that, because the charges were made public, our re- 
sponses to those specific charges likewise be made public or, maybe, 
made part of this record. Very specifically they deal with the wit- 
ness J. Clark Settles, the witness Kryger, the witness Maurice Walsh, 
the witness Ron Bushey, the witnesses Williams and Burhans, and 
the witness Joseph Rosenfield of Boston. I will hand them up to the 
reporter or hand them up to the committee, and request that they be 
made a part of this record. 

Senator Lone. I shall see to it that either these statements or a 
summary of them which explains the company’s position, are printed 
in the record. 

Mr. Doyte. I have turned over duplicate copies of these responses 
to the Chair. I thank you very much and am sorry for the inter- 
ruption. 

Senator Lone. That is all right, Mr. Doyle. You are very welcome. 


I shall now call Russell Rice, . president of Fourco Glass Co., Clarks- 
burg, W. Va. 


STATEMENT OF RUSSELL RICE, PRESIDENT, FOURCO GLASS CO., 
CLARKSBURG, W. VA.; ACCOMPANIED BY F. A. HARRINGTON, 
COUNSEL, AND THOMAS L. DALRYMPLE, COUNSEL 


Senator Lona. Mr. Rice, I think you were one of the few who got 
your statement to us in time for our deadline. I was able to re: ad it 
on the way here. 

I found the statement gave us about all the information that you 
were asked to present to us, and I shall have it printed at this point 
in the record. I believe it rather clearly states your position. 





1%®The documents referred to appear as appendix XV(b), pp. 7053790. 
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(The prepared statement of Mr. Rice reads in full as follows:) 


STATEMENT AT HEARING OF THE SUBCOMMITTEE ON MONOPOLY SENATE SELECT 
COMMITTEE ON SMALL BUSINESS 


My name is Russell Rice. I am president of Fourco Glass Co., Rolland Glass 
Co., and Harding Glass Co., which maintain their principal offices at Clarksburg, 
W. Va. 

Fourco Glass Co. was organized in 1935 as a corporation under the laws of 
the State of West Virginia. The corporation itself functions solely as sales 
agent for other affiliated corporations which are small manufacturers of sheet 
(or window) glass. Fourco Glass Co. sells only window glass, and its product 
under the trade name Clearlite comprises the entire output of Rolland Glass 
Co., which owns all of the capital stock of Fourco Glass Co., and Harding Glass 
Co., which is a wholly owned subsidiary of Fourco Glass Co. Since the merger 
of Adamston Flat Glass Co., an almost wholly owned subsidiary, into Rolland 
Glass Co. in 1954, Rolland Glass Co. has operated two window glass manu- 
facturing plants at Clarksburg, W. Va. Harding Glass Co. operates a window 
glass manufacturing plant at Fort Smith, Ark None of these companies manu- 
factures or sells automobile glass. 

The only stock in our group held outside of the corporate structures is that 
of Rolland Glass Co., which is closely held and almost entirely owned by mem- 
bers of the Rolland family. No other glass manufacturer or distributor has 
any ownership of, or affiliation with, this group of companies. The total em- 
ployment of our three corporations varies from time to time downward from a 
maximum of 1,650 employees. The closely held nature of our ownership has 
permitted us to maintain the traditional policy of not making financial or sales 
information available to others than our stockholders. In the face of rising 
costs and expanding liabilities, these companies have managed to remain 
sound only through strenuous effort and active improvement of the efficiency of 
their operations. 

Fourco Glass Co. has no distributive or merchandising units apart from the 
window glass manufacturing plants of the corporations for which it sells. Sales 
are made to three classes of customers; namely, manufacturers, jobbers, and 
processors. Fourco Glass Co. is without accurate information of the specific 
uses made by its individual customers of the window glass which it sells; but 
we do know that our glass is used in glazing windows, in making counter 
dividers, furniture tops, store fronts, and television face and implosion plates 
and in manufacturing windows, doors, medicine cabinets, and pinball machines, 
among other uses. Sales of the company are based upon requirements of the 
buying public and are approximately 60 percent to manufacturers, 25 percent 
to jobbers, and 15 percent to processors. 

In contrast to the pricing method generally used by manufacturers of window 
glass, which is a system of list prices with multiple percentage discounts, Fourco 
Glass Co. makes all sales at net or fixed-unit prices. The identical and unvaried 
net prices for the various types of glass are quoted and charged alike to all 
customers by Fourco. All sales are made on a cCarload quantity basis, and 
there are no discounts from the list prices granted to any customer by reason 
of function or quantity. 

Fourco Glass Co. competes nationally for the business of all classes of its 
customers with three American producers of window glass: Libbey-Owens-Ford 
Glass Co., Pittsburgh Plate Glass Co., and American-Saint Gobain Glass Corp. 
In addition, Fouco similarly competes in the so-called Chicago-St. Louis market- 
ing area with a fourth American window glass manufacturer, Blackford Window 
Glass Co. Further vigorous competition for the business of all classes of 
Fourco’s customers is furnished by window-glass manufacturers from more 
than 17 foreign countries. All of Fourco’s customers have alternate sources of 
supply available to them. Fourco makes no purchases of supplies or materials 
from any of its competitors and is not dependent upon any of its competitors 
for supplies or materials. 

Pittsburgh Plate Glass Co.’s company-owned merchandising outlets have con- 
tributed to intensified competition. However, to the present time, that mer- 
chandising method has posed no insuperable competitive problem to Fourco 
Glass Co. Increased sales effort by Fourco has enabled it to compete against 
such company-owned merchandising outlets. 
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Fourco Glass Co. does not engage in dual distribution of its product. Its 
reason for not making sales directly to any class of customers in competition with 
other classes of its customers is that Fourco prefers to concentrate its sales 
efforts upon single channels of distribution. 

Prices charged for automobile replacement glass have no effect upon Fourco 
Glass Co.’s business. Fourco neither manufactures nor sells automobile glass. 
Its only product is sheet (or window) glass. 

Part of Fourco’s glass is now distributed to ultimate users through inde- 
pendent glass jobbers and by them through dealers. To the extent that it 
utilizes this channel of distribution, Fourco is dependent upon the continued ex- 
istence and well-being of such jobbers and dealers. Like other businesses, we 
have a natural interest in the welfare of our customers. 

The 1948 consent judgment in the flat glass case eliminated the use of certain 
specified price lists. Also it had a marked effect upon other aspects of Fourco’s 
business by depriving Fourco of its agency to sell the output of Blackford Win- 
dow Glass Co.’s plant at Vincennes, Ind. This decreased Fourco’s sales, com- 
plicated its distribution problems and compelled Fourco to compete with Black- 
ford in the so-called Chicago-St. Louis area. The judgment had the further 
effect of denying Fourco industry business statistics which would have been 
helpful in the management of its operations. Fourco’s volume of business has 
never regained the level which it had attained before the Blackford separation, 
but the remaining segment of the business has experienced a normal growth dur- 
ing the decade since 1948. 

The strong positions of Pittsburgh Plate Glass Co. and Libbey-Owens-Ford 
Glass Co. must be due to a massive conglomeration of factors Which vary for 
the two companies. I certainly do not feel qualified to explain such a compli- 
cated matter. In my opinion, the present outlook indicates increasing competi- 
tion in the manufacture of window glass. Foreign manufacturers are compet- 
ing more and more in the American market, and the opening of the St. Lawrence 
seaway will doubtless accelerate their competition in the midcontinent area. 
Through constant diligent effort Fourco Glass Co. has managed to continue its 
position as a competitive factor in the window glass field, although foreign 
competition poses an increasing and menacing danger to domestic manufacturers. 

My appearance here today has been entirely at the request of your committee 
for the purpose of discussing subject matter selected by you for inquiry. I have 
no recommendations for legislative action at this time. 


Senator Lone. I should like to ask you 1 or 2 questions about your 
statement. 

If I understand correctly, you were required by the Justice Depart- 
ment to separate one of your operations ? 

Mr. Rice. That is correct, sir. 

Senator Lone. That has been carried out, and while you feel that 
you have not regained all the market that you had, at least you are 
going along in an orderly fashion. You have no complaints about 
that 

Mr. Rice. We have had a normal growth since that time in the 
remaining segments of the business that we now control. 

Senator Lone. Right. 

Now, I understand also that you price your product consistently 
below the two largest producers of glass? 

Mr. Rice. That is correct. 

Senator Lone. And you feel that you have to do that in order to 
maintain your share of the market in competition with them? 

Mr. Rice. That. is correct. 

Senator Lone. Do you think that your profits are as favorable, 
based on investment, as the profits of the two lar ger concerns ¢ 

Mr. Rice. I have no way of knowing that, sir. 

Senator Lone. You have made no comparative study of their profits 
on investment, as compared to yours ? 

Mr. Rice. There is no way for me to segregate the profits of the 
hig companies and compare it with window glass only. 
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On their statements, it is an overall statement; therefore, I have 
no way of breaking it down to compare our window-glass operations 
with either Pittsburgh Plate or Libbey-Owens-Ford. 

Senator Lone. Could you answer this question : 

Is it your understanding that, based on their overall operation, their 
profit on investment is more favorable than yours, or less favorable ? 

Mr. Rice. That would be another hard question for me to answer 
because they have many, they have multiple products, and Pittsburgh 
Plate is in chemicals and paints and brushes. 

Senator Lone. Yes. 

Mr. Rice. I again would have to say I have no way of breaking that 
down to see that our profits would be the same as Pittsburgh or Libbey - 
Owens-Ford. 

Senator Lone. Yes. 

Mr. Rice. No overall estimate. 

Senator Lone. I was just curious to know whether you had any 
basis for comparison. I hoped to learn whether you, as a smaller 
manufacturer, were in position to determine, on your operation, 
whether you could undersell them in price and ‘still make a profit as 
favorable as they are making on their investment. The answer is 
that you don’t know? 

Mr. Rice. That is correct,sir. I don’t know. 

Senator Lone. There is no arrangement or understanding between 
your company and the other two manufacturers as to what price you 
charge in competition with them. 

Mr. Rice. Absolutely none. 

Senator Lone. You just feel that you have to undersel]l them in 
order to compete with them ? 

Mr. Rice. Yes. We feel that we have to do that in order to stay 
in business, because they have these multiple lines of supplies to the 
dealers. 

We only have window glass, and we have to concentrate on one- 
stop service to manufacturers, where we can supply them with every 
product that they need, and therefore, we have to have a little bit of 
edge in order to be able to go in there and compete with Pittsburgh 
Plate and Libbey-Owens- -Ford. 

Senator Lone. Otherwise, the person who is buying would find it 
more convenient just to buy from a fellow who has a complete line, 
rather than to let you sell him a part of his supplies ? 

Mr. Rice. That is right. 

Senator Lone. I think that is about all I want to know. Do you 
have any questions you want to ask, Mr. Watts? 

Mr. Warts. I would like to add one, Mr. Chairman. 

Mr. Rice, your sales to manufacturers are the most important part 
of your business , you stated here? 

Mr. Rice. That is true. 

Mr. Warts. Has that always been the case ? 

Mr. Rice. That is true, because we have a one-stop service for the 
manufacturer that we do not have for the jobber. 

Mr. Warts. This was true in the days before the judgment in the 
Flat Glass Case, as well as since ? 

Mr. Rice. That has always been true in our case. 

Mr. Warts. And was true of the several constituent companies for 
which Fourco was originally organized ? 











INDEPENDENT FLAT GLASS DEALERS 151 


Mr. Rice. That is true. 

Mr. Warts. I was interested in one statement you make that all 
sales by Fourco are in carload lots. I notice this is not the case with 
Pittsburgh, though I guess it is with their factory buyers. 

Do you hi appen to know whether that is the case with Libbey-Owens? 

Mr. Rice. | am not sure of this statement, but I think it is true that 
we sell—I say “we,” the industry sells—on a carload basis and they 

can take it out in truckloads, within a 72-hour period. 

It does not mean that we have to ship all of our product by railroad 
cars, but it is a carload basis. That is the factories—that gives the 
man the opportunity to buy as a factory buyer, the carload lot. 

Mr. Warts. I am interested to know the extent to which a carload 
can still be counted as such and yet include a variety of products. 
For example, how many different sizes of lights could be included in 
one carload and still be treated as a carload lot ¢ 

Mr. Rice. They could be 1 or they could be 100. Carload, we con- 
sider a carload, a minimum car is 40,000 pounds of any product that 
we manufacture. 

Mr. Warts. So that it is the total weight of the order and, of the 
whole order, and not any partciular item that determines that? 

Mr. Rice. Well, it could be 1 item or it could be 100, as I say. 

Mr. Warrs. I don’t believe I have any further questions of Mr. 
Rice, Mr. Chairman. 

Senator Lone. Do I understand, Mr. Rice, that you sell by carload 
lots, making no distinction whether a person ordered one carload or 
a number of carloads ¢ 

Mr. Rice. He can order 1 or he can order 15 or 50. 

Senator Lona. Would the price be the same? 

Mr. Rice. The price is the same to everyone. 

Senator Lona. So far as you are concerned, you feel you can treat 
all customers alike on a carload basis. If it happens to be less than 
acarload, then you cannot give the carload price 

Mr. Rice. Less than a carload, we feel that our jobber should take 
care of those type customers. Over a carload, why, we feel we should. 

Senator Lone. That is easy enough to understand. Thank you very 
much, sir. 

Mr. Warts. Mr. Rice, did you bring prepared statements to be 
distributed among those present here today ? Q 

Mr. Rice. I think the young lady has it. 

Mr. Warts. I see. I had not seen them. Thank you very much, 

Mr. Rice. Thank you. 

Senator Lone. Mr. Alvis Layne? 


STATEMENT OF A. ALVIS LAYNE, JR., WASHINGTON, D. C., AT- 
TORNEY FOR THE FLAT GLASS JOBBERS ASSOCIATION; ACCOM- 
PANIED BY JOSEPH GROSSMAN, PRESIDENT, FLAT GLASS JOB- 
BERS ASSOCIATION, CHICAGO, ILL. 


Mr. Layne. Mr. Chairman, 
Senator Lone. Mr. Layne, could you summarize this statement, sir? 


Mr. Layne. I thought perhaps the best thing for me to do would 
be to skip certain portions of it and to summarize it, Senator. 
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Senator Lone. Yes, sir; we will put it all in the record at this point. 
I did not have a copy of your statement until today, and I wish we 
had time for you to read it, but I believe it would save time if you 
could summarize it. That would be more helpful. 

(The prepared statement of Mr. Layne reads in full as follows:) 


STATEMENT OF A. ALVIS LAYNE, ATTORNEY, FLAT GLASS JOBBERS’ ASSOCIATION 


Mr. Chairman and members of the committee, my name is A. Alvis Layne. I 
am attorney for the Flat Glass Jobbers’ Association (FGJA). I have been one 
of the attorneys for the FGJA since its organization in 1949. 

I appear in response to the invitation of the chairman dated September 12, 
1958, to present a statement on behalf of the FGJA. I am engaged in private 
practice of law, and my offices are located in the Pennsylvania Building, Wash- 
ington, D.C. The general offices of the FGJA are located at 324 North Michigan 
Avenue, Chicago, Ill. I should like to express on behalf of the FGJA its appre- 
ciation of the opportunity of appearing before this committee and of presenting 
information and views for your consideration. 

The interval between the invitation of the chairman and the present hearings 
was not sufficiently long to permit the submission of this statement to and con- 
sideration by the board of directors of the association. This statement, there- 
fore, has not been officially approved by the association. I have, however, to the 
extent time permitted, discussed the committee’s invitation and suggested outline 
for a statement by the FGJA, as well as the hearings of the committee held 
July 30 and 31 of this year, with the officers and a number of members of the 
association located in various parts of the country. 

Jobbers’ methods of operation, competitive factors, even the type of business, 
vary substantially between the various sections of the country. Differences exist 
with respect to volume of sale and utilization of glass products because of climate, 
concentrations of heavy industry, specialization of service, and a number of other 
factors. The size and volume of sale of a jobber located in a large urban and 
industrial area differs greatly from that of a jobber located in the largely rural 
areas. These variations and differences indicate the difficulties presented in 
making any general statement concerning glass jobbers and jobbing operations. 
Every general statement as to operations, methods of pricing, and, indeed, of any 
other fact, is subject to a number of exceptions. In some areas the variations 
are so great as to preclude any general statement. These divergences in opera- 
tion, in products, in size, in territory covered, and in customers produce at least 
a difference in emphasis of view and in some instances a variety of opinions. 
So far as possible, I have attempted to take into account these differences. Never- 
theless, this statement does not necessarily reflect the views of every member 
of the association. 

The statement follows the suggested outline enclosed with the chairman’s letter 
so far as possible. The statement departs from the suggested outline of the com- 
mittee where a different order or grouping of subjects served to shorten the 
statement. 


I. FLAT GLASS JOBBERS’ ASSOCIATION, ITS ORGANIZATION AND MEMBERSHIP 


The FGJA is a trade association the members of which are independent flat- 
giass jobbers. By this I mean organizations (1) not owned or controlled by any 
glass manufacturer, foreign or domestic; (2) selling at wholesale the principal 
flat-glass products, including plate glass, window (sheet) glass, laminated glass, 
tempered glass, rolled glass, mirrors, and other glass products. 

The FGJA presently has 179 members. This represents an increase of more 
than 25 percent since the inception of the association. The general offices 
of the association are located at 324 North Michigan Avenue, Chicago, III. 
The association was organized in September 1949. The FGJA is not the suc- 
cessor of any other association or organization and specifically is not the 
successor of the National Glass Distributors Association. The membership 


of the FGJA differs substantially from that of the National Glass Distributors 
Association. The dissolution of the National Glass Distributors Association 
under the terms of the consent decree in the Flat Glass case (United States vy. 
Libbey-Owens-Ford, C. A. 5239, N. D., Ohio), however, left no organization 
through which the independent jobbers could meet, discuss common problems, 
and take industrywide action for the benefit of the glass-jobbing industry. The 
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FGJA was formed to meet this very definite need of the independent jobber. 
Some of the activities and projects of the association have been (1) publica- 
tion in collaboration with Ernst & Ernst Accountants of annual operating cost 
surveys for the independent jobbing industry, (2) preparation of a glazing 
manual covering the proper installation and application of all types of glazing. 
The association retained the Southwest Research Institute, San Antonio, Tex., 
for research and professional preparation of the manual. The glazing manual 
will be distributed to architects and to all interested glazing contractors within 
afew months. The association also presently has in preparation a sales training 
manual for use of the members. These special projects supplement the regular 
labor and general information services and the activities of numerous regular 
committees of the association concerned with such problems as transportation, 
packaging, warehousing, inventory forms, safety programs, and many others. 

The criteria for membership in the FGJA is stated in the bylaws of the 
association as follows: 

“Persons, firms, or corporations primarily and actively engaged in the jobbing 
of flat glass or flat glass and related products at the wholesale level, provided 
such concern is not affiliated, owned, wholly or in part, nor controlled by a 
manufacturer of flat glass, and further provided that the applicant meets all 
of the following qualifications: 

“1. Purchases the principal products of the industry from manufacturers, 
foreign or domestic, in carload quantities. 

“2. Carries an adequate inventory and maintains adequately staffed and 
equipped office and warehouse facilities for the servicing of its products to 
dealers and industrial establishments, and owns or controls facilities to reassort, 
eut, and do other necessary fabrication and processing. 

“3. Has available facilities for making satisfactory and prompt deliveries 
to its trade. 

“4. Maintains a full-time sales organization, actively and continuously en- 
gaged in calling upon and selling at wholesale to dealers, contractors, and 
industrial establishments for resale or utilization. 

“5. Has conducted a flat glass jobbing enterprise in an ethical manner for a 
reasonable period of years immediately prior to application. 

“6. Bears a reputation for trustworthy and constructive dealing.” 

Members of the FGJA deal in a number of glass products in addition to plate, 
window (sheet), laminated, and auto glass. These would include rolled glass, 
double-glazed units, ete. Many jobbers, perhaps most, also engage in distribution 
of products other than glass. These products are generally, but not always, 
related to the construction field, such as storefront or glazing, metal, window 
sash, doors, paints, roofing, plastics, ete. Frequently jobbers engage in mirror 
manufacture. In almost all instances glass, including contract glazing, would 
represent the largest volume of sales and of earnings of the jobbers. It cer- 
tainly may be said unequivocally that in no instance is flat glass a sideline 
with any jobber. 

Jobbers, members of the Flat Glass Jobbers Association, most commonly buy 
some quantity of flat-glass products from all domestic manufacturers and from 
one or more foreign manufacturers. Some jobbers, members of the Flat Glass 
Jobbers Association, limit their purchases to a single domestic manufacturer 
and there are a few purchasing all of their products from foreign manufacturers. 
Typically a jobber would be a purchaser of plate glass from Libbey-Owens-Ford, 
Pittsburgh Plate Glass, Franklin Glass Corp., and from European producers rep- 
resented in this country by sales agents. Window glass would also be purchased 
from these sources and, in addition, from American-St. Gobain Corp. (formerly 
American Window Glass Co.), Fourco Glass Co. and Blackford Window Glass 
Co. Rough or rolled glass would be purchased from Blue Ridge Glass Corp. 
and from Mississippi Glass Co. and others. Laminated and auto glass parts, 
including tempered auto glass, would be purchased from Libbey-Owens-Ford, 
Pittsburgh Plate Glass, and the “independent laminators,”’ Shatterproof, Guar- 
dian, Globe, and others. 

The Flat Glass Jobbers Association does not have access to any statistic] data 
that would enable independent jobbers even to estimate the relative vo’ me or 
percentage of flat-glass products. This lack of reliable statistical information in 
the flat-glass industry produced by the consent decree in the Flat Glass case is 
dealt with at length subsequently in this statement. 

The members of the Flat Glass Jobbers Association are, of course, not the 
only wholesale distributors of flat-glass products and there are a number of dis- 
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tribution outlets other than flat-glass jobbers. A number of independent dis- 
tributors do not belong to the Flat Glass Jobbers Association. No part of the 
Pittsburgh Plate Glass Co.-owned warehousing and distributing system belongs 
to the Flat Glass Jobbers Association. W. P. Fuller Co., which acts in the Pacific 
coast area as the distributor of Pittsburgh Plate Glass, does not belong to the 
Flat Glass Jobbers Association. A substantial amount of flat glass is also sold 
by manufacturers direct to retailers and to consumers, with important, sometimes 
controlling, effect on wholesale distribution operations and practices. 

The Flat Glass Jobbers Association has some general statistics concerning the 
operation of the members. Since 1952 the Flat Glass Jobbers Association has 
sponsored an operating cost survey prepared by Ernst & Ernst. <A copy of the 
most recent survey—for the year 1957—is available for the committee. I would 
like to call attention to some of the operating results reported for 1957. The 
survey is broken down into three groups of operating units: (1) those with 
annual sales of less than $500,000; (2) those between $500,000 and $1 million; 
and (3) those with total sales over $1 million. Approximately 60 percent of the 
operating units reporting had total annual sales of less than $1 million. Operat- 
ing units less than $500,000 reported a range of profit before income tax from 
OS percent to 9.92 percent; those between $500,000 and $1 million from a loss of 
1.67 percent to a prcfit of 8.16 percent; and those over $1 million from a loss of 
15 percent to a profit of 6.68 percent. This represents a substantial reduction 
of profit in every category over the results in 1956. 

Most flat-glass jobbers members of Flat Glass Jobbers Association are family 
enterprises. The owners actively work in the business. A number of the 
organization’s members of the Flat Glass Jobbers Association have been operat 
ing in this business for more than 75 years. 


II. DISTRIBUTION OF FLAT GLASS 


A. Functional lerels of distribution 

The outline of the committee in II-A requests a definition by the Flat 
Glass Jcbbers of the functional levels of distribution and comment on the pre- 
liminary definition prepared by the subcommittee steff. Attached hereto as 
supplement A is a revised statement of the existing distribution pattern in the flat- 
glass industry. 

You will note that the supplement lists three levels of glass distribution which 
are basically: (1) From the manufacturer to the jobber; (2) from the jobber 
to the retailer; and (3) from the retailer to the consumer. Traditionally in the 
flat glass industry, as in a number of other industries, these have been the hasic 
functional levels of distribution. As suggested by the revised statement, how- 
ever, these levels are no longer cleaneut and definite. For example, a number of 
purchasers at level 1 who sell at level 2 are not organizations whose primary 
occupation is the distribution of glass. Thus, some maiiufacturers who purchase 
glass for their own use or for incorporation in their own products, sell glass at 
level 2 when their supplies exceed their own needs. You will also note the same 
types of businesses appearing as both sellers and purchasers at the same level. 
A more detailed examination of this situation is contained in the statement on 
chains of distribution. It might also be noted that this concept of functional 
levels has been prepared with reference only to the independent jobber of glass. 
The Flat-Glass Jobbers Association does not know all of the facts relating to the 
Pittsburgh Plate Glass Co. or the W. P. Fuller Co. and their numerous operating 
units. Accordingly, no attempt has been made to fit these organizations into the 
particular levels of distribution. Their various units, i. e., depot, warehouse, 
subwarehouse, service center and retail store, might be classified within the 
functinal levels as listed, but it is also possible that there is such overlapping 
of function within those units that no one unit could be specifically identified 
ata single level. 

The } reliminary definitions of functional levels of the committee contained 5 
levels of glass distribution, 2 more than those identified in the attached statement. 
Perhaps the difference between the two definitions may be reconciled by recog- 
nizing the fact that several sales can be made within the same level. Thus, while 
glass may pass through several hands between the manufacturer and ultimate 
consumer, the glass does not necessarily pass through more than three functional 
levels of distribution. 

Referring to the attached supplement A, the following comments should he 
noted: 
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Level 1: (a) Laminators and temperers of glass have been included at this 
level as sellers for they are primary manufacturers even though they may pur- 
chase some of their raw materials from other glass manufacturers. 

(b) Generally all customers buying directly from the glass manufacturers 
have been included as purchasers at level 1. The Flat-Glass Jobbers Association 
has not and has no means of obtaining accurate information as to the number, 
identity or operations of these purchasers. It is apparent, however, that there 
are large numbers of purchasers at this level and in categories (3) and (4) at 
this level. A number of such purchasers have been listed. A substantial number 
of auto glass replacement dealers, such as those who appeared before this 
committee at its previous hearings, buy directly from laminators of other manu- 
facturers at this level. 

Level 2: (a) Included as sellers at this level are all sellers of glass at whole- 
sale whether wholesaling is their primary business or not, and regardless of 
whether the glass was purchased at level 1 or 2. A large part of the auto glass 
replacement dealers who have purchased their glass at level 1 resell at level 2. 

(b) Many purchasers at level 2 resell at this same level. 

B. Pricing 

Pricing of flat glass products is discussed at length in the statement of Wayne E. 
Harding, Jr. of Aecme-Harding Glass. A repetition of that information would 
only lengthen this statement. 

It should be noted that the statement contained in II B of the outline that 
“All pricing on all levels of distribution is done on the basis of list prices, or the 
prices actually and theoretically to be paid by the ultimate consumer and that in 
sales in each distributive level the price paid by the purchaser is quoted as a 
percentage discount from the list” is not a correct understanding of the generally 
used pricing methods. Prices at various distributing levels are not expressed 
in percentages of the ultimate price to be charged to the consumer, except perhaps 
in some instances in the auto glass field. Moreover, jobbers do not establish their 
sale prices for flat glass in terms of a percentage discount from an established 
factory price list except in rare cases. 

Finally, it should be noted that methods of quoting prices vary substantially 
from area to area and indeed from product to product. Some products are sold 
Within the same area through the use of several different pricing methods 
depending upon the t) pe and quantity of sale. 

C. Chains of distribution 

The outline of the committee asks for a statement identifying the different 
chains of distribution.in the ftlat-glass industry. ‘Lhis is difficuit because a great 
many varying chains exist in the distribution of glass from the glass manu- 
facturer to the consumer. Each product within the fiat-glass line may have its 
distinctive distribution pattern. 

For the purpose of illustration, this statement will trace the major links in 
the distribution of (1) a bent windshield, (2) a box of window glass, and (3) a 
case of plate glass. The substantial variance in pricing makes an identification of 
prices not feasible. 

(1) A bent windshield.—Illustration 1: Manufactured by Libbey-Owens-Ford 
purchased in a pallet quantity by the jobber in X city at level 1; repacked, 
delivered, and sold by the jobber to an auto-glass dealer in Y city at level 2; 
sold and installed by the auto-glass dealer to the car owner at level 3. 

Illustration 2: Manufactured by Libbey-Owens-Ford, sold to the General Motors 
Corp. at level 1 (unit of sale unknown); sold by General Motors to their 
franchised car dealers at level 2; sold by the car dealer to the car owner at 
level 3. In some cases the car dealer might install the windshield and in other 
eases it might be installed by others, usually auto-glass dealers. 

Illustration 3: Manufactured by Shatterproof Glass Corp. and sold or consigned 
to auto-glass dealers at level 1; sold and installed by the auto-glass dealer to 
the car owner at level 3. 

Illustration 4: Manufactured by Pittsburgh Plate Glass Co:; sold from a 
Pittsburgh Plate Glass warehouse or depot to an auto-glass dealer. We do not 
know whether this sale is made at level 1 or 2. The auto-glass dealer then sells 
to a car owner at level 3. 

Illustration 5: Manufactured by Pittsburgh Plate Glass Co.; sold and in- 
stalled through Pittsburgh Plate Glass distribution system to the consumer. 
We have no way of knowing whether there is only one sale made at level 3 or 
Whether sales are made at other levels. 
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(2) A bor of window glass.—Illustration 1: Sold by a window-glass manu- 
facturer at level 1 to a flat-glass jobber in carloads or truckloads, who sells a box 
to a glass dealer at level 2, who sells or installs individual lights to the consumer 
at level 3. 

Illustration 2: Sold by the window-glass manufacturer to a sash and door 
manufacturer at level 1 in carload quantities, The sash and door manufacturer 
uses the glass in his own products and also sells glass to a lumber dealer at 
level 2, who in turn sells at level 3. 

Illustration 3: Sold by a window-glass manufacturer to a large retail chain 
store at level 1, who sells at level 3. 

Illustration 4: Sold by a window-glass manufacturer to a cooperative buying 
group in level 1, who sell to their individual members at level 2, who sell to the 
consumer at level 3. 

Illustration 5: Sold by a window-glass manufacturer to an aluminum-window 
manufacturer at level 1. This glass is then incorporated into a new product and 
is no longer distributed as glass. 

Illustration 6: Sold by a window-glass manufacturer to a glazing contractor 
at level 1, who sells or installs the glass at levels 2 or 3. 

Illustration 7: Sold by a window-glass manufacturer to a glass jobber at level 
1, sold by the glass jobber at level 2 to a window manufacturer for incorporation 
into his product and no longer distributed as glass. 

(3) Plate glass.—Illustration 1: Sold by a plate-glass manufacturer to a glass 
jobber in carload quantities at level 1; unpacked, stored, and then sold as a stock 
sheet or cut size, fabricated or unfabricated, to a glass dealer at level 2, who sells 
the glass installed or uninstalled at level 2 or 3. 

Illustration 2: Sold by a plate-glass manufacturer to a glass jobber in carloads 
at level 1; sold by the case to a glazing contractor or glass dealer at level 2, who 
may then cut, fabricate, and/or install it and resell it at level 2 or 3. 

Illustration 3: Sold by a plate-glass manufacturer to a glazing contractor in 
earloads at level 1, who installs and sells the glass at level 2 or 5. 

Illustration 4: Sold by a plate-glass manufacturer to a flat-glass jobber in 
earload quantities at level 1; unpacked, cut to size, processed, and sold to a 
store-fixture manufacturer at level 2 to be incorporated in his product. 

The following comment may help to explain the attached appendix A identify- 
ing levels of distribution and the foregoing illustrations. 


Bent automotive parts 


There are several manufacturers of this product, including Libbey-Owens-Ford, 
Pittsburgh Plate Glass, Shatterproof, Guardian, and a number of other lami- 
nators. Each of these manufacturers distributes its products somewhat differ- 
ently. Libbey-Owens-Ford sells to a group of full-line jobbers in the independ- 
ent distribution field. Illustration 1 is indicative of a normal chain of distribu- 
tion through these channels. Libbey-Owens-Ford also sells to General Motors 
Corp., which in turn distributes through channels indicated in illustration 2. 

Shatterproof Corp. and Guardian and other laminators sell their products to 
distributors who may range in activity from full-line jobbers to auto-glass 
installers, body shops, or auto parts wholesalers. Illustration 3% is an instance 
of distribution through one of these channels. 

Pittsburgh Plate Glass appears to be involved in at least two chains of distribu- 
tion. One is distribution through their company-owned system from factory 
down to the consumer, as in illustration 5. These various units from factory 
level down are (1) depots located in strategic points throughout the country 
(except for the Pacific coast); (2) central warehouses; (3) possibly subware- 
houses; (4) service centers or retail installation shops. On the Vacific coast 
W. P. Fuller Co. acts as sole distributor for Pittsburgh Plate Glass and in this 
area Fuller has major depots from which distribution is made to their company- 
owned warehouse system and retail outlets. Two, Pittsburgh Plate Glass has 
distribution through other hands. For example, as in illustration 4, a Pitts- 
burgh Plate Glass warehouse may sell to an auto-glass dealer, or perhaps the 
sale might be made at warehouse or depot or even direct factory level to an 
independent jobber or other glass distributor, and from there reach the con- 
sumer through the jobber’s normal chain of distribution. Pittsburgh Plate 
Glass has even moved into the auto manufacturers distribution chain at two 
levels by selling tne automobile dealer or distributor from a Pittsburgh Plate 
Glass warehouse and by selling the automobile manufacturer from the factory 
at level 1. 


a 
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Window glass 


The multiciplicity of purchasers at the factory and wholesale levels and the 
many uses to which the window glass is put, together with variations in prac- 
tices in different geographical areas, makes identification of distribution of this 
product difficult. In this field as others, the Pittsburgh Plate Glass Co. and 
W.P. Fuller & Co. have their own system of distribution from factory to ultimate 
consumer. 

Illustration 1 relates to a sale to a glass jobber. From this level the glass 
may go through several different chains of distribution as, for example, the 
glass jobber may sell to a glass dealer, hardware dealer, lumber dealer, paint 
store, or other establishments at level 2, any one of which then sells at level 3. 

An increasingly common situation is found in illustration 4. Instead of a 
glass jobber as the purchaser at level 1, organizations such as cooperative buying 
groups for dealers and wholesale hardware, wholesale lumber, wholesale build- 
ing supplies, ete., buy direct from the manufacturer. These organizations sell 
to the retail dealer at level 2, and some merely act as pool car buyers to enable 
their members in effect to buy at level 1. 

Another increasingly prevalent practice is the factory purchase by a manufac- 
turer of other products, such as a sash and door manufacturer, not only for 
use in such manufactured article but also for sale at level 2 as shown in illustra- 
tion 2. A number of manufacturers of other products, because they have sur- 
plus glass beyond their own requirements or because they are already selling 
other products to the same customer, are now engaged in distributing and 
selling glass at level 2 or even at level 3. 

Illustration 3 covers another important chain of distribution, the sale by a 
window-glass manufacturer directly to the retailer. The illustration shows 
such a sale to a retail chainstore but it is equally applicable to sales to retail 
lumber stores, mail order houses, hardware stores, paint stores, or any one of 
a number of groups of retailers. 

Illustration 6 shows a sale of a carload of window glass to a glazing contractor 
who sells or installs at levels 2 or 3. The glass will be used, not for one particu- 
lar job or not for one particular type of resale, but also for sales to retailers. 
The glazing contractor may also sell to maintenance accounts for reglazing at 
level 3. 

Illustrations 5 and 7 are instances of chains of distribution in which the glass 
reaches the consumer in a different form or product. Under illustration 7 the 
glass jobber buys from the factory in carload quantities and resells a window 
manufacturer in either large quantities or small quantities and either in the 
original package or cut to size. 

Plate glass 

Plate glass, because of price, size, weight, the space required for warehousing, 
its extreme fragility, is less widely used and the buyer must have available spe- 
cial facilities for its handling. There are, therefore, relatively fewer identifi- 
able chains of distribution than in the case of other products. 


Ill, DUAL DISTRIBUTION 


The outline submitted by the committee requests a general statement with 
respect to the extent to which 

1. Glass manufacturers who sell to jobbers, members of Flat Glass Job- 
bers Association, compete with those jobbers in making sales at functional 
levels 2 and 3. 

2. Glass manufacturers hurt jobbers, members of Flat Glass Jobbers 
Association, directly or indirectly, by competing with the jobbers or cus- 
tomers of the jobbers at functional levels 3, 4, and 5. 

3. Glass jobbers, members of Flat Glass Jobbers Association, compete 
with their own customers by making sales at functional levels 3, 4, and 5. 

Pittsburgh Plate Glass is the only glass manufacturer which maintains a com- 
pany-owned system of distribution from manufacturer to consumer through 
depots, warehouses, subwarehouses, service centers, and retail stores. Pitts- 
burgh Plate Glass competes with jobbers and glass dealers through this inte- 
grated system for the sale of all flat-glass products and services in the area east 
of the Rocky Mountains. Through this system Pittsburgh Plate Glass has the 
ability to sell a customer at any level at retail, at wholesale, or at factory. 

A form of dual distribution is also practiced by other manufacturers includ- 
ing Libbey-Owens-Ford, American-St. Gobain, Fourco, Shatterproof, Globe, 
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Guardian, Auto Glass Manufacturing, Laminated Glass Co., Safetee, Franklin, 
and foreign producers through factory sales of jobbers’ customers. Examples of 
such sales have been set out in the discussion of the chains of distribution. Pitts- 
burgh Plate Glass, of course, also makes factory sales to buyers, customers of 
jobbers, but protects its system of distribution from the effects of such, both com- 
pany owned and that operated by its ixclusive distributor on the Pacific coast. 
W. P. Fuller & Co., by crediting to the warehouse or Fuller a percentage of the 
sales price on all direct sales or shipments to customers within the territory 
of the warehouse or of Fuller. 

Dual distribution in which the manufacturer brings to bear advantages de- 
nied to or not attainable by independent jobbers and dealers seriously affect 
independent distribution. Some of these advantages are: (1) Ability to sell 
at factory prices; (2) greater financial capacity to expand outlets and services; 
(3) more complete and accurate industry information; and (4) larger research, 
engineering, and sales departments. It should however also be noted that inde- 
pendent jobbers and dealers also have some inherent advantages over the com- 
peting manufacturer, including owner-managment of the business and closer 
interest and identification with the local community. 

Many members of FGJA make sales in competition with their own customers 
at the retail level. This includes, in some cases, sales to consumers of all types 
of flat glass. A number of jobbers have established branches to install auto 
glass and engage in other retail glass operations. Almost all of the members of 
FGJA engage in contract glazing. Illustrations of such sales were noted in the 
discussion on chains of distribution. 

The committee outline requests a statement of the factors which may cause a 
jobber to commence operations competitive with his customers. One of the 
primary factors is the loss of volume necessary to support efficient operations 
resulting from the loss of customers through direct sales from the factory as, 
for example, the loss of the business of a number of auto glass dealers through 
direct sales by auto glass manufacturers. Another factor would be the forward 
integration necessary to maintain relative position in relation to the expansion 
ot the service centers and retail outlets of PPG. In some instances, competitive 
operations were commenced by those with whom the jobber now competes. For 
example, contract glazing was historically performed by the jobber but efficiencies 
in labor, supervision, and other general overhead costs gave some customers a 
competitive edge over the jobber for some contract glazing jobs. 

The committee outline also requests a statement as to the rate of growth or 
decline of the various dual distribution practices and the impact of these prac- 
tices on businessmen operating at various distributive levels, on glass manufac- 
turers, on the consumer, and the economy generally. 

The FGJA does not have, because of the restrictive provisions of the consent 
judgment in the Flat Glass case, any precise information which would enable it 
accurately to establish the rate of growth or effect of these practices. I believe 
most jobbers would agree from their experience that these practices are rapidly 
increasing. The impact is generally to weaken the independent jobber and the 
glass dealer, and the entire system of independent distribution. To some extent 
the purchasers who are able to bypass dealers or jobbers and buy direct from 
the factory enjoy a price reduction on some of their purchases which may or 
may not be passed on to the consumer. The consequence, however, is inevitably 
to increase the cost of warehousing and handling the remaining flat-glass pro- 
duction which is sold through jobbers and glass dealers. It has the further 
consequence of compelling the jobber to seek additional outlets for his stocks of 
glass, capital, equipment, and personnel through integration forward to the 
retail level in competition with his former customers. At the manufacturing 
level the consequence is, I believe, adversely to affect those manufacturers rely- 
ing upon a system of independent distribution because of the weakening of the 
distribution system necessary for the adequate and efficient representation and 
sale of their products. I do not believe that the consumer or the economy gen- 
erally will benefit by the elimination of the independent jobber or dealer or by 
the reduction in the independents’ importance in the distribution of flat glass. 


IV. GENERAL MOTORS CORPORATION AS A DISTRIBUTOR OF FLAT GLASS 


The outline submitted by the committee states: 

“Independent auto glass dealers, testifying before the subcommittee on July 
30 and 31, 1958, complained of the July 1, 1958, reduction by Chevrolet and 
Cadillae divisions of GMC in the list and net prices of replacement glass sold by 
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them to their franchised new car dealers. Some of the auto glass dealers 
believed that this practice, if followed by all auto manufacturers, would drive 
them out of business, as a class. Please state the impact of the GM price reduc- 
tions on FGJA members. Does FGJA share the opinion of the auto glass dealers 
as to the gravity of this trend (a) for auto glass dealers, (b) for auto glass 
jobbers? What are the possible effects upon (@) competition among glass 
manufacturers, and (b) prices paid by ultimate consumers of replacement auto 
glass?” 

These questions are covered in the statement of Mr. Wayne E. Harding, Jr., 
of Acme-Harding Glass. Mr. Harding’s statement reflects, I believe, generally 
the position of the members of the FGJA. No purpose would be served in 
extending this statement by a repetition of the points made by Mr. Harding. 

Generally the flat-glass jobbers, members of the FGJA, share the concern of 
the glass dealers about the active and aggressive entrance of General Motors 
Corp. in the field of glass distribution. The glass dealer is normally the customer 
of the jobber. The distribution system of which the independent glass jobber is 
a part depends upon the glass dealer. The destruction of the independent glass 
dealer in the automotive glass field carries with it the destruction of the jobber. 
General Motors is a large company with virtually unlimited resources. It has a 
tightly knit and farflung system of distribution through its franchised new-car 
dealers. General Motors represents a formidable competitive system of dis- 
tribution. Moreover, the automobile dealer has a substantial advantage because 
the car owners tend to identify the automobile dealer as the place to take a 
broken windshield. Relatively little has been done by the independent glass 
jobber and dealer to identify glass as a glass dealer’s—rather than an auto- 
mobile dealer’s—special business. 

Distribution problems in automotive glass field have been intensified by the 
development of bent windshields and back lights. Some of the recent produc- 
tion of Chrysler Corp. cars have used tempered glass in the side lights (windows) 
rather than laminated safety glass. Some models of Chrysler products contain 
bent side lights of tempered glass. This glass also must be carried in warehouses 
since it cannot, like flat laminated glass, be fabricated by jobbers or dealers. 
This automotive glass design will mean additional large investment in ware- 
house stocks of individual lights of glass if the public is to have replacement 
parts readily available. The emergence of the automobile manufacturer as a 
glass distributor becomes all the more serious as the cost and consequent risks 
of the independent jobber increase. 

I have no information available upon which to base any comment with respect 
to the effect upon competition among manufacturers of glass. 

Prices paid by the ultimate consumer of replacement auto glass will, on the 
whole, be increased with the elimination of the independent jobber and auto 
glass dealer. There are, at the present, on the road many millions of auto- 
mobiles 3, 4, and even 8 years old for which replacement glass must be avail- 
able in the event of breakage. Over the years the jobber has carried the stocks 
and maintained facilities to make all these parts promptly available. At the 
present time, jobbers have complete stocks of all bent glass for all makes and 
models of automobiles. Indeed some bent safety glass is available only from 
jobber stocks. Automobile dealers by and large have no facilities to maintain 
the inventory of glass this service requires. It is moreover doubtful that General 
Motors depots have the necessary warehouse space. The automobile dealer may 
therefore stock only the current and more popular items. The consequence to 
the owner of the noncurrent and less popular windshield and back light will be 
higher prices and less prompt replacement. Glass replacement cost will become 
another major factor to be considered in whether to buy a new car or repair 
the old one. 

Vv. PPG AND LOF 


The outline suggested by the subcommittee contains the following: 

“It would be helpful to the subcommittee to hear FGJA’s views on the reasons 
for the overwhelming dominance in flat glass manufacture of PPG and LOF. 
Why are no smaller manufacturers, individually—or the aggregate of all other 
manufacturers—able to procure a larger share of the flat glass market? Is the 
outlook for increasing competition in the manufacture of flat glass, in the 
opinion of your association and its members, good or bad? Do you expect 
American-St. Gobain to become a significant ‘third force’ in flat glass production, 
or are they, by and large, satisfied with the status quo? Please give your 
reasons for your answers.” 
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Glass jobbers, members of FGJA, do not have sufficient information, either 
individually or collectively, to reach any meaningful conclusions as to the reasons 
for the relative positions of manufacturers of flat glass. It is generally recog- 
nized that, of domestic manufacturers, LOF and PPG are the largest and at 
present produce a greater range of flat glass products than other domestic 
producers. 

Detailed and specific information is not available to the jobbers with respect 
to the plans of American-St. Gobain on location, types, volume and anticipated 
date of additional flat-glass production. Detailed and specific information with 
respect to the means and methods of distribution to be pursued by American-St. 
Gobain is also not available to the jobbers. Without some such information it 
would be impossible to reach any responsible judgment with regard to the future 
operations of that company. 

To jobbers generally there is no apparent lack of competition among glass 
manufacturers. Certainly all of the manufacturers seek to obtain for their 
individual companies an increasing share of the existing market and a greater 
part of any future demands. This manufacturer competition plays a significant 
part in the rapidly increasing dual distribution practices of manufacturers. 

The jobbers, members of the FGJA, consider the status quo unsatisfactory, 
but not because of a lack of competition among manufacturers. The jobbers 
generally consider their businesses would benefit by the establishment of normal 
and reasonable relationships between the factories and the independent jobbers 
and dealers presently prohibited by the consent judgment in the Flat Glass case. 


VI. THE CONSENT JUDGMENT AND THE INDEPENDENT JOBBER 


The subcommittee outline states : 

“Please explain, generally and briefly, the impact or effect of the consent 
judgment in ‘the Flat Glass case’ on the class of the businessmen who are now 
members of FGJA. Has the judgment, in your members’ view, been beneficial or 
detrimental to their conduct of their businesses, and business health and growth? 
Please explain.” 

The flat-glass jobbers, members of FGJA, almost unanimously regard the 
operation and effect of the consent judgment in the Flat Glass case to be detri- 
mental to the business health and growth of the independent jobber. Indeed, 
the jobbers, members of the FGJA, generally consider that the impact of the 
consent judgment has been to weaken independent distribution in relation to 
the expansion of vertically integrated production and distribution organization 
of PPG and to the increasing factory competition through direct sale and ship- 
ment. The emergence of General Motors as a glass distributor becomes a grave 
matter to independent jobbers because it represents the addition of another 
tightly knit and strongly integrated independent distributing organization in a 
field in which independent glass distribution is severely handicapped. 

The consent judgment handicaps independent jobbers by prohibiting the de- 
velopment of normal manufacturer-distributor relationships. For example, sec- 
tion VI prohibits the disclosure by a manufacturer of any information concerning 
demand, capacity, inventories, sales, shipments, orders, or commitments, costs, 
prices, discounts, or other terms or conditions of sale of flat glass. As a con- 
sequence, no independent jobber has had any authoritative industry statistics 
for the past 10 years. It must be obvious that an independent operating in a 
relatively small area needs industry statistics—the more complete the better— 
to make reasonable judgments about his own inventories, purchases, sales, and 
other decisions. For a further example, section VE has been interpreted to 
require a manufacturer to ship from the factory warehouse to any point on order 
of any buyer. This provision necessarily puts the factory warehouse in direct 
competition with the jobber’s warehouse. It is a practice wholly destructive of 
any effective distribution. No producer and no independent distributor can 
operate under this requirement and build a distribution system strong enough 
to compete on an equal basis with a closely knit and fully integrated system. As 
a further example, section X prohibits and restricts the principal flat-glass manu- 
facturers from acquiring control of any person engaged in distribution of flat 
glass. The effect of this provision is in practical effect to prevent loans or other 
arrangements between a manufacturer and a jobber for credit or financial assist- 
ance needed to finance new facilities to meet expanded needs. Indeed, even 
normal credit extension is handicapped. As a further example, section IV H, 
which prohibits the manufacturers from classifying or listing flat-glass pur- 
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chasers at any industry. The sweep of this provision is to eliminate, if possible, 
any identifiable chain of independent distribution. As a consequence, it pro- 
hibits functional discounts needed in this industry to maintain a competitively 
strong independent system of distribution. These very real limitations, of course, 
primarily affect the independent jobber and dealer, not the Pittsburgh Plate Glass 
warehouse, depot, or retail store. Indeed, these prohibitions have no meaning 
or application in the Pittsburgh Plate Glass system. 

These points and others have been repeatedly presented to the Department of 
Justice. The first such presentation was in 1950 and the most recent was in 
April 1958. The Department has consistently refused to consider modification 
of any provision of the judgment relating to distribution of flat glass, with the 
possible exception as to noncurrent statistics. 

The effective obstacles contained in the consent judgment to the development 
of an independent distribution system are less understandable, in view of the 
disparity in application of these limitations to the vertically integrated produc- 
tion and distribution system of Pttsburgh Plate Glass. Substantally more indus- 
try information and financing is obviously available to a Pittsburgh Plate Glass 
warehouse than to an independent. Restrictions against functional discounts 
and classification of customers have no application or meaning to a single corpo- 
rate system. Restriction against loans to and acquisition of the business of an 
independent by a manufacturer mean nothing when there is no limitation upon 
the development and expansion of a factory-owned system of warehouses and 
retail outlets. These evident considerations raise to some a question as to the 
desirability and possibility of restricting the development of Pittsburgh Plate 
ylass and even of forcing a divestiture of the distribution from the manufactur- 
ing facilities. These are issues upon which jobbers may not be competent to 
comment. I would, however, be less than frank with the committee if I failed 
to say that the independent jobbers, members of FGJA, generally do not believe 
that divestiture of Pittsburgh Plate Glass would help independent jobbers or 
dealers. The basic problems of the independent jobbers are not caused by unlaw- 
ful advantages of Pittsburgh Plate Glass, but by the handicaps and burdens 
apparently deliberately placed on independent distribution in the consent judg- 
ment. 

The independent jobber holds no brief for PPG. Jobbers are deeply concerned 
with respect to such matters as the expansion of the warehouse and retail opera- 
tions of PPG; the greater fund information and possibility of joint operations 
available to PPG warehouses; and the percentage allowance given to PPG ware- 
houses and W. P. Fuller on sales and shipments by PPG to all customers, includ- 
ing independent jobbers. These practices are, however, all rooted in understand- 
able and practical business considerations. The jobbers’ concern is that they 
are not permitted to develop a competitive independently owned system of distri- 
bution. The detrimental effect of the consent judgment is not a consequence of 
its failure to restrict PPG and other glass manufacturers in the use and develop- 
ment of company-owned warehouses and retail outlets for their products. The 
independent has suffered because he is not able, in relation to the distribution of 
glass, to bring to bear his inherent advantages as an independent part of the 
distribution chain. 


VII. LEGISLATIVE RECOMMENDATIONS 


The outline of the subcommittee requests positive recommendations for posi- 
tive legislative action to promote utmost efficiency and economy in flat glass 
distribution. 

The time available for study in preparation for this hearing has not permitted 
the development of specific legislative proposals. Moreover, this industry is now 
subject to what in effect is a very detailed and comprehensive consent judgment 
Which operates as special legislation. Consent judgments, as this one, may legally 
prohibit activities which would otherwise be entirely lawful or require action 
Which otherwise may lawfully be refused. Initially, therefore, consideration 
should be given to returning independent distribution to the operation of the 
general statutory—including antitrust—requirements by modification of the 
existing consent judgment. 

The following specific proposals, without regard to the problems of drafting 
general legislation for a particular industry, are submitted for your consid- 
eration : 

1. Require publication to the public generally of comprehensive and current 
industry statistics. 
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2. Permit the development of integrated independent distribution by the several 
glass manufacturers. This may require permission for the establishment of 
franchises on one or more flat glass products. I would note in passing that one 
of the considerable advantages G. M. has in entering the auto glass distribution 
field is its system of franchised new-car dealers. 

3. Permit the adoption of functional discounts in the sale of flat glass at both 
the factory and the wholesale level. Some such system might, if adopted, sub- 
stantially assist the glass dealers who testified before this committee and assist 
them promptly. 

4. Permit suppliers to assist their jobbers and dealers to finance development 
and expansion of their operations to meet the expansion of factory-owned outlets 
and the expanded consumer need. 

5. Change the existing statutory provisions and regulations relating to the 
time of payment of the § percent excise tax on auto glass replacement parts. 
Under present law and regulations independent jobbers and dealers pay the 
8 percent excise tax at the time of purchase and shipment from the factory. This 
tax should be paid at the time of installation. 


SUPPLEMENT A. REVISED STATEMENT OF FUNCTIONAL LEVELS 


Level 1: Volume wholesaling by glass manufacturers to factory buyers. These 
buyers purchase flat glass in the unit of sale as established by the manufacturers. 
Glass purchased at level 1 is shipped from the factories, factory warehouses, or 
depots to the points designated by the purchaser. Most glass sold at this level 
is purchased for resale, changed or unchanged in form, and most of such resales 
will be at wholesale. 

(a) Sellers at level 1, by definition, are glass manufacturers and include 
laminators of glass and temperers of glass selling laminated and tempered glass, 
both flat and bent, at this level. 

(6) Purchasers at level 1 include (1) automobile manufacturers who purchase 
both for original production and for distribution as replacement parts; (2) 
flat glass jobbers: (3) mirror and furniture manufacturers, specialty manufac- 
turers, window, sash and door manufacturers, fixture manufacturers, pre-fab 
manufacturers and many other types of manufacturers who buy from factories 
for their own use or for incorporation in their own products; (4) glazing con- 
tractors, glass dealers, either singly or in groups, other cooperative buying groups, 
wholesale hardware distributors, wholesale lumber companies, wholesale paint 
companies, and numerous other purchasers of glass; (5) autoglass dealers who 
buy laminated and tempered glass from manufacturers at this level. 

Level 2: Wholesaling to purchasers other than factory buyers (uninstalled 
and unchanged in form). Sales at this level may be in any quantity up to and 
including the factory unit of sale and may be made out of warehouse stocks or 
direct from factory to consumer. The price at which the glass is sold is usually 
dependent on the quantity involved and the form in which it is sold (i. e., the 
amount of packaging breakdown necessary, shipping and packaging costs in- 
volved, ete.). Differential prices are also sometimes accorded to classes of pur- 
chasers based on their function. These prices are largely based on long estab- 
lished practices growing initially out of volume of purchase. Flat glass is sold 
at this level in the same form as purchased or received at level 1 (except for 
some packaging breakdowns); glass purchased at level 1 and resold on an in- 
stalled basis or incorporated into manufactured goods is not within level 2 
distribution. All glass purchased or shipped at this level will be for resale 
either in original form or as incorporated in another product. 

(a) Sellers at level 2 include all purchasers at level 1 who resell the glass in 
its original form. These include flat-glass jobbers, other purchasers at level 1 
who have originally purchased for wholesaling such as wholesale hardware job- 
bers, wholesale lumber jobbers, etc., and also those purchasers at level 1 who 
primarily purchase for their own use but which also make sales of glass at level 
2 such as window manufacturers. Auto glass dealers who purchase at level 1 
and resell at wholesale are included as sellers, as are manufacturers selling 
replacement glass to franchised new car dealers. 

(6) Purchasers at level 2 include all retailers and dealers in glass (changed 
or unchanged in form). These include glass dealers, auto glass dealers, auto- 
mobile dealers, lumber dealers, building supply firms, hardware stores, picture 
frame dealers, sash and door manufacturers, fixture manufacturers, mirror and 
furniture manufacturers. Some of these customers may also be purchasers at 
level 1. 
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Level 3: Retail sales of glass at prices determined by the seller and not in- 
tended for resale. 


(a) Sellers at level 3 include all of the purchasers at level 2. Some purchasers 
at level 1 may sell at this level 3. 

(b) Purchasers at level 3 are the ultimate consumers. 

Mr. Layne. I think, perhaps, the best thing for me to do, if it would 
be helpful, is what I am trying to do. 

Senator Lone. Proceed in your own fashion then. 

Mr. Layne. I think, perhaps, if I do read certain portions of it 
and summarize certain portions as I go along, our presentation will 
be more understandable to you and to : the committee. 

Senator Lone. Thank you. 

Mr. Layne. I would like to say before I start that seated at the 
table with me is Mr. Joseph Grossman, vice president and general 
manager of Thompson Glass & Paint Co., of Los Angeles, Calif., 
who is president of the Flat Glass Jobbers Association. 

Perhaps we hoped or thought that, with Mr. Grossman’s pres- 
ence and with mine, we might be able to answer any questions that 
you would have more fully and more completely concerning the opera- 
tion of the independent jobbers and their views on this particular 
problem that the committee is studying. 

First let me identify myself. My name is A. Alvis Layne. I am 
attorney for the Flat Glass Jobbers Association, and I have been one 
of its attorneys since its organization in 1949. I appear in response 
to your invitation and to answer the questions that were set out in 
the very comprehensive outline addressed and made a part of your 
letter to the association. A copy of the outline’ and of the letter 
is attached to my statement for the convenience of those who are 
reading the statement, and it will make it unnecessary for me to refer 
in detail to the questions that were presented in that outline. 

I should say that the general offices of the Flat Glass Jobbers Asso- 
ciation are located in Chic: ago, Il. 

Moreover, I should certainly like to say that the association appre- 
ciates the opportunity of appearing before this committee to present 
its views or the views of certain of its members, at least, for your con- 
sideration in what we consider to be a very serious problem. 

The interval between the invitation of the chairman and the pres- 
ent hearings was not sufliciently long to permit the submission of this 
statement to and consideration by the board of directors of the 
association. The statement, therefore, has not been officially approved 
by the association. I have, however, to the extent time permitted, 
discussed the committee’s invitation and suggested outline for a state- 
ment by the Flat Glass Jobbers Association as well as the hearings of 
the committee held July 30 and 31 of this year with the officers and 
a number of members of the association located in various parts of 
this country. 

Now, jobber methods of operation, the competition they experience, 
even the type of business that an independent jobber does, vary sub- 
stantially between the different sections of the country. 

Differences exist with respect to volume of sales, utilization of glass 
‘products because of climate, concentration of industry, even the 
specialization of service a flat-glass jobber may render, and a number 
of other factors. 


1See appendix XII(7), p. 390. 
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The size and volume of sale of a jobber located in a large urban 
and industrial area differs greatly from that of a jobber located in 
the largely rural areas. These variations and differences indicate 
the difficulties presented in my making any general statement con- 
cerning glass jobbers and jobbing operations. 

Every general statement as to operations, methods of pricing, and 
indeed almost any other fact is subject to a number of exceptions. 
In some areas the variations are so great as to preclude any general 
statement. 

Senator Lone. Might I suggest that we get over here to page 5, 
where you discuss the ‘dist ribution of glass ? 

I have read the first part of your statement and I think I under- 
stand it. 

Mr. Layne. All right. Would you like me to summarize the as- 
sociation—the activities of the association on page 5 for the record ? 

Senator Lone. I am going to put your entire statement in the record 
as you prepared it. 

Mr. Layne. Yes, sir. 

Senator Lone. But I suggest you take up on page 5 at subdivision IT 
on distribution of flat glass. I understand the first part, the part up 
to there. 

Mr. Layne. Fine. All right. 

The outline of the committee in section II—A requests a definition 
by the flat-glass jobbers of the functional levels of distribution, and 
we have attached to the statement as supplement A, a statement of our 
definitions of the functional levels of distribution, and our comment 
on the preliminary statement of the staff. 

Now, that is attached and I won’t read it. It will be a part of the 
record. 

I would like to note for you some of the differences between our 
definition and that suggested by the staff. 

Basically we list three levels of distribution : Manufacturer, jobber, 
and the dealer. These are, we think, the traditional levels of distr ibu- 
tion in the flat-glass industry. 

In the suggested outline of the staff attached to your letter ad- 
dressed to us, there were five levels of distribution. We think that 
these five levels of distribution do not exist necessarily in all products, 
and they exist with variations in others. 

Now, basically, we feel that the traditional distribution is a three- 
level distribution, but with a number of very substantial exceptions 
having grown up in the flat-glass industry in its distribution, in the 
distribution of all of the products which you would call or would 
define here as flat glass. 

Now I would like to give you some of the ex: unples of what we 
consider the little differences between the staff’s view here and ours. 

For example, we would include at the manufacturing level, from 
the jobber’s point of view, all manufacturers of flat- glass products. 
In our view, therefore, it would not only include the prime manu- 
facturers of glass, domestic and foreign, but it would also include 
manufacturers of those items normally handled and distributed by 
jobbers, as, for example, laminated glass. We would, therefore, in- 
clude, independent laminators, so-called, such as Shatterproof and 
Guardian as manufacturers, selling to their customers at the manu- 
facturing level. 
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Now, there are a variety of products that are manufactured, in addi- 
tion to laminated glass, which we buy and which are distributed from 
the manufacturing level. 

Moreover, we w vould included as buyers from the manufacturers all 
of the long range of customers who are factory buyers and who can 

can buy direct from the factory. This would not only include the job- 
ber level, but in many other instances it would include people who 
incorport ate the product normally in another item which they manufac- 
ture. Let’s take an example of that. 

We would include, as a buyer at our level, a factory buyer primarily 
engaged in the manufacture of aluminum windows, but which, buying 
products on the same basis, same price, large volume, also on occasion 
distributes the glass independently of the | aluminum, now, may dis- 
tribute the glass i in competition with jobber operations. 

There are a number of purchasers buying on the same basis that 
a jobber buys that perhaps primarily use the product in some other— 
for some reason other than distribution, but which, when they have a 
surplus of glass, or because they are selling to the same type of cus- 
tomer, also go into the jobbing eed in competition with an organi- 

zation which is primarily a glass jobber. 

Another example of that would be one that is historic in this in- 
dustry. Take the sash and door manufacturer, selling his wooden sash 
door to lumber yards, lumber dealers. That company, the sash and 
door manufacturer, buys his glass direct from one of a number of 
manufacturers. When he has more glass than he has orders for sash, 
he distributes the glass and sells the glass in competition with our 
sales, to the same class customer. 

And he has an adv antage in doing this in many cases, and a number 
of examples along this line can be given, he has an advantage in doing 
this because he is already dealing with the same customer in selling 
sash and door to him. 

Now, we would also include, therefore, at that level, all those who 
bought as direct factory buyers, who may be engaged in distribution 
of ol: iss in competition with the independent distributor or jobber. 
In some cases this would even include companies that would normally 
be customers or normally considered, perhaps, customers of inde- 
pendent jobbers. For example, a number of dealers buy some one 
or more of their products direct. ‘They buy some from independent 
jobbers; they buy some direct from manufacturers. 

Finally, to get to the third level, beyond that who stands at the 

same level that we do, at the retail level are a whole host of opera- 
Gane: as we see it, and these would include not only the glass dealer, 
but other users of glass, other consumers of glass that use it for an- 
other product, incorporate it in another produc t, or who consumes the 
glass so that it isno longer distributed as glass. 

That would be what we would call retail operations. 

Now, finally, 1 suppose just to complicate the situation further, 
we would like to note that these sales, and this with increasing fre- 
quency, are made sometimes direct from the factory level to the 
consuming level and do not go through even three levels of distribu- 
tion. There are a variety of sales now with increasing frequency 
where the factory sells direct to the customer or the former customer 
of the jobber. I think this is a fairly important fact in the develop- 
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ment of this industry and its distribution patterns, the large volume 
of sales presently from the manufacturer direct in competition with 
jobbers for customers. 

We have attached to the statement, as a part of the statement, a 
series of examples and illustrations of sales we believe occur in all 
of the differing and varying circumstances and levels of distribution. 
If it would be he Ipful to you, I would be glad to review each of these, 
some of these, illustrations. 

I tink, Senator, what we are trying to say to you is that in the 
present tine the distribution of flat glass has to us become a confused 
pattern, with a variety of exceptions to any chain of distribution. 
Almost any chain of distribution that can be cited to you, I can cite 
a variety of exceptions to that chain. 

This brings to the independent jobbe r, at least, a variety of very 
serious problems, to the continuation, to the expansion and to the 
development of his business. 

I feel that it is important from our point of view, at least, to pre- 
sent to you the fact that there are today a variety of forms of com- 
petition g growing up to the jobber’s function—and to the dealer’s func- 
tion—that are not alone in the auto- glass field. 

Perhaps, if I took an illustration in each of the various products 
that your committee is interested in, I could make myself even 
clearer. 

Let’s take the situation of a bent windshield that is set out on 
page 8 of my statement. We cite five examples of chains of distribu- 
tion in the bent windshield alone. You will note that in some of 
those you go through the jobber to the dealer, to the ultimate con- 
sumer, which, in most instances, may well be an insurance company 
paying for the replacement of glass. In other cases you go from 
manufacturer direct to the dealer, the glass dealer without any inter 
mediate step of a glass jobber or independent glass jobber. 

In some instances, of course, in the case of Pittsburgh Plate Glass 
Co., you go, we don’t know precisely how, but through their com- 
pany- “owned organization direct from manufacturer direct to an in- 
stallation in the automobile through the service center or retail store. 

Now, in window glass, you have an even perhaps greater variety of 
chains of distribution. You may have a window-glass manufacturer 
selling to a jobber in carload lots who, in turn, normally and tra 
ditionally sells to the glass dealer. 

You may have also a situation which we point to of the window 
glass manufacturer selling to, as I indicated, the sash and door manu- 
facturer who incorporates part in his product which he resells as a 
different product, and part of which he sells in competition with the 
jobber. 

Mr. Warts. Mr. Chairman, may I interrupt here for a question ? 

Senator Lone. Yes. 

Mr. Warts. Would you say, Mr. Layne, that this—you have re- 
peatedly said sash and door manufacturers? 

Mr. Layne. Only by illustration. 

Mr. Warts. I would like to know whether among this class of pur- 
chasers it is 2 habitual and deliberate thing or only an intermittent 
thing to buy more glass than they will incorporate in their manufac- 
tured product. 
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Mr. Layne. I regret that I have used the term sash and door manu- 
facturer more frequently than I have others. Do not let me fail to 
give due credit to the other manufacturers of or buyers of glass who 
buy the glass for incorporation into their product and then sell it in 
competition in the jobbing level. This is not done only by sash and 
door manufacturers. Indeed, sash and door manufacturers have more 
historically performed this function than many other of the more 
recently acquired buyers who compete at the jobbing level. 

Mr. Warts. The point I wanted to get at is: Among those who are 
the customers, both of the jobber and the sash and door manufacturer, 
for this glass, can the prospective customer figure on an always- 
available source of supply from one of these competing sources you 
mentioned or do they just have to take potluck with the sash and door 
manufacturer and— 

Mr. Layne. Well, the ordinary situation is, I would assume, that it 
is not just a question of potluck. It is a question of the manufac- 
turer—and let’s not say sash and door manufacturer—the manufac- 
turer of the item dumping the excess or surplus onto the market at 
a favorable price in order to get rid of it, and expecting to get his 
profit, I suppose, in the item which he normally sells and distributes. 

That is the situation, and while it is sporadic in that sense, in that 
no customer could expect to get a continuous and satisfactory supply 
from such a seller, nevertheless, the volume of such sales may be 
sufficient to put the jobber in real distress and the loss of particular 
customers. 

Mr. Warts. This is a source of serious and continuing concern to 
your members? 

Mr. Layne. It is definitely a source of serious and continuing 
concern. 

There are, in addition, a series of other illustrations with respect 
to window glass, including those where the sale is direct to the con- 
sumer, depending upon the size of the consumer. 

We have in the flat-glass industry, so far as I am aware, the situa- 
tion that you have in a number of other industries, where there are 
large retail consumers who have suflicient power or sufficient position 
to buy direct from the factory. 

In that case, they are buying and the factory is selling in competi- 
tion not only with the independe nt jobber but with the independent 
dealer, and so that, too, becomes a source of concern to all levels of 
distribution, if you regard distribution from the standpoint of those 
primarily engaged in the distribution of flat glass product. 

Now, finally, we give you some illustrations with respect to plate 
glass. 

We have several illustrations on plate glass. 

Now there, again, you find that the jobber, while perhaps more 
frequently than in other situations, the jobber is a factor, a distribut- 
ing factor, because of the fragility of the product, and the importance 
of | maintaining its polished surface, you nevertheless find that there 
are a whole host of variations to this chain of distribution and par- 
ticularly the chain of distribution that any jobber regards as impor- 
tant, particularly that from manufacturer to the jobber to the dealer 
to the user or consumer. 

Now, let me come to this question of dual distribution which the 
committee suggested in its outline as one of the primary and impor- 
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tant points of your investigation and if the chairman does not object, 
I would like very much to read this portion of my testimony. 

I am in this position, Senator, that I think that I considered care- 
fully what I was writing and I would like to be as careful of what 
I say. 

Senator Lone. Go ahead. 

Mr. Layne. Now, you asked us three questions which I summarized 
as follows: You want to know the views, at least the views that I can 
give you, about glass manufacturers who sell to jobbers and compete 
with those jobbers in making sales at the same functional level, that 
is, compete with some in selling it at the wholesale level. 

You also wanted to know about the situation with respect to glass 
manufacturers who sell in competition with jobbers and retail dealers 
in the same level, that is, sell at both the wholesaling and the retail 
level, and finally, you want to know whether independent glass dis- 
tributors, jobbers, compete with their own customers. 

This is the answer that I would give to these questions. 

Pittsburgh Plate Glass Co. is the only glass manufacturer which 
maintains a company-owned system of distribution from manufacturer 
to consumer through depots, warehouses, subwarehouses, and service 
centers and retail stores. 

Pittsburgh Plate Glass Co. competes with jobbers and glass dealers 
through this integrated system for the sale of all flat-glass products 
and services in the area east of the Rocky Mountains. 

Through this system Pittsburgh Plate Glass Co. has the ability to 
sell a customer at any level, retail, wholesale, or at factory. A form 
of dual distribution is also practiced by other manufacturers includ- 
ing Libbey-Owens, American-St. Gobain, Fourco, Sh: atter proof, 
Guardi: an, ‘Auto Glass Manufacturing, Laminated Glass Co., Safetee, 
Franklin, and foreign manufacturers through factory sales to jobbers’ 
customers. 

Examples of such sales have been set out in the discussion which I 
have just gone over in general terms in the chains of distribution in this 
statement. 

Pittsburgh Plate Glass, of course, makes factory sales to buyers, 
customers of jobbers, but protects its system of distribution from the 
effects of such sales both company-owned and that operated by its 
exclusive distributor on the west coast, W. P. Fuller & Co., by crediting 
to the warehouse or to Fuller a percentage of the sales price on 
all direct sales or shipments to customers within the territory of the 
warehouse or of Fuller. 

Dual distribution in which the manufacturer brings to bear advan- 
tages denied to or not attainable by independent jobbers and dealers, 
seriously affect independent distribution. 

Some of these advantages are, one, the ability to sell at factory 
prices, two, greater financial capacity to expand outlets and services, 
three, more complete and accurate information of the industry, and, 
four, larger research, engineering, and sales departments. 

I would like to note, however, that independent jobbers and dealers 
also have some inherent advantages over the competing manufacturer, 
including owner management of the business and closer interest in 
identification with the local community. 

Now, to come to your question as to whether members of the Flat 
Glass Jobbers Association compete with their customers: many mem- 
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bers of the Flat Glass Jobbers Association make sales in competition 
with their own customers at the retail level. 

This includes in some cases sales to consumers of all types of flat 
glass. 

A number of jobbers have established branches to install auto glass 
and engage in other retail sales operation. 

Almost all of the members of FGJA engage in contract glazing. II- 
lustrations of these sales are also ine luded in our discussion in chains 
of distribution in this statement. 

The committee outline requests a statement of the factors which may 
cause a jobber to commence operations competitive with his customer. 

One of the primary factors is the loss of volume necessary to support 
efficient operation, resulting from the loss of customers to direct sale 
through the factory, as for example through the loss of business to a 
number of auto-glass dealers through direct sales by auto-glass manu- 
facturers. 

Another factor would be the forward integration necessary to main- 
tain relative position in relation to the expansion of the service centers 
and retail outlets of PPG. 

In some instances competitive operations were commenced by those 
with whom the jobber now competes. 

For example, contract glazing was historically performed by the 
jobber but efficiencies in labor, supervision, and other general over- 
head costs gave some customers a competitive edge over the jobber for 
some contract glazing jobs. 

The committee outline also requests a statement as to the rate of 
growth or decline of the various dual-distribution practices and the 
impact of these practices on businessmen operating on various distrib- 
utive levels, on glass manufacturers, on the consumer, and the economy 
generally. 

The Flat Glass Jobbers Association does not have, because of the re- 
strictive provisions of the consent judgment in the Flat Glass case 
any precise information which would enable it accurately to establish 
the rate of growth or effect of these practices, 

I believe most jobbers would agree from their experience that these 
practices are rapidly increasing. The impact is generally to weaken 
the independent jobber and the glass dealer and the entire system of 
independent distribution. 

‘To some extent the purchasers who are able to bypass dealers and 
jobbers and buy direct from the factory enjoy a price reduction on 
some of their purchases which may or may not be passed on to the 
consumer. 

The consequence is, however, inevitably to increase the cost of han- 
dling the remaining flat-glass production which is sold through job- 
bers and glass dealers. 

It has the further consequence of compelling the jobber to seek 
additional outlets for his stocks of glass, capital equipment, and per- 
sonnel through integration forward to the retail level in competition 
with his former customer. 

At the manufacturing level, the consequence is, I believe, adversely 
to affect those manufacturers relying upon a system of independent 
distribution because of the weakening of the distribution system nec- 
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essary for the adequate and efficient representation and sale of their 
product. 

1 do not believe that the consumer or the economy generally will 
benefit by the elimination of the independent jobber or dealer or by 
the reduction in the independents’ importance in the distribution of 
flat glass. 

Now, the next issue that the committee presented, on which you 
asked a statement, was with respect to General Motors and its more 
aggressive, its recent more aggressive entrance through its franchised 
new-car dealer in the distribution of automotive glass, particularly, of 
course, that used in General Motors automobiles. 

I would like to note to you, Senator, that as to that question, the 
same issues were asked of the association in relation to the testimony 
of a full-line jobber. 

Mr. Wayne E. Harding, Jr., of the Acme-Harding Glass Co., at 
Topeka, Kans., has agreed to answer the questions posed i in the com- 
mittee’s outline relating to a full-line jobber, and I do not propose to 
burden your time and ‘the committee’s time with another representa- 
tion of that testimony. I would only like to note and to summarize 
what I have said, that it is undoubtedly true that the distribution prob- 
lems in automotive glass have been intensified by the development of 
the extensive number of bent parts which cannot be fabricated except 
at the factory. 

Also, I would like to call your attention to another devel lopment 

which I do not think has been mentioned to the committee, at least in 
detail, and that is that some of the recent production of Chrysler 
Corp. cars have used tempered glass in the side lights, that is in the 
w ian rather than laminated “safety glass, and some models of the 
Chrysler products contain bent side lights of tempered glass. 

This is going to complicate this situation enormously again, because 
not only will we have the windshield and the rear windows bent, and 
fabricated only at the factory, but we are faced with the very serious 
prospect of having all the other windows in the automobile manu- 
factured only at the factory, and not fabricated out of the block sizes 
of glass that you see here, the flat laminated elass. 

This tempered glass cannot be fabricated, cannot be touched by 
either the jobber or by the dealer. If it is bent it must be the particu- 
lar bend. It, too, will come on a number of models and the trend in 
this field is to enormously complicate it. 

I would also like to point out that so far as the general statement 
I can make is concerned, the entrance of General Motors, through its 
tightly knit and integrated system of distribution, through its “fran- 
chised new car dealers, represents a particular problem to us because 
we feel that the independent distributor is denied the same kind of 
tightly knit integrated system of distribution that is enjoyed by the 
franchised new car dealer. 

Next, in order to summarize again, my statement, you asked for 
some views with respect to the position of the various manufacturers, 
including Pittsburgh Plate Olas Co., Libbey-Owens-Ford, and 
American-St. Gobain. 

I regret very much that we do not have information available to us 
on any level respecting the operations of manufacturers which would 
enable us to be helpful to you. 
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I think that on this issue, on these questions, we could only be 
entirely speculative. 

I would say this: I believe I could say unhesitatingly on the part 
- the jobbers, the independent jobbers that I know, that there is no 

apparent lack of competition among glass manufacturers, and that 
all the manufacturers are trying to > obtain for their companies an 
increasing share of the existing market and a greater part of any 
future demand. 

As a matter of fact, it is likely that this competition between the 
manufacturers plays a significant part in what we term the rapidly 
increasing dual-distribution practices in this industry. 

Now, you asked finally on this issue whether we considered the 
status quo satisfactory, and I can tell you we do not consider the status 

uo satisfactory, but it is not because of lack of competition among 
the manufacturers. 

We consider the status quo unsatisfactory because we consider that 
we are subject to a substantial number of artificial handicaps in 
bringing to bear independent competition in these areas, and I would 
like to tell you about that. 

You want to know at one point in your outline what the inde- 
pendent jobbers, members of Flat Glass Jobbers Association, consider 
to be or to have been the impact and effect of the consent judgment in 
the Flat Glass case. That is the one that Judge Hansen referred to 
here this morning, and you want to know from: your outline whether, 
in the members’ view, at least, as best I can express it, it has been 
beneficial or detrimental to the conduct of their business and the 
business health and growth of independent distributors. 

Well, let me say that the flat-glass jobbers, members of Flat Glass 
Jobbers Association, in my judgment, almost unanimously regard the 
operation and effect of the consent judgment in the Flat Glass case 
to be detrimental to the business health and growth of the inde- 
pendent jobber. 

Now, because I think this, sir, is an important part of at least our 
view, and differs, I think, substantially from others’ views you may 
receive, I would like to set it out rather fully. 

The jobbers generally, members of Flat Glass Jobbers Association, 
consider that the impact of the consent judgment has been to weaken 
independent distribution in relation to the expansion of vertically 
integrated production and distribution organizations of Pittsburgh 
Plate Glass and to the increasing factory competition through direct 
sale and shipment. 

The emergence of General Motors as a glass distributor becomes a 
grave matter to independent jobbers because it represents the addition 
of another tightly knit, strongly integrated, independent distribution 
organization in a field in which the independent glass distribution is 
severely handicapped. 

Mr. Warrs. May I interrupt him there, Mr. Chairman ? 

Senator Lona. Yes. 

Mr. Warts. You don’t share the belief of Mr. Hughes and Mr. Cahill 
this morning, then, that a little price competition from General 


Motors is not going to get very many automobile dealers into the 
glass business ? 
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Mr. Layne. Well, I did not understand—I did not hear all of the 
answers of Mr. Hughes to your questions. 

If I may answer that question this way, we regard it as a very serious 
development, the entrance of General Mortors in the distribution of 
flat glass, particularly flat automotive glass, we regard as a serious 
matter. 

It is not just a matter as far as we are concerned of some more price 
competition. It is—there is quite a great deal of price competition 
in this field already. That is not what worries us. What worries us 
is that General Motors can bring to bear a very tightly knit inte- 
grated system of distribution from the manufacturer of the car to 
his franchised car dealers in a system which allows the franchised 
dealer, new car dealer, to be a part of the distribution organization for 
the manufacturer’s automobiles. 

Now, we do not blame General Motors for this. Indeed, we admire 
General Motor and their distribution system. 

We are not suggesting that you de anything to General Motors. 
What we are suggesting that you do is let us get out and compete with 
General Motors. 

Now, sharply in contrast to the views that I am sure have been 
expressed, I think that the independent jobber believes that his com- 
petition with both Pittsburgh Plate Glass Co. and General Motors, as 
an example, if we take another integrated system of distribution, has 
been handicapped because of particular provisions in the decree. 

Now, I have set these out 

Mr. Warrs. Go ahead, Mr. Layne, I did not mean to get you off 
your statement, if you want to read it. 

Mr. Layne. I don’t mean to consume the time of the chairman here. 

We feel that this is important. The issue was raised this morning, 
for example, with Judge Hansen as to whether we had said anything 
about statistics to him, and Judge Hansen said that I had. 

I would like to tell you about not only the statistics that we men- 
tioned to him but some of the other provisions of the decree about 
which we think, and some of our views on this subject of this antitrust 
litigation. 

You know, let me tell you, you said this morning about all this 
transcript, and all the exhibits that are in an antitrust case. 

Well, I really feel that the independent distributor, jobber, is 
caught between big government over here, and after all, the antitrust 
division can afford, I suppose, four-thousand-some-odd pages of tran- 
script, and 1,900 exhibits, and the big integrated distribution system 
or manufacturers on this side, who can also afford 4,000 pages of 
transcript and maybe 1,900 exhibits. 

But the one fellow that cannot afford that kind of a trial, and that 
kind of thing, even if it is desirable, is the independent, in between. 

We just have no capacity to get involved in that kind of litigation 
or to be concerned with that kind of litigation. 

I want to tell you the consent judgment handicaps independent 
jobbers by prohibiting the development of normal manufacturer- 
distributor relationships. 

For example, section VI prohibits—referred to this morning—the 
disclosure by a manufacturer of any information concerning demand, 
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capacity, inventories, sales, shipments, orders or commitments, costs, 
prices, discounts, or other terms or conditions of sale of flat glass. 

And, as a consequence of that provision, no independent jobber has 
had any authoritative industry statistics for the past 10 years. It 
must be obvious that an independent operating in a relatively small 
area needs industry statistics, the more complete the better to make 
reasonable judgments about his own inventories, purchases, sales 
and other decisions. 

Senator Lone. You know Judge Hansen indicated this morning 
that if your organization would come up with a reasonable proposal 
along these lines, he would be willing to discuss it with you. It 
sounded to me as though it was a good prospect. 

Mr. Layne. I have discussed it with him. 

Senator Lone. As to whether or not he would agree to modify the 
consent judgment ¢ 

Mr. Layne. I was very pleased to hear him say that. I did hear 
that. I have discussed that with the Department of Sean and the 
Antitrust Division. 

As a matter of fact, I have discussed that particular provision with 
the Department of Justice and the Antitrust Division beginning in 
1950, and I must say that on that particular provision the most recent 
conference which was in April of 1958 which I believe Judge Hansen 
referred to, they indicated for the first time that they would really 
perhaps consider something along that line. 

Now we asked them for this in 1950, and not only in 1950, I have 
asked, in conferences with the Department of Justice, regularly and 
continuously between 1950 and 1958, for this kind of information. 
We have not gotten it yet. 

Now we would like to have it, and I certainly welcome Judge Han- 
sen’s statement along that line. I am sure all independent jobbers 
would. 

Let me tell you about another provision of the decree. 

Each of these that I refer to, Mr. Chairman, have been discussed 
at length and more than once, with representatives of the Depart- 
ment of Justice, cover ing a period of not less than 8 years. 

Senator Lone. Have you discussed those matters with Judge Han- 
sen before, or have you discussed them with some of the attorneys in 
the Depar tment, some of his subordinates? 

Mr. Layne. The discussions I had in April of 1958 were initially 
with Mr. Bicks, and with the attorneys of the Judgment and Enforce- 
ment Section of the Department of Justice. 

However, the appointment was originally made with Judge Han- 
sen. He asked us to talk about the matter with Mr. Bicks and at the 
conclusion of the conference we did talk to Judge Hansen briefly 
about the several matters that had been discussed in the conference. 
Does that answer it ? 

Senator Lona. Yes. 

Mr. Layne. Let’s take a further example of the matters that we 
think about the decree. 

Let’s take section V-E of that decree, which has been interpreted to 
require a manufacturer to ship from the factory warehouse to any 
point on order of any buyer. 
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This provision necessarily puts the factory warehouse in direct 
competition with the jobber’s warehouse. It is a practice wholly de- 
structive of any effective distribution. 

No producer and no independent distributor can operate under this 
requirement and build a distribution system strong enough to com- 
pete on an equal basis with a closely knit and fully integrated system. 

Section 10 prohibits and restricts the principal flat glass manu- 
facturers from acquiring control of any person engaged in the dis- 
tribution of flat glass. 

That sounds, and I am sure would be normal, would appear to be a 
worthy antitrust objective. 

The effect, however, of this provision in this industry is in practical 
effect: to prevent loans or other arrangements between a manufacturer 
and a jobber for credit or the dealer, “for credit or financial assistance 
needed to finance new facilities to meet expanded needs. 

As a matter of fact, even normal financing and credit extension 
is handicapped. 

As a further example, section IV—H prohibits a manufacturer from 
classifying or listing flat-glass purchasers at any industry level. 

The sweep of this provision while generally certainly within the 
accepted objectives of the antitrust laws, is to eliminate, if possible, 
any identifiable chain of distribution, particularly any identifiable 
chain of distribution. 

It prohibits functional discounts, which really are needed in this 
industry to maintain a competitively strong independent system of 
distribution. 

And, finally, these very real limitations primarily affect the inde- 
pendent distributors and dealers and not the PPG warehouse, depot, 
or retail store. 

Really they do not have any meaning or application to a company- 
owned system of distribution. 

Now, we have already gone over the fact that I have talked about 
these and not alone but in company with independent distributors with 
the Department of Justice for some time. 

I would like to refer to one other matter along this line because 
it inevitably seems to come up in any discussion of this decree. 

I judge it came up this morning in the testimony of the Depart- 
ment of Justice. 

These considerations which I have gone over seem to raise to some 
people the question as to the desirability and possibility of restricting 
the development of Pittsburgh Plate Glass Co. and even forcing a 
divestiture of their distribution system from their manufacturing 
facilities. 

I doubt that these are issues upon which we are competent to com- 
ment, but I would be less than frank, as I say here in this statement, 
with you if I failed to say that the independent jobbers, members of 
the Flat Glass Jobbers Association, generally do not believe that 
divestiture of Pittsburgh would help independent jobbers or dealers. 

The basic problems of the independent jobber are really not caused 
by unlawful advantage of PPG, as we see it. But by the handicaps 
and the burdens which were apparently placed deliberately on inde- 
pendent distribution in the consent decree, and that has a substantial 
effect. 
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We would not overlook that, I would say, also, that there have been 
a number of developments in this industry, as there have been in others, 
that have changed to some extent the patterns of distribution. 

You have to ) change the pattern of distribution to meet new needs 
and demands made on it. We are perfectly prepared for that and 
the independent jobber must be prepared for that. He must be pre- 
pared to tailor his operations to meet it. 

We do not hold any brief for Pittsburgh Plate Glass Co. We are 
deeply concerned with respect to such matters as the expansion of 
warehouse and retail operations of PPG, the greater fund of informa- 
tion and possibly of joint operations av ailable to Pittsourgh ware- 
houses. 

We are concerned about the percentage allowance given to Pitts- 
burgh warehouses and W. P. Fuller on sales and shipments by Pitts- 
burgh to all customers including independent jobbers. These prac- 
tices are, however, we think, to us, all rooted in very understandable 
and practical business considerations. 

What our concern is: we are not permitted to develop a competitive 
independently owned system of distribution. 

The detrimental effect, the consent judgment is not a consequence 
of its failure to restrict Pittsburgh Plate Glass Co. or other glass manu- 
facturers in the use and development of company-owned ‘warehouses 
and retail outlets for their products if they desire to use it. 

The independent has suffered because he is not able, in relation to 
his distribution of glass, to bring to bear what we think are his inherent 
advantages as an ‘indepe ndent part of the distribution chain or so 
much of it as may be availaole to us. 

We have some recommendations for you. You asked for specific 
recommendations—legislation. 

The time involved did not allow for the preparation of elaborate 
recommendations to you. 

Without regard now—I think when you consider legislative recom- 
mendations in this field, Senator, you will have to recognize that this 
industry already has a piece of legisl: ition written for them in the con- 
sent judgment in the Flat Glass Case. 

It is a very detailed piece of legislation. But laying that aside for 
the moment, we think that something should be done, whether by legis- 
lation, by action of executive agencies or in some manner, to require 
publication to the public gener ally of comprehensive and ‘current in- 
dustry statistics. 

We think that there should be permitted the development of inte- 

grated independent distribution by the several glass manufacturers, 
oa that this may require permission for the establishment of some 
kind of a franchise arrangement on one—perhaps safety glass—or 
more products. 

I say here, and I want to note in passing, too, that one of the ad- 

vantages that General Motors brings to this field, in our judgment, is 
that it has a system of franchised new car dealers that are ready-made 
outlets. 

We think you should also consider, permit the adoption of func- 
tional discounts in this industry, in the sale of flat glass products at 
both factory and the wholesale level, and I would like to say that in 
reading your transcript of your prior hearings, I think a functional 
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discount might, if adopted, substantially assist the glass dealers who 
testified before this committee and assist them more promptly than 
anything that I know of. 

I think that you should also give consideration to permitting the 
suppliers to assist the jobbers and dealers in financing development 
expansion of their operations to meet the expansion of the factory- 
owned outlets and expanded consumer needs. 

I know, it is not in my statement here, to the independent jobber 
we fall well within the classification of small business, and that most 
of our members certainly welcome the recent changes in the statutes 
relating to Small Business Administration in the loans which enable 
them to more easily obtain this financing, but we think that we ought 
to be able to obtain it or could as easily ‘obtain it within the industry, 
perhaps more easily. 

Now we think further and we would like to make one further sug- 
gestion, I have not discussed the background of it, but I think you 
should also give consideration to changing the statutory provisions 
relating to the time of payment of the 8 percent excise tax on auto- 
glass-replacement parts. 

At the present time we pay the tax when we buy the glass. 

If we break the glass in our warehouse, the 8 percent, we still pay it. 
We do not get that back. That is not true, at least to Pittsburgh, I 
would not think. 

I do not know, I am not an expert on how they operate their business 
or how they charge their things, but I think that is one of the things 
you should consider. 

That concludes my statement. 

Senator Lone. Thank you very much, Mr. Layne. 

Mr. Layne. Thank you, Senator. Is there anything further? 

Senator Lone. Incidentally, I might tell you that yours is not the 
only association that is interested in seeing that the excise tax is applied 
uniformly for integrated corporations, as it is for those who must 
buy from them. It is discrimination, and I was aware that this 

was the case with regard to the tire dealers. I did not know that it 
also existed with regard to flat glass. 

Mr. Layne. It would exist with respect to auto-glass replacement 
parts, I think. Again, I hesitate to make positive statements of fact 
about something that I certainly am not an expert in, but—— 

Senator Lone. You might let us know about that. I serve with the 
Finance Committee, as well as this one. I recall, when we took that 
up in the Finance Committee, we had quite a bit of testimony from the 
tire dealers. Your dealers might need some help at this time. 

Mr. Layne. Yes, sir. May I submit at this time the statement of 
Mr. Morris Bienenfeld, of the Florida Glass & Mirror Co., with letter 
attached, which states he certainly regrets not being here ? 

Senator Lone. Yes. We will put “Mr. Bienenfeld’s letter and state- 
ment in the record. I am sorry Mr. Bienenfeld’s health prevented 
his being here. 

Mr. Layne. We, too, regret Mr. Bienenfeld’s inability to be pres- 
ent. I would like to say that, in the event you have any questions con- 
cerning the matters covered by Mr. Bienenfeld’s statement, I will 
endeavor to answer them, if I can; and if I cannot, perhaps Mr. Gross- 
man will be able to answer them. 
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I do not know how you would like to handle that. 

Senator Lone. I don’t think I am going to ask any questions on Mr. 
Bienenfeld’s testimony here, unless you have some in mind, Mr. Watts. 

Mr. Warts. No. 

Senator Lone. I think it is fairly clear. 

Mr. Layne. All right, sir. 

Senator Lone. Thank you very much. 

(Mr. Bienenfeld’s letter and statement follow :) 


MIAMI BEACH, FYTA., 
October 9, 1958. 
Hon. Russet B. Lone, 
Chairman, Subcommittee on Monopoly, 
Senate Small Business Committee, 
Washington, D.C. 

DEAR SENATOR LONG: It was indeed a great honor to be invited to appear before 
your hearing on “Competitive Problems of Independent Flat Glass Dealers.” 

I sincerely regret that, due to reason of my health, my doctor would not permit 
me to leave my home at this time, and I trust that my statement which had been 
prepared in the hope of attending the hearing, will be of help in accomplishing 
your objective. 

Respectfully, 
Morris BIENENFELD. 


STATEMENT OF Morris BIENENFELD, FLortpA GLAss & Mrrror Co., INC. 


My name is Morris Bienenfeld and I reside in Miami, Fla. I am at present 
associated with the Florida Glass & Mirror Co., Inc., a member of the Flat 
Glass Jobbers Association. I have been in the glass jobbing business since 1916 
and until 1956 and for approximately 25 years prior thereto I was president 
of the Bienenfeld Glass Corp. of Brooklyn, N. Y., which has affiliated with it 
the Bienenfeld Glass Corp., of Illinois, the Elias Glass Co., of Brooklyn, N. Y.., 
and the Century Mirror Co., of Chicago, Ill. The companies with which I have 
been, and am now, associated have been importing and exporting substantial 
quantities of flat glass for at least 35 years, and we have in that time dealt with 
most, if not all, of the major foreign manufacturers of glass. 

I wish to express my sincere thanks to the committee for the opportunity of 
presenting this statement and I hope it will be of help to the committee. 

The Florida Glass & Mirror Co., Ine., was organized and incorporated on 
September 1, 1934, as a Florida corporation. Our principal office is located at 
1601 Northwest Seventh Avenue, Miami, Fla. There are no foreign interests, 
either directly or indirectly, connected with the company, except, of course, 
purely in the capacity of suppliers. 

Our business is divided into wholesale sales (approximately SO percent) and 
contract glazing sales (approximately 20 percent). The products handled are 
primarily flat glass and related items. Among these are polished plate glass, 
window and picture glass, heavy sheet, rolled, insulating, tempered, colored 
glass, and safety glass, flat and bent. In addition, we handle mirrors, store 
front materials, entrance doors and door hardware, automobile glass accessories 
and glass handling tools. 

Our sources of supply for our flat glass products are both the domestie and 
foreign manufacturers, and our other nonglass items are supplied by domestic 
sources. Our purchases are within the first level as shown in the appendix of 
the committee’s outline, and our sales are at levels 2, 3, and 4, as indicated in 
the committee appendix. 

As far as our general business operations are concerned, we believe that our 
company is fairly typical of the businesses of the majority of the members 
of the Flat Glass Jobbers Association. When comparing size, investment, and 
financial strength, considering the independent jobbers throughout the United 
States, we probably would be considered above average. Annual sales exceed 
$1,500,000 ; inventories, plant, and equipment exceed $500,000. Our earnings in 
1957, before income taxes, are within the range reported by the operating cost 
Survey of Flat Glass Jobbers Association for companies having annual sales 
over $1 million. This range for 1957 was .15 percent loss to 6.68 percent profit. 

This statement follows the questions set out in Part 3: Outline for Statement 
of a Flat Glass Jobber (Imported Glass) contained in the committee’s suggested 
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outlines sent to Mr, A. Alvis Layne, Jr., attorney for the Flat Glass Jobbers 
Association. 

A. Generally, all types of flat-glass items manufactured in the United States 
ean be purchased from foreign manufacturers. There are some exceptions, 
These are specialty items which have been found impractical to import, or 
which are not manufactured abroad because of the need for quick production 
of special sizes, or because of obsolescence and setup costs. Examples of these 
would be insulating glass and bent windshields for the various American auto- 
mobiles. There are practically no products in fairly common use in the United 
States which can only be purchased abroad. The only product of any im- 
portance that occurs to me would be certain bent parts for foreign automobiles, 
and even here at least some of these are now being produced by domestic 
factories. 

B. Costs of imported glass delivered at our warehouse are usually below 
those of similar domestic items. Import duties, ocean freight, and insurance 
are included as part of the complete comparable cost. 

C. It is quite common for foreign manufacturers to sell their products directly 
to United States purchasers other than glass jobbers. These sales are made 
to several types of customers, such as manufacturers of other products, fab- 
ricators, glass dealers, and glazing contractors. Most, if not all, of these buyers 
would otherwise be our customers or customers of other jobbers on our level. 
Insofar as the foreign manufacturer engages in dual distribution as above, 
he is, of course, to that extent shrinking the market available to the glass 
jobber and thus jeopardizing his position. Even when the foreign manufacturer 
confines his sales to glass jobbers he is another manufacturer competing for 
a share of the independent glass jobber’s business. If he is not satisfied with 
the amount of business given him, there would be a natural tendency to bypass 
the jobber and sell his customer. 

D. We engage in the exportation of glass to a very small extent at the present 
time, although in the past, prior to World War II, our exports were consid- 
erably greater. We believe that this is also true of other jobbers who do any 
amount of export business. Nearly all of export business goes to the domestic 
manufacturers, and our exports are usually confined to replacement wind- 
shields for American automobiles, mirrors, store-front metal materials, and 
other glass specialties. We are unable to compete with domestic manufac- 
turers in exports of the staple items such as plate, window, and rolled glass. 

E. Most of the flat-glass jobbers handle imported glass in varying amounts, 
and we do not believe that there are many jobbers who specialize only in 
imported glass. However, jobbers within short trucking distances from ports 
of entry would tend to carry larger amounts of imported glass than those 
located at points which might be quite far from ports of entry. Jobbers located 
at the ports of entry are charged freight supplements and, in turn, jobbers 
away from the ports are granted inland freight allowances. To our best 
knowledge, most jobbers handling imported glass also handle domestic glass. 

F. Our customers are influenced toward the purchase of imported glass 
principally because of the saving in their cost over the domestic glass. For 
the most part, the quality is the same, and there are no other factors important 
enough to overcome the cost differential. 

G-H. I regret that we do not have figures available as to the percentage 
of imported glass consumed in the United States, or exported from our country. 

I. I do not know of any effect that the consent judgment in the Flat Glass 
case may have had on glass imports or exports. 

J. I feel that imported flat glass, as a percentage of the total United States 
consumption, will be on the increase over the next few years, rather than on 
the decline. New countries are constantly entering the field of glass manu- 
facture, and look toward the United States as a market for their surplus 
production. Before the Second World War glass imports came from Belgium, 
Czechoslovakia, England, France, and Germany. After the war, the following 
additional countries entered the United States market: Austria, Canada, Fin- 
land, Holland, Israel, Italy, Japan, Mexico, Poland, Portugal, Spain, Sweden, 
and Yugoslavia. Shipments from Czechoslovakia and Poland had ceased due 
to the ban on Iron Curtain goods but have recently resumed. 


Senator Lone. Mr. William P. Fuller ? 

Mr. Fuller, could you summarize your statement in about 15 min- 
utes? If not, I am going to read this statement and then examine 
you on it. 
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STATEMENT OF WILLIAM P. FULLER, III, VICE PRESIDENT, W. P. 
FULLER & CO., SAN FRANCISCO, CALIF. 


Mr. Futter. I will be glad to do that, Senator. There are parts 
of it I would like to read. 

As Mr. Layne said we spent quite a bit of time getting this just 

right. If you do not mind, I will try tosummarize it and iflam taking 
too long, speak if you will. 

At the outset, of course, I would like to introduce myself. My name 
is William Parmer Fuller and I am a vice president of W. P. Fuller 
& Co., a California corporation with headquarters in San Francisco. 
I have been with the firm for 21 years. 

I, too, appreciate the committee’s courtesy in inviting us here today. 
The complaints, as you remember, and now refer to as compl: ints, 
the invitation referred to complaints concerning supplier competi- 
tion with Fuller, and I welcome a chance to discuss this briefly with 
you. 

Since we are relatively unknown east of the Rocky Mountains, I 
did think it appropriate just to take a minute, if you do not mind, 
to tell you just a little bit about our company. 

We are an old family firm. The business was started in 1849 
by my great-grandfather, who came around the horn as a young 
man, ran away from home, faced all kinds of privations, and sue- 
ceeded in starting up as a dealer in paints, oils, and wallpaper. Since 
that time, 109 years ago, we have become an organization employing 
3,200 persons, with branches throughout the 7 Western States. 

I would like to add that our business has survived the hazards 
more than a century of family ownership and management. Some- 
times that is some hazard. 

The stock of the company is 90 percent owned by the family, but 
top management is still in the hands of the third : ind fourth genera- 
tions of the Fuller family. I might add that I have a 20- year-old 
son who represents the fifth generation, who is quite confident that 
he can correct the errors that his elders have put the company into. 

We have grown with the West. We have with us in our company 
3 grandsons, 6 great-grandsons, and 1 great-great-grandson of the 
founder, and we have grown with the West ‘and we are identified 
with western progress and we take pride in our independence and 
integrity. 

Quickly, as to the organization of the company: We were first 
incorporated in 1894. The principal business of our firm, unlike some 
of the others, is the paint business, the manufac a and distribution 
of paint. We operate 4 factories in the West: 1 in San Francisco, 
1 in Los Angeles, 1 in Seattle, and 1 in Portland. And we distribute 
our products, as you already know, through branches, stores, and 
dealers throughout the West. 

We also handle many other products associated with residential, 
commercial, and industrial construction, et cetera. The other major 
part of our business which is the part we are here to talk about today, 
is the glass business, and we distribute a full line of glass products. 

You asked us the importance of our glass business to us. It is very 
difficult for us to break down our net profit as between paint and glass, 
because we do not do our accounting in that way, to apportion our 
general expenses. 
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I will say that glass represents about 40 percent—47 percent, excuse 
me—of our total sales volume. I can also add that the glass business, 
in our area, has not been particularly profitable in the last year or 
two 

I would like to add, too, that when we use the term “glass business”— 
and I am sure the others too—we are including fairly ‘substantial sales 
of metal items that go right along with installing glass. 

As to the typicalness of our business, I think we are relatively typi- 

cal of a glass jobber except the fact that (1) we are prim: wily paint 

people, and (2) we do have our own branch system. That is the 
difference there is in the degree to a certain extent, because some of 
our competitors operate multiple outle ts. 

You asked as to our financial strength. The net worth of our com 
pany is $34 million. 

Now, as to our investment in the glass end of the business, or our 
investment for carrying on our business, is approximately $5.6 million 
in plant and equipment; $6.8 million inventory; and $4.6 million in 
accounts receivable. And about a third of our employees spend the 
bulk of their time in the glass business. 

As far as our sources of supply are concerned, we buy from a nuim- 
ber of other sources than Pittsburgh, both here and abroad, and I 
will hand to the committee if you wish—lI have a list of the identity 
of those suppliers, as I say here, and abroad. 

Our percentage of total purchases that we buy from others than the 
Pittsburgh Plate Glass Co. runs about 20 percent. 

Now, what about our relationship with the Pittsburgh Plate Glass 
Co? It is one that we value highly. The origin of W. P. Fuller 
Co.’s dealings with Pittsburgh P late has been somewhat obscured by 
the passage of time. 

W. P. Fuller & Co. was itself a successor of a partnership that had 
already been in the glass business for many years principally with 
imported glass. 

We think, although we are not sure, in this generation that it was 
my grandfather who first made the connection in the early 1890's, 
with the Pitts burgh Plate Glass Co., which developed a course of 
selling and buying which has continued without interruption since 
then. So as to identify in your mind when that was, it was during 
President Cleveland’s second term. Our relationship, in course of 
buying and selling, has survived fire and earthquake, financial emer- 
gencies, panics and wars, et cetera, and it has never rested upon a 
contract and does not now. 

Pittsburgh Plate Glass Co. has announced to Fuller over the years 
its selling terms and policies which are of course subject to change. 
If Fuller likes them, it buys from Pittsburgh. If it does not, it makes 
its own views known to Pittsburgh. If it can do better, it pur- 
chases elsewhere. 

Each party has remained free throughout the years to make what- 
ever buying and selling arrangements it wishes. Fuller, for exam- 
ple, has always been free to buy from whomever it wis shes and, as I 
have said, does buy from a number of others, as its business needs 
indicate. 

Pittsburgh Plate competes paint-wise with Fuller throughout the 
region in which Fuller operates, which is primarily in the seven West- 
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ern States. Within the last 10 years, Pittsburgh Glass operations 
have moved westward, when they have opened new branches in Albu- 
querque, N. Mex.; Billings, Mont. ; Tucson and Phoenix, Ariz. How- 
ever, in the three States of California, Oregon, and Washington, so 
far as we know, Pittsburgh Plate Glass Co, currently sells only to 
Fuller. 

We think our efforts have given Pittsburgh products wide distribu- 
tion and a fine reputation. We cannot and we do not try to dictate 
Pittsburgh’s policies. And they certainly cannot and do not try to 
dictate ours. 

Since neither side has any contractual commitment to the other, I 
suppose the most that can be said is that the course of buying and 
selling will continue only so long as each party is satisfied that it 
serves its own individual] business interests. 

Senator Lone. Might I ask you this question ? 

Mr. Futter. Yes, sir. 

Senator Lone. Is there any interlocking directorate at all between 
the two companies? 

Mr. Futter. There is none, sir. 

Senator Lone. Do you feel that your company has suflicient 
strength to manufacture glass itself in the event that for some rea- 
son your arrangement with Pittsburgh should be terminated ¢ 

Mr. Futter. I doubt very much whether Fuller & Co., as a sole 
enterprise, would go into the glass manufacturing business. I would 
prefer to answer the question by saying that, if our relationship 
with the Pittsburgh Plate Glass Co, ended, I have no doubt that we 
could make satisfactory arrangements elsewhere. 

Senator Lone. Yes. I had in mind the type of situation that exists 
with Ford, in which, if they do not get the price or service they want 
they start manufacturing glass themselves. 

I take it that, as far as you are concerned, if your arrangements 
should ever be terminated you would consider the possibility of buy- 
ing elsewhere or even, perhaps, of going into a joint venture with 
someone else ¢ 

Mr. Funxer. Senator, I am glad to be mentioned in the same breath 
with Ford, to tell you the truth, but the answer is just as you say, that 
we probably could not consider going into the manufacturing business. 
[t takes a substantial financial investment, as you no doubt know, 
which probably would be beyond our means today; but I repeat that 
I have no doubt—which I have said later on in the statement—I have 
no doubt we could make satisfactory supply arrangements elsewhere, 
and, so, we do not consider ourselves dependent on the Pittsburgh Plate 
Glass Co., to any extent. 

Mr. Warr. May I add just a short question ? 

Mr. Fuuuer. Yes, sir. 

Mr. Warts. Mr. Fuller, you have indicated earlier in your state- 
ment that you are at this time and for a long time have purchased from 
other suppliers of glass? 

Mr. Futter. Yes, sir. 

Mr. Warrs. I presume, however, that Pittsburgh supplies probably 
far and away the greatest portion of all the glass you sell ? " 

Mr. Futter. I mentioned previously, Mr. Watts—perhaps I did not 
make myself clear—that we purchase about 20 percent of our glass re- 
quirements from other than the Pittsburgh Plate Glass Co. 
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Mr. Warts. Iam sorry, I missed that. 

Mr. Fuuier. Now, as to the distributive levels at which we operate, 
we prefer to discuss this part of your question in conjunction with your 
question to us—at least II—D, which has to do with customers—this 
is a difficult thing to explain. It is a complicated matter. It is ina 
constantly fluid state. 

Competitive pressures are keen. Perhaps they are no more so in the 
glass business ; but they are keen. 

We have not strictly adhered to your distribution of levels as you 
suggested, because we found it more convenient to discuss our own 
business by setting forth our own outline of the levels of distribution, 
if you do not mind, sir. 

In particular we found it preferable to distinguish sharply between 
our operations as flat-glass distributors, flat-glass contractors and auto- 
glass distributors. 

You have asked us to indicate the percentage of sales in each group 
to our total, and we have tried to do that, but it is really an approxi- 
mation. Again our accounting system is not such that we can give 
you completely accurate information. I believe the results are rea- 
sonably accurate but I did want you to know that a possible margin of 
error exists. So we divided it up this way, we divided it into flat-glass 
distribution as opposed to auto-glass and contracting distribution, 
which comprises about half our business and our initial level of dis- 
tribution, to what you call, or the committee called, the level 2. That is 
primarily carload sales to distributors, in some instances to large manu- 
facturers, such as aircraft manufacturers. 

In trying to summarize this I will go along here. 

By definition we are not a factory, we have just discussed that 
briefly. In some instances, however, our carload buyers can obtain 
factory prices from other factories. In order to keep these accounts, 
therefore, we sometimes must meet the prices that other factories quote 
to them, and sell to them at prices equal to those factory prices 

This is competitively possible because the Pittsburgh Plate Glass 
Co. recognizes that in all these instances we, Fuller & Co., on the west 
coast, are performing a factory function by increasing distribution 
of Pittsburgh Plate Glass Co.’s products and, therefore, are entitled 
to a functional discount in respect of these sales. 

That refers briefly to what Mr. Layne mentioned just previously. 
I won’t go into any more detail there unless you wish to ask some ques- 
tions. 

The second part of our distribution, which amounts to about 25 
percent of the 50 percent, which is the flat glass or what we consider 
the flat-glass end of our business, is in less than carload sales to jobbers 
who sell in turn to smaller glass dealers, retailers, and glazing con- 
tractors, and sales to building supply firms and lumber companies and 
to those engaged in the glazing business which comprises many, if not 
most, of those firms eng wed i in the glass business. 

I think it is also fair to point out that our own sales—and I imagine 
we are typical—to glazing contractors today, are substantially ‘less 
important to them than they were in 1940, and that is because of the 
great increase in the percentage of metal that goes into a glass con- 
tracting business. 

It is also fair to point out that the customers at all levels are able 
to get direct affiliations with metal companies, which has changed the 
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picture of distribution considerably. In fact, it is our estimate that 
up to 75 percent of the material that goes into a glazing contract may 
be something other than glass. 

Then the third level that we refer to; as we do sell flat glass to re- 
tailers who resell it to consumers. 

At this particular level it is mostly paint and wallpaper store, pic- 
ture framing, furniture fixtures and sets. Then we sell what we con- 
sider a separate distribution level to insurance companies, property 
management firms, and maintenance accounts. 

These customers usu: lly act as agent for the ultimate consumer and 
that comprises 2.6 percent. 

The last category is, we do make some sales direct to the ultimate 
consumer and we consider that to be about 114 percent of our flat- 
glass business. 

Now, the second category that we list as the level of distribution 
we conside ‘r completely separate, and that is the glass contracting 
business. We do not believe that the glass contracting business fits 
within our regular pattern of selling as distributors and it belongs in 
a class all its own. Each, as you know, is an tndividual job for 
which we bid competitively with other firms, and every bid depends 
on many factors and labor is usually as important a factor as glass 
and metal and, as I have said, is often far more important. 

Now, as far as glazing is concerned, I want to make sure we under- 
stand that a contract can be for a contractor involving several car- 
loads of glass or it can be for an individual homeowner involving only 
a few pieces of glass. 

We ourselves have not been particularly successful in bidding on 
the smaller jobs. It seems that our own overhead costs are such that 
we cannot compete for this sort of work nor provide the service that 
the smaller firm can do. I would like to point out specifically that 
in many instances smaller glass contracting firms do compete for and 
do successfully obtain large contracting jobs which we want badly. 

The third aspect of our ‘business, which we consider separate and 
apart, is the automotive glass and distribution business, which was 
the primary subject of your hearing a couple of months ago. That 
comprises 8.5 percent of our glass business. We tried to divide that 
up; it is difficult to do specifically, into various levels. 

The first level we commented on was that there are some major 
automotive-glass jobber, particularly in our territory, who buy in 
large quantities in bulk or pallets and that is a very small percent 
of our business, but that is our level No. 1 

Level No. 2, which is our most important level in our sales, com- 
prises our sales to the auto-glass-replacement shops. 

These customers usually buy in individual cartons and they carry 
a smaller inventory and they expect and do get a relatively quicker 
turnover. 

That comprises 8.5 percent of our overall glass business, but as you 
can see, it comprises the bulk of our automotive-glass-distribution 
business. We consider it to be about 75 percent of our auto-glass 
business. 

And, the third level takes into account auto dealers and auto-repair 
shops, which is a small percentage of our business; and the fourth 
level takes into account insurance companies, which again is a rela- 
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tively small percentage of our business; and the last level is a very 
small percentage as you can see, one- tenth of 1 percent, but we do 
occasionally sell on an installed basis to the ultimate consumer him- 
self, not through the insurance company. 

Then we have a fourth level that we thought we had better put in 
in addition, and that is, there is such a thing as pickup sales because 
no individual in the glass business, no distributor in the glass busi- 
ness, no matter how large his warehouse facilities, can carry a com- 
plete inventory at all times, and, so, there are ovcasionally pickups 
from other distributors. But that is again an insignificant part of 
our business. 

The next subject was pricing, which again is a difficult subject. 

Senator Lone. Pardon me just one moment. Counsel has a question 
at this point. 

Mr. Warts. Mr. Fuller, may I ask whether these percentages are 
estimated on the basis of last year’s sales, or over a period of years? 

Mr. Futter. These particular estimates are estimated on the basis 
of last year’s sales, but in the last 2 or 3 years there would be no major 
difference in the percentages. 

Mr. Warts. To the extent that any businessman can estimate what 
is going to happen, would you imagine that these percentages might 
be typical of 1958 and 1959 operations? 

Mr. Fuuter. I would imagine it might be typical of 1958 with us, 
although I must say that our own auto- “glass business have gone down- 
hill to some extent. 

Now with reference to pricing, as I started to say, it is a very diffi- 
cult thing to talk about pricing in any formula or arithmetically. We 
ourselves are on a decentralized basis. We have tried to put as much 
responsibility and authority in the hands of our branch managers 
as we can, and they are authorized to meet the ever-changing competi- 
tive conditions as they change and come up day by day. 

I don’t think I personally could make any significant contribution 
to a discussion of the methods of the industry as a whole. 

I will offer a few generalizations and I hope that you gentlemen 
will accept them with the same hesitation that I gave them. 

I strongly suspect that, if it were humanly possible to examine all 
the ways in which jobbers price flat glass, it would be found that 
nearly every conceivable variation has been and is being used at some 
place and at sometimes. The glass business is and has always been 
a highly volatile, dynamic, and. competitive industry. 

From time to time in the past the industry has been characterized 
by acute shortages, with the construction of new manufacturing facili- 
ties. This is perhaps unlikely in the future. The enormously in- 
creased availability of foreign glass in recent years has unquestion- 
ably had its effect upon pricing methods. The fluctuation in the 
building construction index tends to discourage any broad generaliza- 
tion. 

While it is, perhaps, true that industry pricing has been on a list 
and discount basis, to summarize this paragraph, I would like to say 
that we at W. P. Fuller & Co. are in the process of going to net prices 
pretty much exclusively in the glass end of the business for two rea- 
sons: (1) We think it 1s advisable as best we can to take the mystery 
out of the glass business, and (2) in going to machine accounting this 
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makes it a more convenient way to do it, so we are in the process of 
changing over. We expect to have our pricing on this basis within 
a matter of a few months. 

Senator Lone. Has it occurred to you it might be a good idea for 
Pittsburgh to do it the same way ? 

Mr. Furr. Does it occur to us? 

Senator Lone. Yes. 

Mr. Futter. We think it isa good way. 

Senator Lone. Yes. 

Mr. Fuuer. Pittsburgh will have to make up their own minds. 

Senator Lone. It looks awfully confusing to me to start out with 
a price list and then have about seven different discounts. 

Mr. Futter. It is really not quite as confusing as it looks initially, 
but, personally, I think going to net prices is a step in the right direc- 
tion. Weconsider it to be at least a progressive step. 

Now, as far as competition is concerned, we have been asked to 
supply the names of the principal firms with which we compete for 
the flat-glass business in our territory. I will be glad to hand the 
requested list to the committee for its use. I have it with me. 

The list comprises—this is a matter of judgment as to who your 
principal competitors are—116 names, and although we consider these 
firms to be our principal competitors, we estimate ‘that there are more 
than 600 firms competing at various levels for the glass business in 
the West. This figure does not include the auto- glass shops, as such. 

We purchase from some of the competitors that you will find named 
on this list which I will hand you, but it is insignificant, really, in 
relation to our total volume, with the exception of the Pittsburgh 
Plate Glass Co. Of course, Pittsburgh occupies a different position 
as a supplier-competitor, since we purchase most of our flat glass from 
them. 

Nevertheless, we are by no means dependent on the Pittsburgh Glass 
Co., in our opinion, as a source of supply, since, as I mentioned previ- 
ously this afternoon, we have other suppliers to whom we can and do 
turn for flat glass. 

I would like to add also that, of the principal competitors listed on 
that list, less than 10 percent buy the major part of their glass from 
us. That means in excess of 50 percent of their requirements. Again, 
that is an estimate, because we do not have the completely accurate 
figure, but I can assure you, and history has proved it, that if our 
quality, price, and service are not competitive, our customers can, will, 
and do find other sources of supply, and they find them promptly. 

As far as competing with our customers and vice versa, the principal 
area where we compete with them is in the contracting end of our 
business, which, as I mentioned before, we consider to be : separate and 
apart from the business, and firms of all sizes are engaged in the glass 
contracting business. 

We have been part of the construction business for 90 years. The 
first figures that I could drum up in the last couple of weeks show we 
first did an installation in 1863. C ompetition for glass contracts in- 
cluding labor is aggressive and keen and in at least 4 out of 5 cases we 
are unsuccessful in bidding, and, moreover, we bid on considerably 
less than all the work that is going on. 
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In any list of successful bidders on glass contracts of all sizes in the 
West, you will see the names of many of our customers. 

As far as the other aspect of competition is concerned, with our 
customers, the auto-glass business is it. We have installed wind- 
shields in our company for more than 30 years as a service to our 
customers, so we are not newcomers to the field. However, I would 
like to put in its proper perspective our own participation in this 
business in the installation level. 

We have attempted to assemble some estimates—and I emphasize 

“estimates” because that is just what they are—of the total replace- 
ment market in the West to determine whether or not our company 
plays a dominant part in the auto-glass-installation business. Here 
are the figures which I have developed : 

We estimate there are more than 1,000 auto-glass-installation shops 
in the territory in which we operate. 

We own 8 auto-glass shops in the whole 7 Western States. 
However, we are equipped at 24 other locations to provide auto-glass 
service in a limited way, and I can state categorically that it is limited, 
and that we really do not do a particularly “good and competitive job 
in that field. 

Krom a sales standpoint, we have a total of 4 men in 7 Western 
States calling on insurance companies, and about a third of the time 
of the 4 men is spent promoting the sale of auto glass at the installation 
level. 

We spend three-tenths of 1 percent of our annual advertising budget 
in auto-glass advertising. 

We estimate that we mstall less than, or no more than, 3 percent of 
the automobile glass installed in the West. I have added here in the 
statement that 1 confess to being rather shocked at the figure myself, 
but it certainly should be a comfort to our competitors. 

The great bulk of auto-glass business consists of sales to auto-glass 
dealers. The business has changed tremendously, as was mentioned 
once or twice earlier today. Prior to this time, auto-glass-replacement 
shops could get by on a flat safety-glass inventory of a few hundred 
dollars. Today we think that same dealer would have to carry an 
inventory of $10,000 to $15,000 to do as good a job of servicing the 
trade, and the space that he would require for storage has increased 
practically astronomically. 

This has created quite a change in the distribution picture. We 
have had to carry large inventories in order to eto the auto-glass 
dealer, as well as to support ourselves. In our case we carry an 
institutional inventory of in excess of $1,200,000 in auto-glass parts, 
primarily winds shields and back lights. In a sense, in our opinion, 
our doing this has kept the auto-glass dealer in business, since, gen- 
erally speaking, the inventory problem and the obsolescence risk would 
be too great for many of the smaller auto-glass dealers. 

I can tell you we try to do the best job we can of servicing the auto- 
glass dealer, because he is the fellow that keeps us in the auto-glass 
business. We estimate that at least 75 percent of our sales, as I 
mentioned previously, are made through him. 

Then comes the subject i in your outline, Senator, of dual distribution, 

Now Pittsburgh has company-owned warehouses in a number of 
cities in which we operate. We are in direct competition with the 
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Pittsburgh Plate Glass Co. in Billings, Butte, Mont.; Phoenix, Tuc- 
son, and in the surrounding territories. : 

You ask us how we found Pittsburgh as a competitor. We feel 
that we can compete as we do with any other competitor when we 
compete with the Pittsburgh Plate Glass Co. 

We lose customers to them and they lose customers to us; we lose 
jobs to them and they lose jobs to us. And, although we have found 
Pittsburgh aggressive competition, we do not find them any more or 
less aggressive nor do they pose any greater competitive problems 
for us than does a Libbey-Owens-Ford distributor; for that matter, 
any other alert glass man who knows his business. 

So, under the circumstances, we felt it would be pure speculation 
on our part to try and guess whether our situation would be im- 
proved or not improved if Pittsburgh operated in those areas where 
they compete with us through independent dealers. We compete or 
rather we participate in varying degrees at all levels of distribution, 
both in the flat glass as well as in the auto glass end of the business, 
so, there are obviously certain levels where we compete with our cus- 
tomers’ customers. But, as I reported previously, the lower down the 
distribution ladder we go, the less business we do and the less impor- 
tant factor we are. 

Now, you ask why do we go into the various levels of the distribu- 
tion business. What prompts us to make a decision to compete with 
our customers? Well, we think the answer is that, over the more than 
a hundred years that we have been in business, we have found our- 
selves with the necessity of serving almost all classes of trade as our 
business grew and developed, so our glass contracting business has 
been in effect for 90 years. 

We began to open our own retail stores as far back as 1924, and 
we have been in the auto-glass-replacement business since 1928, so 
that these decisions reached at that time were made many years ago 
before many of our present customers existed. No doubt, we were 
influenced by the need for a complete distributional system to satisfy 
the demands of a young and growing section of the country. 

Then we come to the General Motors part of this statement. In 
our mind, there is no question that the recent price reduction that 
General Motors instituted with respect to auto-glass-replacement parts 
has affected our business. It is too early to give you any specific 
information as to how. We have made preliminary studies and we 
find that our movement of General Motors parts has dropped by 
some 40 percent, compared to a similar period a year ago, but that is, 
in a sense, a misleading figure, because during that time we did have 
a glazer’s strike in various parts of our territory, and there was a 
general depression in the auto-glass business—I had better call it a 
recession in the auto-glass business, anyhow. 

So we really cannot tell you how much of that 40-percent drop was 
attributable to the General Motors price increase. Now, the General 
Motors Co. reduced the prices to their own dealers on its auto-glass 
parts by approximately 20 percent. These reductions were made to 
General Motors dealers, and it is our understanding that General 
Motors recommended that its dealers quote lower prices to the insur- 
ance trade, and that has generally, in our opinion, happened. 
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In our view, the principal impact of the General Motors price 
reduction on the auto-glass dealer’s business is its effect on his profit 
in selling to insurance companies, a business he carries on in com- 
petition with the General Motors dealer. 

In order to allow our principal customers, the auto-glass-replace- 
ment shops, to remain competitive at a profit, we have had to consider 
the reduction of our prices to the auto-glass shops so that they could 
compete with General Motors dealers’ insurance quotations. Now, 
our company’s response to this price change has varied in different 
areas which we serve, depending on market conditions existing there— 
and, I repeat again, we are on a decentralized basis. 

It is the local manager’s responsibility to set his own price schedules, 
and to meet the competition or not meet the competition, as he sees fit. 

Now, how have me met this? In 3 of the 7 States in which 
we operate we have reduced our selling prices to the auto-glass shops 
by approximately the full 20-percent reduction announced by General 
Motors. This has not increased our sales of General Motors parts. 
It only reduced by a substantial amount the profitability of our own 
sales to auto-glass-replacement dealers. 

Nevertheless, we believe the reduction was necessary, because market 
conditions in those areas made it necessary for those shops to receive 
such lower costs or lose their insurance business to General Motors 
dealers. 

I would like to stress that we are not necessarily Santa Claus and we 
did not necessarily do this for charitable reasons. We did it for good, 
sound, business reasons. We do not consider ourselves aggressively 
active in selling to auto dealers or to the insurance trade. Sales to 
auto-glass- -replacement dealers are the most important part of our 
auto- glass business, and once again I have shown the figure 75 percent 
of our auto-glass business goes through them. 

So we have their interests at heart and we did not want them to 
suffer the injury, maybe an irreparable injury, by not helping them 
out to some extent to meet the new competitive situation. 

That is in three States. In our mountain district, which is mostly 
in Utah, we have responded to the General Motors price reduction by 
a little different maneuver. There we have helped the auto-glass 
dealer out by reducing his price about 10 percent, not the full 20 
pereent. 

This still enables auto-glass dealers to realize a gross profit of from 
25 to 30 percent on sales of these parts to the insurance trade. 

In the competitive situation consequently our action is somewhat 
different in southern California and Arizona. I might say this thing 
tends to change quite frequently, and almost day by day. There, 
because of decreases in discounts by the auto- glass dealers to the 
insurance companies reflecting increases in installation charges, the 
full impact of the General Motors price reduction was not completely 
realized. We did lower our prices to the auto-glass dealers to some 
extent to help them compete at a profit. 

In northern California the situation again was different. It seems 
like in northern California the General Motors dealers have not been 
nearly as aggressive in getting into the glass business as they have 
been in other places, and there we have just ‘been mar king time, waiting 
to see what is going to happen, and we have found, somewhat to our 
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surprise, that we have been able to hold and our customers have been 
able to hold the business at existing prices. 

As I say, General Motors does not seem to have gone after the 
business as aggressively there, and they are content to buy at a slightly 
higher price from the experienced glassman, and, perhaps, the net 
result to them is a benefit. 

In conclusion, as I have stated, we are auto-glass distributors. We 
do sell to some auto dealers and auto-repair shops. Seventy-five per- 
cent of our auto-glass sales are to auto-glass-replacement shops. 

We certainly do not want to be misunderstood as er iticizing General 
Motors. It is the heart of our national competitive system, and every 
businessman is entitled to compete for a profit. 

We are not at all sure that we can continue to absorb the profit 
reductions that General Motors policies have entailed. Usually, com- 
petition produces an equitable and eflicient adjustment sooner or later, 
and we hope it soon will in the present situation. 

Lastly, the Fuller family has been in this business for 109 years, 
and our business policy has always been rooted in fair dealing. 
When the present firm was incorporated in 1894, the announcement 
sent to the trade included this statement : 

We shall use every effort to promote the interests of our customers, believing 
that a business can only be successfully carried on when based on that principle. 

Now, over 60 years later, none of us sees any need to amend that 
statement. 

Senator Lona. Thank you very much, Mr. Fuller. 

Mr. Futter. That concludes my formal statement. 

Mr. Warrs. I would like, Mr. Chairman, to be able to question Mr. 
Fuller, in writing, at a 1: ater date, if necessary, because the statement 
just came in this afternoon, but at this time, I would like to ask him 
just a couple of questions. 

Mr. Fuuuer. I would like to apologize for not getting the state- 
ment to you sooner, but the request that we received from the com- 
mittee did not, at least, make it clear to us that you expected to get 
it ahead of time. 

Mr. Warts. I’m sorry that we did not make it clearer. 

It was at the bottom of the witness schedule, and you may have 
missed it there. You did cover in your statement the fact that you 
receive a commission in the same way that a Pittsburgh warehouse 
would for some factory—— 

Mr. Fuiirer. We receive what we call a functional discount. I 
would like to make that clear. We call it a functional discount and 
we think we are performing a factory function and that is why we 
feel we are entitled to get it. 

Mr. Warts. Some of the customers that you developed in your terri- 
tory, I understand, are among those listed by Pittsburgh as the factory 
buyers that they have had. "This morning it was mentioned they in- 
creased their factory buyers by some 30 percent and had gone up from 
some 400 factory buyers in 1948 to over 600 last year. 

Some of those are customers that do receive shipments from the 
factory but on which you receive a functional discount; is that right? 

Mr. Futier. I have no way of knowing what Pittsburgh’s list con- 
sists of. I have not seen it. I would like to say this: that any sale 
to a factory buyer in our territory is made by us. Pittsburgh has abso- 
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lutely nothing to do with making that sale. We make the sale. We 
carry the credit, we do the promotional work. In fact, we do, to a cer- 
tain extent, quite a bit of the work that Libbey-Owens-Ford’s own 
sales organization does in the West. 

‘Mr. Warts. Do any of these customers of whom you have been 
speaking have any allotment of glass in times of shortage—which, 
I-guess, there have been in the not- too-distant past ? 

Mr. Futier. You please me, sir, by asking the question because, dur- 
ing times of shortage, cer tainly generally speaking our overall polic: y 
has been to treat our customers just as fairly as we treat our own 
branches, and I, as a matter of fact, have with me but not at this table, 
a statement to be sent out to our br: anches saying that very thing 3 or 
4 years ago. 

Mr. Warts. Does W. P. Fuller have the power to direct at such 
times the glass to which these customers would be entitled ? 

Mr. Fuuier. They are our customers. 

Mr. Warts. I see. 

Mr. Fuuter. So that it is up to us to determine whether we sell 
them or whether we don’t sell them. 

Mr. Warts. I would also be interested to know whether there is 
anything at all unusual with regard to the glass in your depots. Does 
W. P. Fuller & Co. pay for glass in its depots at the time of receipt or 
at some later time? When does title pass ¢ 

Mr. Futter. This is not a consigned stock. We pay for it as soon 
as we get it. I presume that is the implication of the question. 

Mr. Warts. It is, sir. I was interested to know whether you 
ever—— 

Mr. Fuuter. It is our investment. 

Mr. Warts. You have no glass on consignment ? 

Mr. Futier. No, sir; not from the Pittsburgh Plate Glass Co. 

Mr. Warts. I have no other questions, Mr. Chairman, for Mr. Ful- 
ler at this time. 

Senator Lone. Thank you very much, Mr. Fuller. I believe, per- 
haps, we may want to ask a few more questions after we have studied 
your statement more thoroughly, but you have given us a lot of infor- 
mation, which we appreciate. We will get in touch with you if we 
want some more information from you. 

Mr. Fuuier. Thank you, sir. We are anxious to cooperate and I 
appreciate your courtesy. 

(Mr. Fuller’s statement reads in full as follows :) 


STATEMENT OF WILLIAM PARMER Futter, W. P. Futter & Co., 
SAN Francisco, CALIF. 


My name is William Parmer Fuller. I am a vice president of W. P. Fuller 
& Co., a California corporation with headquarters in San Francisco. Except 
for time out during the war years, I have been actively associated with the firm 
since leaving school in 1937. I appreciate the committee’s invitation to appear 
here today. The committee’s invitation referred to complaints concerning sup- 
plier-competition with Fuller. I welcome the chance to discuss this subject and 
to tell you something about our company and our glass business. 

Our firm had its beginnings in a small partnership formed by my great- 
grandfather in Sacramento in 1849. As a 17-year-old boy he had run away 
from his home in New England, shipped around the Horn as a cabin boy and 
tried briefly and unprofitably to search for gold. Although his business was 
wiped out once by fire, once by a flood on the Sacramento River, and although 
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he lost all his savings when his bank closed its doors, he and a friend succeeded 
in starting up as dealers in paints, oils, and wallpaper. Since that time, over 
the last 109 years, the company has become an organization employing 3,200 
persons, with branches throughout the seven Western States. Our business has 
survived the hazards of more than a century of family ownership and manage- 
ment. Up to a few years ago, the company’s stock was owned entirely by mem- 
bers of the Fuller family. In recent years some stock has been sold to the public 
and some stock is in the hands of employees through an employee stock purchase 
plan. However, 90 percent of the company’s stock remains with the family 
and top management is still in the hands of the third and fourth generations of 
W. P. Fuller’s descendants. Currently employed by the company are 3 grandsons, 
6 great-grandsons and, for summer work, 1 great-great-grandson of the young 
man who came to Sacramento in 1849. We have grown with the West, are 
closely identified with western progress and take pride in our independence, 
our integrity, and our company. 

For the balance of this statement I have tried to adhere to the outline which 
the committee staff recently sent us. 


I. THE COMPANY: ORGANIZATION AND BUSINESS 


A. Organization.—W. P. Fuller & Co. first became a corporation in 1894 when, 
at the death of the original W. P. Fuller, the Fuller family purchased the interest 
of Frank Whittier in the firm of Whttier, Fuller & Co., a partnership first formed 
in 1868. 

B. Business.—The principal business of the firm is, and always has been, the 
manufacture and distribution of paint. We own and operate 4 paint factories, 2 
in California, located in San Francisco and in Los Angeles; 1 in Seattle, Wash. ; 
and 1 in Portland, Oreg. ; and we distribute our products through branches, stores, 
and dealers throughout the West. We also handle many other products associated 
with residential, commercial, and industrial construction and decoration, in- 
cluding glass, wallpaper, doors, and the like. In our principal field of paint, we 
naturally meet the competition throughout our western territory of national 
and local paint manufacturers, many of whom have their own distribution 
systems. 

The other major part of our business is the glass business and we distribute 
a full line of flat glass products, including windshields and backlights. The 
company and its predecessor have been in the glass business for at least 90 years. 
Glass accounted for 47 percent of our total sales volume in 1957. The percentage 
was Slightly more in 1956. It is difficult to state the percentage of our earnings 
attributable to glass since we do not allocate our general expenses between paint 
and glass. However, there was a sharp drop in our overall profit in 1957 which 
our president in his statement to stockholders attributed largely to a disappoint- 
ing operation in glass during the year. 

I might add that when we use the term “glass business” we include our sales 
of metal, primarily aluminum, in conjunction with the sale of glass. This in- 
cludes the metal used as glass holding members in store fronts and other com- 
mercial installations as well as in the currently popular curtain wall construc- 
tion. It also includes aluminum doors, casement windows, awning-type windows, 
and various other metal items. Flat glass installation and glazing services play 
a significant part in our volume since our own contract business constitutes 
approximately 30 percent of our total glass business. Ordinarily, we use our 
own glaziers only to install products which we handle and we do not bill for 
labor as a separate item. 

C. Typicalness of our business.—Our business is generally typical of the busi- 
ness of other glass distributors in the western market area, with the exception 
that our competitors are primarily glass distributors while our glass business is 
less than one-half of our total sales volume. In addition, it is fair to say that 
our own branch system is not typical, but this is merely a question of degree as 
sonie of our major competitors also operate multiple outlets. 

D. Financial strength.—The net worth of our company is $34 million. Our 
total sales volume is in excess of $70 million annually. We have 3,200 em- 
ployees. Our investment in plant and equipment is approximately $17 million; in 
inventories, $17,600,000; in accounts receivable, $9 million. Over the past 5 
years our annual net earnings have averaged 3 percent of sales and 6 percent 
of capital and surplus. 
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II. OPERATIONS AS A DISTRIBUTOR OF FLAT GLASS 


A. Distributive facilities and methods.—Our investment for carrying on our 
glass business is approximately $5,600,000 in plant and equipment, $6,800,000 in 
inventory, and $4,600,000 in accounts receivable. The number of employees who 
spend most of their time in the glass end of our business amounts to 1,023. 

B. Supply sources.—We deal in a number of brands or makes of flat glass 
other than those of the Pittsburgh Plate Glass Co. Other sources in the United 
States include: Houze Glass Co., National Potteries, Fourco (Harding Glass 
Co.), Paul Wissmach, Pittsburgh Corning, J. Merrill Richards, American Win- 
dow, Mississippi Glass, Kokomo Opalescent. Abroad we buy from: British 
Indestructo, Miroiteries De Charleroi, Glaces et Verres Glaver, Verreries Des 
Hamendes, Union de Verreries Mecaniques Belges, Reimpex Co., Mondial Trad- 
ing Corp., Pilkington Bros., Ltd., Union Commerciale Des Glaceries Belges, 
Nippon Sheet Glass Co., Suntex Safety Glass, Glaces De Boussois, Asahi Glass. 
In 1957, our flat glass purchases from others than the Pittsburgh Plate Glass 
Co. amounted to about 20 percent of our total glass purchases for sale through 
ordinary distribution channels. 

Now, about our relationship with the Pittsburgh Plate Glass Co.: The origin 
of W. P. Fuller & Co.’s business dealings with Pittsburgh Plate Glass Co. has 
been somewhat obscured by the passage of time. W. P. Fuller & Co. was itself 
the successor of a partnership which had been engaged for many years in the 
glass business—principally with supplies of imported glass. The evidence today 
seems to support the view that it was my grandfather, sometime in the early 
1890’s, who first established a business connection with Pittsburgh Plate Glass 
Co.—a course of selling and buying which has continued without interruption 
since then. This beginning would probably have been made during President 
Cleveland’s second term. 

This course of buying and selling has survived fire and earthquake, financial 
emergencies, panics, depressions, world wars and international crises. It has 
never rested upon contract and does not now. Pittsburgh Plate Glass Co. has 
announced to Fuller over the years its selling terms and policies. These are, 
of course, subject to change from time to time. If Fuller likes them, it buys 
from Pittsburgh Plate Glass Co.; if it does not, it makes its own views known 
to Pittsburgh Plate Glass Co.; and, if it can do better, purchases elsewhere. 
Each party has remained free throughout the years to make whatever buying 
and selling arrangements it wishes. Fuller, for example, has always been free 
to buy from whomever it wishes and, as I have said, does buy from others as 
its business needs indicate. Pittsburgh Plate Glass Co, competes paintwise 
with Fuller throughout the region in which Fuller operates. Within the last 10 
years Pittsburgh Plate Glass Co.’s glass operations have moved westward with 
the opening of new branches in Albuquerque, N. Mex., in Billings, Mont., and 
in Tuscon and Phoenix, Ariz. In the three States of California, Oregon and 
Washington, so far as we know, Pittsburgh Plate Glass Co. currently sells only 
to W. P. Fuller & Co. We think Fuller’s efforts have given Pittsburgh Plate 
Glass Co.’s glass products wide distribution in the Western area and a fine 
reputation. 

We cannot and do not try to dictate Pittsburgh Plate Glass Co.’s policies, and 
they certainly cannot and do not try to dictate ours. Since neither side has 
any contractual commitment to the other, I suppose the most that can be 
said is that the course of buying and selling will continue only so long as 
each party is satisfied that it serves its own individual business interests. 

C. Distributive levels at which we operate. 

D. Customers. 

It seems convenient to discuss the staff’s question II (C), which inquires 
into the distributive levels at which we operate, simultaneously with its ques- 
tion II (1D), which inquires into the classes of customers to whom we sell at 
those levels. Except where noted, we have sold to the classes of customers 
I shall discuss for many years, and certainly since 1940. For example, we 
have been engaged in auto-glass installation since 1928. 

We have not strictly adhered to the suggested distributional levels tentatively 
outlined by the subcommittee staff. While we do not necessarily disagree with 
the staff’s outline, we find it more convenient to discuss our own business by 
setting forth our own outline of the levels of distribution. In particular, we 
found it preferable to distinguish sharply between our operations as flat-glass 
distributors, flat-glass contractors and auto-glass distributors. 
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The subcommittee has asked us to indicate the percentage of our total flat- 
glass* business that is represented by sales to each class of our customers. I 
have been able to indicate only the approximate percentage of our glass sales 
at each of the levels at which we sell. It has not been possible to break down 
our statistical data to any further degree. In many cases even the figures I 
shall mention are only the best informed guess we have been able to make. 
I believe the results are reasonably accurate, but a possible margin of error 
must be recognized. 


A. Flat glass distribution (50.8 percent) 


(1) 17.6 percent.—Our initial level of distribution in flat glass corresponds 
to what the subcommittee staff has termed ‘“‘Level 2”: Carload sales to distribu- 
tors and, in some instances, to large manufacturers or building supply companies. 
These purchasers buy in factory units and maintain warehouse and storage 
facilities. While we made sales in carload quantities before 1940, we have 
tripled this aspect of our business in the last decade. 

By definition, as your staff has pointed out, we are not a factory. In some 
instances, however, our carload buyers can obtain factory prices from other 
factories. In order to keep these accounts, therefore, we sometimes must meet 
the prices that other factories quote to them and sell to them at prices equal to 
those factory prices. This is competitively possible because Pittsburgh Plate 
Glass Co. recognizes that in all these instances we are performing a factory 
function by increasing distribution of Pittsburgh Plate Glass Co.’s products, 
and therefore are entitled to a functional discount in respect of these sales. 
For convenience here I shall refer to these purchasers as factory buyers. 

Our customers at the carload level fall into three categories. First there is 
the distributor. These firms sell to glazing contractors, jobbers, wholesalers 
and retailers; often they also use the glass they purchase in bidding for con- 
tracting work. Secondly, we sell to building supply companies who purchase in 
-arload quantities. These firms sell in turn to glazing contractors and owner- 
builders. Thirdly, we sell to manufacturers and fabricators. This category 
includes aircraft manufacturers, who sell to the Government and to private 
aircraft companies. It also includes manufacturers of medicine cabinets, cur- 
tain-walls and shower doors and fabricators of mirrors and showcases—all of 
whom sell to the trade. 

(2) 25.2 percent.—We sell in less than carload quantities to: (1) jobbers, 
who sell in turn to smaller glass dealers, retailers and glazing contractors; 
(2) building supply firms and lumber companies, who sell in turn to smaller 
glazing contractors and owner-builders; and (3) glazing contractors, who in 
turn sell (installed) to prime contractors and owner-builders. These purchasers 
frequently buy from the distributors to whom we sell at our level A (1). 

I should point out that our sales to glazing contractors today are substantially 
less important to them than they were in 1940. Because of architectural changes 
in commercial and residential building designs, contractors now spend consid- 
erably more for the metal and other products they use for installing glass 
than they spend for the glass itself. The percentage of products other than 
glass may now constitute up to 75 percent of the total products in any major 
glass and glazing contract. In 1940 we could have supplied jobbers and dealers 
with any of these related metal items at a profit. Today a large number of 
metal manufacturers, many of which are located in our area, supply these 
glazing contractors with their metal needs for at least as low a price as they 
give us. 

(3) 3.9 percent.—We sell flat glass to retailers who then resell it to consumers. 
Our retailing customers include paint and wallpaper, picture framing, furniture- 
fixtures and novelty stores. 

(4) 2.6 percent.—We sell, on what is considered a separate distributive level, 
to insurance companies, property management firms, and maintenance accounts 
serving motels, hotels and apartment buildings. These customers usually act 
as agents for the ultimate consumer. The industry generally has never con- 
sidered these sales as retail sales. 

(5) 1.5 percent—We make some sales directly to the ultimate customer. 


B. Flat glass contracting (29.4 percent) 


The subcommittee’s staff listed sales by jobbers and contractors as its “Level 4.” 
In our level A (2) we have included the sales that we, as jobbers, make to 





Po Approximately 7.3 percent of our glass sales involve specialty products other than flat 
glass. 
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glazing contractors. We also sell, as glazing contractors, to general building 
eontractors, some subcontractors, owner-builders, tract-developers, etc. These 
jobs are done on an installed basis. We do not believe that they fit within our 
regular pattern of selling as distributors. Rather, contracting belongs in a 
class all of its own. Each job is an individual job, for which we bid competi- 
tively with other firms. Each bid depends on many factors, and labor is usually 
as important a factor as glass, especially as the size of the job decreases. Metal, 
as I have said, is often far more important than glass. 

I would like to stress that a glazing contraet job can be for a contractor 
involving several carloads of glass, or it can be for an individual homeowne1 
involving only a few pieces of glass. We have not been successful in bidding 
on the smaller jobs. Our overhead costs and expenses are such that we cannot 
compete for this sort of work with the smaller firms. I would like to stress 
also, that in many instances the smaller glass contracting firms do compete for, 
and do successfully obtain, large contracting jobs which we want badly. 


C. Automotive glass distribution (11.8 percent) 


(1) 0.6 percent.—A new level of distribution is beginning to emerge for auto 
glass. With the advent of bent auto glass parts, a few firms are beginning to 
act as automotive glass jobbers. They purchase large quantities of auto glass 
in factory units, and they hold large inventories of auto glass parts for resale 
(uninstalled) to the customers listed at levels C (2) and C (3) below. 

(2) 8.5 percent.—We also sell to the general class of auto glass replacement 
shops. These customers usually buy in individual cartons. They usually carry 
a smaller inventory for relatively quicker turnover. They nearly always sell 
on an installed basis to the customers which I shall describe as levels C (3) 
through © (5). Seventy-five percent of our auto glass business is done with 
the auto glass replacement shops. 

(3) 0.8 percent.—We sell also to a far lesser extent, to auto dealers and auto 
repair shops. These firms sell on an installed basis to the customers which I 
shall describe as levels C (4) and C (5). 

The subcommittee’s staff placed sales to these customers at the same level 
(its level 3) as sales to auto glass replacement shops. Auto glas replace- 
ment shops, however, have traditionally supplied the auto glass needs of auto- 
mobile dealers and automobile repair shops. They aiso have carried inven- 
tories and have performed specialized services not ordinarily performed by 
auto dealers or auto repair shops. Therefore, we have traditionally considered 
the auto glass replacement shop to be at a higher level than auto dealers. It 
is our policy to continue to do so unless we are competitively compelled to alter 
our classifications as a result of the recent changes instituted by General Motors. 

(4) 2.3 percent.—We sell on an installed basis to insurance companies. While 
these firms act as agents for the ultimate consumer, the industry generally does 
not consider these sales to be “retail” sales. 

(5) 0.1 percent.—We occasionally sell on an installed basis to the ultimate 
consumer. 


D. Pickup sales (0.6 percent) 


It is impossible for any distributor to maintain an absolutely complete in- 
ventory at all times. Therefore, we occasionally make a sale to another dis- 
tributor who is temporarily out of stock of a particular item. 

E. Pricing 

The subcommittee’s staff has suggested that we undertake a comprehensive 
explanation of the pricing methods of the entire flat-glass industry, as well as 
those of our own company. As the representative of a regional distributor 
of flat glass, I doubt that our company could make any significant contribution 
to a discussion of the methods of the industry as a whole. I, for one, am not 
bold enough to think that I can give any comprehensive or accurate characteriza- 
tion. In offering a few generalizations, I hope the committee will accept them 
with the same hesitation with which they are proffered. 

I strongly suspect that, if it were humanly possible to examine all of the ways 
in which jobbers price flat glass, it would be found that nearly every conceivable 
variation has been and is being used at some place and at some times. The 
glass business is and has always been a highly volatile, dynamic, and competitive 
industry. From time to time in the past the industry has been characterized 
by acute shortages; with the construction of new manufacturing facilities this 
is perhaps unlikely in the future. The enormously increased availability of 
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foreign glass in recent years has unquestionably had its effect upon pricing | 
methods. ‘Che fluctuation in the index of building construction tends to dis: 
courage any neat generalizations about pricing methods. f 

While it is perhaps true as a broad generalization that industry pricing hele | 
been on a list and discount method, the staff’s suggestion that all pricing at all 
distributive levels is done on this basis is not confirmed by our experience. AS a 
matter of fact, except for our southern California district (which will soon 
ehange over), our company in respect of most glass products, including auta | 
glass parts, now quotes its customers on the basis of net prices. We decided 
some time ago that, instead of quoting our various classes of customers’ list 
prices to which a long string of discounts might be applied in order to arrive 
at the actual selling price, it would be preferable in the interests of customer H 
relations, sales promotion, and simplified accounting to publish price lists which { 
told our customer at once what he was paying. Especially, as I have indicated, 
since our retail glass sales do not account for more than a minor percentage of 
our total volume, it also seemed more realistic to us in arriving at our prices not 
to start from a retail level, but instead to calculate our prices by markups over 
costs, in the light of market conditions, competition and other relevant factors. 
While it is perhaps too early for us to reach any broad conclusions about customer 
or industry reaction to this change, we consider it a progressive step. 

The staff has suggested as well that we give a detailed explanation of our 
pricing methods to customers at each distributive level, showing the discount 
or range of discounts allowed purchasers at each level. Since most of our glass 
prices are now quoted on a net basis, we do not generally have a range of dis- 
counts at each distributive level. Obviously, the subject of determining prices 
is not only the heart of the whole competitive process but is an extremely com- 
plicated subject. I have mentioned briefly some of the economic factors in the 
glass industry which make the problem even more troublesome here. We are 
dealing with an industry involving literally thousands of sizes and types of glass 
and glass parts, all highly breakable products and ones which are difficult to 
ship, handle, and store. Because there are no plate or window glass factories 
in the western part of the United States, the bulk of our glass must move from 
midwestern and eastern factories, thus making freight costs an important factor. 
Instead of starting with list and working back, as I have said, we are generally 
quoting net prices. These are, of course, a complex of costs, demand and supply, 
competitive activity and judgment. They necessarily vary frum place to place 
and from time to time. I would be glad, if the committee wishes, to submit for 
its inspection a set of these published prices. When I come to my discussion 
of the impact of the recent General Motors price moves, I will also discuss in 
some detail our own prices to the trade in that business. 


. F. Competition 


We have been asked to supply the names of the principal firms with which 
we compete for the flat glass business in our territory. I will hand the requested 
list to the committee for its use. This list comprises 116 names. Although we 
consider these firms to be our principal competitors, there are more than 600 
firms competing at various levels for the glass business in the West. This figure 
does not include the auto glass shops. 

We purchase from some of the competitors named on this list, but with the 
exception of the Pittsburgh Plate Glass Co., with whom we compete in various 
areas, our purchases from competitors are limited to pickups when we, ourselves, 
are out of stock in a particular item. The amount involved is insignificant. Of 
course, the Pittsburgh Plate Glass Co. occupies a different position as a supplier- 


5 competitor since we purchase most of our flat glass from them. Nevertheless, 
F we are by no means dependent on the Pittsburgh Plate Glass Co. as a source of 
, supply since, as previously stated, there are many other suppliers to whom we 
t can, and do, turn for our flat glass needs. So, although we are satisfied with 
t Pittsburgh Plate Glass Co. as our main source of supply for flat glass, we do not 
; consider ourselves by any means dependent upon them. 

Of the principal competitors listed, less than 10 percent buy the major part 

of their glass from us. I can assure you that if our quality, price, and service 
are not competitive, our customers can, will, and do find other sources of supply, 
e and they find them promptly. 
: The principal area where we compete with our customers, and vice versa, is 
. in the contracting end of the business, which we consider to be separate and 
' apart from our distribution business. Historically, firms of all sizes in the flat 
) 


glass industry engage in the glass contracting business, and we have been part 
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of the construction business for 90 years. Competition for glass contracts, in- 
cluding labor and metal, is aggressive and keen and in at least 4 out of 5 cases 
We are an unsuccessful bidder. Moreover, we bid on considerably less than all 
the work that is going on. On any list of successful bidders on glass contracts 
of all sizes in the West, you will see the names of many of our customers. 

Now, let’s turn to the other phase of our business where supplier-customer 
competition was emphasized at the committee hearings. This is the auto glass 
replacement business. Our company has installed windshields for more than 
30 years as a service to our customers and so we are not newcomers to the field. 
Moreover, I would like to put in its proper perspective our own participation 
in this business at the installation level. Since receiving the committee’s re- 
quest, I have attempted to assemble some estimates—and I emphasize “esti- 
mates” because that’s just what they are—of the total replacement market in 
the West and to determine whether or not our company plays a dominant part in 
the auto glass installation business. Here are the figures which I have de- 
veloped: There are more than 1,000 auto glass installation shops in the territory 
in which we operate. W. P. Fuller & Co. owns 8 auto glass shops in the whole 7 
Western States. It is equipped at 24 other locations to provide limited auto 
glass service. From a sales standpoint, we have a total of 4 men in the 7 West- 
ern States calling on insurance companies in behalf of our products and about 
one-third of their time is spent in promoting the sale of auto glass. We spend 
three-tenths of 1 percent of our annual advertising budget in auto glass adver- 
tising. Actually, we install no more than 3 percent of the automobile glass in- 
stalled in the West. I confess to being rather shocked at the figure myself, but 
it certainly should give aid und comfort to our competitors. 

On the other hand, the great bulk of our auto glass business consists of sales 
to auto glass dealers. As you know, the auto glass replacement business has 
changed tremendously with the advent of the curved windshield. Prior to this 
time, an auto glass replacement shop could get by on a flat safety glass in- 
ventory of a few hundred dollars. Today that same dealer would have to carry 
an inventory of $10,000 to $15,000 to do as good a job of servicing the trade. 
Because of this change in the business we, and other distributors, have had to 
earry large inventories in order to support the auto glass dealer. 

In our case, our institutional inventory exceeds $1,200,000. In a sense, this 
has kept him in business since the inventory problem and the obsolescence risk 
would be too great for many of the smaller auto glass dealers. In view of the 
extremely important role played by the auto glass dealer in distributing our 
products, we try to do the best job we can of servicing his requirements and 
keeping him competitive. The importance to us of these distribution outlets is 
shown clearly by the fact that 88 percent of our auto glass parts are sold 
through regular distribution channels and 75 percent of our sales are made to 
the independent auto glass dealer. 


G. Dual distribution 


1. Although the Pittsburgh Plate Glass Co. is the primary source of supply for 
our flat glass and our automobile glass, they have company-owned warehouses 
in a number of cities in which we operate our own branches. For example, we 
are in direct competition with the Pittsburgh Plate Glass Co. in Billings and 
Butte, Mont., and Phoenix and Tucson, Ariz., and surrounding territories. In 
these areas we compete as we do with any other competitor. We lose customers 
to them and they lose customers to us. We lose jobs to them and they lose 
jobs to us. Although we have found Pittsburgh Plate Glass Co. aggressive com- 
petition, we do not find them any more or less aggressive, nor do they pose any 
greater competitive problems for us than does a Libbey-Owens-Ford distributor 
or, for that matter, any other alert glassman who knows his business. Under 
the circumstances, it would be pure speculation on our part whether our situa- 
tion would or would not be improved if Pittsburgh Plate Glass Co. distributed 
its products through independent outlets. 

2. As I have explained before, we participate in varying degrees at all levels 
of distribution both in the flat glass as well as in the auto glass end of our busi- 
ness. Under these circumstances, there are obviously levels of distribution 
where we compete with our customers’ customers. However, as previously 
reported, the lower down the distributive ladder we go, the less business we do. 

You suggest that we explain the factors which have caused our company to 
commence operations in competition with some of our customers. The answer 
is that over the more than 100 years that we have been in business we have found 
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ourselves faced with the necessity of serving almost all classes of trade as our 
business grew and developed. As a result our glass-contracting history goes back 
90 years. We began to open our own retail stores in 1924 and we have been in 
the auto-glass-replacement business since 1928. These decisions were made many 
years ago, before many of our present customers existed. No doubt our company 
was influenced by the need for a complete distributional system to satisfy the 
demands of a young and growing section of the country. 


H. General Motors as a distributor of replacement auto glass 

There is no question that the recent price reduction which General Motors 
has instituted with respect to auto-glass-replacement parts has affected our 
business. It is too early to determine with any degree of accuracy the extent to 
which we are being affected by this change. We have made preliminary studies 
of the warehouse movement of our auto-glass parts since the latest General 
Motors price reduction in July. We found that we have moved approximately 
40 percent less General Motors auto-glass parts in the last 3 months than we 
did in the corresponding period last year. Other factors, such as a generally 
slower market and a strike during part of this period, have undoubtedly con- 
tributed to this result, however, and we cannot tell how much of our sales drop 
is attributable to the General Motors price change. 

As you know, General Motors reduced the prices on most of its auto-glass parts 
by approximately 20 percent. These reductions were made to General Motors 
dealers and it is our understanding that General Motors recommended that its 
dealers quote lower prices to the insurance trade. In our view the principal 
impact of the General Motors’ price reduction on the auto glass dealer’s business 
is its effect on his profit in selling to insurance companies—a business he carries 
on in competition with the General Motors dealer. In order to allow our prin- 
cipal customers, the auto-glass-replacement shops, to remain competitive at a 
profit, we have had to consider the reduction of our prices to the auto-glass shops 
so that they could compete with General Motors dealers’ insurance quotations. 

Our company’s response to the General Motors price change has varied in 
different areas which we serve, depending on the market conditions existing 
there. In 3 of the 7 States in which we operate, we have reduced our selling 
prices to the auto-glass shops by approximately the full 20 percent reduction 
announced by General Motors. This has not increased our sales of General 
Motors parts; it only reduced by a substantial amount the profitability of our 
own sales to auto-glass-replacement dealers. Nevertheless, we believed the reduc- 
tion Was necessary because market conditions in those areas made it necessary 
for those shops to receive such lower costs or to lose their insurance business to 
General Motors dealers. I would like to stress, since I do not want to give the 
impression that we are Santa Claus, that we did not do this for charitable reasons. 
We did it primarily for business reasons. We are not ourselves aggressively 
active in selling to auto dealers or to the insurance trade. Sales to auto-glass- 
replacement dealers are the most important part of our auto-glass business. Our 
figures indicate that approximately 75 percent of our auto-glass sales are made 
to them. We could not take the chance of irreparable injury to our principal 
cutlets by not arming them to some extent to meet the new competitive situation. 

In our intermountain district we have responded to the General Motors 

price reduction by reducing our prices to auto-glass dealers on General Motors 
parts about 10 percent. This has enabled our dealers there to continue to 
realize a gross profit of from 25 to 30 percent on sales of these parts to insurance 
companies and of about 10 percent, on the average, in selling these parts to 
General Motors dealers. 
» The competitive situation, and consequently our action, was somewhat dif- 
ferent in southern California and Arizona. There, because of decreases in 
discounts by the auto-glass dealers to the insurance companies reflecting increases 
in installation charges, which occurred at about the same time as the Genera}! 
Motors change, the full impact of the General Motors price reduction was not 
realized. We did lower our prices to the auto-glass dealers to help them 
compete at a profit. 

In northern California the situation was still different. General Motors 
dealers in this area at least do not seem to carry auto-glass parts in large 
quantities or to perform the necessary installation service. To date they 
apparently prefer to let the auto-glass specialist perform these functions and 
make his profit. In northern California the General Motors dealers have not 
yet taken much advantage of Generul Motors’ reduced price to them. So far 
they have continued to buy, installed, from the auto-glass dealer, even though 
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his glass prices have remained more or less unchanged, and thus are up to 20 
percent higher than the General Motors price. In addition, the installation 
shops, including ours, have not reduced their prices to the insurance trade to 
meet the insurance prices recommended by General Motors. Therefore, we 
have not had to reduce our pric es to the auto-glass dealers since they generally 
were able to maintain their insurance replacement and General Motors dealer 


accounts at the previously prevailing prices. We are continuing to watch the 
situation closely. 

In conclusion, as I have stated, we are auto-glass distributors; we do sell 
to some auto dealers and auto repair shops (in an amount equal to about 2.5 
percent of our auto-glass business and less than one-half of 1 percent of our 
total glass business), but 75 percent of our auto-glass sales are to the auto- 
glass replacement shops. 

We do not want to be understood as criticizing General Motors. It is the 
heart of our national competitive system that every businessman is entitled to 
compete for a profit. We are not at all sure that we can continue to absorb 
the profit reductions that General Motors’ policies have entailed. Usually, 
competition will produce an equitable and efficient adjustment sooner or later. 
We hope it soon will in the present situation. 


SUMMARY 


Finally, my family has been in this business for 109 years. Our business 
policy has always been rooted in fair dealing. When the present firm was 
incorporated as W. P. Fuller & Co. in 1894, the announcement that was sent 
to the trade included this statement: “We * * * shall use every effort to 
promote the interests of our customers, believing that a business can only be 
successfully carried on when based on that principle.” Over 60 years later, I 
see no need to amend that statement. 


Senator Lone. Mr. Wayne FE. Harding, Jr. 


STATEMENT OF WAYNE E. HARDING, JR., PRESIDENT, ACME- 
HARDING GLASS, INC., TOPEKA, KANS. 


Mr. Harprne. I suppose it would be pretty unusual for me to take 
my coat off; would it? 

Senator Lone. I don’t mind, if you want to, Mr. Harding. It is 
all right with me. 

Mr. Harprne. It seems to have been getting increasingly hot in the 
last couple hours. 

Mr. Warts. You don’t mean that it is warmer here than in Kansas, 
do you? 

Mr. Harprne. It is at this point. 

You have requested the others to shorten the statement, Mr. Chair- 
man. First, I had better identify myself. I am Wayne E. Harding, 
Jr., president of the Acme-H: ding Gl: ass in Topeka, Kans. 

Ac tually, I would just as soon give you three choices. I will either 
read my st: iteme nt, brief it, or I will just sit here and talk to you man 
to man. 

I don’t care which. I would like to know that you will read it, 
though, sir, because I have spent—these other fellows might have as- 
signed somebody to write theirs, but it took me a long time to write 
mine. 

Senator Lone. Mr. Harding, I am over here on page 5 of your 
statement about your business, Be I am in the process of reading it, 
but what I would particularly like to hear is what your recommanda- 
tions are. 

Mr. Harpine. I would like to tell you those very much, but first I 
would like to read just one sentence from my statement, because nat- 
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urally, just between you and me, I think I wrote this thing six times 
before I put it in this form. 

It is my fervent hope that all who hear or read my testimony will 
try to understand that it is given with one purpose and one purpose 
only in mind: To improve the conditions in an industr y that has been 
good to me and to which I owe an obligation, and that is the flat-glass 
industry. 

I believe even before I get to my recommendations, Senator, I would 
like to say 1 or 2 things. 

Throughout the testimony today—at any rate it appears to me 
and maybe it is only because those fine and large and financially im- 
mense businesses that are represented and the wonderful lawyers that 
ure helping the representatives present their statements—but it just 
seems to me as though the small fellows have been left out of this 
picture, and I know he hasn't, because you had wonderful testimony 
before, but as I say, before 1 get to my recommendations, I feel as 

though I know I for one would Tike to admit that that fellow that was 
up here in July, he has problems. I personally in my firm have prob- 
lems, and the glass industry as a whole has problems, and I am going 
io make some recommendations. 

I spent long hours trying to think of these recommendations. I 
personally do not feel that our problems come from this integrated 
form of distribution that Pittsburgh has. I think it is a ‘sound 
means of distribution personally, but I think we also have a form of 
distribution, and it is a sound one, too. 

I think businesses, such as my own and other businesses, have been 
built upon it and I think they have prospered on it, and, as you will 
see in my recommendations, I honestly believe that these dealers and I 
know we, as independent distributors, small-business people, we would 
just like to have a chance at working it out ourselves. 

If nothing else is accomplished - in this whole hearing, I hope the 
manufacturers will talk to us after this is over. They seem to be ound 
by so many restrictions and whatnot, everything 1s at arm’s length 
and you just cannot have that relationship. I think I would like to 
get to my recommendations now and maybe you will want to discuss 
them. 

Actually, if you do not mind, I guess I will start on page 17. I want 
to tell you something about this before I start, though, Senator. 

I guess I talked to a lot of people in my firm, and I talked to a lot 
of others, too, other glass distributors. I told them, “If you were to 
write your own ticket, what would you do on this thing? If you were 
to correct all the evils or restrictions, so to speak, th: at are present in 
the glass industry, what would you do, if you could correct every- 
thing?” 

I was interested in Mr. Fuller’s comment: he has a boy 20 years old 
who thinks he can correct them. I wouldn’t be a bit surprised that he 
could do a pretty good job at it, even at that stage, because I think 
the rest of us might be so close to the forest we can’t see the trees. 

But it is pretty hard to come up with something, at least from 
my point of view, that would really do this. But the only thing that 
came to my mind, Senator Long, and I read the testimony of every 
one of those dealers, ‘bee ‘cause I think if you really analyzed our business, 
the independent distributor, I think you would find that he firmly be- 
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lieves—and here I am speaking for myself, but I think I am speaking 
for other distributors, too—I think he firmly believes that his strength 
is in these dealers. He can go out and compete with them and in other 
things such as that, but when you come right down to it, I think his 
strength is there. 

I know we have developed in our own territory some fine dealers, 
and I wouldn’t hesitate to give you their names and I think they would 
give you written testimony of how we have helped them out. 

They get a job, we give them—we don’t give it to them, we let 
them use our highly skilled labor. These kind of fellows on the con- 
tract work cannot afford to have and maintain year-round journeymen 
glazers on their payroll that can do that kind of work. And a dis- 
tributor is not performing his function unless he does help his dealers 
in that form. 

So, because of this and in reading this testimony of these dealers, 
I felt it was my obligation to read it and study it and try to come 
up with some solution; I sort of feel we, as the independent distribu- 
tors—possibly Mr. Lane expressed it well, we seem to be in the middle 
here. 

We have a vantage point of seeing the good over here and the good 
over there and the bad both places, ‘and possibly we can’t see our own 
as well as others can, but we can see it throughout the industry. 

I honestly hope that what we might get out of this is maybe a 
better understanding of our industry. 

Certainly I think I am talking to the right person. I am talking 
to a person who believes in independent small business, and I think 
the dealers came to the right people, and in airing all of these things 
possibly we can come up with something. But in approaching this 
problem, I tried to get at the core of it, and in dealer testimony and 
all of the dealers’ testimony there was one thing that was predominant, 
one thing mainly and that was safety glass. 

Well, if that is true—and actually, I guess it was maybe a week or 
10 days after I started working on this thing that this finally came to 
my mind—if that one thing is true; let’s attack it from that point of 
view. 

Here we have window glass and plate glass. We have got a lot of 
other troubles but we have got this one that is a big one. It is a big 
trouble. It is the rotten apple i in the barrel. Why can’t we attack it 
and see what we can do before it spoils the rest of the apples? 

In light of that, I would like to read you these conclusions, if I 
could. 

In conclusion, you asked that I make positive legislative recom- 
mendations. Quite obviously, knowing only the glass business, I am 
unqualified to do this. I can, however, conclude with a summary of 
the situation in the glass industry as I see it. I can also tell you what 
I think should be done from a practical point of view. 

The independents in the glass business include the auto-glass 
dealers, the glass dealers, the glass jobbers, and all of the manufac- 
turers, excluding the Pittsburgh Plate Glass Co. We as independ- 
ents have a distribution system | which is not only basically sound, but 
is also based upon the American concept of individual free enterprise. 

At present, however, we have competitive handicaps, especially with 
regard to safety glass. We are in competition with the Pittsburgh 
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Plate Glass Co. method of distribution which is a continuous, single 
line of getting the glass from the manufacturer to the consumer, and 
also, we are in competition with a comparable system used in the 
automotive industry through their franchised new-car dealers. 

These systems, obviously, as I have discussed, have some very strong 
competitive advantages. I feel these competitive advantages must 
be equalized. Given this equal opportunity, I am confident that our 
system will prove to be just as efficient and far more beneficial to a 
greater number of businesses and thus to the economy. 

Personally, I have no complete knowledge of the legal restrictions 
which would prevent us from correcting our own situation. Evi- 
dently, however, there are some. ‘onsequently, what I might suggest 
very possibly cannot be done. I firmly believe, however, ‘that if the 
following program can be undertaken, we can solve many of our own 
problems. 

I am not going to read all of this Senator, but there are just a couple 
of paragraphs here. There is a little blood and sweat in this thing 
and I get a little worked up. 

I believe the manufacturers should at this time take the one item of 
safety glass and concentrate their efforts in developing for this product 
a well-integrated straight line of distribution similar to and competi- 
tive with that emptoyed by Pittsburgh Plate Glass. 

The fundamental difference, of course, in our system would be that 
at each level the units would be independently owned and operated by 
glass jobbers and glass dealers—each doing his own specialized job. 

Each manufacturer of safety glass would establish franchised 
jobbers who in turn would establish franchised dealers. These fran- 
chises should be exclusive as to territories serviced. The jobbers could 
be selected by the manufacturers on the basis of their stability, ex- 
perience, stocks carried, potential, and ability to service a territory. 

In thickly populated areas more than one jobber could be chosen. 
It would then be up to the jobber to keep his dealers well supplied and 
competitive. 

In order to accomplish this program, I feel that in some instances 
financial assistance should be available to assist the jobbers and dealers 
in expanding and modernizing their shops and in making other im- 
provements which might be required to earn and to preserve their posi- 
tion in the distribution of automotive glass. 

By the plan outlined above, the manufacturer could begin a pro- 
gram of advertising and product identification on a national level— 
the jobber could follow through with this program on a regional level 
and the dealer on a local level. 

These jobbers and dealers would then become well identified through 
their uniform store design, color scheme, signs, etc. The ultimate con- 
sumer, or car owner, could be sold not only on what product to buy 
but also on where to buy it. This would hold true for the owners and 
operators of other means of conveyance, such as trucks and buses. 
These customers could have the assurance of a quality product and a 
guaranteed installation. 

This is because these franchised dealers would be specialists in ability 
and equipment used. This could be assured by having schools for 
specialized training if necessary. All of this would put into practice 
a well integrated form of distribution. 
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There would be many factors in a system such as this which would 
tend to equalize the competitive advantages now enjoyed by Pittsburgh 
Plate Glass. The greatest of these, in my opinion, would be the inde- 
pendent small-business man himself. He would be given the assurance 
and backing not only of his jobber, but of the manufacturer he repre- 
sents. This naturally would create confidence throughout the system. 

With these tools that can be supplied by others he could then utilize 
his own personal qualities, he could use his hands and his heart, his 
brains and his know-how, to meet, on an equal basis, this threat that 
now exists to him and his industry. 

I can keep on or I can stop and listen. 

Senator Lone. Thank you, Mr. Harding. First, let me tell you 
this. Before I came here to Congress, a Reorganization Act was 
passed to try to adie some order out of chaos that existed up here. 
I am not sure whether we succeeded. Sometimes I think we have just 
as much disorder, chaos, and confusion as we had before and maybe 
alot more. But one real improvement was made: that was to reduce 
the number of committees we had, so Senators would serve on fewer 
committees and could therefore give more time to the committees they 
were assigned to. Another thing done was to set down certain pro- 
cedures that either could be used or could be dispensed with. One 
rule is that, if any member insists on it, witnesses shall have prepared 
statements when they came before committees and shall summarize 
their statements. Those statements that I had available to me before 
I came here this morning, [ had read. You will find that the problem 
of time is a very difficult thing. 

The Small Business Committee probably gives witnesses more time 
to explain their points of view, because that is our function, to try to 
help the small fellow with his problems. But, Pittsburgh Plate Glass 
has more problems than testifying before the Small Business Com- 
mittee. This year they had 10 minutes to testify before the Finance 
Committee, on imports. They could answer questions; but they had 
10 minutes to summarize their statement. So did Libbey-Owens- 
Ford. Both companies had more time to defend themselves here 
today than they had before the Senate Finance Committee early this 
year. 

I think you have made some very constructive suggestions. I shall 
be pleased to study them carefully ‘and also the rest of your statement. 
When I suggested your summarizing your statement, my reason was— 
I am frank to say—that I find, in trying to do the business of the 
Senate, I can get more of it done if I do more reading and less listening. 

Mr. Harprne. I felt sorry for you with the vast volume of data that 
was submitted and I didn’t want my statement to get lost in there. 

I would be glad to answer questions or I can go on and talk. This 
is my life, this glass business, but I do want to tell you that I think 
the industry as a whole has some problems, and I do not want them 
belittled. I think we can solve our own problems, I really do, if we 
are given half a chance. 

Senator Lone. It occurs to me that some of the suggestions you 
make here might at present be in conflict with the antitrust laws; ‘but 
perhaps the laws should be amended to let you use some of the ideas 
you have suggested. 

Mr. Harpine. I do not know about all that stuff but I know what 
we can do if we are given half a chance. 
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Senator Lone. Mr. Watts, do you have any questions ? 

Mr. Warts. At the present time, Mr. Harding, the pattern is that 
you and all the other members of the Fiat Glass Jobbers Association, 
and, I suppose, the other jobbers who aren’t in the Flat Glass Jobbers 
Association, buy your glass from practically all sources. You may 
lean most heav ily on one producer, but in the course of a year you 
probably buy from almost all domestic producers and, maybe, as you 

said in your statement, a few foreign ones as well. 

Under the system you are proposing as a better system, if I under- 
stand it correctly, you would be franchised, for ex ample, by Libbey- 
Owens-Ford, and you would only deal in Libbey- Owens-Ford’s glass? 

Mr. Harore. Here is my position on this. We have this tre- 
mendous problem on safety glass. I do not say it is coincidental, I 
do not say anything else, but it has arisen since we have been under 
these tr emendous restr ic tions. 

It has also arisen since the design of the car and everything has 
gotten larger, but it goes from bad to worse each year, and I say let’s 
take that. It is not. going to hurt the Government to let loose of 
some reins here on one specific item and let’s see what we can do 
with it. 

I think we can meet this competitive situation that has arisen, and 
I do not doubt the testimony of these dealers. I think it is true, I 
think they have got problems. I know I have got problems and I 
would like to have a chance to meet them. But you cannot develop 
any confidence in the system here. We cannot go out—take this sign 
that was shown by Pittsburgh. Do you think my company has 
enough financial means by which to go out and give that to my 
dealers and then have somebody else come along and sell them most 
of the stuff at a lower price? 

I mean, we would like to fight it with them but we’d like to be in 
the same boat. We'd like to go in there and promote it on an area. 
We are not asking for protection, particularly. They could have some- 
body else’s franchise the same as ours, but we would like to get in 
there and fight together. The trouble is that it seems like since this 
1949 deal that thing helped the guys it was supposed to hurt, and hurt 
the guys it was supposed to help. I do not say it was designed that 
way, but that is the result of it. 

All we want to do—I have got some good friends that are dealers. 
I can tell you stories, I can tell you of two of them that are my biggest 
competitors right now in the auto-glass field. I went to the bank with 
them to get the money just to go into business and I’d do it again. I 
believe that anybody who w ants to go in business for himself ought 
to be in business for himself, but I’d like to be able to go to that man 
now and offer him the same type of thing just like that sign. I would 
like to have it, if I am a Libbey-Owens-Ford distributor or Shatter- 
proof distributor, whatever I am, let it start at the top. 

Let Shatter proof start up there with national advertising and let 
me pick it up regionally and let the dealer pick it up locally. It is 
done in other produe ts. Why can’t we do it? 

Senator Lone. If I understand correctly, you are advocating that 
at your level of competition, and also at the level both above and 
beneath you, the Government should just give you and the other 
fellow a chance to start out on an equal footing. 

Mr: Harprna. That is right. 
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Senator Lone. And then let each man shuffle for himself. 

Mr. Harprne. You bet your boots, that’s all we are asking. I mean 
we have got two hands and we’ve got our own brains and we can meet 
it on an equal basis if we are just equalized on these legal things. That 
is all I am talking about. I can keep you here until midnight, Senator. 

Mr. Warts. Do you think it is very equal to throw Shatterproof into 
this game with Pittsburgh and Libbey-Owens-Ford ? 

Mr. Harprne. Listen, Mr. Watts, I haven’t learned much in my 11 
years in the glass business, but I’ve learned one thing, that I never 
underestimate a competitor. They are all fine people, but they are 
pretty rough. Pittsburgh, Shatterproof, you name them, I wouldn't 
trust them 2 feet, see, none of them, and I tell you this: You give 
them the equal thing that you give the rest of them and we will have 
some fine competition. 

Senator Lone. Mr. Harding, you have made a fine statement here. 

Mr. Harpine. Excuse me, I don’t mean to interrupt you, you are 
supposed to be interrupting me, but I noticed in my testimony I told 
you on page 8 that there were only 559 different part numbers. You 
know in addition to that, and I just am saying this because this guy 
over here is taking down everything I say, in addition to that there 
are 376 tinted and 62 shaded, making 997 different part numbers, 
not including 1959 stuff that we are supposed to have in stock, and 
some of those we are supposed to carry 75 to 100 of those in stock. 

After you read my statement and everything, you will see how it 
fits in. Right now it is probably Greek to you. 

Senator Lone. No; I think I understand that part, even when you 
refer to it out of context. I have been listening to people talk about 
this before. 

(The prepared statement of Mr. Harding reads in full as follows :) 


STATEMENT OF WAYNE E. HarpineG, Jr., ACME-HArpING GLAss, INC., 
TorpEKA, KANS. 


My name is Wayne E. Harding, Jr. I live in Topeka, Kans. Today I 
represent Acme-Harding Glass, Inc., of Topeka, Garden City, Liberal, and Norton, 
Kans., and Kansas City, Mo. I am president of and a major stockholder in this 
Kansas corporation. I am also interested in other glass-jobbing organizations 
in Springfield and Joplin, Mo., Omaha and Norfolk, Nebr., and Denver, Colo. 
Since Acme-Harding Glass, Inc., closely folows the pattern of a full line glass 
jobber doing contract and retail as well as wholesale, I would like to tell you 
about my firm. 

It is my intention today to answer as completely as I know how all questions 
posed in your “Suggested Outline of Statements of a Flat Glass Jobber (Full 
Line)” submitted by you to Mr. A. Alvis Layne, Jr., attorney for the Flat Glass 
Jobbers Association. The order, however, of my answers might vary somewhat 
in my effort to relate all the facts I feel necessary for a complete statement. 

May I say at this time that as an independent small-business man engaged in 
the distribution of flat glass products, I sincerely appreciate this opportunity to 
appear before you today. Quite frankly, I must admit that at first when re 
quested by the other glass jobbers in FGJA to represent them, I was most 
hesitant to do so. Personally I had absolutely no desire to be a witness at a 
hearing of this nature. It is a completely new experience for me and one for 
which I feel very inadequately qualified. To discuss the operations of my small 
firm at a time when the activity of such large and extremely successful corpora- 
tions as General Motors, Ford, Libbey-Owens-Ford and Pittsburgh Plate Glass 
also will be reviewed seems to me to be most presumptuous. 

To say the least, the requirement of having to make a personal presentation at 
the same hearing as the executives of these firms is indeed frightening. Then too, 
the requirement in itself of publicizing the operations and statistics of Acme- 
Harding Glass is one that created many doubts in my mind. Consequently, when 
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asked to appear, I discussed the problem at length with my wife, Nancy, and other 
members of my family, with my various store managers, and with other busi- 
ness associates. All basically had the same opinion. All felt that many prob- 
lems existed in our industry and that a sincere and factual presentation to your 
committee would do much toward solving many of these problems. 

It is my fervent hope, therefore, that all who hear or read my testimony 
will try hard to understand that it is given with one purpose, and one purpose 
only in mind—to improve the conditions in an industry that has been good to me 
and to which I owe an obligation—the flat-glass industry. 

The owner or president of an independent glass-jobbing business is, upon 
necessity, an integral part of the business. Generally he literally “lives” his busi- 
ness and enjoys working all hours of the day and night in building an organ- 
ization. Consequently, to understand such a man’s business, you must also have 
some knowledge of him and his background. In this light, therefore, I present 
the following information. 

By some quirk of fate I have been able to do exactly what I dreamed of doing 
during World War II. While serving with the Navy I used to think of a high- 
paying test-pilot job after the war for a couple of years and then a business of 
my own. By doing flight-test work for Chance Vought Division of United 
Aircraft Corp. for 2 years after the war, I was able to save enough money to 
buy into Acme Glass Co. in Topeka, a business which appeared to me to have 
tremendous possibilities. It was located in a rapidly growing area where there 
were no independent glass jobbers. The people and the town, too, had great 
appeal. So here was my chance to begin toward my goal of a business of my 
own. This was the spring of 1948. To learn the business thoroughly I began 
with Acme as a G. I. trainee in shop work and later in glazing. My first liberal 
education in management of a glass operation came when I opened our initial 
branch in Garden City, Kans. Later I returned to Topeka as a territory sales- 
man. In June 1950, I became president. Each year all the savings Nancy and 
I could muster were used to buy stock in Acme Glass Co. In February 1956, our 
firm name was changed to Acme-Harding Glass, Ine. 

Acme-Harding Glass, Ine., is a distributor of all flat-glass products and their 
related items. Besides distributing glass and allied products we have a con- 
tract glazing department, an auto-glass installation department and retail oper- 
ations in all of our five locations. 

We carry stocks in all locations of plate glass, window glass, and heavy sheet, 
obscure or rough rolled glass, double glazed insulating units, safety glass both 
flat and bent, glass blocks, mirrors in stock sheets, cut size venetians and door 
mirrors, putty and glazing compound, and items used in glass shops such as auto- 
glass channeling, abrasive belts for glass-grinding machines and glass cutters. 
We carry a complete line of store-front metal and entrance material and stock 
building material specialties such as aluminum sliding patio doors, residential 
aluminum windows, shower doors, and tub enclosures, “securit” interior doors, 
medicine cabinets, and aluminum sliding track and extrusions for cabinet work 
and mirror frames. In Topeka we have a mirror silvering shop where we make 
some of our own mirrors and do resilvering of customers’ mirrors. 

Acme Glass Co. was founded about 33 years ago. Acme has engaged since its 
beginning in contract glazing, auto-glass installation and retail operations. In 
the early nineteen-forties’ it began purchasing a few cars of window glass and 
heavy sheet from both American Window Glass Co. and Fourco Glass Co. The 
balance of its glass requirements, to my knowledge, were purchased from various 
glass distributors. Because of the growing population of the Topeka area and 
the increased demand for glass in this area, the Libbey-Owens-Ford Glass Co. 
began selling Acme Glass Co. direct from its factories in 1948, 

The above history of our company may or may not be typical of the beginning 
and growth of other members of Flat-Glass Jobbers Assn. The operations we 
perform, however, I believe are typical of most independent jobbers. The one 
area in which I am quite sure we are similar to others is the service we perform 
for our communities and the true business function we fulfill in our present 
day economy. 

The glass jobber today can more than justify his existence. Primarily he is 
responsible for having adequate stocks of glass on the local scene—not at the 
factories nor in the manufacturers’ warehouses—but in his own warehouse in 
any city in the United States where a demand exists. He has glass where it is 
needed for daily service to all who use glass. He also has glass when it is 
needed in times of emergency. 
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The measure of success of a glass jobber, I think, is the way he and his 
organization perform in times of crises. We believe that if we have built our 
business on any one thing it has been this desire and dedication to serve the 
public in case of emergencies. One whole section of our company Standard 
Operating Procedure (S. O. P.) is devoted to instructions on how to do this. The 
first essential in rendering such a service is to have adequate stocks of glass. 
Equally essential is the availability of trained personnel, all of whom know their 
duties and responsibility. Actually, you develop a team—one on which each 
player knows his assignment and performs it efficiently. Then when adequate 
stocks are available and an organization is well trained, the community can be 
Served the same as we served Topeka last July 11, when the 95-mile-per-hour 
winds hit our town at midnight. By 2 a. m., when I reached the office, all of 
our glazing crews and sales personnel voluntarily were on the job, measuring 
and installing glass. By 8 a. m. that morning we had all the broken plate glass 
replaced in the Hotel Jayhawk, Ray Christain jewelry store, and Western Type 
writer Co., By the following evening our emergency work was 90-percent com- 
plete. In all, we replaced 50 to 55 lights of plate glass in Topeka business estah- 
lishments plus a large number of window glass lights in residences. 

The same night high winds also hit Marysville, Kans., a town about 100 miles 
northwest of Topeka. Two of our glass dealers closest to Marysville sent in 
their trucks and picked up from us 60 to 70 lights of plate glass for installation 
in the business buildings of this community. Thus, within a short period of 
time, less than a week, we supplied 110 to 125 lights of plate glass, approximately 
two-thirds of a carload—a service impossible to do without an adequate stock 
in a local warehouse. In instances such as these, and there are many throughout 
the country, the glass jobber becomes an integral and essential part in the 
rehabilitation and restoration of any area suffering a catastrophe. 

For Acme-Harding Glass, Inc., to service adequately the 5 communities in 
which we have operations requires the full-time employment of 49 people and 
the part-time employment of 5 others. Of this number 14 are stockholders in 
the corporation. The total square footage of warehouse space required for all 
operations is approximately 40,000 square feet. Our total investment in mer 
chandise inventory, accounts receivable, and equipment varies seasonally be- 
tween $300,000 and $500,000. The total sales of all of our products and services 
has gone above the $1 million mark. According to the Flat Glass Jobbers Asso- 
ciation operating cost survey which Mr, Layne submitted as a part of his report, 
you will see that glass jobbers in this sales classification showed a net profit in 
1957, before taxes, ranging from a loss of .15 percent to a net profit of 6.68 
percent. Our net profit for this past fiscal year was within this range. 

As a distributor for Libbey-Owens-Ford Glass, Acme-Harding Glass, Inc., 
purchases and maintains stocks of all basic and standard glass products man- 
ufactured by Libbey-Owens-Ford. This includes plate glass, window glass and 
heavy sheet, safety laminated glass (both flat and bent), tempered glass, 
Thermopane (double-glazed insulating units), and obscure glass (as sold by 
Libbey-Owens-Ford for Blue Ridge Glass Corp.). We also purchase obscure 
glass from Mississippi Glass Co. From Pittsburgh Plate Glass Co. we buy 
several of the basic glass products as listed above. We then obtain window 
glass and heavy sheet, to a smaller degree, from American-St. Gobain Corp. and 
Fourco Glass Co. A small portion of our plate-glass requirements, especially 
that required for our mirror production, we purchase from foreign sources. 
With regard to our store-front metal, aluminum entrances, and building spe- 
cialties, some of our suppliers are The Kawneer Co., American Art Metals, 
Nudor Corp., Stanley Building Specialties, Dale Products, and Designware 
Industries. On most building specialties and store-front materials ail of our 
operations purchase their own requirements direct from the factories. Even 
on some glass items, such as obscure glass, the same procedure is used. On 
plate glass, safety glass, and double-glazed insulating units, Topeka purchases 
for itself and Kansas City. Kansas City uses enough window glass and heavy 
sheet to purchase direct on this item. For all these products mentioned, Gar- 
den City buys direct for its own requirements plus those of our other western 
Kansas operations, Liberal and Norton. 

An analysis of our sales picture shows that our retail sales account for less 
than 10 percent of our total sales. By retail sales we mean such products and 
services as: 

(1) Auto-glass installations for insurance customers or for those who 
may not have insurance, 
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(2) Anything sold to the individual over the counter at our stores or 
for his home. This includes mirrors, glass of all types, residential window- 
glass replacements, and accessory items such as putty. 

This leaves a balance of over 90 percent of our sales to customers who resell 
glass to others. In this category we find: 

(1) Brokerage accounts. 

(2) Glass shops. 

(8) Auto-glass shops. 

(4) Automobile dealers and garages. 

(5) Lumber yards and building supply houses. 

(6) Fabricators or manufacturers. 

(7) Building and residential contractors. 

The majority of sales in this wholesale category are to customers whose 
average purchases are more than $500 per month. 

As far as the pricing itself is concerned, I shall endeavor to relate to you as 
best I.know how the various means of pricing glass. In the first place, it has 
been a custom for years in the glass industry to use lists in the pricing of some 
flat glass products. These lists contain arbitrarily high figures. A discount. 
adopted by the individual seller is applied to the list figure to calculate his 
sale price. As price changes occur, new lists do not have to be printed. In- 
stead, the discounts are changed. This saves the expense and time-consuming 
effort involved in calculating and printing new price sheets every time a jobber 
wants to change his prices. Because of automobile model changes each year, 
the methods of pricing auto glass are somewhat different. For further ex- 
planation, I will take the specific items and endeavor to show how we buy and 
how we price for resale. 

(1) Window glass—tThis is purchased at a discount from different manu- 
facturers’ lists. One manufacturer, on the other hand, sells at a net price per 
box. Window glass is sold by us at discounts from entirely different lists. 
Some jobbers use other methods of pricing for resale such as a net price per box. 

(2) Heavy sheet.—Here again, generally, we purchase this on a square foot 
basis at a discount from different manufacturers’ lists. One manufacturer, how- 
ever, sells at a net price per square foot. In reselling this glass, we use a square 
foot basis. For instance, a piece of 24 inch by 24 inch heavy sheet would be 
sold at 4 square feet times our unit resale price per square foot equals total re- 
sale price of glass. In other areas some jobbers use an arbitrary list and 
apply a discount similar to window glass. 

(3) Polished plate-——This item is sold to us by the manufacturers at a nef 
price per square foot at the factory, plus boxing. In turn we sometimes sell 
it at a net price per square foot. Most generally, however, a list is used for 
selling plate glass. One of the reasons for this is that a great many plate glass 
installations are billed to insurance companies as replacements for broken glass. 
By having a list from which to work, these companies can more easily check and 
compare prices nationally. We use this plate glass list for figuring not only the 
material selling price but also the labor selling price. This is quick and effi- 
cient, and again can be compared nationally by the customer with other areas 
following for differences in labor rates and the like. 

(4) Safety glass.—The pricing of laminated safety glass is unusual for sev- 
eral reasons. To more clearly understand why the pricing of safety glass is 
different from and unrelated to other items in the glass business, a discussion 
should be had concerning the safety-glass business in general. 

In the first place, most items in the general flat-glass category remain reason- 
ably constant from year to year. It is true that new standard sizes of double- 
glazed insulating units, for instance, are added from time to time but this is 
not on a regular annual basis. There is no specific time during the year when 
the costs on any item in the glass busines other than safety glass is reevaluated 
by the factories and new standard production items added. This is true in safety 
glass because the car manufacturers change models in our competitive economy 
practically every year. When this occurs the glass manufacturers naturally 
switch their volume production from one type of windshield to the other. It 
would be assumed, therefore, that their costs on a windshield, for instance, 
which last year was a production item, would be different this year when it is 
manufactured in more limited quantity merely for the replacement market. 

Then, too, we have several other factors which are in existence today and 
which relate to the selling price of safety glass that were not present a few 
years ago. For one thing, we have the question of obsolescence which is becom- 
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ing of far greater concern with each passing year. Since a bent windshield is 
made for one specific use only, we no longer have the flexibility of utilizing this 
glass for any other purpose. At the present time there are 559 (excluding 1959 
parts) different glass parts which should be stocked for a complete line of 
all bent windshield and back-light replacements. In other words, there have 
been this many different bent parts manufactured for automobiles. This past 
summer the obsolescence factor in back lights alone was of such major concern 
that several distributors throughout the country became extremely alarmed. 
In an exchange of ideas among these distributors it was found that sales of 
back light parts were off as much as 50 to 75 percent. Even in some items which 
supposedly were current parts (only 3 or 4 years old) many of us found that 
we had no sales whatsoever. 

Another problem which used to be of minor consequence but now is a major 
consideration is that of breakage of these bent parts—breakage in shipment 
from the factory to us, breakage in shipment from us to the customer, and 
breakage of windshields and back lights when they are in storage and being 
handled in our warehouse. Although with flat laminated glass we have some 
problems of breakage, this is of minor consequence. Flat safety glass if broken 
can be cut down to another size and reused. <A bent windshield if broken, or 
even chipped or marred in any way, becomes absolutely worthless. Conse- 
quently this number has to be scrapped and this in itself is a far greater 
expenditure because of the unit price being so high. Although it is true that 
breakage in transit generally is recouped through the filing of claims, it is 
very easy for a firm to tie up its working capital in the sum of several thousands 
of dollars in claims which for the most part are many months in getting settled. 
Common carriers, in many instances, have refused to handle bent windshields 
because of the high unit dollar value and the common occurrence of breakage. 

Another factor which enters into the overall consideration of pricing is the 
boxing and packaging of bent windshields and bent back lights. Most dis- 
tributors seem constantly to devise ways and means to package more econom- 
ically these items. In this way they can immediately publish new price lists 
at better discounts to dealers. For instance, at the present time in our territory 
a dealer can buy from a distributor, each at different price levels, a 1-light 
package, a 2-light package, a 3-light package, and a 6- or S-light package. 
Because of this, boxes are continually becoming outdated and stocks of these 
boxes or cartons also become obsolete. 

With this background in mind, and having tried to describe in some fashion 
the risks and problems involved in the wholesaling of laminated safety glass, 
I would now like to describe our method of pricing this glass. Actually this 
pricing has to be divided into two categories: (1) bent safety glass and (2) 
flat safety glass. 

The pricing of bent safety glass varies with different sections of the country. 
In one area, for instance, I am told the distributors develop their own list 
prices for sale to the wholesale trade. The volume purchasers are entitled to 
10, 10-10, and sometimes 10-10-10 percent discounts from this list. In another 
area it is my understanding that they, too, develop their own list prices which 
are relatively high. Accordingly, however, the discounts from these list prices 
are correspondingly high. In our own area we use the NAGS list because we 
find it more universally accepted by the dealers and also by the insurance com- 
panies. About 4 or 5 years ago we spent considerable time and money develop- 
ing and publishing our own net wholesale price list for bent safety glass. Our 
sales personnel as well as our management was quite enthusiastic about this 
new price list. We felt as though it would give glass dealers an accurate and 
readily accessible cost figure. From this list we published a discount of, as 
I reeall, 5 and 10 percent for volume purchases. We put this list in an attrac- 
tive cover, along with other data regarding auto glass installation, and mailed 
these to all of our auto glass dealer customers. We were quite disturbed for 
30 days thereafter by the decrease in our volume of sales to these customers. 
The cause of this decrease, we were amazed to find, was this price list. Our 
dealers not only refused to use this list but also quit buying from us because 
of the list. Their contention was that they could not determine their costs 
accurately and, most especially, could not compare their costs from us with 
their cost from our competitors. They felt we were trying to increase our sell- 
ing price to them and were using this list as a disguise to do so. Actually, the 
net selling price to them was the same, and in some instances to their advan- 
tage. Nevertheless, we withdrew this list within 60 days after publishing it 
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and very frankly resolved quite vehemently that we would never quote prices 
on bent laminated glass by any means other than discounts from the NAGS list. 
In recent months we have had to break this resolution in part in an effort to be 
competitive on volume shipments into a specific area. We have had to quote 
on a factory-cost-plus basis. 

We use the NAGS list in selling to insurance companies as well as glass 
dealers. 

The pricing of flat safety glass, although related in some respects to the 
pricing of bent safety glass, is in no way as complicated. Where we purchase 
bent safety glass from the factory at a net cost per unit, we purchase flat lami- 
nated safety glass at a unit cost per square foot. In turn, we sell this flat glass 
to auto-glass dealers in block sizes at a price per square foot. To wholesale 
accounts for whom we cut this glass to pattern, our sale price is a discount from 
the NAGS list. The same is true regarding our sales to insurance companies. 

As a general summary of all pricing I believe the following should be kept 
firmly in mind by your committee. It is completely true throughout our industry 
as well as others. Consequently it is a fundamental rule established and policed 
by the laws of economics. After we figure all of our costs involved on any item 
which would include factory costs, boxing, freight, obsolescence, warehouse 
handling, inventory loss and breakage, insurance, utilities, rent, and other things 
which make up not the overhead but the bare cost of handling the merchandise, 
we can then add profit to that item for resale purposes only in the amount that 
our competitors will allow us to do so. f 

Speaking of competitors, I think I should now discuss our competition as re- 
quested in your outline. First, at the risk of being considered insincere, but 
actually believing wholeheartedly in this philosophy, I wish to say this: All in 
our firm fully realize and believe that our competitors help us far more than 
they hurt us. We believe, too, that they have every right to compete for glass 
business the same as we. We know that unless our firm can purchase at a price 
to resell at a profit, unless we can perform a service and become an integral part 
of getting the glass from the factory to the ultimate consumer in the most eco- 
nomic and efficient manner, then we have no place in our economy. Naturally 
I feel with all my heart, and am completely convinced, that we as an inde- 
pendent glass distributor do perform this function or I would not be here today. 
No doubt I will discuss the competition we encounter in terms unsatisfactory to 
many of these competitors. In no way do I intend to belittle these competitors. 
I have learned, sometimes from bitter experience, to have the highest regard 
for them. 

Our competitors begin with the manufacturers. We have the Pittsburgh Plate 
Glass Co. warehouse in Topeka. We have American-St. Gobain Corp. and Fourco 
Glass Co., both of whom are manufacturers primarily of window glass. Al- 
though we purchase some glass from both of these firms, we also consider them 
our competitors. The reason these two firms are our competitors as well as our 
suppliers is this: We may have an account to whom we have sold glass for a 
number of years. Not only have we sold this account but we have, through the 
normal course of business, carried him on our accounts receivable and have 
helped him in numerous ways to progress and grow. When he reaches the size 
of a large volume buyer, and especially when he obtains contract work requiring 
considerable window glass and heavy sheet, in some instances American-St. 
Gobain and Fourco Glass Co. will add him to their factory buying list. Conse- 
quently he becomes a direct factory buyer on window glass and heavy sheet. 
This example has occurred upon occasions in our area. Because of its infre- 
quency, it is not an extremely disturbing factor with our particular firm. I 
understand that in other sections of the country this is true more frequently. 

Other manufacturers who are our competitors are the independent laminators. 
In fact, these independent laminators are probably the roughest competition we 
ever encountered. The example described above with regard to our selling a 
customer until he becomes a volume buyer and is then taken over by a manu- 
facturer is not only true in the case of independent laminators but exists to a 
far greater degree. In fact, there would be an extremely small percentage of 
our auto-glass shop customers to whom these independent laminators will not 
Sell flat safety glass at the same price our factories charge us. 

Another group of competitors we have in our area are the independent dis- 
tributors, especially those buying from Libbey-Owens-Ford. The location of 
these competitors is not only the Topeka-Kansas City area but also most other 
sections of the country. Since Libbey-Owens-Ford ships for their buyers to any 
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point in the country, we find much glass being purchased in our area from LOF 
jobbers from as far aways as Chicago. 

Our last type of competition comes from our own customers or those who 
buy from other jobbers and factories. This category includes glass dealers 
and automobile dealers. The automobile dealers and glass dealers who install 
auto glass naturally compete with us for the installation of safety glass at 
the retail and insurance level as well as wholesale. The glass dealers who do 


contract glazing 


are our competition on contract work. 


The Pittsburgh Plate Glass Co. in our area is without a doubt the most active 
single competitor we have. They carry, as we do, stocks of all glass items, 


. 


They perform every function we do and compete with us on every level, except 
that in Kansas City they do not install auto glass. Since they do not have 
outlets in Garden City, Norton, and Liberal, Kans., my discussion will be 
primarily based upon our experience in Topeka and Kansas City. 

First with regard to contract work, we seem to be able to get a respectable 
share of contract glazing. This does require, however, long hours and what 
I feel is good salesmanship. We do know that the Pittsburgh Plate Glass Co. 
managers are far better informed regarding conditions nationally and regarding 
the glass industry as a whole than are our managers, myself included. These 
Pittsburgh managers have the advantage of being supplied by their organi- 
zation with vital information and statistics of the glass business from the 
manufacturing level and from the distributing level, not only from their own 
territory but from all sections of the country. Our suppliers and manufacturers 
do not give us this information. This I feel is a competitive disadvantage. 
Even in spite of the fine work the Flat Glass Jobbers Association does in trying 
to keep its members informed, we are still unable to obtain adequate information. 

There is another advantage which I believe Pittsburgh Plate Glass Co. 
has over my firm in Topeka or Kansas City. The local Pittsburgh Plate Glass 
Co. warehouse receives a commission somewhere, it is thought, between 3 and 5 
percent on all sales of the Pittsburgh Plate Glass Co. factories to us. This 
gives that particudar warehouse a definite competitive advantage over us. This 
compensation of 3 to 5 percent adds to the gross profit and consequently mate- 
rially assists in paying the overhead. Because of this, that Pittsburgh ware- 
house can do less business and still Show a profit. 

Another important disadvantage we have is the payment of 8 percent excise 
tax. We must pay this when we purchase bent safety glass from the factory. 
Pittsburgh Plate Glass Co., being one corporation, I assume is not required 
to pay this excise tax until the consumer buys it. Thus, we have an additional 
financial investment in our warehouse stocks. If we carry $100,000 in bent 
safety glass in stock, we have an added investment or 8 percent, or $8,000, 
over a similar stock in a Pittsburgh Plate Glass Co. warehouse. If this $8,000 
in money borrowed at 6 percent simple interest, it costs us $480 a year, or 


$40 per month. 


The final competitive advantage that the Pittsburgh Plate Glass Co. has 
over us as an independent distributor is in their financial strength. It is 
humanly impossible for us, as small-business men, with the tax structure as 
it is today, to retain within our business enough of our earnings to expand 
as rapidly as Pittsburgh has the potential of expanding. In our area the 
Pittsburgh Plate Glass Co. has not been active in the organization and installa- 
tion of new retail outlets. If they were, however, we would not have the 
finances available to keep pace with this expansion. Consequently you might 
naturally ask, What would we do? Very frankly, I am unable to answer that 
question at this time. I can only give you my guaranty we would do the best 


we could. 


The one specific question you ask in section E-1 of your outline that I would 
like to answer with all the personal feeling and honesty at my command is this. 
You ask whether or not our situation would be improved if Pittsburgh Plate 
Glass Co. distributed its products only through independent distributive outlets 
as Libbey-Owens-Ford does. My answer is this. We are faced with many com- 
petitive problems. As shown above, some of these are with Pittsburgh Plate 
Glass Co. and some are with other types of competitors. In competing with 
Pittsburgh Plate Glass Co., however, I always know this one fact to be true. 
They have in their distribution system of local warehouses many millions of 
dollars invested. I have even heard that their financial investment in this 
distribution system is greater than their financial investment in their manufac- 


turing plants. 





Because of this, I am thoroughly convinced that their interest 
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and one of their basic concerns always has been and always will be their ware- 
housing and wholesaling system. It is extremely consoling to me to know that 
Mr. John Kinkaid, manager of the Pittsburgh Plate Glass Co. warehouse in 
Topeka, Kans., has my same problems of warehousing, overhead costs, and all 
other such matters which concern any independent distributor day after day. 
In addition to that, I am thoroughly convinced that Mr. Kinkaid has access to 
some of the finest accounting services available. Consequently, he is required 
to know and to study all of the factors which constitute the operation of a 
business. 

We come now to your question regarding dual distribution. You ask if our 
company engages in dual distribution at any level. The answer is “yes.” We 
sell glass to glass shops who do commercial glazing. We also sell glass to glass 
shops who install auto glass. We then compete with these glazing contractors 
on bidding commercial work. And we compete with these glass shops who 
install auto glass. The reason we do compete in these fields, and consequently 
engage in dual distribution, is relatively simple. And I believe our reason is 
probably typical of many independent distributors. We did this type of work 
before we became distributors. Consequently, we were doing it, in many cases, 
long before our customer glass shops started. We had to do this type of glass- 
work to build a successful enough business to progress and to prosper enough 
to qualify as factory buyers and become jobbers. 

Perhaps not all distributors, before they became distributors, did both com- 
mercial glazing and auto glass installation. The vast majority, I am sure facts 
will substantiate, did at least one or the other. Probably most did commercial 
glazing which they continued to do after becoming jobbers. Consequently, 
your question concerning what would cause a jobber to commence operations 
competitive with his customers, is directed primarily to those jobbers who have 
begun auto glass installation shops in recent years. Since our installation 
shops are old ones, my answer to this question is more guesswork than factual. 
And this guesswork would lay the blame primarily upon one division or segment 
of the glass business and secondarily upon the shoulders of the glass dealers 
themselves. The one segment most responsible for the opening of auto-glass 
installation shops by distributors is the independent laminators of safety glass. 
Now, once these laminators complete their investment in a laminated plant and 
inventories, they have a perfect right to seek and to expect to obtain a certain 
amount of sales and distribution. Since Libbey-Owens-Ford jobbers and Pitts- 
burgh Plate Glass warehouses already have their source of supply for this lami- 
nated safety glass, the next logical step for the sales departments of these 
independent laminators is the auto-glass replacement shops themselves. One 
of the largest of the laminators has not only sold his wares to these glass shops, 
but in the past 2 or 3 years has sought a completely new type of distribution 
through the automotive parts supply houses. The prices offered these new 
customers, the glass shops and the automotive parts suppliers, are generally 
our factory costs. In some cases the prices offered are even lower than the 
prices at which Libbey-Owen-Ford distributors can buy. This is because the 
glass shop is sold at a price equivalent to the Libbey-Owens-Ford factory cost, 
but then has the privilege of buying from a consignment stock put into the glass 
shops warehouse by the laminator. This, of course, on paper, is not a better 
price but in truth is a 5 to 10 percent better edge—depending upon how much 
value is put on borrowed money for warehouse stocks. 

Now all of this is given a background for why a distributor would begin an 
auto-glass installation operation. Assuming a distributor has been selling a 
glass shop in his town. He has been receiving an average of 15 percent gross 
profit on what he sells to this glass shop. Then the independent laminator 
offers this glass shop factory prices on safety glass, or even better than factory 
prices. Certainly this glass shop will not continue to buy safety glass from 
the distributor if he can save at least 15 percent by buying from an independent 
laminator. The only business he will continue to give the local distributor is 
his “fill-in’’ business—those windshields and back lights this independent lami- 
nator cannot furnish him. Before long the distributor finds that his safety- 
glass sales have diminished to practically nothing. Then he has a choice. 
Hither get out of the distribution of safety glass entirely or get into the retail 
installation and let the added profit from this help carry the overhead en- 
countered in a normally low profit margin, high-cost (obsolescence, breakage, 
dollar investment, etc.) department. 

We come now to your questions concerning General Motors as a glass dis- 
tributor as asked in part 1, paragraph II-B, of your outline. 
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You first ask whether I share the opinion of the auto-glass dealers as to the 
gravity of this trend of General Motors to distribute glass as it affects the 
auto-glass dealers. I definitely do agree with the auto-glass dealers in this 
regard. Many whose business primarily is servicing automotive dealers, I 
believe, will be forced out of business. Others, whose business is servicing the 
insurance and retail trade more than the automobile dealer, may, I believe, 
survive this squeeze. In all probability, however, even these firms will have to 
seek new lines of glass sales such as contract work, seat-cover work, etc., in 
order to stay in business. 

An adverse effect upon the glass dealer is bound to have the same effect upon 
the glass jobber. In spite of the fact that some of those affected by this move 
in our area buy the vast majority of their requirements from the independent 
laminators and other brokerage jobbers outside our service territory, we still 
have many loyal glass dealers who are good customers of ours. Two of these, 
for instance, service many General Motors dealers by operating route vans each 
week in northern and northeastern Kansas. These two dealers through ex- 
tremely hard work, very long hours, and conscientious service, have developed 
a fine business. These two dealers in particular, plus many other fine young 
men who have built similar glass businesses since returning from the war, will, 
in my opinion, be put to a test of survival. Since these firms are our customers 
we naturally will be hurt with them. 

To return to the questions in your outline, you ask what effect this move and 
trend of movement on the part of General Motors will have regarding the 
competition among glass manufacturers. At this point I fear I must plead 
ignorance. This appears to be an extremely complicated subject. It would 
seem that such a move might increase this competition, but actually I do not 
know what the real effect would be. 

Finally, you ask my opinion of the prices that would be paid by the ultimate 
consumer of replacement auto glass if this trend developed by General Motors 
continues. Here I believe every indication is that eventually these consumer 
prices would be considerably higher. 

In conclusion, you asked that I make positive legislative recommendations, 
Quite obviously, knowing only the glass business, I am unqualified to do this, 
I can, however, conclude with a summary of the situation in the glass industry 
as I see it. I can also tell you what I think should be done from a practical 
point of view. 

The independents in the glass business include the auto-glass dealers, the 
glass jobbers, and all the manufacturers, excluding PPG. We as independents 
have a distribution system which is not only basically sound, but also is based 
on the American concept of individual free enterprise. At present, however, 
we have competitive handicaps, especially with regard to safety glass. We are 
in competition with the PPG method of distribution which is a continuous, 
single line of getting the glass from the manufacturer to the consumer, and 
also we are in competition with a comparable system used in the automotive 
industry through their franchised new-car dealers. 

These systems obviously, as I have discussed, have some very strong com- 
petitive advantages. I feel these competitive advantages must be equalized, 
Given this equal opportunity, I am confident that our system will prove to be 
just as efficient and far more beneficial to a greater number of businesses and 
thus to the economy. 

Personally, I have no complete knowledge of the legal restrictions which 
would prevent us from correcting our own situation. Evidently, however, there 
are some. Consequently what I might suggest very possibly cannot be done. 
I firmly believe, however, that if the following program can be undertaken, we 
can solve many of our own problems. 

I believe the manufacturers should at this time take the one item of safety 
glass and concentrate their efforts in developing for this product a well inte- 
grated straight line of distribution similar to and competitive with that em- 
ployed by PPG. The fundamental difference, of course, in our system would be 
that at each level the units would be independently owned and operated by 
glass jobbers and glass dealers—each doing his own specialized job. 

Each manufacturer of safety glass would establish franchised jobbers who in 
turn would establish franchised dealers. These franchises should be exclusive 
as to territories serviced. The jobbers could be selected by the manufacturers 
on the basis of their stability, experience, stocks carried, potential, and ability 
to service a territory. In thickly populated areas more than one jobber could 
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be chosen. It would then be up to the jobber to keep his dealers well supplied 
and competitive. 

In order to accomplish this program I feel that in some instances financial 
assistance should be available to assist the jobbers and dealers in expanding 
and modernizing their shops and in making other improvements which might be 
required to earn and to preserve their position in the distribution of automotive 
glass. 

3y the plan outlined above, the manufacturer could begin a program of ad- 
vertising and product identification on a national level—the jobber could follow 
through with this program on a regional level and the dealer on a local level. 
These jobbers and dealers would then become well identified through their uni- 
form store design, color scheme, signs, ete. The ultimate consumer, or car 
owner, could be sold not only on what product to buy but also on where to buy 
it. This would hold true for the owners ard operators of other means of con- 
veyance, such as trucks and buses. These customers could have the assurance 
of a quality product and a guaranteed installation. This is because these fran- 
chised dealers would be specialists in ability and equipment used. This could 
be assured by having schools for specialized training if necessary. All of this 
would put into practice a well integrated form of distribution. 

There would be many factors in a system such as this which would tend to 
equalize the competitive advantages now enjoyed by PPG. The greatest of 
these, in my opinion, would be the independent small-business man himself. He 
would be given the assurance and backing not only of his jobber but of the 
manufacturer he represents. This naturally would create confidence through- 
out the system. With these tools that can be supplied by others he could then 
utilize his own personal qualities, he could use his hands and his heart, his 
brains and his know-how, to meet on an equal basis this threat that now exists 
to him and his industry. 


Senator Lone. That will conclude the hearings for today. 


(Whereupon, at 4:20 p. m., the hearing was recessed to reconvene 
at 9: 30a. m., Friday, October 10, 1958.) 











COMPETITIVE PROBLEMS OF INDEPENDENT 
FLAT-GLASS DEALERS 


FRIDAY, OCTOBER 10, 1958 


Unirep Srares SENATE, 
SeLEcT COMMITTEE ON SMALL BUSINESS, 
SUBCOMMITTEE ON MONOPOLY, 
Washington, D.C. 

The subcommittee met pursuant to adjournment, at 9:30 a. m., in 
the caucus room, Senate Office Building, Washington, D. C., Senator 
Russell B. Long presiding. 

Present: Senator Long (presiding). 

Also present: Raymond D. Watts, counsel. 

Senator Lone. The first witness at this morning’s session is Mr. 
George P. MacNichol, president of Libbey-Owens-Ford, accompanied 
by Mr. Stuart S. Wall, vice president and general counsel. 

I am glad to welcome you here this morning, Mr. MacNichol. Will 
you proceed in your own fashion? Are you prepared to summarize 
your statement ¢ 


STATEMENT OF GEORGE P. MacNICHOL, JR., PRESIDENT, LIBBEY- 
OWENS-FORD GLASS CO., TOLEDO, OHIO; ACCOMPANIED BY 
STUART S. WALL, VICE PRESIDENT AND GENERAL COUNSEL 


Mr. MacNicuon. Yes, sir. We filed a statement as requested and 
T understand that I am to summarize that in as brief a time as possible. 

Senator Lone. Yes. 

Mr. MacNicuon. I do not know how much detail to include, but if 
you have any suggestions as I go along, I will be glad to accord with 
them. 

We have been asked to include in our statement a brief mention of 
our manufacturing facilities. With your permission, I shall read a 
paragraph from the statement on this subject. 

Libbey-Owens-Ford’s facilities for the production of one or more kinds of flat 
glass consist of factories at the following locations: 

Rossford, Ohio: Plate glass, including tempered plate and tempered auto- 
motive parts, flat or bent. 

East Toledo, Ohio: Plate glass, laminated glass, including automotive-glass 
parts, flat or bent. 

Ottawa, Ill.; Plate glass, laminated glass, including automotive-glass 
parts, flat or bent. 

Charleston, W. Va.: Sheet glass and plate glass blanks. 

Shreveport, La.: Sheet glass. 

Libbey-Owens-Ford also has a small plant at Breckenridge, Pa., its 
Liberty Mirror division, which is not included for the reason that it 
does not manufacture flat glass as it is defined for the purposes of 
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this statement. It makes special products only such as rear vision 
mirrors and mirrors for scientific instruments, transparent mirrors 
and so forth such as the landing mirror system for the aircraft carriers 
which was developed by the Air Force. 

Next, I want to comment on our distribution and sales methods, 
and again I shall read an excerpt from our written statement. 


Libbey-Owens-Ford has no warehouse for distribution of its products and no 
depots, stores, or other company-owned distributive outlets. 


Shipments to its customers are made directly from its factories. 


Distribution of Libbey-Owens-Ford flat glass is primarily through glass job- 
bers who are selected by the company as its distributors. Historically, distribu- 
tors may also perform other functions, as, e. g., fabrication or processing of 
miscellaneous glass articles or products, manufacture of mirrors, contract glazing, 
or some retail selling. This is still true. 

Libbey-Owens-Ford also sells flat glass to other customers which do not resell 
glass as such, unchanged in form, but process, fabricate, or install it or incorpo- 
rate it into other products. 

Distributors are independent merchants and none of them is affiliated with 
or owned or controlled in any way by Libbey-Owens-Ford. This is true of all 
Libbey-Owens-Ford customers. Distributors are not under contract with Libbey- 
Owens-Ford ; they purchase glass from it only on orders given from time to time. 

General Motors Corp. is also a distributor of automotive-glass parts made by 
Libbey-Owens-Ford for General Motors cars, reselling them to its car dealers; 
but for convenience the word “distributors” will generally be used in this 
statement to mean distributors other than General Motors. 

Libbey-Owens-Ford adds distributors from time to time when, in its judgment, 
this will facilitate distribution of its products. Similarly, it adds industrial 
accounts, also, as from time to time seems desirable. 

Selection of new customers is the individual decision of Libbey-Owens-Ford 
and of it alone. As far as Libbey-Owens-Ford is aware, there are no lists of 
“qualified” or “recognized” factory buyers, such as are suggested in the appendix 
to outline, prepared by the subcommittee staff. 

Senator Lone. Mr. Watts wants to ask a question at this point. 

Mr. Warts. Mr. MacNichol, at this point I would like to clarify my 
understanding on that. We did not intend to suggest in the outline 
that there were industry lists. 

We thought that there might be company lists. Does not Libbey- 
Owens-Ford itself maintain a list of its customers ? 

Mr. MacNicnor. Oh, yes, yes: we maintain a list of customers and 
those to whom we mail price lists from time to time, even though we 
may not get orders from them. 

Mr. Warts. Yes. I regret that I may have given any implication 
that there was an industry list. I only intended to suggest a com- 
pany list. 

Mr. MacNicnor. We wanted to clarify that point. 

Mr. Warts. Yes. Thank you, sir. 

Mr. MacNicnon. The classification of our customers and related in- 
formation which was requested is to be found in our statement, and I 
shall not read it unless you desire. 

I shall refer next to the delivery of flat glass to our customers, 
reading from our written statement: 


Shipments to distributors are made directly from Libbey-Owens-Ford factories 
to the warehouses of distributors or to such other destinations as requested by 
them. Shipments of glass to General Motors for original installation in new 
vehicles are made directly from Libbey-Owens-Ford factories to factories or 
assembly point of General Motors, as ordered by it. Shipments of glass to 
General Motors for replacement sales—service glass—move from Libbey-Owens- 
Ford factories to a limited number of warehouse points of General Motors. 
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Similarly, shipments to other types of customers mentioned above are made 
directly from Libbey-Owens-Ford factories to receiving points of the customers. 
The channels by which glass sold to Libbey-Owens-Ford customers reaches the 
ultimate consumers are many and varied, as are the end uses to which the glass 
is put. 
LabeOwens font distributors may resell glass in the same form or condition 
in which they receive it, to retailers or to accounts which also function to some 
extent as wholesalers, to glazing contractors, fabricators or processors, and in 
the case of automotive glass to glass dealers, car dealers, garages or installers of 
auto glass. 
Distributors may also do contract glazing, manufacture mirrors, 
fabricate or process miscellaneous glass articles, or in some cases install 
auto glass. 

I shall next mention our price list which you will find described 
on pages 5 and 6 of the statement : 

Libbey-Owens-Ford sells plate glass f. o. b. factory, freight equalized according 
to published terms and subject only to a cash discount. In the ease of sheet 
glass, Libbey-Owens-Ford has a prediscount list which, however, does not rep- 
resent prices to be paid by a purchaser at any level, but which serves only as a 
basis by which net prices may be determined by applying discounts in effect at 
any time. The company also has a list of net prices for sheet glass, subject to 
published terms as to freight equalization and cash discount. 

Automotive glass for replacement purposes, including both curved and flat 
and both laminated sheet and laminated plate glass, is sold f. o. b. factory, 
freight equalized according to published terms, and subject only to cash discount. 

Senator Lona. May I ask a question about this? 

You mentioned “freight equalized.” That is something like the 
basing-point system; isn’t it? Do you look at your competitor’s price 
and see whether he is nearer the customer than you are, and then meet 
his delivered price, if that is the case ? 

Mr. MacNicuou. Yes. It is not an artificial basing point, though. 
It is actually the difference between the freight from his factory and 
from our factory; and we equalize that so that the buyer does not 
pay any more freight from us than he would from the competitor. 

Senator Lone. Let me see if I understand you. Suppose you are 
selling a given quantity for a thousand dollars. Would that be based 
on the assumption that your competitor is also selling at a thousand 
dollars ? 

In other words, does that result in identical pricing or do you simply 
look at what his freight bill is? 

Mr. MacNicuon. W ell, the prices quoted are f. 0. b. factory. 

Senator Lone. Yes. 

Mr. MacNicuon. So we quote a price f. 0. b. factory. 

Senator Lone. Yes. 

Mr. MacNicuou. So we quote a price f. o. b. factory, subject to this 
equalization. 

Senator Lone. Right. Now is your factory price—I assume that 
your principal competitor is Pittsburgh Plate; would that be correct ? 

Mr. MacNicuot. That is right. 

Senator Lone. Is your factory price in most cases identical to Pitts- 
burgh or is there a difference between them ? 

Mr. MacNicuot. Yes; in most cases they are the same. 

Senator Lona. In most instances, — the price you are quoting is 
the identical price that they are quoting ? 

Mr. MacNicnot. That is correct. 
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Senator Lone. And the delivered price is identical 

Mr. MacNicuot. That is correct. 

Solid safety plate (tempered) back windows for automobiles and Tuf-flex 
(tempered) cut sizes are sold on similar terms. In the case of Tuf-flex (tem- 
pered) doors, a trade discount is given of 25 percent off the list prices, and 1 
percent cash discount for payment within 10 days. 

The cash discounts currently effective on plate glass and sheet glass (and on 
Thermopane insulating windows which are made from flat glass) are 2 percent 
for payment in 10 days; 1 percent, 60 days; net, 90 days. The cash discount on 
flat laminated glass and automotive-glass parts is 1 percent for payment by the 
25th day of a month of invoices dated from the 1st to the 15th of the month and 
for payment of invoices dated from the 16th to the last day of the month by the 
10th of the following month. 

Under the terms of the above published lists, freight is equalized against speci- 
fied competing points (in the case of some products, principally safety glass, only 
on shipments of more than 300 pounds). 

I believe that no comment is needed upon the effect of the judgment 
in the flat-glass case 

Senator Lone. I might ask you a question at this point, sir. As I 
understand your statement with regard to your pricing of flat-glass 
products, your position is that any person who is buying from you can 
look at a published list and tell what the price is? 

Mr. MacNicuot. That is right. 

Senator Lone. Do you make any quantity discount price over and 
above carload discounts? 

Mr. MacNicuou. No, sir. The only case where we do that is in 
Thermopane, which has a quantity discount for quantities of standard 
sizes and for quantities of nonstandard sizes. 

Senator Lone. You deliver a tremendous amount of your product 
to General Motors? 

Mr. MacNicuo.. Yes, sir. 

Senator Lone. And do you sell on the same carload basis to General 
Motors that you sell to smaller competitors ? 

Mr. MacNicuo.. Service glass, we do, sir ; yes. 

Senator Lone. In other words, for the automotive glass that they 
use, they pay the same price. 

Mr. MacNicnot. As service glass, that is correct; the same price 
as we quote to our distributors. 

Senator Lone. You say service glass. Does that mean windshields, 
side windows / 

Mr. MacNicuot. Yes; but for replacement glass. 

Senator Lona. Is there a difference made in the price between the 
original equipment glass and replacement ? 

Mr. MacNicuon. Yes, there is. 

Senator Lone. And about what does that difference amount to? 

Mr. MacNicuot. I can’t recall. It varies on different categories. 
But I did not understand that was in the scope of this questionnaire. 

Senator Lona. Yes. 

Mr. MacNicuor. And I am not prepared to answer that. 

Senator Lone. Perhaps it wasn’t an advance question; but I do not 
know of anyone better qualified to answer it than you. If I we re look- 
ing in your organization for someone to answer, I would start out 
with you and work down to find someone who coul¢ L 

Mr. MacNicnot. I cannot remember the long list of prices involved. 

Senator Lone. Could you give me some general idea of what your 
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impression is as to how your price for replacement glass compares to 
your price for original-equipment glass? It is still the same glass, is 
it not ? 

Mr. MacNicuou. No, not necessarily, because the noncurrent parts 
are not sold in the same volume as current parts. 

Senator Lona. I see; but, if you are selling windshields, for new 
automobiles to General Motors, for example, they would be the same 
windshields as if you were selling them for the same model automobile 
to some serviceman ¢ 

Mr. MacNicuot. That is correct. 

Senator Lone. Or some independent repairman ? 

Mr. MacNicnor. But, when it becomes a service part, we sell it at 
the identical price to General Motors that we sell it to any distributor. 

Senator Lona. Yes; but I was trying to get some idea of the com- 
parative prices of a particular windshield when sold for use as 
original equipment and when sold for use as replacement glass. It 
seems to me that you ought to have that information. If you do not 
have it, I wish you would provide it for us, so we can see a little bit 
more of the picture. 

Mr. MacNicuo.. Of course; that, I think, is very highly confi- 
dential information, and, if we are required to furnish it, we would 
like to furnish it to you later, in confidence. 

Senator Lone. Yes, sir. I see no reason why we couldn’t keep it 
confidential. 

Mr. MacNicuot. I frankly would rather not say now because I 
might be wrong on certain parts, and I would rather supply it later, 
if it is required. 

Senator Lone. We would like to know that. Offhand, I do not see 
that there is an injury to any competitor of General Motors in the re- 
placement field, so long as General Motors is not using original-equip- 
ment glass for replacement purposes. 

Mr. MacNicnou. That is correct. 

Senator Lona. I assume that is the basis upon which your consent 
order was worked out. 

Mr. MacNicnor. Yes, sir; and they do not use the original equip- 
ment so far as we know. I am quite sure they don’t for replacement 
service. 

Senator Lone. Would you say, generally, that there is a substantial 
difference in the price when sold as original equipment and replace- 
ment ¢ 

Mr. MacNicnot. A fair differential, I think; yes. It is based on a 
cost estimate of what we can do. 

Senator Lone. Fine,sir. Will you proceed ¢ 

Mr. MacNicnot. I believe that no comment is needed upon the effect 
of the judgment in the Flat Glass ease other than that which is con- 
tained in the statement. As to the effect of the consent order entered 
by the Federal Trade Commission in May 1957, you will notice from 
cur statement, on page 7: 

Since September 1, 1956, Libbey-Owens-Ford’s list prices and terms for curved 
automotive windshields and back windows sold for replacement purposes have 
been the same to General Motors and to independent distributors. 

At the same time, Libbey-Owens-Ford extended to General Motors its auto 
motive service plan, which formerly had been available only to independent dis- 
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tributors, under which it paid compensation for services of distributor customers 
in maintaining stocks of Libbey-Owens-Ford automotive glass. 

Allowances were computed quarterly at the rate of 3 percent of average 
monthly inventories with a limiting factor of 10 percent of purchases of auto- 
motive glass from Libbey-Owens-Ford during the quarter. 

The consent order was entered on May 22, 1957. 

Effective July 1, 1957, the price of finished flat automotive body parts was 
made the same to General Motors as to other distributors. 

As of June 30, 1958, the automotive service plan was discontinued both as to 
distributors and as to General Motors. 


Senator Lone. Could I ask a question there, sir? We had testi- 
mony from a witness who showed us a price list of a General Motors 
distributor. His contention was that he could not obtain a particular 
windshield for the same price at which it was available to a General 
Motors auto dealer. Now, in fairness, I must say that the price at 
which the auto dealer could obtain it was not greatly lower. In fact, 
it is my guess it was no more than 2 percent; but at the same time, our 
witness contended he could not get it as cheaply as a General Motors 
dealer. Do you know of any way in which that could be logically 
possible in certain cases ? 

Mr. MacNicuou. Was that a dealer or a distributor? 

Senator Lona. It was a dealer. 

Mr. Watts. Mr. Chairman, you are talking about the pricelist sub- 
mitted by Mr. Bassarear at our July hearings. I would like to sug- 


gest, sir, that that pricelist is contained in the General Motors state- 
ment. ‘They have reproduced it, and if you would like to, we could 
turn to that now and talk with Mr. MacNichol about it. The same 
pricelist and the comparison that Mr. Bassarear showed us in July 


are before us now in General Motors’ statement. We will be hearing 
from them next; but, if you would like to discuss that pricelist with 
Mr. MacNichol, we can turn to it. 

Senator Lone. I think you might answer that now, Mr. MacNichol. 

Mr. MacNicuou. About the pricelist that was published in July ? 

Senator Lone. Yes, sir. General Motors published a pricelist in 
July for their distributors; and I am sending you a copy of the price- 
list they published.t. Mr. Bassarear testified here that-——— 

Mr. MacNicuor. What page is that on / 

Mr. Warts. I hope the General Motors witness won't object. We 
are only going to use their prepared statement for the purpose of this 
one pricelist, which was previously put in the record, and, since you 
have kindly made it available to us, we will just jump the gun here to 
that extent. 

Senator Lone. Between pages 20 and 21 is an exhibit. That. ap- 
pears in the General Motors statement between pages 20 and 21. 

Mr. Warts. Yes; that is the one that Mr. Bassarear gave. 

Senator Lone. Mr. Bassarear, an independent glass dealer, pre- 
sented this list and stated to us that he was unable to obtain wind- 
shields at these prices. 

As I said, the prices which he showed us were not more than 2 per- 
cent lower; but the question that I had in mind was: even so, can you 
account for the difference between the General Motors price of wind- 
shields to their dealers and the price at which this independent dealer 
could obtain glass? 


1 The list referred to appears at p. 257. 
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Mr. MacNicunon. No, sir; I cannot account for that because we have 
no knowledge or control over what price our distributor resells to that 
dealer or at what price General Motors resells to their own dealer. 

Senator Lone. So, your position is that it is probably accounted for 
by the way the middleman handles his deal. 

Mr. MacNicuow. That is correct. 

Senator Lone. And not by the way you handle yours ? ; 

Mr. MacNicuor. That is correct. It is how they use their margin 
bet ween our price and their price to the dealer. ae 

Mr. Warts. Mr. Chairman, may I suggest a question this witness 
could help us with ¢ ; 

Mr. MacNichol, you may not wish to put on the record right now 
exactly what your prices are, on a unit basis, of these parts that are 
before us, to General Motors for replacement purposes. 

Mr. MacNicuor. You mean our selling price to them ? 

Mr. Warts. Yes; but I think perhaps what the chairman would like 
to have the record show clearly is whether, at the prices shown in 
column 7 of this table, the new net prices, from your knowledge of the 
prices that General Motors pays for these same parts, General Motors 
is making a profit on sales to the General Motors dealers ? ; 

Mr. MacNicuor. I have our latest pricelists here, and I will com- 
pare our selling price with that first item, just as an example, which is 
W-214 in clear glass. 

Our selling price f. 0. b. factory, which does not give consideration, 
of course, to freight or warehousing or any other costs, is $20.53 for 
that part, which General Motors sells for $42.90. 

Mr. Warrs. And, prior to July 1, sold for $30.57. No. Im sorry; 
I’m just exactly backward on this, Mr. MacNichol. 

Senator Lone. According to this new list of prices, the unit price 
would be $30.57 and your price on that would be $20.53, not counting 
freight. Column 5 shows the new net price. 

Mr. MacNicuot. That is correct. 

Senator Lone. How far are you from the General Motors plant? 

Mr. MacNicuot. We ship to various points for them. 

Senator Lone. In other words, if General Motors puts in an order 
to you for replacement glass, do you ship to their assembly points, 
from which they ship, or do you ship directly to their distributor? 

Mr. MacNicuot. To their assembly point, warehouses, or whatever 
you call them. 

Senator Lona. They ship from their warehouses? 

Mr. MacNicnor. Yes. We do not ship direct to their auto-car 
dealers. 

Senator Lone. I see. Even if a particular dealer were located 
within 20 or 30 miles of your plant, you would still ship to their ware- 
house and they would ship back ? 

Mr. MacNicuo.. Yes, sir. 

One other point I would like to make on this price I mentioned. 
That price was for carton packing of one light. If they are pur- 
chased in pallets of 25 lights, the price is $18.77 per unit; and Gen- 
eral Motors buys in pallets to a large extent and repacks in individual 
cartons. 

Mr. Warrs. As a practical matter, Mr. MacNichol, would you say 
that General Motors never buys an individual windshield from you? 
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Mr. MacNicuot. Oh no; they do buy quite a few. 

Senator Lone. I’m curious about the sales in pallets. Do you see 
any reason to believe that General Motors can put windshields into 

‘artons any cheaper than you can at your plant? 

Mr. MacNicnot. They apparently think they can, because we have 
offered to do it for them and formerly did do it for them, and they 
decided to pack them themselves. 

Senator Lone. Can you think of any other reason that they might 
have to receive them in pallets rather than to receive them in ‘artons! 

Mr. MacNicuou. There might be some freight saving and space 
saving. 

Senator Lone. Some freight saving in getting the windshields to 
their plant ? 

Mr. MacNicuot. Yes. 

Senator Lone. Is it possible that they might also want. to deliver 
some windshields in pallets rather than in cartons? 

Mr. MacNicuot. No; I do not believe so. 

Senator Lone. In other words, it is your impression that, when they 
ship to their dealers, they ship in cartons; but they have some space 
and freight savings by having windshields shipped to them in pallets 

-ather than in cartons. 

Mr. MacNicuot. Yes. I would rather let them answer whether or 
not they ship everything in cartons or not. I cannot be sure. 

Senator Lone. Yes, surely. 

Mr. MacNicnov. But, that is my impression. 

Senator Lona. I was asking your impression, because it occurs to 
me that you would know pretty well whether or not they can put 
windshields in cartons cheaper than you can. Being a management 
expert, you are going to operate your pl: int as efficiently as you can, too. 

Mr. MacNicnon. That is right. 

Mr. Warts. Mr. Chairman, may I ask one more question to have 
it in the same place here / 

Mr. MacNichol, do you know, offhand, to how many different points 
in the United States you ship or drop-ship replacement glass parts on 
General Motors’ order? 

Mr. MacNicnon. Yes; I have a list right here. 

For Cadillac we ep to Detroit; for Buick, to Flint; for Oldsmo- 
bile, to Lansing; for General Motors Truck & Coach, to Pontiac; 
Chevrolet Truck, to Flint; Chevrolet and Pontiac, to Atlanta, St. 
Louis, Oakland, Calif., Bloomfield, N. J., and Otterburn, Mich. 

Mr. Warts. For most of the divisions, except Chevrolet, you ship on 
order of the division to one point / 

Mr. MacNicnou. That is correct. 

Mr. Warts. In the case of Chevrolet, you ship to five points; is 
that correct / 

Mr. MacNicuo.. Yes; five points. 

Mr. War =, Thank you, sir. 

Mr. MacNicuot. I would like to add that the independent distrib- 
utor also buys in pallets and repacks in individual cartons; many 
of them do. 

Mr. Warts. Would you also at this time state what is the smallest 
shipment you ever make, in terms of quantity, to any of these various 
points you have mentioned / 
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Mr. MacNicno.. I cannot answer that, offhand. 

Mr. Warts. Well, for example—— 

Mr. MacNicnou. Generally in truckloads. 

Mr. Warts. In truckloads # 

Mr. MacNicnou. Yes. 

Mr. Warts. As a rule? 

Mr. MacNicuou. Yes. 

Mr. Warts. But do you, as a matter of practice, ever ship half 
truckloads to any one place if they ask for it—or do they ever ask 
for it? 

Mr. MacNicnon. I think we might in an emergency, but it is not 
common practice. 

Mr. Warrs. Common practice would be to ship everything in truck- 
loads or carloads. 

Mr. MacNicuon. That is correct. 

Mr. Warts. Thank you, sir. I think we should let him resume his 
statement. 

Senator Lone. Yes. 

Mr. MacNicuou. Because of the limitation of time and because the 
full text of our statement is available to you, I shall not comment upon 
the subject of competition, domestic or foreign. On the subject of 
General Motors as a distributor of Libbey -Owens-Ford auto glass for 
replacement purposes, I refer again to the statement, and shall read an 
excerpt from pages 9 and 10, sti irting at the bottom of page 9: 

In comparing the volume of auto glass for replacement purposes sold by 
Libbey-Owens-Ford to General Motors and to independent jobbers in the years 
1940, 1950, 1955, and 1957, and the first half of 1958, it should be observed— 

(1) that in 1940 there were no curved windshields and few curved back 
windows, but that by 1950 curved windshields and back windows had come 
into use ; 

(2) that General Motors bought and buys only finished glass parts and 
did not and does not do any cutting or fabricating of such parts itself, while 
the distributors bought and still buy almost no finished flat parts, preferring 
to buy block sizes from which glass parts can be cut as required; and 

(3) that, while General Motors buys only laminated safety-plate body 
lights, distributors’ purchases include a large amount of laminated sheet 
block sizes from which replacement parts are cut and installed in cars, no 
doubt including General Motors cars, by distributors or their customers. 

In the year 1940, Libbey-Owens-Ford sold a larger volume of automotive glass, 
all of it flat, for replacement purposes to independent jobbers than to General 
Motors. 

In the years 1950, 1955, and 1957, and in the first half of 1958, including both 
curved and flat parts (and, in the case of jobbers, including block sizes), Libbey- 
Owens-Ford sold a larger volume of automotive glass for replacement purposes 
to distributors than to General Motors. 

While it is not in the statement, I would like to report the percent- 
ages of glass, including all types of automotive replacement glass. 

For 1955, 55.4 percent went to the distributors; in 1956, 57.4 percent 
went to distributors; in 1957, 75.5 percent went to distributors; and, 
in the first 6 months of 1958, 85.1 percent went to distributors. 

Mr. Warts. That is of all replacement glass sold 4 

Mr. MacNicnot. All replacement glass, including block sizes, that 
went to distributors. 

Senator Long. Then are we to understand that in the first 6 months 
of this year less than 17 percent of your replacement glass was sold to 
General Motors? 
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Mr. MacNicuot. For service glass. All automotive replacement 
glass of General Motors parts, I am speaking of. 

Senator Lone. A smaller percentage than the previous year. 

Mr. MacNicuHo.. Yes, sir. 

Senator Lone. And a smaller percentage than the year before that. 

Mr. MacNicuot. Yes,sir. I was mistaken. It includes other than 
General Motors parts, as far as the distributors are concerned, but it is 
all automotive glass. 

Senator Lone. In other words, as far as all parts of automotive 
glass are concerned, your volume of sales to General Motors for re- 
placement purposes, percentagewise, has declined rather than in- 
creased ? 

Mr. MacNicuot. That is correct, sir. 

The statement contains further information regarding shipments 
to General Motors divisions and to distributors and to the markups 
taken by General Motors, Cadillac, and Chevrolet divisions on wind- 
shields sold to its dealers for replacement. However, as indicated in 
the statement, our information is incomplete. I will read from page 
11, starting in the middle of the second paragraph: 

Libbey-Owens-Ford does not attempt to set resale prices or markup for any 
customers or any products. 

We can only speculate on the long-range effect of the new prices for replace- 
ment glass made by Cadillac and Chevrolet divisions to its car dealers, but we 
do not think that it will have much effect upon aggregate sales of replacement 
auto glass by Libbey-Owens-Ford. 

It is too early to determine whether our volume to General Motors will in- 
crease or not. If, as we believe, glass distributors are performing a necessary 
and useful function, there may not be much change in percentage of sales to 
them or in sales by them to their dealer customers, who also perform a neces- 
sary function. 

A suggested outline for a statement which we received inquires as 
to our views about dual distribution. Because this is to be a brief 
summary, I shall only say that Libbey-Owens-Ford sells only at one 
level, and it does not engage in dual distribution, as we understand the 
term. 

We do not act as distributors or as retailers. I shall have to refer 
you to the statement for further comment upon dual distribution and 
upon integration of distribution. 

The final inquiry in the suggested outline may be paraphrased as 
the effect if (a) the independent glass dealers should be expunged from 
the distribution system and their functions taken over by jobbers, and 
(6) if the independent glass jobbers and dealers dell be expunged 
and their functions taken over by glass manufacturers and/or motor 
companies and their dealers. I will read from page 12, starting at 
the bottom of the page: 

Libbey-Owens-Ford has always been of the opinion that glass distributors 
perform a necessary economic function. In its advertising, it has emphasized 
the importance of the services which the distributor—the glass merchant— 
renders to the public. Similarly, it believes that the glass dealer performs a 
useful economic service. If these opinions are correct, we do not foresee the 
expunging of independent glass jobbers or dealers from the distribution field. 
Libbey-Owens-Ford would be greatly concerned if it considered the expunging of 
them a possibility. The functions which they perform in the chain of distribu- 
tion of Libbey-Owens-Ford products would have to be performed by Libbey- 
Owens-Ford, itself, which it is not presently equipped to do and which would 


require large capital investments and the training of personnel to staff the 
wholesale and retail distribution facilities which it would have to establish. 
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Libbey-Owens-Ford does not want to become either a distributor or a retailer 
as long as these functions can be and are performed by the distribution trades. 

However, Libbey-Owens-Ford does not believe that jobber integration seri- 
ously threatens to extinguish glass dealers as a class, or that the present mer- 
chandising activities of the motor companies or Pittsburgh Plate Glass Co.’s 
distribution system will extinguish either glass jobbers or glass dealers. 

This concludes my summary, Mr. Chairman. 

Senator Lone. Thank you very much, Mr. MacNichol. I believe 
you do realize that there can be a problem for the glass dealer if 
the only person from whom he can buy his flat glass makes it avail- 
able to him at a price higher than the price that his competitor has 
to pay. 

I have been looking at Mr. Bassarear’s statement. This windshield 
to which he referred—the first item on the list >—is apparently avail- 
able to him at a difference of about $1.26 for an item that would cost 
$30.67. That would apparently be a difference of about 314% to 4 
percent. If someone were shopping, and the dealer wanted to make 
a price of about $1.50 or $1.75 below his competitor, that item itself 
might put one man in the position to get the business, as compared 
to another. 

I would assume that the General Motors dealers can also buy from 
your distributors? 

Mr. MacNicuot. From our distributors; and they often do, and 
they also buy from dealers, 

Senator Lona. It occurs to me that it, perhaps, would be desirable— 
in fact, it would definitely be desirable—if the distributor, to protect 
his own business, would try to sell at as low a price as the General 
Motors Corp. could sell to its dealers. 

Mr. MacNicuot. I think that is their objective. 

Senator Lone. Mr. Watts, do you have any questions? 

Mr. Warrts. In this connection, Mr. Chairman, it seems to me that 
nothing Mr. MacNichol has said has relieved my feeling about the 
validity of the apprehensions expressed by the glass dealers, as op- 
posed to the distributors in July. 

The statistics on this table, presented by Mr. Bassarear in July, 
indicate that the General Motors prices are certainly competitive with 
the prices offered by glass distributors. But these are the prices glass 
dealers must pay. In our committee-staff jargon, we have started 
talking about “Layne’s boys” and “Cassedy’s boys.” Mr. Layne is 
counsel to the Flat Glass Jobbers Association, and his “boys”—his 
clients, that is—represent the wholesale or jobber level in flat-glass 
distribution. Mr, Cassedy is counsel to the National Auto and Flat 
Glass Dealers Association, and his “boys” are from the retailing level 
of distribution. 

Now, to the extent that General Motors dealers are customers of 
“Layne’s boys,” why, the General Motors pricelist, I would agree, 
does not affect the sellers—“Layne’s boys’—the jobbers. But these 
price cuts certainly affect “Cassedy’s boys,” the retailers, in their sales 
to General Motors dealers. 

Mr. MacNicuot. I question whether very many auto dealers, re- 
gardless of who they are, will enter into the safety-glass-replacement 
business and carry stocks of glass necessary to do that and have trained 





* The list referred to appears at p. 257. 
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mechanics to do the job. Each individual car dealer wouldn’t have 
enough business to support that sort of organization. They might 
in the larger cities, in the larger centers, but there are many com- 
munities where the glass dealer can serve a function not only in auto- 
motive glass but in many other kinds of glass service. 

I wonder—I haven't heard it mentioned here, but I wonder if con- 
sideration has been given to the fact that we have just been through 
and probably are still in a real depression which might have affected 
a lot of the business of the distributors and dealers and all of us. 

Senator Lone. You had better not call it a depression, or people will 
accuse you of getting into politics. 

Mr. MacNicuon. Well, I think we all recognize it. 

Mr. Warts. I would like to hear your views, sir, on the extent to 
which auto-glass replacement may be a relatively recession-proof or 
depression-proof industry. 

It’s like undertaking. When you break a windshield, you almost 
have to replace it or stop driving your car, in a lot of States. 

Mr. MacNicnot. Well, not necessarily. A lot of people ride around 
with cracked windshields and cracked body lights. I’ve seen them. 

Mr. Warrs. I would like, Mr. Chairman, to pursue this matter of the 
relative survival potential of the jobbers and the dealers, the first 
level of distribution and the second level of distribution below the 
factory. 

You have indicated at the conclusion of your statement, Mr. Mac- 
Nichol, that, in your opinion, neither of them are in any great danger 
from the General Motors price cut. Would you agree with me, sir, 
that, on the face of this pricelist that we have before us and have been 
discussing, the danger to the dealer level, the group we call “Cassedy’s 
boys,” is considerably greater than it isto the jobber. 

Mr. MacNicuot. Oh yes; because they are on the same level of 
distribution as the car dealer, and yet—— 

Mr. Warts. Now this, I think, is the really important philosophical 
difference and marketing semantics difference that is beginning to 
evolve in my mind from these hearings. In the opinion of the glass 
dealers, the National Auto and Flat Glass Dealers Association, they 
are a class apart in the distributive scheme, or should be, from the 
auto dealers. 

On the other hand, I’m forming the impression from what you 
have said, sir, that in your opinion and in the jobbers’ opinion, the 
auto dealers and the glass dealers are at precisely the same distributive 
level in the distributive scheme and system. 

Mr. MacNicuotr. I don’t believe 

Mr. Warts. And that there is nothing illogical about a jobber selling 
to a glass dealer and an auto dealer the same piece of glass in the 
same quantity at the same price. 

Now, if this is true, why, then I would say that shoots almost all 
of the arguments that ‘the & Cassedy boys” made to us in July. But it 
also does not at all invalid: ate the very great fears that “Cassedy’s 
boys” expressed to us in July about their own survival potential. 

Now, sir, I have been talking in a narrative way, but I really intend 
it as a question, and I would ‘like to be corrected if anything I have 
said impresses you as illogical, incorrect, or invalid. 
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Mr. MacNicuot. I am not sure I understand the question, but I do 
not believe I said that the distributor and the dealer were on the same 
level. 

Mr. Warrs. Not the distributor and the dealer. I mean the auto- 
glass-replacement dealer, a ret: iiler, and the automobile dealer, who 
js also a retailer. Those are the two that I gather you think may be 
on the same level, and certainly the jobbers may think so. 

Mr. MacNicnou. If you consider General Motors’ service depart- 
ment as a distributor of our products and the independent glass dis- 
tributor as a distributor of our products, those two are on the same 
level, and then their next customer would be on the same level, I 
should think. 

Senator Lone. Mr. MacNichol, here is a problem that occurs to me. 

As far as you are concerned, you have presented a very logical 
statement here that certainly makes good sense as far as a retail prac- 
tice is concerned, from the seller’s point of view. 

You are treating your buyers the same, but you are selling into 
two lines of distr ibution. One of your principal customers is then, 
in turn, selling in competition with the second line of distribution. 
Now, he is vetting his product to a lot of his dealers cheaper than 
those who are buying through your second line of distribution, which 
is your distributors. I would assume that your distributors, when 
‘alled upon to sell a windshield or other General Motors part, would 
meet the price of General Motors to a General Motors dealer. If 
they couldn’t meet it, if he could just wait a few days to get the part 
ship ped to him, he would prefer to wait until General Motors can de- 
liver it rather than pay $1 or $1.25 or $1.30 more for immediate 
delivery. 

sut, on the other hand, it could be justified—I believe the Supreme 
Court rulings would say that the distributor can meet competition, 
if he is dealing in interstate commerce and “ is meeting a lower 
price for the same article that could be delivered by a competitor. 
But, there is no compulsion on that distributor, no pressure upon 
him, unless he just wants to help keep the independent in business, to 
drop his price down simply because that independent can’t buy from 
General Motors. ? 

It looks to me as though the situation that would rapidly develop 
is this: The distributor would sell to a General Motors dealer at the 
same price that General Motors would sell for. The General Motors 
dealer is then in the position that, in either event, whether he buys 
from your distributor, or whether he buys from General Motors, he 
gets the windshield cheaper. But the other fellow out here, the 
independent glass dealer, can only buy from one source, the glass 
distributor, and there is no compulsion, ho economic pressure upon 
the distributor to drop the price of the glass to dealers, because that 
man couldn’t buy from General Motors anyway. 

I think you can see that problem, can’t you, so far as independent 
dealers are concerned ? 

Mr. MacNicuow. I wonder if this pr ice that we are using is indica- 
tive of prices throughout the United States. 

That is one example. 

Senator Lone. If I were in business in Kansas City, Mo., and I 
found myself in bad shape, it wouldn’t help me much if somebody 
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might be doing all right out in Los Angeles or might be doing pretty 
well in New Orleans, i. 

Mr. MacNicuot. That is correct, but that is a result of competi- 
tion sometimes. You get a higher price or a lower price in different 
localities, but there is another factor. 

Senator Lone. My reaction would be, sir, I would feel like saying, 
“Look, fellows, here is what you are set to charge if you are going 
to sell this same windshield as my competitor. Otherwise, you are 
not going to make the sale to him, and either you are selling him 
or you are not getting the business, one way or the other. And, that 
being the case, you ought to give me the same price, or, at least, as 
fair a price as you give the other man.” 

Mr. MacNicuort. What I meant to say was that I think there is a 
poniiey that the independent dealers throughout the country may 

uy at different prices so that that picture is not the same in every 
locality. And there is another factor. The dealer is selling labor as 
well as glass. 

Mr. Warts. So is the auto dealer when he installs; isn’t he? 

Mr. MacNicuot. That is correct. 

Mr. Warts. I would still like to hear your comment to this ques- 
tion, which I will now try to phrase more concisely than I did before. 
In your opinion, are the automobile dealer who installs glass and the 
independent glass retailer who installs glass in exactly the same posi- 
tion? Is it proper, in glass distribution thinking, to consider them as 
competitors at the same level and in the same business who should 
buy at the same price ? 

Mr. MacNicuot. I think they are at the same level, yes; because 
they both buy from distributors as we view them. 

Mr. Warts. I’m almost sure that in the formal opinion of the 
National Auto and Flat Glass Dealers Association, they view it 
differently. 

At this point I wouldn’t be prepared to say how I would view it, 
Mr. Chairman. 

Mr. MacNicuot. Whether it is right or wrong, they are. 

Mr. Warts. But, it is good to know your views on it. 

Mr. MacNicuo.. Whether it is right or wrong, I think they both 
buy from a distributor; so, I presume they are on the same level. 

Mr. Warts. This is a question that I really should have asked Mr. 
Layne when he was before us yesterday, and perhaps, we can still 
get his answer to this question in the record at a later time; but, would 
you say, Mr. MacNichol, that virtually every glass jobber will accept 
the business or, perhaps, even solicit the business of automobile dealers 
and thereby bypass any retail glass dealers soliciting that same busi- 
ness ? 

Mr. MacNicnot. I don’t know about that. 

Mr. Warts. You just don’t know ? 

Mr. MacNicnHou. No. 

Mr. Warts. And, I suppose the practice might vary widely. 

Mr. MaoNicnot. It would vary from place to place. 

Mr. Warts. Throughout the country. 

Senator Lone. The point that was concerning me, sir, is that we 
have this specific situation before us: You are pricing your product 
the same as your competitor, and that has been subjected to criticism 
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from time to time and there have been all sorts of proposals made in 
connection with that practice. 

But, no one is criticizing that at this point. What they are criti- 
cizing is that, as far as your customers are concerned, while you are 
pricing identically against Pittsburg Plate in competition, when it 
gets down to the fellow who has to buy the glass, he cannot buy at as 
low a price from you, if he is buying as an independent, as he can 
if he is buying as a General Motors Tele: That, it seems to me, is 
something which puts the burden on you. In other words, if you are 
going to price your glass parallel to Pittsburgh Plate, the least you 
could except is that the little fellow, the independent, should be in a 
position to get his glass as cheaply as a General Motors dealer could 
get the glass, 

Mr. MacNicuor. Our customers get it just as cheaply as General 
Motors gets it. We have no control over what happens after that. 

We are not permitted to police prices or suggest prices. 

Mr. Warts. You see the point there, Mr, Chairman, is that none 
of these automobile dealers can buy glass from Libbey-Owens-Ford at 
all. They just don’t do it. 

On page 3 of Mr. MacNichol’s statement he gives their classes 
of customers, and auto dealers are not among them. 

Senator Lone. It does seem to me, sir, that one thing you could 
do is to take a look at what it costs these people to deliver. You are 
probably familiar with these delivery prices of General Motors, since 
you are doing business and are dominant in this field, or at least very 
important. Your service to your distributors could very well be to 
advise them as to what General Motors is delivering glass for, and 
indicate to them that, over a period of time, there will be no function 
for them unless these independents are in business. 

I would imagine, if, over a period of time, these independents 
should go out of business, the distributors would have no function on 
flat glass; would they? I mean, General Motors could just handle it 
all for you. 

Mr. MacNicuot. Unless the distributors sold directly to the Gen- 
eral Motors dealer. 

Senator Lona. To the General Motors dealers; yes. 

Mr. MacNicuot. Yes; and, as I mentioned, I think that is a little 
too early to see what will happen in adjusting these prices to the 
various levels. 

These dealers buy other products from the distributors, and they 
also handle Ford replacement glass and all replacement glass. 

Senator Lona. Yes. 

Mr. MacNicuou. General Motors dealers only handle General 
Motors glass. 

Senator Lona. My impression would be, however, that, if I am com- 
peting with someone who is as proficient as I am in any given line 
of endeavor and the cost of the product when it reaches him is 3 per- 
cent below my cost, I am in trouble, because, work as long as I may, 
if he is working as hard as I am, he isstill ahead of me. 

He winds up showing a profit and I wind up showing a loss, par- 
ticularly if the cost of the material is a major part of the final cost 
of the service, which in this case I would assume it would be. 

Well, thank you very much, Mr. MacNichol. 





230 INDEPENDENT FLAT GLASS DEALERS 


Mr. MacNicnon. Thank you, Mr. Chairman. 

Senator Lone. I think you have given us a very enlightening state 
ment here today. 

(The statement in full of Mr. MacNichol is as follows :) 


STATEMENT OF GEORGE P. MACNICHOL, Jr., PRESIDENT, LinBeEY-OWENS-Forp 
GLAss Co. 


Libbey-Owens-Ford Glass Co. submits this statement in response to the request 
of the subcommittee and in accordance with the “Suggested Outline for State- 
ment” which accompanied the request. 


TERMINOLOGY 


In this statement the definitions of “flat glass” and of various kinds of “flat 
glass” contained in section II of the final judgment in U.S. A. v. Libbey-Owens- 
Ford Glass Company, et al. (U. S. D. C., W. D., Ohio, Civil Action No. 5239, are 
applicable unless otherwise indicated. Libbey-Owens-Ford does not adopt the 
definitions contained in the amended complaint in the flat glass case. 


MANUFACTURING FACILITIES 


Libbey-Owens-Ford’s facilities for the production of one or more kinds of flat 
glass consist of factories at the following locations: 


Rossford, Ohio: Plate glass, including tempered plate and tempered automo- 
tive parts, flat or bent. 

East Toledo, Ohio: Plate glass, laminated glass, including automotive glass 
parts, flat or bent. 

Ottawa, Ill.: Plate glass, laminated glass, including automotive glass parts, flat 
or bent. 

Charleston, W. Va.: Sheet glass and plate glass blanks. 

Shreveport, La.: Sheet glass. 


Factory storage facilities include a new building at the East Toledo factory 
site. 
DISTRIBUTION FACILITIES AND METHODS 


Libbey-Owens-Ford has no warehouses for distribution of its products and 
no depots, stores, or other company-owned distributive outlets. Shipments to 
its customers are made directly from its factories. 

Distribution of Libbey-Owens-Ford flat glass is primarily through glass job- 
bers, who are selected by the company as its distributors. Historically, dis- 
tributors may also perform other functions as, e. g., fabrication or processing 
of miscellaneous glass articles or products, manufacture of mirrors, contract 
glazing, or some retail selling. This is still true. 

Libbey-Owens-Ford also sells flat glass to other customers which do not re- 
sell glass as such, unchanged in form, but process, fabricate or install it or 
incorporate it into other products. 

Distributors are independent merchants and none of them is affiliated with or 
owned or controlled in any way by Libbey-Owens-Ford. This is true of all Libbey- 
Owens-Ford customers. Distributors are not under contract with Libbey-Owens- 
Ford; they purchase glass from it only on orders given from time to time. 

General Motors Corp. is also a distributor of automotive glass parts made 
by Libbey-Owens-Ford for General Motors cars, reselling them to its car dealers, 
but for convenience the word “distributors” will generally be used in this state- 
ment to mean distributors other than General Motors. 

Libbey-Owens-Ford adds distributors from time to time when in its judg- 
ment this will facilitate distribution of its products. Similarly, it adds industrial 
accounts also as from time to time seems desirable. 

Selection of new customers is the individual decision of Libbey-Owens-Ford 
and of it alone. As far as Libbey-Owens-Ford is aware, there are no lists of 
“qualified” or “recognized” factory buyers, such as are suggested in the “appendix 
to outline” prepared by the subcommittee staff. 

The channels of distribution of Libbey-Owens-Ford’s products can be more 
easily stated if the inquiry as to classification of its customers, the two largest 
volume customers in each class, and the approximate percentage of total net 
sales accounted for by sales to each class of customers, is answered first. 
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CUSTOMERS 


Libbey-Owens-Ford customers may be Classified as shown in the schedule 
below, but the classifications are merely descriptive of the predominant character 
of the business of the customers insofar as we know it and many customers no 
doubt perform functions in addition to those indicated by the general classi- 
fication. 

The approximate percentages of Libbey-Owens-Ford sales in the year 1957 
accounted for by sales to each of the classes of customers and the names of the 
two largest volume customers in each class, also based upon 1957 sales, are 
shown below. 

Distributors, 20 percent: 
Bienenfeld Glass Corp., Chicago, I11. 
Cadillac Glass Co., Detroit, Mich. 
Automotive manufacturers (including car, truck and bus manufacturers and 
special bodymakers ), 66.6 percent : 
General Motors Corp. 
Studebaker-Packard Corp. 
Glazing contractors, 0.3 percent : 
David Shuldiner, Inc., New York, N. Y. 
Abbott Glass Co., Bronx, N. Y. 
Sash and door manufacturers, 1.4 percent : 
Carr, Adams & Collier, Dubuque, Iowa. 
Exchange Lumber Co., Spokane, Wash. 
Industrial and fabricating accounts, 1.3 percent : 
Fulton Glass Co., New Hartford, Ind. 
Dearborn Glass Co., Chicago, Il. 
Laminated glass manufacturers, 3.4 percent (14-inch plate and sheet glass only) : 
Shatterproof Glass Corp., Detroit, Mich. 
Guardian Glass Co., Detroit, Mich. 
Mirror manufacturers (other than distributors), 3.9 percent: 
Carolina Mirror Corp., North Wilkesboro, N. C. 
Virginia Mirror Co., Martinsville, Va. 
Aircraft companies, 3.1 percent : 
Boeing Airplane Co. 
Convair division of General Dynamics Corp. 


Distributors purchase some or all products of the company. Automotive 
manufacturer customers of Libbey-Owens-Ford buy automotive glass parts, in- 
cluding laminated safety plate parts, some laminated safety sheet parts and 
solid (tempered) safety plate back windows. Glazing contractors buy plate and 
sheet glass and Thermopane insulating windows. Sash and door manufac- 
turers buy sheet glass. Industrial and fabricating accounts buy principally 
sheet glass and some plate glass. Libbey-Owens-Ford sells only ‘'<-inch plate 
and sheet glass to laminated glass manufacturers. It sells plate glass and 
some sheet glass to mirror manufacturers ; laminated glass and specially processed 
glass parts to aircraft companies. 

Shipments to distributors are made directly from Libbey-Owens-Ford factories 
to the warehouses of distributors or to such other destinations as requested by 
them. Shipments of glass to General Motors for original installation in new 
vehicles are made directly from Libbey-Owens-Ford factories to factories or 
assembly points of General Motors, as ordered by it. Shipments of glass to 
General Motors for replacement sales—‘service glass’—move from Libbey- 
Owens-Ford factories to a limited number of warehouse points of General 
Motors. Similarly, shipments to other types of customers mentioned above are 
made directly from Libbey-Owens-Ford factories to receiving points of the 
customers. 

The channels by which glass sold to Libbey-Owens-Ford customers reaches the 
ultimate consumers are many and varied, as are the end uses to which the glass 
is put. 

Libbey-Owens-Ford distributors may resell glass in the same form or con- 
dition in which they receive it, to retailers or to accounts which also function 
to some extent as wholesalers, to glazing contractors, fabricators or processors, 
and in the case of automotive glass to glass dealers, car dealers, garages or 
installers of auto glass. Distributors may also do contract glazing, manufacture 
mirrors, fabricate or process miscellaneous glass articles, or in some cases 
install auto glass. 
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Automotive manufacturer customers of Libbey-Owens-Ford use glass pur- 
chased from it for original installation in vehicles. General Motors also resells 
glass parts purchased for replacement purposes to its car and truck dealers. 
Other automotive purchasers also use glass for original installation and occa- 
sionally may resell for replacement purposes. 

Contract glazier customers use glass sold to them by Libbey-Owens-Ford for 
glazing only. Mirror manufacturers buying glass from Libbey-Owens-Ford, use 
it in their mirror manufacturing operations, differing in this respect from dis- 
tributors who may combine mirror manufacturing with other activities. 


PRICING OF FLAT GLASS PRODUCTS 


We do not subscribe to the statement “that all pricing at all distributive levels 
is done on the basis of list prices, or the prices actually or theoretically to be 
paid by the ultimate consumer, and that, in sales at each distributive level, the 
price paid by the purchaser is quoted as a percentage discount from the ‘list’.” 
To what extent this may be the practice at successive steps in the distribution 
of various kinds of flat glass, we cannot state. It is not true of Libbey-Owens- 
Ford’s pricing. 

Libbey-Owens-Ford sells plate glass f. o. b. factory, freight equalized according 
to published terms and subject only to a cash discount. In the case of sheet 
glass, Libbey-Owens-Ford has a prediscount list which, however, does not repre- 
sent prices to be paid by a purchaser at any level, but which serves only as a 
basis by which net prices may be determined by applying discounts in effect at 
any time. The company also has a list of net prices for sheet glass, subject to 
published terms as to freight equalization and cash discount. 

Automotive glass for replacement purposes, including both curved and flat 
and both laminated sheet and laminated plate glass, is sold f. o. b. factory, 
freight equalized according to published terms, and subject only to cash discount. 

Solid safety plate (tempered) back windows for automobiles and Tuf-flex 
(tempered) cut sizes are sold on similar terms. In the case of Tuf-flex (tem- 
pered) doors, a trade discount is given of 25 percent off the list prices, and 1 
percent cash discount for payment within 10 days. 

The cash discounts currently effective on plate glass and sheet glass (and on 
Thermopane insulating windows which are made from flat glass) are 2 percent 
for payment in 10 days; 1 percent, 60 days; net, 90 days. The cash discount on 
flat laminated glass and automotive glass parts is 1 percent for payment by the 
25th day of a month of invoices dated from the 1st to the 15th of the month and 
for payment of invoices dated from the 16th to the last day of the month by the 
10th of the following month. 

Under the terms of the above-published lists, freight is equalized against 
specified competing points (in the case of some products, principally safety 
glass, only on shipments of more than 300 pounds). 

Flat laminated parts and flat or curved tempered glass parts are quoted to 
miscellaneous automotive, industrial, and fabricating accounts and to distribu- 
tors who suply such accounts, from a separate price list. Distributors supply- 
ing such accounts are given a functional discount of 5 percent from the quoted 
list price. 

On one-eighth-inch plate glass sold to manufaturers of laminated glass, Libbey- 
Owens-Ford gives a functional discount of 5 percent as well as the cash discount. 
On curved automotive parts sold to distributors and by them resold to manufac- 
turers of laminated glass, Libbey-Owens-Ford gives a functional discount of 
2% percent. 

There are no other discounts from the above-published price lists than stated 
above. (Effect of judgment in the Flat Glass case (U. 8S. A. v. Libbey-Owens- 
Ford Glass Company, et al., U. 8. D. C., W. D., Ohio, Civil Action No. 5239, 1948).) 

Libbey-Owens-Ford has complied fully with all of the provisions and require- 
ments of the judgment. The only respects in which changes in pricing and dis- 
tributive methods of the company were required in order to conform with the 
judgment are as follows 

(a) As to section V, paragraphs C, D, E, and F, the policies and practices 
of the company prior to the entry of the final judgment were not fixed or 
uniform, but any acts or conduct which are prohibited by those paragraphs 
have been entirely discontinued since the entry of the judgment. 

(b) Libby-Owens-Ford has, since the entry of the judgment, increased 
the number of establishments to which it delivers plate and/or sheet glass 
at current factory buyer prices and has fully complied with section VIII B. 
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(c) Libbey-Owens-Ford discontinued the use of any price lists men- 
tioned in section XIX of the judgment and has not used any prices or 
prediscount figures copied from any of the lists mentioned in section XIX. 
The company’s present prediscount list for sheet glass was formulated by 
Libbey-Owens-Ford alone and has been supplemented by the net price list 
above mentioned. (Effect of consent order in the matter of Libbey-Owens- 
Ford Glass Co., before Federal Trade Commission, Docket No. 6700, May 22, 
1957.) 


First, it is necessary to note briefly the situation prior to the entry of the 
consent order or the filing of the complaint. 

Since September 1, 1956, Libbey-Owens-Ford’s list prices and terms for 
curved automotive windshields and back windows sold for replacement pur- 
poses have been the same to General Motors and to independent distributors. 
At the same time, Libbey-Owens-Ford extended to General Motors its auto- 
motive service plan which formerly had been available only to independent 
distributors, under which it paid compensation for services of distributor cus- 
tomers in maintaining stocks of Libbey-Owens-Ford automotive glass. A\l- 
lowances were computed quarterly at the rate of 3 percent of average monthly 
inventories with a limiting factor of 10 percent of purchases of automotive glass 
from Libbey-Owens-Ford during the quarter. 

The consent order was entered on May 22, 1957. 

Effective July 1, 1957, the price of finished flat automotive body parts was 
made the same to General Motors as to other distributors. 

As of June 30, 1958, the automotive service plan was discontinued both as 
to distributors and as to General Motors. 





COMPETITION 


American manufacturers which compete with Libbey-Owens-Ford in the 
manufacture and sale of some or all types of flat glass, as defined in the final 
judgment, are as follows: 


Pittsburgh Plate Glass Co., Pittsburgh, Pa. (all kinds of flat glass). 
American Saint Gobain Corp., Pittsburgh, Pa. (sheet glass, laminated glass). 
Franklin Glass Corp., Butler, Pa. (plate glass). 

Fourco Glass Co., Clarksburg, W. Va. (sheet glass). 

Blackford Window Glass Co., Vincennes, Ind. (sheet glass). 

Ford Motor Co., Dearborn, Mich. (14-inch plate glass and sheet glass). 
Shatterproof Glass Co., Detroit, Mich. (laminated glass). 

Guardian Glass Co., Detroit, Mich. (laminated glass). 

Laminated Glass Corp., Detroit, Mich. (laminated glass). 

Auto Glass Manufacturing Co., Detroit, Mich. (laminated glass). 
Globe Manufacturing Co., Chicago, Ill. (laminated glass). 

Safelite Glass Corp., Wichita, Kans. (laminated glass). 

Safetee Glass Corp., Philadelphia, Pa. (laminated glass). 

Multiplate Glass Corp., Jamaica, N. Y. (laminated glass). 


In the tempered-glass field, competitors include Marsco Manufacturing Co., 
Hamilton Glass Co., and Chicago Dial Co., Chicago, Ill.; Dearborn Glass Co., 
Bedford Park, Ill.; Eagle Convex Glass Co., Clarksburg, W. Va.; Hordis Bros., 
Philadelphia, Pa.; Perma Glass, Inc., Woodville, Ohio; Virginia Glass Products 
Corp., Martinsville, Va. 

The principal foreign glass manufacturers which compete in the United States 
markets include the following: 


Pilkington Bros., Ltd., St. Helens, Lancashire, England (plate and sheet glass). 

St. Gobain Chauny & Cirey (St. Gobain). 

Paris, France; with plants in France, Germany, and Italy (plate and sheet 
glass). 

Glaces de Boussois (Cies Reunies des Glaces & Verres Speciaux du Nord de 
la France). 

Paris, France (plate and sheet glass). 

Glaces et Verres (Glaver), Brussels, Belgium (plate and sheet glass). 

S. A. Glaceries de St. Roch (St. Roch), Brussels, Belgium (plate and sheet glass). 

Union des Verreries Mecaniques Belges (Univerbel), Charleroi, Belgium (sheet 
glass). 
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Deutsche Libbey-Owens-Gesellschaft (Delog), Gelsenkirchen, Rotthausen, Ger- 
many (sheet glass). 

Deutsche Tafelglas Aktiengesellschaft (Detag), Furth, Bavaria, West Germany 
(sheet glass). 

Nippon Sheet Glass Co., Ltd., Osaka, Japan (plate and sheet glass). 

Asahi Glass Co., Ltd., Tokyo, Japan (plate and sheet glass). 


The above list of foreign competitors is not complete. Most European sheet- 
glass manufacturers sell in the United States. Importations include sheet glass 
manufactured in Sweden, Poland, Russia, and Czechoslovakia. Some Mexican 
sheet glass is also sold in this country. The price levels of foreign sheet glass 
range from about 8 percent under the prices of domestic manufacturers to 30 
percent or more under domestic prices, in the case of sheet glass from countries 
behind the Iron Curtain. 

It is difficult to state the effects of competition, domestic and foreign, separately 
as to each class of customers. The effects are felt generally in respect of all 
classes. 

Libbey-Owens-Ford has no exclusive arrangement other than its contract with 
General Motors. It does not believe that a majority of any class of customers 
look to it as their exclusive supplier. Some may, in fact, buy from it exclusively ; 
it may be the principal supplier of other customers and a secondary supplier of 
still others. 


GENERAL MOTORS AS A DISTRIBUTOR OF LIBBEY-OWENS-FORD AUTO GLASS 
FOR REPLACEMENT PURPOSES 


In comparing the volume of auto glass for replacement purposes sold by Libbey- 
Owens-Ford to General Motors and to independent jobbers in the years 1940, 1950, 
1955, and 1957, and the first half of 1958, it should be observed— 

(1) that in 1940 there were no curved windshields and few curved back 
windows but that by 1950 curved windshields and back windows had come 
into use; 

(2) that General Motors bought and buys only finished glass parts and 
did not and does not do any cutting or fabricating of such parts itself, while 
the distributors bought and still buy almost no finished flat parts, preferring 
to buy block sizes from which glass parts can be cut as required; and 

(3) that while General Motors buys only laminated safety plate body 
lights, distributors’ purchases include a large amount of laminated sheet 
block sizes from which replacement parts are cut and installed in cars, no 
doubt including General Motors cars, by distributors or their customers. 

In the year 1940 Libbey-Owens-Ford sold a larger volume of automotive glass, 
all of it flat, for replacement purposes to independent jobbers than to General 
Motors. 

In the years 1950, 1955, and 1957, and in the first half of 1958, including both 
curved and flat parts (and, in the case of jobbers, including block sizes), Libbey- 
Owens-Ford sold a larger volume of automotive glass for replacement purposes 
to distributors than to General Motors. 

A comparison of the volume of orders of glass by General Motors for replace- 
ment purposes prior to and since July 1, 1958, would require sometime to compile. 
However, actual shipments to Chevrolet and Cadillac divisions increased in 
August over a very low level of purchases in May, June, and July 1958. Ship- 
ments to General Motors, as a whole, show substantially the same trends as its 
Chevrolet and Cadillac divisions from May through August 1958. Purchases of 
automotive glass, including block sizes, by distributors rose somewhat in each 
month from May to August, inclusive, 1958. 

It is possible that the increases in purchases were attributable to some extent 
to a general improvement in business and also to the anticipated announcement 
of new car models. 

Information which Libbey-Owens-Ford has as to the markups taken by General 
Motors or by its Cadillac and Chevrolet divisions on sales to car dealers prior to 
and since July 1, 1958, is derived from one of the exhibits offered at the hearing 
of the subcommittee on July 31, 1958. We have compared Libbey-OwensFord's 
prices for the curved parts listed in the exhibit, packed in individual cartons, 
f. o. b. Libbey-Owens-Ford factories, with the present net prices from General 
Motors to its dealers shown in the exhibit. Freight charges and excise tax have 
not been taken into account as we do not know how they are treated in General 
Motors’ pricing to its car dealers. 
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The comparison shows a spread ranging from 51 percent up to 100 percent 
between Libbey-Owens-Ford’s cartonized price and the net price shown in the 
exhibit for Chevrolet parts, and a spread of 48 percent between Libbey-Owens- 
Ford’s price in cartons and the net price of General Motors to its dealers in 
the case of Buick, Oldsmobile, and Cadillac parts. 

In the case of Libbey-Owens-Ford’s distributors generally, there is no uniform 
markup as far as we know and their margins will no doubt vary in different 
localities. However, Libbey-Owens-Ford does not attempt to set resale prices 
or markup for any customers or any products. 

We can only speculate on the long-range effect of the new prices for replace- 
ment glass made by Cadillac and Chevrolet divisions to its car dealers but we 
do not think that it will have much effect upon aggregate sales of replacement 
auto glass by Libbey-Owens-F ord. 

It is too early to determine whether our volume to General Motors will increase 
or not. If, as we believe, glass distributors are performing a necessary and 
useful function, there may not be much change in percentage of sales to them or 
in sales by them to their dealer customers, who also perform a necessary 
function. 


LONG-RANGE EFFECT ON LIBBEY-OWENS-FORD IF CHEVROLET AND CADILLAC DIVISIONS 
HAD A PURPOSE SUCH AS MENTIONED IN SECTION II-E OF THE SUGGESTED OUTLINE 
FOR STATEMENT PREPARED BY THE STAFF AND IF THE PURPOSE WERE ATTAINED 


In the first place, we do not have any reason to believe that General Motors 
or its Cadillac and Chevrolet divisions have the purpose which is suggested in 
the question. We doubt that they could take over the replacement market from 
independent flat glass distributors, or that General Motors car dealers could 
take over the market from glass dealers. We think it is unlikely that they 
could do so. 

We do not anticipate long-range detriment to Libbey-Owens-Ford’s competitive 
position nor for that matter do we look for radical changes in channels of dis- 
tribution. Our answer would be the same if other General Motors divisions 
followed the same procedure as Cadillac and Chevrolet; also, if it was followed 
by Ford and Chrysler. 


LIBBEY-OWENS-FORD’S VIEWS ON DUAL DISTRIBUTION 


In section III-A of the Suggested Outline for Statement inquiry is made whether 
Libbey-Owens-Ford sells “directly to any customers who, except for the avail- 
ability of glass from the factory, would purchase from other LOF customers 
at a higher distributive level.” It is true, of course, that if glass were not 
available from Libbey-Owens-Ford, some who are now LOF customers might buy 
it from another manufacturer or from an importer, or if it were not available 
from those sources, from LOF distributors. 

However, Libbey-Owens-Ford’s distribution methods and pricing have been 
outlined earlier in this statement. The company sells only at one level and does 
not engage in dual distribution, as We understand the term. 

Reference is made in section III of the Suggested Outline for Statement to 
“downward vertical integration * * * by some of LOF’s and PPG’s independent 
distributor customers.” We do not see any pattern of integration by distributors 
and there does not appear to be a general trend in that direction. Of course 
integration may occur from time to time where it appears necessary in order 
to meet competition, but we do not think that it constitutes a serious threat 
to the dealer trade. 

Pittsburgh Plate Glass Co.’s integration of distribution is not necessarily a 
threat to Libbey-Owens-Ford although it is admittedly strong and aggressive 
competition. 

There are advantages and disadvantages both to an integrated system of 
distribution and to a method of distribution which places reliance upon inde- 
pendent distributors. Libbey-Owens-Ford chose the latter course and has found 
it, on the whole, to be reasonably successful. The company feels that it should 
he able to keep its position and hopes to improve it without engaging in any 
of the functions now performd by the distributing trade. 

However, one of our problems, incident to distribution through independent 
wholesalers, is to make sure that adequate field stocks of our products, par- 
ticularly automotive glass, are carried by our distributors. If it should become 
necessary, we can, of course, establish our own field stocks for the purpose of sup- 
plying our customers. 
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EFFECT IF (A) THE INDEPENDENT GLASS DEALERS SHOULD BE EXPUNGED FROM THE 
DISTRIBUTION SYSTEM AND THEIR FUNCTIONS TAKEN OVER BY JOBBERS AND (B) IF 
THE INDEPENDENT GLASS JOBBERS AND DEALERS SHOULD BE EXPUNGED AND THEIR 
FUNCTIONS TAKEN OVER BY GLASS MANUFACTURERS AND/OR MOTOR COMPANIES 
AND THEIR DEALERS 


Libbey-Owens-Ford has always been of the opinion that glass distributors 
perform a hecessary economic function. In its advertising it has emphasized 
the importance of the services which the distributor—the local glass merchant— 
renders to the public. Similarly, it believes that the glass dealer performs a 
useful economic service. If these opinions are correct, we do not foresee the 
“expunging” of independent glass jobbers or dealers from the distribution field. 
Libbey-Owens-Ford would be greatly concerned if it considered the “expunging” 
of them a possibility. The functions which they perform in the chain of dis 
tribution of Libbey-Owens-Ford products would have to be performed by Libbey- 
Owens-Ford itself, which it is not presently equipped to do and which would 
require large capital investments and the training of personnel to staff the whole- 
sale and retail distribution facilities which it would have to establish. Libbey- 
Owens-Ford does not want to become either a distributor or a retailer as long as 
these functions can be and are performed by the distribution trades. 

However, Libbey-Owens-Ford does not believe that jobber integration seri- 
ously threatens to extinguish glass dealers as a class, or that the present mer- 
chandising activities of the motor companies or Pittsburgh Plate Glass Co.'s 
distribution system will extinguish either glass jobbers or glass dealers. 

POSSIBLE LEGISLATIVE ACTION 

We do not believe that legislation is necessary for that flat glass distribution 
system. Apart from individual cases of hardship, which are regrettable incidents 
of business, we believe that in the long run efficiency and economy in the dis- 


tribution of flat glass products will be preserved by the continuation of the present 
competitive system at all levels of distribution. 


Senator Lone. The next witness will be Mr. William Hufstader, vice 


president of distribution, General Motors Corp., accompanied by Mr. 
A. F. Power, associate general counsel. We welcome you, Mr. Huf- 
stader, and also Mr. Power. We are happy to have you. 


STATEMENT OF WILLIAM F. HUFSTADER, VICE PRESIDENT IN 
CHARGE OF DISTRIBUTION, GENERAL MOTORS CORP., DETROIT, 
MICH.; ACCOMPANIED BY ALOYSIUS F. POWER, ASSISTANT 
GENERAL COUNSEL; LOUIS H. BRIDENSTINE, ASSOCIATE COUN- 
SEL; AND RICHARD L. PAULSON, DISTRIBUTION STAFF 


Mr. Hurstaper. May I present Mr. Bridenstine, also counsel of Gen- 
eral Motors. 

My name is William F. Hufstader, vice president of General Motors 
Corp., in charge of distribution staff. 

May I suggest that I go right through this statement because I think, 
in view of the line of questions, that we may be able to clear up some 
of the points that have been under question. 

Senator Lone. Very well. 

Mr. Hurstaper. By letter dated September 8, 1958, the chairman 
of your subcommittee advised us that your subcommittee had begun a 
study on dual distribution: the competition by manufacturers with 
their independent wholesalers and retail customers in the sale of their 
products; and that during the hearings on July 30 and July 31, 1958, 
dealing with the flat-glass industry, testimony from many independent 
dealers in replacement auto glass indicated concern about the General 
Motors’ reduction in the price of replacement glass to our Chevrolet 
and Cadillac dealers which became effective on July 1, 1958. 
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A representative of General Motors was requested to appear today 
and testify concerning the practices which were criticized by the inde- 
pendent glass dealers. 

Accordingly, I should like to explain briefly our position in the 
replacement-glass field, and to the best of my ability I shall endeavor 
to answer any questions pertinent to that subject which might be of 
assistance to you in your study. 

At the outset, it should be understood that General Motors Corp. 
has not had any company-owned glass manufacturing facilities or 
operations for the past 27 years, nor do we have any glass-fabricating 
facilities for the lamination of glass or any other processing. 

Prior to World War I, Belgium was the chief source of plate glass. 
Destruction of Belgian plants during the war created a shortage of 
this commodity in the United States, which, in turn, threatened to 
restrict manufacture by Fisher Body of the new closed-body designs 
then coming into fashion. 

In 1920, Fisher Body went into the plate-glass business through a 
subsidiary company known as National Plate Glass Co., Ottawa, IIl., 
for the purpose of expanding production and thus overcoming the 
shortage which was limiting closed-body manufacture. 

By 1931, the technology and economics of the business made it 
apparent that low-cost operation could not be continued solely on the 
basis of supplying glass for automotive needs and that it would be 
necessary to enter into the general manufacture and distribution of 
plate glass and allied products. 

The management personnel had been able to make little contribu- 
tion in this field of manufacture, and it was felt that this would not 
be in the area of General Motors special competency. It was, there- 
fore, decided to get out of the glass business entirely. 

Negotiations resulted in the sale, in 1931, of the facilities of Na- 
tional Plate Glass Co. to the Libbey-Owens-Ford Glass Co., of Toledo, 
Ohio. The latter then contracted to supply General Motors’ auto- 
motive-glass requirements. 

Except for a small number of replacement windshields which are 
purchased from Pittsburgh Plate Glass Co. for Opel passenger cars, 
General Motors Corp. purchases all of its glass requirements from 
Libbey-Owens-Ford Glass Co. in finished form, ready for installation 
without further fabrication operations. 

In the glass industry, as such, independent glass distributors who 
are in the business of distributing all types of glass and who sell to 
independent retail glass dealers for resale to retail customers, pur- 
chase replacement glass for General Motors vehicles from Libbey- 
Owens-Ford Glass Co., Pittsburgh Plate Glass Co., or other glass 
manufacturers at distributor prices. 

Pittsburgh Plate Glass Co. operates a number of company-owned 
stores throughout the United States, which, for the purpose of this 
discussion, are identified as glass distributors. 

General Motors purchases its requirements of replacement glass at 
the Libbey-Owens-Ford distributor prices in effect on the date of 
shipment to General Motors. 

n other words, General Motors pays the same price for replace- 
ment auto glass for its cars and trucks as the independent distribu- 
tors to whom Libbey-Owens-Ford sells such glass parts. 
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General Motors sells replacement glass to authorized General Mo- 
tors dealers. They, in turn, resell to the retail customer. However, 
many automobile dealers, including General Motors dealers, do not 
install automobile glass. Two of the remarks made by W illiam Bas- 
sarear, of the Kansas City Glass Co., in his testimony before this 
committee on July 31, 1958, pretty well describe the situation. At 
that time, he said: 

I say a lot of General Motors dealers do not install their glass, but a lot of 
them do install their glass (transcript, p. 151). 

Now, then, since your windshields and your back glass are such a big volume 
of business, and there is so much money involved, naturally, the General 
Motors dealers want some of this business (transcript, p. 162). 

Many General Motors dealers, apparently, see no advantage in 
handling glass if they can purchase the glass, installed, at approxi- 
mately 25 percent off list, plus installation costs. Many of these Gen- 
eral Motors dealers, apparently, feel they do not have sufficient volume 
to maintain full-time glass-installation men. They may feel, further, 
that it is not economical to employ general servicemen to install 
glass, since these same men may be able to produce more revenue in 
the area of body repair. Furthermore, they may feel that the ar- 
rangement of purchasing glass installed from an independent glass 
retailer permits them to realize a small profit without maintaining 
an inventory of glass with its attending breakage risk. 

On the other hand. a substantial number of General Motors dealers 
do handle glass and actively solicit work involving glass parts re- 
placement. There is no set pattern in the industry, and each cal 
dealer himself determines whether or not he will handle and sell glass 
or whether he will procure the material and services from independent 
glass retailers. 

Also, some Genera] Motors dealers sell automobile replacement 
glass to independent glass retailers, soliciting the business of glass 
retailers for formed windshields and back lights for current and past 
model General Motors vehicles which some retailers do not carry in 
stock. 

On the other hand, many glass distributors sel] directly to automo- 
bile dealers and users. 

During the course of the hearings before this subcommittee on July 
30 and July 31, 1958, James W. ( ‘assedy, who is identified as the 
general counsel for the National Auto & Flat Glass Dealers Associa- 
tion, filed with the committee a summary of some 73 different state- 
ments made by a number of retail glass dealers who are members of 
the National Auto & Flat Glass Dealers Association. Every one of 
these 73 statements was directed at the practice of glass distributors, 
particularly the company-owned stores of one glass manufacturer, 
competing with the independent glass dealer at the retail level. 

A substantial number of these dealers testified that auto dealers 
could now purchase replacement glass from the glass distributor and 
the company-owned stores at prices equal to or lower than the glass 
dealer’s net price. 

Senator Lone. May I ask a question at that point, before you go 
any further? Are dealerships for General Motors tied up under 
long-term commitments, or are they subject to short-term cancella- 
tion by General Motors Corp. ? 
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Mr. Hursraper. The General Motors selling agreement is a 5-year 
selling agreement. 

Senator Lone. I would take it, then, that the person who is a 
dealer for General Motors would have a contract that would be 
subject to renewal after 5 years. He might not have more than 1 or 
2 years remaining, but he would have a 5-year contract when it is 
renewed ¢ 

Mr. Hvursraper. That is right, and experience shows that the aver- 
age length of time of General Motors dealers’ service is far beyond the 
5-year term. In other words, they are renewed. 

Senator Lone. As I understs und it, so long as they doa good job 
and push the product, getting their share of the market in their 
area, General Motors would be inclined to renew the contract with 
them. 

Mr. Hursraper. As long as they carry out, Senator, the terms of 
the selling agreement, it is renewed : yes, sir. 

Senator Lona. Is there any relationship with General Motors that 
would cause a dealer to feel it was expected of him, in line with his 
contract, to provide as many services as possible, or services other 
than those that he was performing when he started out with the 
contract ¢ 

Mr. Hursraper. Well, in the selling agreement- 

Senator Lone. I had in mind pamphlets I have seen, sent out by 
your company, which would indicate that General Motors dealers 
were encouraged to go into the business. 

Mr. Hursraper. What business are you speaking about, Senator / 
Going into the business, you said. 

Senator Lone. The glass-replacement business. I had in mind the 
question of whether there was any basis upon which a dealer might 
feel that it was expected of him by General Motors Corp. that. he 
should go into the business. 

Mr. Hursraper. No; it is not, in any sense, compulsory with him. 
General Motors dealers endeavor, to the very best of their ability, to 
service the product whose franchise they represent. Now, in servic- 
ing that product, some of the dealers, as I have just enunciated in 
this statement, do participate in the glass business, and others do not, 
but. the decision to do so is entirely their own. I think you probably 
refer to these bulletins which were sent out by Cadillac; and, natu 
rally, we are suggesting that here is an opportunity to handle glass, 
and I think, as we go on, we will enunciate the reasons for that. 
However, the decision is entirely the dealer’s. He is an independent 
merchant. 

Senator Lone. Yes. All I had in mind is that, if I were a dealer 
for General Motors, were happy at it, making a good profit, and the 
company suggested to me that they would be pleased if I went. into 
the business, if it didn’t cost me anything, I wasn’t going to lose 
anything, I think I would perhaps feel encouraged to go into the 
business. 

Mr. Hursraper. We want to see our dealers profitable, Senator, 
and every source of profit is sugegsted and pointed out to them. 

Senator Lone. Thank you. 

Mr. Hursraper. There was testimony that an independent dis- 
tributor handling Pittsburgh Plate Glass Co. products in California 
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actively competed with the independent retailers in that area in the 
sale of auto glass to automobile dealers and users. 

Another example was given by Mr. Bassarear, mentioned above, 
who testified that two Libbey-Owens-Ford glass distributors in the 
Kansas City area have entered into the retail business, one since 
September or October 1957, and the other since May of this year. 

eneral Motors dealers have two principal sources of supply for 
replacement glass—namely, General Motors Corp. and the glass dis- 
tributors, including the glass manufacturer company-owned stores, 

Attached is a diagram outlining the pattern of replacement auto- 
glass distribution prior to July 1, 1958, and as it exists today. 

(The diagram referred to is as follows :) 


DISTRIBUTION OF REPLACEMENT AUTO GLASS 
FOR GENERAL MOTORS VEHICLES 


MANUFACTURER LIBBEY- OWENS -FORD PITTSBURGH PLATE GLASS 


GENERAL MOTORS i as 
DISTRIBUTOR CORPORATION *DISTRIBUTOR 


GENERAL MOTORS INDEPENDENT GLASS 


DEALERS DEALERS 


RETAIL SELLER 


RETAIL CUSTOMER RETAIL CUSTOMER 


*For the purpose of this chart, the "Distributor" level of distribution includes 
Pittsburgh Plate Glass Company owned stores. Libbey-Owens-Ford Glass Company 
does not sell to the Pittsburgh Plate Glass Company owned stores. 


Mr. Hurstaper. I think, Senator, if we follow that closely, it will 
give you the different levels of distribution. Follow down through 
Libbey-Owens-Ford. 

Libbey-Owens-Ford ships the glass to General Motors Corp. and 
they are on a distributor level. General Motors, in turn, through its 
respective divisions, sell to the General Motors dealers, and I would 
point out to you that we use the Pittsburgh Plate Glass by way of 
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illustration, that they sell to distributors who, in turn, sell to the 
independent glass dealer and, in turn, to the retail customer. 

Now, in this particular chart, if I may point your attention to the 
arrows there, they have the arrowhead on one going the wrong way 
there. 

Senator Lona. Yes; I see it. 

Mr. Hursraper. And that isa mistake. The General Motors dealer 
does not sell to the distributor. It is the other way around. 

Counsel suggests that I point out here also that Libbey-Owens- 
Ford at the same time that they sell to General Motors also sell to 
their distributors, who, in turn, can sell to the General Motors dealer 
or to the independent glass dealer, and later on in the statement here 
it is pointed out that that transaction goes on quite a good deal in 
the trade, and there are also local influences, Senator, where the dealer 
feels that it is advisable for him because of his local relationships 
to buy on a local basis rather than buy direct from us. 

General Motors Corp. does not purchase or distribute replacement 
glass for motor vehicles manufactured by companies other than 
General Motors Corp. 

With respect to the replacement glass which it purchases from 
— title passes upon delivery to Ganeeal Motors 

rp. 

On the purchase of replacement glass by General Motors dealers 
from General Motors Corp., title passes upon delivery to the dealers. 

The chain of distribution of replacement glass purchased by 
General Motors Corp. from Libbey-Owens-Ford and resold through 
the divisions of General Motors to authorized General Motors dealers 
is as follows. I had anticipated skipping that but I think it would 
be well, even though it may be a bit Eheotees, to go through it. 

Chevrolet motor division: Chevrolet motor division purchases 
from Libbey-Owens-Ford all replacement glass used on Chevrolet 
cars and any replacement glass for Oldsmobile and Pontiac passenger 
cars which is common to the replacement glass used on Chevrolet 
passenger cars. 

All such replacement glass purchased by Chevrolet is distributed 
through the Graseal Motors parts warehouse system operated by 
Chevrolet motor division. 

These parts are generally divided into three classifications; namely, 
zone (Z) classification, master (M) classification, and factory (F) 
classification. 

The (Z) classification items are the fast moving items. The (M) 
classification items are slower moving items, but are not classified as 
slow-moving items. The (F) classification items are slow-moving 
items. 

The attached flow charts show the physical movements of glass 
os classified as (Z), (M), and (F) items, respectively. And then 

think that chart is rather obvious. And the next one—the first 
chart is for the (Z) parts going from Libbey-Owens-Ford to the 
Chevrolet major supply depot on to the Chevrolet parts warehouse 
and on to the dealer and the customer, and then the flow of (M) parts 
and also the flow of (F) parts. 

(The charts referred to are as follows :) 
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PHYSICAL PROGRESS — FLOW CHART 
CHEVROLET MOTOR DIVISION 
ZONE CLASSIFICATION 
(Zz) 


L.O.F. COMPANY 


CHEVROLET FACTORY WAREHOUSE CHEVROLET MAJOR SUPPLY DEPOT 


GENERAL MOTORS PARTS DIVISION GENERAL MOTORS PARTS DIVISION 
MASTER WAREHOUSE ZONE WAREHOUSE 


DEALER 


CUSTOMER 
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PHYSICAL PROGRESS — FLOW CHART 
CHEVROLET MOTOR DIVISION 
MASTER CLASSIFICATION 
(mM) 






L.O.F. COMPANY 








CHEVROLET FACTORY WAREHOUSE 





CHEVROLET MAJOR SUPPLY DEPOT 


GENERAL MOTORS PARTS DIVISION 
ZONE WAREHOUSE 


GENERAL MOTORS PARTS DIVISION 
MASTER WAREHOUSE 









CUSTOMER 
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PHYSICAL PROGRESS — FLOW CHART 
CHEVROLET MOTOR DIVISION 
FACTORY CLASSIFICATION 
(F) 


L.O.F. COMPANY 


CHEVROLET FACTORY WAREHOUSE CHEVROLET MAJOR SUPPLY DEPOT 


GENERAL MOTORS PARTS DIVISION GENERAL MOTORS PARTS DIVISION 


MASTER WAREHOUSE ZONE WAREHOUSE 


DEALER 


CUSTOMER 
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Mr. Hurstaper. The (Z) items purchased from Libbey-Owens- 
Ford Glass Co. are shipped by Libbey-Owens-Ford in containers of 
25 pieces each to the 4 major Chevrolet supply depots. There is an 
addition that should be made there. There are really five, one located 
in Flint, Mich., one in Atlanta, Ga., one in St. Louis, Mo., one in 
Oakland, Calif, and one in Bloomfield, N. J., for export. 

The glass is repackaged at this location, one piece per carton, and 
distributed from these major supply depots in carload quantities 
mixed with other replacement parts to General Motors parts division 
zone warehouses. 

There are 42 zone warehouses located in different geographical areas 
throughout the United States. 

The zone warehouses fill the orders for these fast moving (Z) items 
received from General Motors dealers located in their respective 
geographical areas. 

Both (M) classification items and (F) classification items are 
shipped by the supplier, Libbey-Owens-Ford Glass Co., to the 
Chevrolet factory warehouse at Flint, Mich. 

At that point the (M) classification items are repackaged, one 
piece per carton, and distributed to General Motors parts division 
master warehouses. 

Senator Lone. I take it the reason that you ship and then repack- 
age is for freight savings? 

Mr. Hurstaper. Yes, sir; that is correct. 

There are 12 master warehouses located in different geographical 
areas throughout the United States. Each master warehouse covers 
substantially a broader geographical area than the zone warehouses. 
The master warehouses fill the (M) classification item orders for the 
General Motors dealers located in their respective geographical areas. 
The dealers’ orders are relayed to the master warehouse by the zone 
warehouse. 

The (F) classification items remain in the Chevrolet factory ware- 
house for shipment directly to the General Motors dealers upon re- 
ceipt of orders from such dealers, 

The dealers’ orders are relayed to the Chevrolet factory warehouse 
at Flint, Mich., by the zone warehouses. 

Oldsmobile division: All glass replacement parts for Oldsmobile 
passenger cars which are not common to Chevrolet passenger cars 
and which are peculiar to the Oldsmobile passenger cars or common 
with the Buick and Cadillac passenger cars are purchased by Olds- 
mobile from Libbey-Owens-Ford Glass Co. 

These glass items are classified as fast moving, i. e., (Z) items; 
slower moving but not slow moving, i. e., (M) items; and slow-mov- 
ing, i. e., (F) items. The attached flow charts show the physical 
movements of glass parts classified as (Z), (M), and (F) items, re- 
spectively. 

(The charts referred to are as follows :) 
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PHYSICAL PROGRESS — FLOW CHART 
OLDSMOBILE DIVISION 
ZONE CLASSIFICATION 
(Parts Not Common With Chevrolet) 
(z) 


L.O.F. COMPANY 


OLDSMOBILE } 


FACTORY WAREHOUSE | 


GENERAL MOTORS PARTS DIVISION GENERAL MOTORS PARTS DIVISION 
MASTER WAREHOUSE ZONE WAREHOUSE 


DEALER 


CUSTOMER 
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PHYSICAL PROGRESS — FLOW CHART 
OLDSMOBILE DIVISION 
MASTER CLASSIFICATION 
(Parts Not Common With Chevrolet) 
(M) 









L.O.F. COMPANY 









OLDSMOBILE 
FACTORY WAREHOUSE 






GENERAL MOTORS PARTS DIVISION 
ZONE WAREHOUSE 


GENERAL MOTORS PARTS DIVISION 
MASTER WAREHOUSE 









DEALER 
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PHYSICAL PROGRESS — FLOW CHART 


OLDSMOBILE DIVISION 
FACTORY CLASSIFICATION 
(Parts Not Common With Chevro!et) 
(F) 






OLDSMOBILE 
FACTORY WAREHOUSE 





GENERAL MOTORS PARTS DIVISION 


GENERAL MOTORS PARTS DIVISION 
MASTER WAREHOUSE 






ZONE WAREHOUSE 





CUSTOMER 
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Mr. Horsraper, And there you have the same thing for Olds- 
mobile in the different classifications. 

All of these glass-replacement items, i. e., (Z), (M), and (F) items, 
are shipped directly by Libbey-Owens-Ford Glass Co. to the Olds- 
mobile factory warehouse at Lansing, Mich. 

At this point the glass is repackaged, one piece per carton. 

The (Z) items are distributed to the General Motors parts di- 
vision zone warehouses located in 41 different geographical areas 
throughout the United States. 

The General Motors parts division zone warehouse fills the orders 
of the Oldsmobile dealers for these items. The (M) items are 
shipped by the Oldsmobile factory warehouse to the 12 General Mo- 
tors parts division master warehouses throughout the United States. 

These parts are then shipped to Oldsmobile dealers in the geo- 
graphical territory of the respective master warehouses on receipt 
of dealers’ orders. The dealers’ orders are relayed to the master 
warehouse from the Oldsmobile zone warehouses. 

(F) Items are shipped directly to dealers from the Oldsmobile fac- 
tory warehouse upon receipt of orders from Oldsmobile dealers. 
The orders are relayed to the factory warehouse by the zone ware- 
house. 

Buick Motor division: All replacement glass for Buick Motor vehi- 
cles is purchased from Libbey-Owens-Ford Glass Co. by Buick Motor 
division. 

Replacement glass items are classified as fast-moving (Z) items and 
slow-moving (F) items. 

The following flow charts depict the physical movement of parts in 
the two classifications : 

(The charts referred to are as follows :) 


30140—59——-17 
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PHYSICAL PROGRESS — FLOW CHART 


BUICK MOTOR DIVISION 
ZONE CLASSIFICATION 
(Z) 


SOMDANY 
~F. COMPANY 


‘ACTORY WAREHOUSE 


BUICK ZONE WAREHOUSE 
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PHYSICAL PROGRESS — FLOW CHART 
BUICK MOTOR DIVISION 
FACTORY CLASSIFICATION 

(F) 


L.O.F. COMPANY 


BUICK FACTORY WAREHOUSE 


BUICK ZONE WAREHOUSE 


DEALER 


CUSTOMER 
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Mr. Hursraper. I think I should point out that Buick is a little 
different in that they operate their own warehouse. I think on that 
point, substantially, they are the same, but Chevrolet, Olds, and Pon- 
tiac are operated through the General Motors parts warehouses, Buick 
through their own. And Pontiac goes through GMPD, as we refer 
to it. 

Pontiac Motor division: All replacement glass for Pontiac Motor 
vehicles which is not common to Chevrolet passenger cars is purchased 
directly by Pontiac Motor division. These glass-replacement parts are 
shipped dicactly by Libbey-Owens-Ford Glass Co. to the Pontiac 
Motor division factory warehouse at Pontiac, Mich. 

The glass received at this point is repackaged, one piece per carton, 
and delivered directly to General Motors dealers upon receipt of orders 
therefor. 

The Pontiac dealers’ orders are relayed to the Pontiac factory ware- 
house by the General Motors parts division zone warehouses. The 
following flow chart shows the physical movement of replacement glass 
parts peculiar to Pontiac passenger cars. 

(The flow chart referred to is as follows :) 








smashes esc 
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PHYSICAL PROGRESS — FLOW CHART 
PONTIAC DIVISION 
FACTORY CLASSIFICATION 
(Parts Not Common With Chevrolet) 







L.O.F. COMPANY 







PONTIAC 
FACTORY WAREHOUSE 






GE} ERAL MOTORS PARTS en ION 
MASTER WAREHOUS 





GENERAL 





MOTORS PARTS DIVISION 
ZONE WAREHOUSE 





iliadalehtiiantaiicaadeedatnitaainianiaaiaelll 


Mr. Hursraper. Now Cadillac is again a little different setup. 

Cadillac Motor Car division : Cadillac Motor Car division purchases 
all replacement glass for Cadillac passenger cars from Libbey-Owens- 
Ford Glass Co. 

The replacement glass is shipped from Libbey-Owens-Ford to the 
Cadillac factory warehouse at Detroit, Mich. Except for certain very 
fast-moving items which are shipped by the Cadillac factory ware- 
house in bulk to the Oakland, Calif., warehouse, where they are pack- 
aged for delivery to west coast dealers and distributors, the replace- 
ment glass is repackaged one piece per carton at the C adillac factory 
warehouse. When repackaged the fast-moving items are distributed 
among two field warehouses, one in Oakland, Calif., and one in Okla- 
homa City, Okla., and the factory warehouse at Detroit, Mich. 
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Dealers may order fast-moving glass from either of these two ware- 
houses or from the factory warehouse in Detroit. Slow-moving glass 
is only available from the factory warehouse in Detroit. 

The following chart shows the physical movement of Cadillac 
replacement glass: 

(The chart referred to is as follows:) 


PHYSICAL PROGRESS — FLOW CHART 
CADILLAC MOTOR DIVISION 


DISTRIBUTOR OR D 


DEALER UNDER DISTRIBUTOR 


Mr. Horsraper. GMC truck and coach division: GMC truck and 
coach division purchases all replacement glass from Libbey-Owens- 
Ford Glass Co. and distributes it to General Motors truck dealers 
throughout the United States in substantially the same manner as 

. . . . . . . . . % ‘ 
Buick Motor division distributes its replacement glass parts. GMC 
truck and coach division operates 21 zone warehouses throughout the 
United States. 
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The following flow charts show the physical movement of GMC 
truck replacement-glass parts. 
(‘The charts referred to are as follows :) 


PHYSICAL PROGRESS — FLOW CHART 
GMC TRUCK & COACH DIVISION 
ZONE CLASSIFICATION 
(Z) 


GMC TRUCK & COACH 
ZONE WAREHOUSE 
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PHYSICAL PROGRESS -- FLOW CHART 
GMC TRUCK & CCACH DIVISION 
FACTORY CLASSIFICATION 
(F) 


L.O.F. COMPANY 


GMC TRUCK & COACH 
FACTORY WAREHOUSE 


GMC TRUCK & COACH 


ZONE WAREHOUSE 


TOMER 





Mr. Warts. Mr. Chairman, may I ask Mr. Hufstader at this point 
if, on the Cadillac, which is the first one on which the term “distrib- 
utor” shows up 

Mr. Hursraper. Beg your pardon ¢ 

Mr. Warts. On the Cadillac chart, sir, we for the first time have 
this word “distributor.” I do not understand how you bring that term 
in with Cadillac. 

Mr. Horsraper. We do not bring it in. That is the method by 
which Cadillac cars are distributed. They have what we refer to in 
the business as a distributor organization versus Chevrolet, which is 
a direct dealer organization. 

There are no distributors in Chevrolet, Pontiac; there is one dis- 
tributor left in Buick; and then the distribution of Cadillac cars is 
through distributors, and in turn from distributors to dealers under 
the distributor. 











so 
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Senator Lone. Do they have both? 

Mr. Hurstaper. They have both; yes. 

Senator Lona. Some people operate as Cadillac direct dealers and 
some operate as Cadillac distributors selling to dealers ? 

Mr. Hursraper. That is right. 

Mr. Warts. They are independent, franchised people ? 

Mr. Hursraper. Oh, yes. Now I would like to call your attention 
to the prices offered to the General Motors dealers by these two sources 
of supply before July 1, 1958. 

The following chart entitled “Windshields for General Motors 
Cars,” which was introduced in the record by Mr. Bassarear when he 
appeared before the subcommittee on July 31, 1958 (transcript, 151), 
can be used for this purpose. 

(The chart referred to is as follows :) 


Windshields for General Motors cars 


(As submitted by Mr. Bassarear) 












































Sales to General Motors dealers 
NAGS 
NAGS part No. New price Old price Gross profit 
List | Net List Net List Net New list | Old list 
(1) (2) | (8) (4) (5) (6) (7) (8) (9) 
| | j | ee a 
| (a | $63.65 | $31.83 $50.95 | $30.57 $71. 50 $42. 90 ($1. 26)| $11.07 
RE i ha 87.95 | 43. 98 70. 40 | 42. 24 85. 00 51. 00 (1. 74) 7. 02 
REN. icnekécnndaten 61. 90 30. 95 49. 55 | 29, 73 71. 50 42. 90 (1. 22) 11. 95 
; 3 84. 95 42. 48 | 68. 00 40. 80 85. 00 51.00 (1. 68) 8. 52 
52. 65 26. 33 46. 00 27. 60 62, 25 87. 35 1. 27 11. 02 
73.05 36. 58 59. 75 35. 85 79.85 7.91 (. 73) 11. 33 
51. 40 25. 70 45. 00 27. 00 59. 75 35. 85 1. 30 10.15 
70. 65 | 35. 33 58. 00 34. 80 77.75 46. 65 (. 53) 11. 32 
60. 45 30. 23 52. 75 31. 65 72. 25 43. 35 1. 42 13. 12 
83.15 41. 58 68. 50 41.10 91. 25 | 54. 75 (. 48) 13.17 
93. 25 | 46, 63 74.95 | 44.97 93. 25 55. 95 (1. 66) 9. 32 
113. 00 | 6, 50 90. 40 54, 24 115. 50 69. 30 2. 26) 12. 80 
89. 50 | 44.75 71. 60 42. 96 88. 25 | 52. 95 (1. 79) 8. 20 
107. 90 53.95 | 86. 35 51.81 | 109. 50 | 65. 70 (2. 14) 11. 75 
87.15 | 13.58 | 69. 75 | 41.85 86. 25 51.75 (1. 73) 8.17 
106. 25 53.13 | 85.00 51.00 | 107.75 64. 65 2.13)} 11.52 
82. 95 | 41. 48 | 66. 40 | 39. 84 81. 50 48. 90 (1. 64) 7. 42 
100. 95 50. 48 | 80. 80 | AR. 48 101. 75 61. 05 (2.00)} 10.57 
44.95 | 22. 48 | 40. 50 24. 30 7.85 28. 71 1. 82 6. 23 
61. 80 | 30. 90 51.00 | 30. 60 5 33. 51 (. 30) 2. 61 
74.35] 37.18] 65.75 | 39.45 82. 75 49. 65 C7 12. 47 
95, 25 47.63 | 79. 75 | 47. 85 100. 00 60. 00 22 12, 37 
70.70 | 35. 35 | 62. 75 37. 65 79. 75 | 47.85 2. 30 12. 50 
90. 50 45.25 75. 50 5. 30 98.00 | 58. 80 .05 13. 55 
76.80 | 38. 40 69. 75 | 41, 85 | 82.85 49. 71 3. 45 11.31 
97. 75 | 48. 88 83. 50 | 50.10 | 97.75 | 58. 65 1, 22 9.7 
74.35 | 37.18 65.50 | 39.30] 81.75] 49.05 2.12 11. 87 
95, 25 | 47. 63 | 79. 75 | 47.85 100. 00 60. 00 a 12. 37 
77. 75 | 38. 88 68. 75 41. 25 84. 75 50. 85 2. 37 11. 97 
99, 80 49. 90 83. 50 50. 10 102. 00 61. 20 . 20 11. 30 
95. 05 47. 53 | 76. 05 45, 63 92. 50 55. 50 (1. 90) 7.97 
116. 20 58. 10 93. 00 55. 80 115. 75 69. 45 (2. 30) 11. 35 
103. 75 51. 88 &3. 00 49. 80 101. 75 61.05 | (2. 08) 9.17 
27.00 63. 50 101. 60 60. 96 27.95 76.77 (2. 54) 13. 27 
100. 50 50. 25 80. 40 48, 24 97. 75 58. 65 (2.01) 8. 40 
121. 40 60. 70 97.15 58, 29 120. 95 72. 57 (2. 41) 11. 87 
f 109. 65 54, 83 87. 80 52. 68 107. 50 64. 50 (2. 15) 9. 67 
VW) aaa 66. 30 106. 10 63. 66 132. 95 79.77 (2. 64) 13. 47 
MED ©). cc uduncneveas 79. 65 39. 83 69. 75 41.85 86. 00 51. 60 2. 02 11.77 
MM bhutan uncd 100. 95 50. 48 83. 50 50. 10 103. 50 62. 10 (. 38) 11. 62 
Me i eR ee 84. 75 | 42.38 74. 00 44. 40 89, 50 53. 70 2. 02 11. 32 
WN ie oanibs cousecs 107. 50 | 53. 75 89. 50 53. 70 107. 50 64. 50 (. 05) 10. 75 
Ah a aa a a 1(,42)} 110.65 

















1 Average per windshield. 





258 INDEPENDENT FLAT GLASS DEALERS 


Mr. Hursraper. If you will refer to column 9, you will note it is 
headed “Old List.” The figures in column 9 represent the difference 
between (1) the General Motors dealer net price prior to July 1, 1958, 
on purchases from General Motors Corp., and (2) the Genera] Motors 
dealer and independent glass dealer net price prior to July 1, 1958, 
on purchases from glass distributors. 

Using the first item (NAGS part No. W214C) as an example, the 
General Motors dealer paid $11.07 more for this glass windshield 
when buying from General Motors Corp. than he paid when purchas- 
ing the same part from a glass distributor. Running down through 
the entire list of figures shown in column 9, it will be noted that, ex- 
cept for one item (NAGS part No. W362S) where the price difference 
is $2.61, all of the other items show a price advantage ranging from 
$6.23 to $13.55 on purchases from glass distributors over purchases 
from General Motors Corp. As indicated in the bottom line of the 
chart, on the 42 items listed, the average price advantage was $10.65 
on purchases from a glass distributor. 

The chart itself, however, is not correct as to the General Motors 
dealer net prices in effect prior to July 1, 1958, on the Chevrolet wind- 
shield items shown thereon. 

Prior to July 1, the Chevrolet dealer net price was 35 percent below 
the suggested list price—not 40 percent, as indicated in column (7). 

Accordingly, the following chart shows the correct dealer net price 
prior to July 1, 1958. (See col. 7.) 
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(The chart referred to is as follows :) 


Windshields for General Motors cars 


(As corrected by General baehees) 


Sales to General Motors dealers 
































NAGS Na 
NAGS part No. | | New price Old price | Gross profit 
| | 
r waa 
| List Net | List Net List | Net | New list | Old list 
| 
(1) | (2) (3) | (4) | (5) | (6) | (7) | (8) (9) 
WENO SS. ocidkcndae wen $63. 65 $31. 83 $50.95 | $30. 57 $71. 50 $42. 90 ($1. 26)| $11.07 
TI a | 87. 95 43. 98 70. 40 42. 24 85. 00 | 51.00 (1. 74) 7.02 
ce kvciscuswaent 61. 90 | 30.95 | 49. 55 | 29. 73 71.50 | 42.90 | (1. 22) 11. 95 
| 84, 95 42. 48 68. 00 40. 80 85.00 | 51.00 (1. 68) 8. 52 
wer t........ snack 52. 65 26. 33 46. 00 27. 60 62.25 | 140.46 1, 27 14. 13 
We Oo csccdese5ske 73.05 | 36.58 59.75 | 35.85 79. 85 | 1 51,90 | (.73)| 15.32 
W318 C_.. Sie alle 51.40 25.70 | 45. 00 27.00 | 59.75 | 138.84 1.30 13. 14 
Wag, cds antes eoe 70. 65 | 35. 33 | 58. 00 | 34. 80 77.75 | 1650. 54 (. 53) 15. 21 
W319 C__. ak 60. 45 30. 23 | 52. 75 31. 65 72. 25 1 46. 96 1, 42 16.7 
W319 S__ : 83. 15 41. 58 | 68. 50 41.10 | 91.25 | 159.31 | (. 48) 17.73 
NE os ioe ici 93, 25 46, 63 74.95 | 44.97] 93.25] 55.95 | (1. 66) 9. 32 
an as cata 113. 00 56. 50 | 90. 40 54.24 | 115.50 | 69. 30 (2. 26) 12. 80 
W353 C__.- Ee: 89. 50 44.75 71. 60 | 42. 96 88. 25 | 52.95 | (1. 79) | 8. 20 
W353 S__ tN 107. 90 53. 95 86. 35 | 51. 81 109. 50 | 65. 70 | (2. 14) 11.75 
W256 C__..... z 87.15 43. 58 69. 75 41. 85 86. 25 51.75 | (1. 73) | 8.17 
W356 S__ eS 106. 25 53.13 85.00 | 51.00 107. 75 64.65 | (2. 13) 11. 52 
was C....... oes 82.95 | 41.48 66. 40 | 39. 84 81. 50 | 48. 90 (1, 64) 7.42 
W358 S_ caseatube 100. 95 | 50. 48 80. 80 48, 48 101.75 | 61. 05 | (2. 00) 10. 57 
W362 C__. Sethe 44. 95 22. 48 40. 50 24. 30 | 47. 85 131. 10 1. 82 8. 62 
W362 S 61. 80 30.90 | 51.00 | 30. 60 55.85 | 136.30 | (. 30) | 5.40 
W394 C 74. 35 37.18 | 65. 75 39. 45 82. 75 1 53.79 2. 27 16. 61 
W394 S 95. 25 47.63 | 79.75 | 47.85 | 100.00 165.00 | .22|) 17.37 
W396 C 70. 70 | 35. 35 62.75 | 37. 65 | 79. 75 151, 84 2.30 16. 49 
W396 S 90. 50 45, 25 75. 50 | 45. 30 98. 00 1 63.70 | 05 18. 45 
War O.......--... 76.80 | 38.40 69.75 | 41. 85 82. 75 1 §3. 29 | 3.45 14. 89 
WOT. Bin sie 5 neeigeniae 97.75 | 48, 88 83. 50 50. 10 | 97.75 | 163. 54 | 1, 22 14. 66 
, Yo ae 74. 35 37.18 65. 50 39. 30 | 81.75 1 53.14 | 2.12 15. 96 
MEME PS Sgdbac coca 95. 25 | 47.63 | 79. 75 47.85 | 100.00 | 165.00 .22| 17.37 
i en eo 77.75 38. 88 | 68. 75 41, 25 | 84.75 | 155.09 | 2. 37 16. 21 
W513 8_ ae 99. 80 | 49.90 | 83. 50 | 50. 10 102.00 | 166.30 | .20 | 16.40 
i 95, 05 47.53 76. 05 45. 63 92. 50 55. 50 (1. 90) 7. 97 
W514 8S. 116. 20 58. 10 93.00 | 55.80 | 115.75 69. 45 | (2. 30) 11. 35 
WR Rh nan nhac 103.75 | 51. 88 | 83. 00 49. 80 101. 75 61. 05 (2. 08) | 9.17 
W518 S Sr oat ad 27. 00 63.50 | 101. 60 | 60. 96 127. 95 76.77 | (2.54)| 13.27 
We ee iviicewsaucane 100. 50 50. 25 | 80. 40 | 48. 24 | 97.75 | 58. 65 | (2.01) 8.40 
WEE Mi incbsncenadvens 121. 40 | 60. 70 | 97. 15 58.29} 120.95 | 72. 57 (2. 41) 11. 87 
aera ae 109. 65 | 54. 83 87. 80 52. 68 107. 50 64. 50 | (2. 15) 9. 67 
WN ee 132. 60 66. 30 106. 10 63.66 | 132.95 79.77 | (2. 64) 13. 47 
we | 39.83] 69.75 41.85 | 86.00} 155.90 2.02 16. 07 
NN toss ta tas 50.48 | 83.50} 50.10| 103.50| 167.28]  (.38)| 16.80 
SN OET EI on euadicccmeand 42. 38 | 74. 00 44.40 | 89. 50 1 58. 18 2. 02 15. 80 
reer So 53.75 89. 50 53.70 | 107.50 1 69. 88 | (.05)| 16.13 
WORN ccc niadlconwacacedtantesnsnen|amaducaten ee ee ae ee ee | 2(,42)/ 212,83 
t | 





1 Adjusted to show correct General Motors dealer net prices on Chevrolet windshields prior to July 1, 
1958. 
2 Average per windshield. 


These corrections change the figures in column 9 to show that the 
price advantage to the General Motors dealer on purchases from 
glass distributors ranged from $5.40 to $18.45. The average price 
advantage on the 42 items listed when pure hased from a glass distribu- 
tor was $12.83, as shown in the bottom line of the chart. 

This noncompetitive condition on the part of General Motors Corp. 
became the subject of complaints from General Motors dealers, who 
incidentally are small-business men, too, and who were active in the 
business of selling and installing auto glass on General Motors vehicles 
in their service operations. 
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By way of example, the Chevrolet National Dealer Council in their 
meeting in Detroit, Mich., on December 11, 12, and 13, 1957, adopted 
the following resolution, No. 57-525: 

It was resolved, That Chevrolet’s prices of safety plate glass windshields * * * 
are priced so high that the dealers are no longer in a position to be competitive. 

Of the 10 dealers on the National Dealer Council, representing 
approximately 7,200 Chevrolet dealers throughout the United States, 
9 were in favor of this resolution, no one voted against it, but one 
dealer abstained from voting. 

Later in the National Dealer Council meeting in Detroit on May 14, 
15, and 16, 1958, the Chevrolet dealer representatives unanimously 
voted by resolution, No. 58-175, that Chevrolet dealers’ prices are not 
competitive on glass. The resolution stated : 

It would seem that General Motors or Chevrolet specifically could arrange to 
supply these parts to dealers at a price competitive with independents. 

To emphasize their feeling on this matter, this same National Dealer 
Council unanimously voted the following additional resolution, No. 
58-196: 

Resolved, That Chevrolet motor division provide glass * * * on a competitive 
basis. The committee feels that insurance companies are forcing dealers to go 
to outside sources for all types of glass and, in many cases, this glass is pro- 
duced by the same manufacturers who supply the glass to Chevrolet motor 
division. 

Senator Lone. I might interject, that is the sort of thing that occurs 
from time to time. 

If they were willing for General Motors to sell direct to customers 
they would have taken a different view of that situation, I believe. 

Mr. Horsraper. That is right. To illustrate a further effect of the 
General Motors Corp. glass prices to its dealers being out of line, the 
following schedule of sales of replacement glass both in dollars and 
units, as requested by the subcommittee, may be helpful: 


Replacement glass 





$2, 564, 001 
3, 140, 277 
| 3, 291, 898 
4, 481, 433 
6, 675, 465 
| 10, 402, 311 
, 267 15, 749, 747 

a og kk rr he wn cerorablicteasicicidinh mew | 177, 304 10, 137, 138 





a ee 3, 567, 009 
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Replacement glass—Continued 


Side glass 


| Tem ae Laminated 








Unit sales Sales value Unit sales Sales value 

















ee 
BAS Bhowriarcct Yasrectesvie eer. 
eee Deo at ey ee po ig $57 147, 617 $701, 338 
SUNS oo oe aeeee Uae eS Shea ae ea el tan 344 173, 579 853, 500 
a a he a i ee 70 261 177, 605 875, 454 
SS de cue cose kesecketibessersasdaektl 68 227 251, 727 1, 189, 616 
i eka a a laa a oe a aed 68 | 195 291, 019 1, 442, 875 
od a gana cath abe erate eal 137 | 631 313, 726 1, 590, 783 
SPER aS PE 53 | 274 284, 891 1, 566, 161 
ee a a 55 289 268, 273 1, 426, 592 
PANN NN 50a sn chit nknedendavenstl 13 | 70 | 105, 424 539, 513 
| | 
Back glass, tempered 
| Unit sales Sales value 
ee onan ane cadena 
} 
OD ctl a ica a Ath biciccal dia aaibta ceaeaeaeaah «ah aia s amas 24, 810 $133, 645 
| ROR a ena aR eRe thts ppadabeaaarede ei ieksaane di aaekime rid 32, 585 200, 144 
Stet 332i asedebaats ENLLE: dainaics ag Oitethl Sanita ctch thicbee bation 44, 114 300, 486 
8 te ae 2 et a Pei ae Reda aedannd a aie eeeaae ws 57, 244 446, 265 
BN eg fap ncnceke ti Pat Aon aaceabene tues  Vathnieesdaicteubtent ii 59, 515 549, 333 
Ne ake he dc, Ac cele cis o dsiink ehecieili Ran ain eee ie bw oeeie aaa wesee 59, 596 599, 685 
So ie aks Lore 5 nevi acetone wo te elcaeniaetiamim eae ee eet es 6. Semen eee 61, 108 769, 832 
GIG occ eh cx cetadkdchoonnuedesgbaduany cadens DAEs ewes dle eae eenbaee 45, 948 574, 192 
RR, FI nnnccsnteeadsenasnanemindsepedccniuasansonbbapin wnunnemm elena 38, 681 523, 476 





Mr. Hursraper. I would just like to point out one fact, Senator, if 
Imay. Just take the figure of 1954, the laminated replacement sales, 
this covers, for windshields—this was $6,675,000. Then it increased 
in 1955 

Senator Lona. Are you reading from this first 

Mr. Hursraper. No; I am reading the dollar amount, sir. 

Senator Lona. Yes, sir; lam following you. You are reading from 
the exhibit that follows page 24. 

Mr. Powrr. That is right. 

Mr. Hurstaper. I am commenting—I beg your pardon, sir—I am 
commenting on this chart. 

Senator Lone. Yes. 

Mr. Hursraper. Replacement glass sales. I merely wanted to point 
out that the glass replacement sales of laminated windshields went 
up to $15 million in 1956. 

Then in 1957, it dropped off a third to $10 million, and in the first 
6 months of 1958 it dropped to $3,500,000. 

Senator Lone. These are the sales of your corporation to your 
dealers? 

Mr. Hursraper. Yes, sir. 

Senator Lona. I see. I just wanted to be sure I understood you. 
What you are saying is that you are actually selling less windshield 
laminated glass than you were selling before, in terms of units and in 
terms of dollar volume ? 

Mr. Hurstaper. Yes, sir; that is true, and it is very intriguing to 
observe that one of the reasons 

Senator Lone. Of course, you will sell more for 1958 at the present 
rate, the first 6 months of 1958—no, you will not—— 
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Mr. Hurstaper. No; we will sell less, sir. 

Senator Lone. You will sell less again; yes. You will sell approxi- 
mately 125,000 wildshields for about $7 million 

Mr: Hursraper. I cover this later, but there is one point also—— 

Senator Lone. I see. 

Mr. Hursraper (continuing). That I would like to make. 

With the change in the design of these windshields, they became 
more expensive, which accounts for a portion of the reason for that 
increase 1n dollar value there. 

A breakdown of the quantities, both in units and sales value of wind- 
shields, back lights and side lights, both laminated and tempered 
glass used by each of the car and truck divisions of General Motors 
Corp. for replacement purposes during the period 1950 through the 
first 6 months of 1958, are shown on exhibit A attached hereto. 

These figures indicate, as I have just pointed out, a substantial 
reduction in sales in 1957 and the first 6 months of 1958, as against sales 
in 1956, when our prices to General Motors dealers were more competi- 
tive with the prices of glass distributors. 

You will also notice on the above schedule that the total sales value 
appears to increase substantially between 1953 and 1956; and there I 
point it out again—and this is repetitive—that it results from the intro- 
duction of the single-piece windshield of molded construction and 
wraparound windshields and larger back lights. These items are 
more expensive than the two-piece windshields and the smaller back 
lights which were in use prior to 1953. 

Furthermore, molded curved windshields cannot be cut. from stand- 
ard-block sizes by local glass jobbers, a practice which was followed 
for much of the auto-glass replacement of the old flat-glass divided 
windshields. 

As a result of the complaints from General Motors dealers in 1957 
and early 1958 that the General Motors prices on glass were not com- 
petitive, and, in view of the reduced sales volume resulting from this 
noncompetitive position, General Motors reduced its prices on replace- 
ment auto glass to its dealers on July 1, 1958. 

These reductions were effected with the dealers of all General Motors 
car and truck divisions—not merely the Chevrolet and Cadillac dealers 
as might be implied by the testimony of the retail glass dealers during 
their appearance before this subcommittee on July 30 and 31. 

At this time I should like to refer again to the chart entitled “Wind- 
shields for General Motors Cars,” * to show the comparison of the 
prices offered to General Motors dealers by General Motors Corp. and 
glass distributors after July 1, 1958. 

If you will now refer to column 8 of this chart, you will note it is 
headed “New list.” 

The figures in column 8 represent the difference between (1) the 
General Motors dealer net price after July 1, 1958, on purchases from 
General Motors Corp.; and (2) the General Motors dealer and inde- 
pendent glass dealer net price after July 1, 1958, on purchases from 
glass distributors. 

Jsing the first item again (NAGS part No. W214C) as an example, 
the General Motors dealer now pays $1.26 less for this glass wind- 


3 The chart referred to appears at p. 257. 
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shield when buying from General Motors Corp. than he pays when 
purchasing the same part from a glass distributor. 

Running down through the entire list of figures shown in column 8, 
it will be noted that of the 42 items show n, the price from General 
Motors Corp. to the General Motors dealer is lower than the price 
from the glass distributor to General Motors dealers on 26 items. 

This difference ranges from 5 cents to $2.64 an item. On the other 
hand, the price from General Motors C orp. to General Motors dealers 
is still higher than the price from the glass distributor to General 
Motors dealers on 16 items. The price difference on these 16 items 
ranges from 5 cents to $3.45 an item. 

More illustrative, however, is the line at the bottom of the chart 
showing that the average difference on the 42 items listed is $0.42 an 
item. In other words, as far as the items on this chart are concerned, 
the General Motors dealer can purchase such items from General 
Motors Corp. on an average of $0.42 an item less than he can purchase 
the same items from a glass distributor. 

As the above explanation indicates, this price change was intended 
to place the General Motors car dealer who purchases glass from 
General Motors in a competitive position pricewise to solicit glass 
replacement business on General Motors vehicles. 

Senator Lone. Might I ask you this question? Would it not seem 
logical that a General Motors dealer would buy from General Motors 
those items which he could obtain at a lower price from General 
Motors: and on items which he could not buy more cheaply from 
General Motors, would buy from the glass distributor ? 

Mr. Hvursraper. That would be a question entirely for his deter- 
mination, Senator. 

Senator Lone. Well, you have to be a good businessman to be where 
you are. General Motors does not sell automobiles by hiring people 
who cannot make business decisions. 

Mr. Hitrsraper. I think the difference is so slight, Senator; that is 
why I answered you as I did. Again, I would point out to you—— 

Senator Lone. Offhand, if it is just as easy to order one way as the 
other, and if I were a General Motors dealer and needed this item, 
W-214C, and I would save $1.26 by sending the letter to General 
Motors, I would. But, if I needed this item down here, W -394C, if I 
am reading across the column correctly, then I would save money by 
sending my order over to the independent distributor. 

Mr. Hurstraprer. Well, on the face of it and all other things being 
equal, your conclusion is very right. However, there are some fac- 
tors to take into consideration. One of them is stoc ‘king the glass in 
inventory. The second one is a matter of convenience, and you might 
he a dealer, and have a rush demand, a man has to get it fixed and 
be on his way. You do not happen to have that particular item, what 
lo you do? Go to the most convenient glass distributor and buy it. 
It is a question of day-to-day operation by the dealer. 

Senator Lone. If you are going to stoc k the item, however, rather 
than simply get it in place for a car immediately 

Mr. Hvursraper. That is right, certainly, and that is exactly what 
we 

Senator Lone. The business decision would be to buy it from the 
fellow who sells it to you the most cheaply ? 
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Mr. Hursraper. That is right. It should have the effect of bene- 
fitting the General Motors dealers, the consumer, and to the extent that 
it should increase sales volume, it should tend to benefit the car and 
truck divisions of General Motors Corp. 

Frankly, 2 months’ experience is not of sufficient duration to deter- 
mine any significant trend in the volume of sales of replacement glass 
or the earnings therefrom. It would require a complete analysis 
covering the entire volume of sales for a minimum period of from 
6 months to a year before any reliable evaluation could be made of the 
price change. 

For whatever value it may be—and I assure you that we in General 
Motors do not consider the information as accurately indicative of 
what the ultimate result of the July 1 price change may be—we have 
checked the July and August sales by Chevrolet ‘and Cadillac Motor 
Car divisions to Chevrolet and Cadillac dealers on a limited number 
of the faster moving windshields, side glass, and back lights. 

This limited study indicates that the av erage monthly replacement 
glass sales volume for Chevrolet Motor division and Cadillac Motor 
Car division increased 23 percent and 17 percent, respectively, during 
the July-August 1958 period over the January-June 1958 period. 

Further more, the percentage spread between material cost and the 
sales price to the dealer on sales by Chevrolet Motor division to 
Chevrolet dealers on the following items before and after July 1, 
1958, were: 








[Percent] 
Type of glass Before July 1,| After July 1, 
1958 1958 
I S82 08 08 Crs isi ta Boe ee gk 23 desea Cheb eunmald 53-55 44-45 
a a ar 7 40-51 47-54 
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On similar sales by Cadillac Motor Car division to Cadillac dealers 
the percentages before and after July 1, 1958, were: 








[Percent] 
Type of glass Before | After 
July 1, 1958 July 1, 1958 
2 se ical ites 
a ee eketnueunavccaccmuesss | 44 | 37 
59 | 50 
| 
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However, as I have indicated above, the experience period of July 
and August 1958 has not been of sufficient length to determine any 
significant trend in the volume of sales in replacement glass or the 
earnings therefrom. 

We have no reason to believe that this price change will influence 
any substantial number of dealers who are now purchasing their glass 
requirements and installation services from independent glass retailers 
to undertake their own glass-installation work. 

We do believe, however, that General Motors is now more competi- 
tive with glass manufacturers’ retail stores and independent distribu- 
tors in the sale of glass to General Motors dealers. 
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Furthermore, those General Motors dealers who do sell and install 
their own glass are now in a better position to compete with the glass 
manufacturers’ retail store operations, independent distributors, and 
independent glass retailers. 

Senator Lone. Let me ask you a question, sir. If you were going to 
put into effect the new list, if you knew what it was costing to get these 
new items, why did you not just meet the price of the independent dis- 
tributors? In other words, why, rather than go below them on some 
and over them on others, averaging 42 cents below on all items, did you 
not just meet their price ? 

Mr. Hurstaper. There are quite a few factors 

Senator Lone. It seems to me as though, if you wanted to become 
competitive, you might have made a decision just to go to the same 
price they were going to. 

Mr. Hurstaper. Each division of General Motors sets its own prices 
on the replacement sales that it makes, Senator; and they have to take 
into consideration whatever factors they want to take into considera- 
tion in setting that. 

I point out to you the fact that we point to Chevrolet here, but in the 
five different divisions there may be five different prices. So, we felt 
that, as we point out here, these prices would make our dealers com- 
petitive in the glass business, and established them accordingly. 

Senator Lone. Did this list that you sent out to dealers just involve 
one automobile, one branch of your activity, or did it involve a great 
number ? 

The title of this table is “Windshields for General Motors Cars,” and 
I would have taken that to mean that was a general pricelist covering 
windshields for all General Motors automobiles. 

Mr. Hurstaper. Well, are you referring to this one that was sub- 
mitted by Mr. Bassarear ? 

Senator Lone. Wait, let me get the one that you yourself submitted. 
Is this chart that appears after page 26 of your statement the one that 
you submitted yourself ? 

Mr. Hurstaper. We did not send that out. That is a chart that was 
sent out or submitted 

Senator Lone. Would you look at your statement and point out the 
ones that you submitted ? 

Mr. Hurstaper. We did not submit any. We did not send any of 
these out. 

Senator Lone. I understand that you correeted—— 

Mr. Hursraper. That is right. 

Mr. Power. That is right. 

Mr. Hurstraper. We corrected Mr. Bassarear’s chart. 

Senator Long. Where is your corrected statement ? 

Mr. Power. Right at 22. 

Mr. Hurstaper. The chart that Mr. Bassarear submitted, was right 
after page 20. 

Senator Lone. Yes. Now, what he submitted to us at that time was 
submitted as a pricelist that had been mailed out by General Motors. 
Had General Motors mailed out such a pricelist ? 

Mr. Hursraper. No, no. This is a pricelist, as we understood, that 
was submitted in Mr. Bassarear’s statement. 

30140—A9 18 














266 INDEPENDENT FLAT GLASS DEALERS 





Senator Lone. Correct. Now after page 22 is the 

Mr. Hursraper. That is right. The chart that we corrected, be- 
vause Mr. Bassarear’s statement or pricelist that he submitted, which 
followed page 20, was not correct. 

Senator Lone. Let me ask you this question : Did your company send 
out to your dealers a list of prices, old price compared with new 
price? 

Mr. Hursraper. No; we did not. 

Senator Lone. You did not mail any such list ? 

Mr. Hursraper. No, sir. 

Wait a minute; I am informed Chevrolet did, Senator. The old 
price and the new one ? 

Mr. Pavutson. That is, the price on July 1 is the changed price, 
and the other price was the price before. 

Mr. Hurstaper. This is Mr. Paulson of the distribution staff, Sen- 
ator Long. 

Chevrolet did get out a pricelist that was sent on to their dealers. 
It is a suggested pricelist, showing the old list and old net and the new 
list, and the new net of Chev rolet, but it was only sent by Chevrolet to 
the Chevrolet dealers. 

Senator Lone. Did your corporation mail out to dealers a list that 
looks anything like the list, the corrected list which you have inserted 
after page 22% 

Mr. Hursraper. No, sir. 

Mr. Power. No, sir. 

Mr. Hvurstaprer. No, sir; we did not. 

Senator Lone. Then, this list, I take it, that Mr. Bassarear submitted 
would have had to be compiled by him ? 

Mr. Hursraper. We would have that assumption. 

Senator Lone. In other words, you would assume he compiled that 
list based on information that he obtained from some source but 
not 

Mr. Hursraper. I would have to make that assumption. 

Senator Lone. But this list was never put in this form by you until 
after you saw his statement ? 

Mr. Hvursraper. That is correct. Senator, we do not put out a com- 
parison price of our price versus the NAG price. We merely put them 
out on our Chevrolet. Each division sends to its dealers a suggested 
list price, on its own parts. 

Senator Lone. If I now understand what the complete intent of 
your testimony is, with regard to this chart, you took these prices that 
Mr. Bassarear put in the record——— 

Mr. Hurstaper. Yes, sir. 

Senator Lone. And you have corrected them to show how that 
would read, based on your best information / 

Mr. Hursraper. Yes, sir. 

Senator Lona. And, based on that, this is what you would believe 
the competitive situation to be / 

Mr. Hursraper. Yes, sir. 





Senator Lone. I am glad to get that straight, because I was under 


the impression that, perhaps, this list had been compiled originally 
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in this form by your company, and sent to some of your dealers and 
had come into Mr. Bassarear’s possession. 

Mr. Bripenstine. Senator Long, I wanted to explain that Mr. Bas- 
sarear’s list was used for comparison purposes. In checking it, it was 
noted that on the Chevrolet item shown thereon, not the Buick, Cadil- 
lac or the others, he had apparently used a real old Chevrolet pricelist 
in making up the prices prior to July 1. He showed a discount of 
40 percent when the discount was 35 percent, so we merely brought his 
chart up to date, and we used a footnote to explain the correction we 
made, 

That chart was never submitted by Chevrolet to any Chevrolet deal 
ers nor by General Motors to any General Motors dealers. 

Senator Lone. In other words, what we have here resulted from 
these circumstances: Mr. Bassarear computed what he regarded Gen- 

eral Motors old price to be and what he understood the new price to be. 

Mr. Hursraper. That is correct. 

Senator Lone. And made a comparison. Then this chart after 
page 22 is what you would arrive at after taking his testimony and 
correcting it for an additional 5 percent discount, which he had not 

taken into consideration 4 

Mr. Hoursraprer. Correct. 

Senator Lone. Fine. I am glad to have that information. 

Then, it is your position that this chart does not reflect a number 
of prices arrived at for the overall General Motors operation, but re- 
flects prices arrived at by five different divisions of General Motors ¢ 

Mr. Hursraper. That is correct. And the prices that he portrayed 
on this list. 

Senator Lone. And this chart, in effect, shows what the competitive 
situation is before and after the new list comes out, after all five divi- 
sions had made their own decisions on the prices at which they would 
sell to their dealers their windshields ¢ 

Mr. Hursraper. Correct; with this one qualification, Senator: on 
theses parts that are portrayed on this chart. 

Senator Lone. Thank you very much. I believe I now understand 
the point that was disputed before. 

Mr. Hursraper. All right. To the extent that a General Motors 
dealer—this is on page 31, Senator—— 

Senator Lone. Yes, sir. 

Mr. Hvursraper (continuing). That a General Motors dealer feels 
that the convenience of having glass and installation services available 
from independent glass retailers offsets the profit opportunity pro- 
vided by carrying an inventory of glass and providing installation 
service, the price reduction of July 1 will not have the effect of putting 
such dealers in the glass-replacement business, and I think that goes 
to the point that you raised earlier. 

As 1 stated earlier, General Motors Corp. purchases its require- 
ments of replacement auto glass from Libbey-Owens-Ford Glass Co. 
at the Libbey-Owens-Ford Glass Co. distributor prices in effect on the 
date of shipment to General Motors. 1 understand this pricing ar- 
rangement is required by the provision of a consent order in the mat- 
ter of Libbey-Owens-Ford Glass Co., Federal Trade Commission, 
Docket No. 6700, 1957. 
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We do not receive any price advantage over our competitors—the 
glass distributors—who may be purchasing replacement auto-glass 
parts from Libbey-Owens-Ford. 

The consent decree judgment in the Flat Glass case (U.S. A. v. 
Libbey-Owens-Ford Glass Company, et al.), civil action No. 5239 in 
the United States District Court, Western Division, Ohio, 1948, did 
not have any effect upon General Motors distributive methods in the 
procurement, distribution, and sales of replacement glass. 

We do not purchase replacement glass from Libbey-Owens-Ford 
at a percentage discount from a list price. We understand Libbey- 
Owens-Ford does not publish a list price. We buy at the distributor 
net price, and we understand Libbey-Owens-Ford sells replacement 
glass to its independent distributors on the same basis. 

The percentage spread between material cost and the sales price to 
General Motors dealers on windshields ranges from 37 percent to 45 
percent; on side glass from 42 percent to 54 percent; and on back glass 
from 58 percent to 62 percent. 

In addition to material cost, there are handling costs, packaging 
costs, excise tax, inbound freight, warehousing expense, merchandis- 
ing expense, prepaid freight, and so forth. 

General Motors suggests a list price to its dealers which would 
generally allow them a spread of approximately 40 percent. How- 
ever, the dealers also incur normal operating costs. Furthermore, the 
actual sales prices charged by Geneal Motors dealers may vary sub- 
stantially from the list prices suggested by General Motors. 

The General Motors price reduction on replacement-glass parts 
effective on July 1, 1958, was announced to the dealers of the various 
car and truck divisions by means of bulletins. The cost of the Chevro- 
let bulletin was $487: the cost of the Cadillac bulletins was $175. 
Neither division advertised the glass price reductions to the public. 

In conclusion, I should like to state that, during my long experience 
with General Motors Corp. I have seen many price changes on many 
different parts. I am satisfied that the July 1 price reduction on 
replacement-glass parts will not have the effect of putting all General 
Motors dealers in the glass-replacement. business. Nor was such an 
effect ever intended. As was intended, however, the General Motors 
net prices to General Motors dealers are now more competitive with 
the prices offered by the glass distributors. Those General Motors 
dealers who are actively engaged in the sale and installation of auto- 
replacement glass for motor vehicles they sell and service should bene- 
fit by the reduction. However, even in this connection I was advised 
by a Chevrolet dealer only last week that he could still buy wind- 
shields $8 cheaper from a manufacturer’s company-owned store. 

The quantities, both in units and cost value, of windshields, back 
lights and side lights, both laminated and tempered glass, used by 
General Motors car and truck divisions for original installation in new 
passenger cars and trucks from 1950 through the first 6 months of 
1958 are as follows—and I think that hardly needs any comment: 
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(The table referred to follows :) 


Original installation 


WINDSHIELD, LAMINATED 


| Unit sales Cost value 


















































SME ii cc aii ch id oan ok sn cn acutiloba ct seri bl as Dc inc en | 5, 953, 268 $38, 777, 181 
Ra eciatctia si sb eo is oan a lt nile temp tos seamed cede aa ae ae 4, 363, 409 30, 411, 515 
RI 6 t indtiahindamaitidddch dibs teunpchdeadnahdtdbobiwdd tekabekadcdatdububicash 3, 416, 502 24, 835, 389 
I Ib sn sadn snatch ca he ge det cl a eatin aoc deen ale hata ac ah cc ee ad 3, 334, 781 38, 796, 301 
St tactinevddnashacantleatdischadetbacd trandbiccewmdadeckdabbkadainwebicaenn an 3, 277, 755 53, 046, 767 
RIND 6 4 datedantctasecedath wdcaiidaind hide btn dikatod 6 aati tad ebiintas deinan keene 4, 498, 017 88, 863, 592 
SMILiIOs sacs laos iste cecii Sees to bah SOAs estas alee ini ease iceland wale a aetna ae ements 3, 457, 021 69, 326, 799 
SI si sisecalniishindh ds dade aileainstiadb dad ahi jae inky Ge isatpstbesdnhas uh cqdbpeeeelen taser isear toned Odie wine héeanuendon 3, 196, 815 67, 681, 125 
AN i ae | 1, 387, 401 29, 624, 465 
SIDE GLASS 
Tempered Laminated 
Unit sales Cost value Unit sales | Cost value 

= a _ a a m —| os 

I ssn niin aa re tie ede male dibcbkaeh isles Baie 409, 331 $361, 902 21,437,055 | $36, 361, 375 
I os ch incaocs h cacasbeicansd nave ibs ds te rae to cacao a ede he tated 302, 158 369, 377 15, 764, 123 7 4, O91 
OR se te 5, 48: 216, 949 11, 939, 351 3, 486 
RRS ESRI, Dea REESE ES 5 548, 805 18, 840, 172 84, 017 
Eas. tn iite Saag bbiea wadeie mannaaanel 17 ¢ 944, 257 19, 029, 793 | 26, 786 
1955 sa et ge Wa eel ep alan aieceosnc imate seach tlic Baa 1, 967, 179 1, 372, 5 20 | 25, 845, 854 2, 883 
a ar a es oe 1, 785, 148 1, 320, 429 | 19, 723, 131 , 709 
1957 ‘ / _ * | 1, 673, 814 1, 842, 140 | 17, 930, 407 561, 259 
REEL LENE LITERS | 1,067, 592 | 1,419,690 | 7, 651, 413 , 273 

BACK GLASS 
| Tempered Laminated 
Unit sales | Cost value | Unitsales | Cost value 

1950 4,7 $12, 166, 030 | 390, 566 | $627, 846 
1951 4, 10, 192, 305 | 369, 411 676, 841 
1952 2, | 8, 856, 281 | 297, 110 521, 597 
1953 2; } 17, 508, O84 | 313, 753 587, 955 
1954 ee ache el 2, 885, | 19, 808, 337 | 270, 082 535, 864 
Soe... 4, 337,413 | 30, 173, 063 | 31, 032 189, 772 
1956-.- deta ated sake 3, 686,132 | 23, 040, 399 20, 328 | 112, 571 
1957 > Sa ee, 3, 858,154 | 21, 916, 703 | 20, 472 106, 648 
1958 (6 AN 2 ob en 1, 292,088 | 10, 011, 309 15, 480 94, 766 


The foregoing quantities are shown in total for General Motors 
Corp. rather than by each car and truck division, because Fisher body 
division builds all passenger car bodies, except some station-wagon 
bodies. 

Glass is an integral part of the passenger-car body. Original- 
equipment glass for passenger cars is not handled by the car divisions. 
The development of accurate figures on original-equipment glass usage 
for each passenger car division from 1950 to date would involve a 
detailed study over an extended period of time at considerable expense. 

General Motors Corp. and the General Motors dealers, who sell Gen- 
eral Motors passenger cars and trucks, have historically recognized 
that a proper and necessary function of the motor vehicle ‘manufactur- 
ing business is to provide replacement parts, both for current and past 
models. It is necessary for General Motors Corp. to be prepared to 
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supply any component of any of its products that may be required to 
keep any such product in service. Replacement-glass items are among 
the many thousands of parts which are made available for the service 
and maintenance of General Motors cars and trucks. 

We are not new in the business of selling replacement-glass parts. 
We have provided glass to our dealers ever since the advent of the 
closed body. However, the character of the business has changed 
somewhat over the years. 

With the use of formed pieces, such as curved windshields and back 
lights, and with the use of tempered glass, the business of cutting auto 
glass to size from standard block sizes has decreased substantially. 

It is not our policy to assume the functions of the independent glass 
jobber, but it is and has been our policy to make replacement parts 
available for our motor vehicles. In that connection, we endeavor at 
all times to achieve the most efficient and economical distribution of 
all replacement parts. We serve large General Motors dealers and 
small General Motors dealers in all — of the United States. Some 
dealers sell thousands of cars each year; others, in smaller locations, 
sell only a few. Some dealers are Ciceed in selling and installing 
replacement auto glass; others never will be. 

Senator Lone. Thank you for your statement. 

I think you have given us a great amount of information here that 
will contribute to our understanding of this problem, sir. 

Mr. Hursraper. Thank you, sir. 

(The charts referred to follow :) 


Exuisir A.—General Motors Corp. replacement glass, laminated windshield, 
unit and sales volume, 1950 to 6 months 1958 


UNIT SALES 


Chevrolet GMC 
Buick Cadillac a a Oldsmo- Pontiae | truck and 
bile coach 
Cars Trucks 


1950_ i 4 173, 264 | 11, 855 2, 36: 2, 029 
1951- l 8, 55% 187, 703 26, 435 2, 682 1,739 
1952_- ! 3 183, 614 | 28, 383 , Of 729 
1953_ 29, 418 5, 67% 140, 542 35, 467 , 812 236 
1954_ 25, 25% , 086 134, 990 83, 379 », 17E 37 
1955_ 34, 42 ), 237 158, 082 33, 569 , Of 20 
1956 - 35, 7 9, 62 196, 168 31,613 18 19 
1957 | 22, 638 6, 276 108, 867 22, 152 | 

6 months 

of 1958- H, 582 1,‘ 41, 996 


Total__| 54, 029 62, 365 , 325, 226 


SALES VOLUME 


1950_ | () $183, 658 |$1, 973, 219 $162, 593 $229, 666 
1951... sl (!) 238,450 | 2,312, 658 178, 236 398, 356 
1952... ‘ 63) 296, 408 | 2,402, 959 194, 085 392, 80! ‘ 
1953__. $1, 400, 271 246, 393 | 2, 009, 287 348, 398 475, " $174 
1054... .- , 339, 851 534, 933 | 3,562,875 | 330,838 890, 05 286 16, 632 
1955_ 2, 068, 581 | 386, 133 3, 619, 616 645, 432 598, 15 5 84, 275 
1956. 2, 382, 531 664, 899 , 929, 432 907, 544 | 1,641, 336 | 52 223, 853 
1957. | 1, 567, 830 481,260 | 6,280,466 | 709,416 | 988, 109, 234 
6 months 
of 1958 394, 423 142,756 | 2, 424,738 278, 863 285, 5f ) , 669 3, 567, 009 


Total__| 9, 153,487 | 3,174,890 (37, 515, 2 3, 755,405 | 5, 899, 87: 35, 528 474, 837 | 60, 009, 279 


1 Not available. 
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Replacement glass, laminated and tempered side, unit and sales volume, 
1950 to6 months 1958 
UNIT SALES 





































Laminated Tem- 
pered 
GMC Grand 
Year Chevrolet truck total 
Buick Cadillac ; 4 Olds- Pon- Total and 
mobile tiae coach 
Cars Trucks 
1950 (’) 6, 982 110, 163 25, 897 2, 364 2, 211 147, 617 21 147 
1951 (‘) 6, 283 106, 420 57, 771 1, 952 1, 1538 173, 579 116 173, 69% 
1952 (1) 6, 374 101, 926 65, 802 2, 830 673 177, 605 70 177 
1953 13, 181 5, O85 136, 414 91, 147 4,167 833 251, 727 68 251 
1954 17, 211 7, 244 122, 434 135, 056 8, 889 185 291, 019 68 291 
1955 17, 673 6, 069 122, 417 157, 813 9, 608 146 313, 726 137 313, 863 
1956 16, 031 6, 811 109, 386 143, 958 8, 638 67 284, 891 53 284, 944 
1957 12, 493 4, 094 103, 056 140, 056 &, 606 (32) 268, 273 55 268, 328 
6 months 
1958 _. 3, 603 1, 305 49, 626 47, 605 3, 263 22 105, 424 13 105, 437 
Total. 80, 192 51, 147 961, 842 865, 105 50, 317 5, 258 2, 013, 861 601 2, 014, 462 


SALES VALUE 


1950_. () $36, 562 | $503,034 | $139, 690 $12, 161 | $9, 891 $701, 338 $57 $701, 395 





1951___ (4) 40, 807 546, 568 249, 401 10, 656 6, 068 853, 500 344 853, 844 
1952 (@) 44, 454 501, 006 308, 762 17, 857 3, 375 875, 454 261 875, 715 
1953 $107, 766 45, 441 632, 438 372, 994 28, 096 2, 881 1, 189, 616 227 | 1,189, 843 
1954__. 135, 269 58, 188 622, 768 575, 227 50, 863 560 1, 442, 875 195 | 1, 443,070 
1955 141, 889 50, 321 647, 360 685, 713 65, 018 482 1, 590, 783 631 1, 591, 414 
1956_. 134, 599 64, 775 680, 990 624, 893 60, 647 257 1, 566, 161 27 1, 566, 435 
1957 109, 597 35, 222 626, 038 588, 668 67,173 (106) 1, 426, 592 289 | 1, 426, 881 
6 months 
1958... 26, 631 13, 534 279, 317 194, 626 25, 334 71 539, 513 70 539, 583 
Total 655, 751 389, 304 (5.039, 519 3, 739, 974 337, 865 | 23,479 10, 185, 832 2, 348 |10, 188, 180 
Not available, 
( ) Brackets indicate red figures. 


Replacement glass, tempered back, unit and sales volume, 1950 to 6 months 1958 
UNIT SALES 











Chevrolet GMC 
Years suick Cadillac Oldsmo- Pontiac | truck and| Total 
bile coach 
Cars Trucks 

1950 (1) 513 5, 887 16, 842 502 213 853 24, 810 
1951 (i 485 9, 651 19, 962 1, 168 227 1, 092 32, 585 
1952 (‘) 722 15, 251 24, 950 1, 861 235 1, 095 44,114 
1953 5, O75 778 20, 040 27, 866 2, 255 73 1, 157 57, 244 
1954 4, 295 656 20, O98 31, 074 2, 361 73 958 515 
1955 3, 668 637 20, 565 30, 575 2, 108 46, 1,997 | 59, 596 
1956 3, 281 635 23, 062 29, 671 2, O83 17 2, 359 61, 108 
1957 2, 224 431 18, 485 22, 031 1, 375 1, 402 45, 948 
6 months 

aes 799 136 28, 769 7, 943 499 7 535 38, 681 

Total 19, 342 4, 993 161, 808 210, 914 14, 212 S84 11, 448 423, 601 
SALES VALUE 
! ! 

1950... (1) $3,261 | $57,199 | $62,274 $4, 266 $2,200 | $4, 346 | 
1951 (}) 3, 426 98, 153 | 80, 901 | 9, 57: 2, 451 5, 640 | 
1952 (1) 6, 306 160, 053 101, 007 24, 54! 2, 892 5, 683 | 
1953 $68, 130 9, 264 222, 441 104, 220 35, 210 R98 6, 102 | 
1954 67, 049 9, 458 281, 776 139, 002 46,113 SUS 5, 037 
1955 63, 893 10, 673 309, 693 154, 089 42, O89 566 17, 782 
1956 74 Rae 14, 972 404, 489 207, 813 46, OR2 209 25, 150 
1957 48, 330 12, 683 311, 165 160, 103 27, 966 13, 945 
6 months 

1958 16, 724 4,675 430, 683 54, 182 11, 597 5, 615 

Total 335, 243 74, 718 | 2,275,652 | 1, 063, 591 248, 341 10, 213 89, 300 4, 097, 058 


1 Not available. 
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Senator Lone. One thought occurs to me, which is not discussed in 
your testimony. Perhaps it is not important to the glass dealers, 
But, did your company not lose a lot of money when they dropped that 
price, or have they lost the money already ? 

My impression is that in years like 1955, when you sold $88 million 
worth of laminated glass at the higher pricelist, compared with your 
lower pricelist today, selling less glass, that item of profit must have 
declined very substantially. 

Mr. Horsraper. Well, I cannot on that particular—I am getting 
help from both sides here. [Laughter. | 

enator Lone. That is all right. Consult with both if you want to. 

Mr. Hurstaper. Are you speaking about original equipment, sir? 

Senator Lona. Replacement. 

Mr. Hurstaper. You are speaking about replacement ? 

Senator Lone. Yes. I see. I was looking at the original instal- 
lation figures. 

Mr. Hursraper. Are you looking at that last 

Senator Lone. Where is your replacement figure ? 

Mr. Bripenstine. On page 24. 

Mr. Hursraper. You are looking at the chart back of page 35. 

Senator Lone. That apparently is not a replacement figure. 

Mr. Hursraper. The replacement figure, Senator, was back of page 
24, between 24 and 25. 

Senator Lona. I had mistakenly taken that for a replacement figure. 

Well, it does appear that you are selling substantially less replace- 
ment glass as of this year than you were, let’s say, in the years 1955 
and 1956, and you are selling at a much lower price. So, apparently, 
as far as that item of profit is concerned, it must Ea 

Mr. Hurstaper. Did you say it was selling at a much lower price 
priortoJuly1? No;theprice change came July 1, Senator. 

Senator Lone. Pardon me. 

Yes, sir ; that is correct. 

Mr. Hurstraper. And our business is dropping down there. 

Senator Lona. Your business was dropping off ? 

Mr. Hurstaper. It dropped from 1956 to 1957, both in units, I point 
out to you that it dropped from 302,000 to 177,000 units. 

Senator Lone. Yes. You are selling now about 10 percent below 
the price you were selling at previously 4 

Mr. Hursraper. Beg pardon ? 

Senator Lone. I would estimate that your present pricelist to your 
dealers—your new list—is about 10 percent below what it was pre- 
viously. 

Mr. Hoursraper. That is approximately right. 

Senator Lone. Even though you are selling 10 percent lower, you 
say your business is not greatly increased since you put the new list 
into effect. That would cause it to appear that your profit from sale 
of windshield replacement units has very much declined. 

Mr. Hursraper. Well, I could not answer that directly because I 
have not any information available on that. We endeavor to point 
out in the statement we want to position our dealers and we will have 
to count the chips at the end of the year. 

Senator Lone. We did not ask you to come prepared to testify on 
that point, but the thought just occurred to me that, so far as the 
company was concerned, that decision cost you some money ? 





Goer 


or 


INDEPENDENT FLAT GLASS DEALERS 273 


Mr. Hursraper. Well, as we pointed out in the testimony in July 
and August, it did increase some, but whether or not that has been 
profitably advantageous is a point to be determined. 

I would emphasize, however, Senator, that—and this is apart from 
the question of profit, as was pointed out—we must be in a position 
through our dealers to service our product. 


Senator Lone. Your position is that your dealers were complain- 





in 

Mr. Hurstaper. Yes, sir. 

Senator Lone (continuing). That you were not competitive and 
they felt you ought to be able to supply them windshields at a com- 
petitive price ? 

Mr. Hursraper. Yes, sir. 

Senator Lona. And that business was falling off. That being the 
case, you felt that, all things considered, you should reduce the price 
to be competitive with their other sources ¢ 

Mr. Hursraper. To put the dealer in position to be competitive. 
Yes, sir. 

Senator Lone. Any questions? 

Mr. Warts. On page 30 you have your comparison of your markup; 
is that correct ? 

The figures on page 30, Mr. Hufstader, figures before and after 
July 1. 

Mr. Hursraper. That is correct. 

Mr. Warts. One of the main things we were interested to learn, in 
the light of our July testimony, was whether selling replacement glass 
parts was a business in which General Motors engaged for its own 
profit, or merely engaged in as a service to its customers and its 
dealers—— 

Mr. Hursraper. We do definitely engage in business to make a 
profit. 

Mr. Warts. Well, of course. In some phases of your business you 
might not expect to make a profit. You might consider it a public 
service or necessary business service, but glass replacement is not 
such a business ¢ 

Mr. Hurstaper. We have no phases in our business where we do 
not endeavor to make a profit. 

Mr. Warts. All right, sir. The difference in your markon before 
and after July 1 seems to range, well, on windshields, for example, 
you have before July 1 a range from 53 to 55 percent; after July 1, 
from 44 to 45. 

Mr. Hursraper. You are speaking now on Chevrolet? 

Mr. Watts. Yes, sir. 

Mr. Hursraper. Yes; that is correct. 

Mr. Warts. So it is a drop of about 10 percent in your markon 
there ? 

Mr. Horsraper. Approximately; yes, sir. 

Mr. Warts. So, if you have as a result of that—assuming that your 
July and August figures are borne out in the future and over the 
long pull—a 17 percent increase, you have made money by this price 
decrease? Ismy arithmetic correct ? 

Mr. Hurstaper. Yes; your arithmetic is a reasonable assumption, 
but as we pointed out in the statement, we would have to take it over 
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a period of time. Those are factors that obviously bear on it. Do 
you get enough business to warrant it? 

Mr. Warts. Yes. In other words, does a price increase give you 
enough increased volume to increase your total profit? 

Mr. Hursraper. Pricedecrease. You said “increase.” 

Mr. Warts. Price decrease ; excuse me. 

Mr. Hursraper. Yes. 

Mr. Warts. Now the other main thing we were concerned about, 
as the result of the testimony we heard in July—and regardless of 
whether General Motors was in the glass-replacement business to 
make a profit—was the effect of this on 1 the people we heard from in 
July, the independent glass retailers. 

Mr. Chairman, and “Mr. Hufstader, I would like respectfully to 
suggest that there is very little solace in your statement for the people 
we heard from in July, the independent glass retailer. It seems to 
me that your statement shows that the 

Mr. Hoursraper. Well, who are you speaking about in July? 

Mr. Warts. The witnesses from whom we heard in July, Mr. 
Hufstader. 

Mr. Hursraper. Well, which ones? 

Mr. Warts. Let’s, if you want to name one, say Mr. Bassarear. 

Mr. Hursraper. He was an independent glass dealer. 

Mr. Warts. Glass dealer; yes. 

Mr. Hursraper. Yes. 

Mr. Warts. The price comparison 

Mr. Hurstraper. Were there others who testified ? 

Mr. Warts. Yes, sir; we heard from 17 witnesses. 

Mr. Hursraper. Seventeen / 

Mr. Warts. In July. 

Mr. Hursraper. That were speaking against the General Motors 
price decrease. 

Mr. Warts. I would not say that all 17 did, sir; some of them were 
more concerned with other aspects. 

Mr. Hursraper. Yes. 

Mr. Warts. Like the Pittsburgh competition. Your counsel has 
the transcript. 

Mr. Power. Yes; we have it right here. 

Mr. Hursraper. But I was saying, Mr. Cassedy’s testimony was the 
principal complaint of the independent—and I am reading from his 
statement—of the independent retail glass dealers, that certain glass 
manufacturers, particularly Pittsburgh Plate Glass, during the “past 
several years, have entered the glass market at the retail “level, are 
continuously increasing the number of their retail outlets, are engaged 
in the sale of glass products i in the retail market. 

Mr. Warts. Yes, sir; but that is irrelevant to the line of question- 
ing that I am endeavoring to follow right now, if I may. 

Mr. Hursraper. Wait a minute; I cannot listen to two people at 
the same time. What is your question ? 

Mr. Power. I think we ought to know what the record stated. 
We have the record right here. If you have the name of a witness 
who complained about ‘General Motors, we would like to read it. 

Nowhere in any of the statements or the answers of Mr. Cassedy 
was any mention made of General Motors. His complaint was that 
the manufacturer of glass was competing at the retail level. 
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Mr. Warts. Mr. Power, I agree completely, as to the statement 
of Mr, Cassedy. 

As to the statement of Mr. Bassarear, on the other hand, from 
which you have quoted in your own statement, the concern was 
General Motors. 

As to the testimony, for example, of Mr. Hank Siesel, of St. Louis, 
the complaint was entirely General Motors, with no reference to 
Pittsburgh. 

Mr. Power. Was there any question there of that being a local 
situation ? 

Mr. Warts. I think in many cases there may have been. 

Mr. Power. Well, you must remember that the local conditions 
enter into it. Now in the case of Mr. Cassedy, he was talking for 
the industry as a whole. 

Now, the reason we brought this statement up here was the fact 
that, when you were questioning a prior witness, you made the point 
that Mr. Cassedy would be one who would be concerned about General 
Motors being in this business, and that is not reflected in his testi- 
mony. We looked it up, sir. 

Mr. Warts. I would agree that in what Mr. Cassedy said there is 
no indication. 

But may I suggest you refer to the last paragraph of your pr epared 
statement, Mr. Hufstader , and the last paragraph on page 3 

Mr. Hursraper. What were you asking that we be referred to? 

Mr. Warts. May I refer, sir, to the last paragraph of your prepared 
statement on page 37 ? 

Mr. Hurstraprer. Yes. 

Mr. Warts. And to the last paragraph on page 3 of the outline we 
sent you. 

I would say that the last paragraph on page 37 of your statement 
is your answer to the last paragraph of our question to you on page 3 
of our proposed outline. 

Mr. Hurstraper. Counsel suggests that is correct. That is the answer. 

Mr. Warts. Now, Mr. Hufstader, in our question on page 3 of our 
outline we asked if it was GM’s policy to have General Motors assume 
the function of independent jobbers of glass and to have General 
Motors auto dealers assume the functions of independent auto-glass 
dealers in the distribution of replacement auto glass. 

Mr. Hurstaper. Well, we answer that in—that is our answer: yes. 

Mr. Warts. In your answer, sir, you say it is not your function to 
assume—— 

Mr. Ilursraprer. Not our policey—— 

Mr. Warts. It isnot your policy. I beg your pardon. 

Mr. Hursraper. To assume the functions of the independent glass 
jobber. 

Mr. Warts. But you don’t answer the second part whether it is your 
policy to have your franchised dealers assume the functions of the 
independent glass dealers. Do I make myself clear? 

Mr. Hursraper. I think so. We have no right to assume what the 
dealer will do or not do. We are going to position him to be com- 
petitive, and how he wants to function in that market is entirely up 
to him. 

Mr. Warts. But I am sure that you can see—I do not think it is or 
needs to be General Motors’ concern, perhaps, whether or not the auto- 
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glass dealers are troubled by price competition from you. On the 
other hand, I would like to point out that, to the glass dealers, it is a 
very serious concern. If they make their living by buying glass from 
distributors and, in part, by selling it to auto dealers, you can see how 
the people who do make their living in that business are affected and, 
perhaps, to the extent that they are dependent on that clientele, vir- 
tually obliterated by these prices in Mr. Bassarear’s chart, which we 
have discussed this morning. 

Mr. Hurstraper. But we have endeavored to point out in our state- 
ment that our policy is to, and our concern, comes as a result of the 
reaction of our own dealers in the Chevrolet division and other divi- 
sions. We mentioned Chevrolet as a case in point, and even today, as 
I mentioned here, in speaking with this particular dealer who happens 
to be a Chevrolet dealer, he is not buying his glass from us. He is 
buying it from another source, and he made the statement to me, “You 
have only done half a job.” 

On the other healt as we have repeatedly pointed out here, we 
position our dealers to serve their customers on a competitive basis. 

May I suggest this: that if Mr. Bassarear is concerned, he too, has 
got to afford a period of time to see just exactly how much he is affected, 
because he still has an opportunity to sell to the dealers, if he so elects, 
and they may buy from him or other independent glass dealers. 

Mr. Watts. The markon figures that we referred to on page 30 are 
based entirely on the comparison between your costs of glass in pur- 
chase for replacement and glass you sell for replacement ? 

Mr. Hursraper. That is correct. 

Mr. Warts. There is no computation there of your markon based 
on all the glass you purchase ? 

Mr. Hoursraper. No; there are two different things. 

Mr. Warrs. In other words, you don’t average your original in- 
stallation glass costs and your replacement costs ? 

Mr. Hourstaper. Absolutely not. 

Mr. Warts. I have no other questions. 

Senator Lone. Mr. Hufstader, just to make the point clear, I know 
of no obligation on General Motors’ part to keep their competitors in 
business. You are perfectly free to make any business decision that 
you feel that you are entitled to make within the law, and I see no law 
that you have violated. 

I do feel, though, that, insofar as certain other businessmen are 
concerned, they have an obligation toward their customers, and I 
think that they owe their customers the same obligation to keep them 
in position where they can compete that you are undertaking to do 
for your General Motors’ dealers. 

In other words, when someone who is selling glass to an independent 
is in position to say that the independent is not getting glass at com- 
petitive prices, it is their duty to see he gets his price that they can 
compete with you. 

Mr. Hurstaper. That is his decision, sir. 

Senator Lone. Thank you very much. 

Mr. Waterfall, president of the parts division of Chrysler Corp. 
Will you proceed, Mr. Waterfall ? 

Mr. WarerFALL. May I read a statement, Senator ? 

Senator Lone. Yes, sir. 
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STATEMENT OF THORNTON E. WATERFALL, PRESIDENT, PARTS 
DIVISION, CHRYSLER CORP., DETROIT, MICH.; ACCOMPANIED 
BY FRANK L. ROBERTS, WASHINGTON REPRESENTATIVE 


Mr. Warterratt. My name is Thornton E. Waterfall and I am presi- 
dent of the parts division of Chrysler Motors Corp. 

I am appearing here today as a result of your chairman’s letter of 
September 12 to Mr. L. L. Colbert, president of Chrysler Corp., in 
which your chairman requested a representative from our company to 
appear at these hearings on the flat-glass industry. 

On September 22, Mr. Colbert informed your chairman that we 
wish to cooperate fully with your subcommittee in this inquiry, but 
that our company does not manufacture glass, that it purchases glass 
for original installation only, and that it makes no purchases or dis- 
tribution of glass for replacement purposes. 

In view of these facts we felt our presence might not be required. 
Nevertheless, Mr. Raymond D. Watts, your subcommittee’s counsel, 
suggested to Mr. Colbert in a letter dated September 29 that he 
believed the subcommittee would still be interested in hearing from 
our company, but that our statement should be limited to a few of the 
points raised in your chairman’s suggested outline. Accordingly, I 
am directing this statement to paragraphs II-B and III—B-3, 4, and 5 
of your outline. 

(Question II-B asks about our glass sources. Since we have no 
facilities for the production of glass, we buy all of the glass used in 
original production from outside vendors. During 1958 all of our 
glass requirements were purchased from the Pittsburgh Plate Glass 
Co. with the exception of 10,000 sets of clear flat side glass that we 
purchased from the Permaglass Co., of Woodville, Ohio. 

Chrysler purchasing has made inquiries to all domestic plate manu- 
facturers (other than Ford), as well as Pittsburgh Plate Glass Co. 
The result of these inquiries has been to establish the fact that Pitts- 
burgh Plate Glass Co.’s competitive position, including available 
capacity, styling assistance, etc., was most suitable to Chyrsler at 
the time of inquiry. 

Chrysler purchasing has also contacted, at various times, domestic 
sheet glass manufacturers and a substantial number of fabricators in 
an attempt to develop a secondary source to Pittsburgh Plate Glass 
Co. The results in this latter case were similar to those experienced 
in plate, with the single exception of Permaglass. 

Questions III-B-3 and 4 are not applicable to Chrysler Corp. 

Our management has decided that at present it does not desire to 
enter the replacement-glass market. This conclusion was reached for 
several reasons, including, among others, the fact that we do not 
manufacture glass of any kind and the fact that glass is a very spe- 
cialized kind of product that is difficult to store and subject to sub- 
stantial losses through breakage or improper handling. 

For these reasons we have concluded that it would be better for 
our dealers to obtain their replacement requirements from specialists 
in glass. 

Many of our dealers have found it preferable to purchase directly 
from the warehouses of the major suppliers while others have dealt 
directly with the many glass jobbers, wholesalers, and retailers who 
may be convenient to their individual locations. 
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Question ITI-B-5 asks whether we believe that wholesale distribu- 
tion of replacement glass will eventually be handled exclusively by 
automobile manufacturers. 

We see no particular reason why replacement glass would be han- 
dled exclusively by automobile manufacturers in the future, even if 
all automobile manufacturers entered the business, provided others in 
the replacement business performed an economic service function. 

It seems to us that the answer to the question is one of simple 
economics; that is, those who compete most effectively will get the 
business, other things being equal. This is the everyday fact of 
our free-enterprise economy in the United States. 

As to whether Chrysler Corp. intends to enter this market, there 
are conceivable circumstances which might arise in the future to 
prompt us to go into this field. 

For example, future styling innovations may make it necessary 
to service replacement glass as an assembly item. This could occur 
where the glass is one part of an item and attached metal parts may 
be the other part of the item. 

Another example might be where the quantities of a particular item 
are not sufficient to attract independent jobbers and dealers, as in the 
‘ase of imported cars or low-volume production. Or there may be 
other reasons on which we might base a decision to enter this market. 

I wish to point out, however, that while we recognize that we may 
fee] it advisable to enter this market at some future date, we have 
no immediate plans for doing so. 

Thank you. 

Senator Lone. Thank you very much, sir. 

I have no further questions to ask at thistime. Mr. Watts? 

Mr. Warts. I have no questions. 

Senator Lone. I appreciate your statement here today. 

I will not call the next scheduled morning witness at this time be- 
cause he would not have time to complete his testimony. I shall ask 
the witness to summarize the statement after we come back this after- 
noon. If it is convenient for the witnesses, I arn going to ask them 
this afternoon to make a brief summary of their statements, which 
have been submitted to us, and answer questions relating to them at 
that time. I think that will expedite this hearing. 

Anyone who desires to have a copy of those statements may obtain 
them from our staff during the noon recess. 

We will resume at 2 o’clock. 

(Whereupon, at 11:55 a. m., the committee was recessed until 2 
p.m. of the same day.) 


AFTERNOON SESSION 


Senator Lone. The committee will come to order. 
Mr. W. B. Chase, president of the Shatterproof Glass Corp. 


STATEMENT OF W. B. CHASE, PRESIDENT, SHATTERPROOF GLASS 
CORP., DETROIT, MICH. 


Senator Lone. Mr. Chase, I have read your statement, and I am 
going to order it printed in the record at this point. 
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(Mr. Chase’s prepared statement follows in full :) 
STATEMENT OF W. B. CHASE ON BEHALF OF SHATTERPROOF GLASS CORP. 


A predecessor glass company to Shatterproof Glass Corp. existed in the early 
1920’s. The present corporation, a Delaware corporation, was formed in January 
1939. Its principal office and plant are located at Detroit, Mich. 

In the glass field, the company manufactures only flat and curved laminated 
safety glass and a small amount of tempered glass. These products represent 
the volume and account for the profit of the glass operation. 

In relating our production of laminated flat and curved safety glass to the 
total United States production of these products, over a period of years, we 
judge that in 1940 Shatterproof accounted for perhaps 2 percent of the total. 
At about 1940 Shatterproof was not a manufacturer of plate glass, sheet glass, 
nor tempered glass. 

Ten years later, at about 1950, the position of Shatterproof in the production 
and’ sale of laminated safety glass had remained, in our judgment, relatively 
stable, still accounting for approximately 2 to 8 percent of the total United 
States production. Our position in this phase of the industry, we believe, still 
remains at approximately that figure. However, by 1957, Shatterproof manu- 
factured sufficient tempered glass to account for some undetermined total up 
to perhaps 1 percent of the total production of that type of glass in this country. 

No other glass manufacturer, to our knowledge, owns any stock in Shatter- 
proof Glass Corp. It is not affiliated in any way with other glass manufacturing 
companies, domestic or foreign. Shatterproof has 4 corporate subsidiaries, not 
engaged in the glass business, and 1 subsidiary which handles only foreign 
glass Sales. 

It suffices for present purposes to indicate in round, consolidated figures that 
the net worth of the corporation is approximately $3,600,000. It employs be- 
tween 400 and 500 people. Its net sales are approximately $14 million and net 
earnings of Shatterproof and its subsidiaries was for the fiscal year of $1957, 
$460,000. 

The corporation is understandably reluctant to disclose the net sales volume 
and earnings on laminated safety glass only. However, the sales of Shatter- 
proof in this field alone would probably account for less than 3 percent of the 
industry total. 

Shatterproof’s basic sales and distribution pattern is that it sells to three 
principal sources: Independent distributor or wholesaler, vehicle manufacturer, 
manufacturer of miscellaneous products. 

: The independent distributor in turn resells glass to the following outlets: 
Automobile glass replacement shop, car dealer, paint, trim, and bump shop. 

Shatterproof also makes a small percentage of its sales in flat laminated safety 
glass only to a fourth class of accounts, the automobile glass replacement shop. 
The corporation has no outright distribution or merchandising facilities of its 
own. 

The independent distributor purchases laminated safety glass from Shatter- 
proof for resale and in some instances, for replacement. The independent auto- 

mobile glass replacement shop purchases flat laminated safety glass for replace- 
ment. 

The manufacturer of vehicles and the manufacturer of miscellaneous items 

) purchases laminated safety glass and tempered glass for reuse or insertion in 
products of their own manufacture. 

We estimate that approximately 84 percent of our sales are to the independent 
distributor, perhaps 1 percent to the automotive glass replacement shop, and 
15 percent to manufacturer. 

Sales to all types of our customers are made at net prices and a system of list 
prices, with discounts, is not used. We are aware however, that the resales 
of Shatterproof products are largely made on the basis of list prices and dis- 
counts—a system historically used in the glass industry. 

The only exception to the above is in the case of flat laminated safety glass 


5 where sales are sometimes made at a net price, and sometimes at a net price 
less a discount. In such areas as Shatterproof does sell flat laminated safety 
glass at a discount, these discounts are equally available to all purchasers of 

| like class. These sales, however, represent a very small proportion of our 

a | business. 
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COMPETITIVE FACTORS 


Pittsburgh Plate Glass Co. and Libbey-Owens-Ford Glass Co. represent Shat- 
terproof’s principal competition. There are several small domestic manufac- 
turers of liminated safety glass with whom Shatterproof competes; and relation 
to these small companies is probably not germane to your inquiry. 

It should be noted that indirectly Shatterpoof has competition from the Ford 
Motor Co. because that company, while generally regarded as a manufacturer 
of automobile, nevertheless manufactures a part of its own laminated safety 
glass, and therefore, preempts a substantial percentage of the available sales in 
its automotive aftermarket. 

Shatterproof’s various classes of customers are relatively independent of 
Shatterproof as a source of supply. These customers, and all of them, could 
undoubtedly supply their wants from the Pittsburgh Plate Glass Co. warehouses 
or the Libbey-Owens-Ford jobbers, but then they would be longer be distributors 
because they could not buy from a distributor and at the same time compete 
with the same distributor. 

Inasmuch as Pittsburgh Plate Class Co. and Libbey-Owens-Ford Co. are the 
only domestic companies making certain products which are essential in the 
manufacturing of laminated safety glass, Shatterproof must, of necessity, rely 
on these companies for appreciable quantities of raw glass. 


DUAL DISTRIBUTION 


We are asked by the committee whether the fact that Pittsburgh Plate Glass 
Co. has company-owned retail and semiretail merchandising outlets, poses a 
serious competitive problem for our company. Obviously, it does. Any glass 
sold by a Pittsburgh retail outlet deprives our customer of that sale. If a com- 
plete network of such outlets, having the prestige of the parent organization and 
the purchasing advantage in that their cost is a matter of “in one pocket and out 
of the other,” existed in all trading areas, the competitive threat to the dis- 
tributor to whom Shatterproof sells and to the glass replacement shop would be 
extremely serious. 

History has demonstrated that these retail outlets have usually opened in new 
territories with lower resale prices than previously existed in the area and being 
in direct competition with our customer’s customer. The effect becomes obvious. 

It should also be mentioned that Pittsburgh in these and in practically every 
area sells to its distributor, to our distributor, and to our distributor’s customers. 
This is known as covering the field and such a distribution system, unless it has 
scrupulous regard for price consistency, obviously poses a serious threat not only 
to the replacement shop but to the distributor and, in turn, to Shatterproof. 

Shatterproof has no company-owned merchandising outlets. 

It does engage in a small amount of what might be called dual distribution in 
flat laminated safety glass, in that it makes a relatively few sales to distributors 
and to replacement shops, both of which are in competition with one another, 
whereas, historically, the replacement shop purchases from the Pittsburgh Plate 
Glass warehouses, the Libbey-Owens-Ford jobber and the independent dis- 
tributor. 

Shatterproof is not happy about this but finds itself compelled to meet the un- 
wholesome conditions of the marketplace. 


CAR MANUFACTURER-DEALER DISTRIBUTION 


The subcommittee has received testimony to the effect that the independent 
auto glass replacement shop is very liable to be driven out of business, due to 
the recently increased competition in automobile glass currently offered by 
General Motors through its car dealers. The fears of the replacement shop are 
well founded. When the car manufacturers, who are among the most powerful 
companies in the United States today, place themselves or their dealers in a 
position to compete seriously with the small glass replacement shops, and the 
business of the glass replacement shop is in jeopardy, it is not to be expected 
that the car manufacturer has any particular interest in the well-being of the 
glass industry because, after all, they are manufacturers of vehicles and parts 
for vehicles. 

From the standpoint of price, profits, and profit margins, it may be said that 
historically, the car dealer purchases whatever glass he buys from his own car 
manufacturer at 40 percent off the car manufacturer’s list price. In recent 
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years also the glass industry list price and the car manufacturer’s list price have 
been approximately the same. Historically also, the car dealer, has purchased 


P a fairly large percentage of his glass from the replacement shop. 
- Prior to July 1, 1958, the margin of profit between the distributor, the replace- 
1 ment shop, and the car dealer was from 45 to 50 percent, which theoretically 


left from 23 to 25 percent profit for each (the distributor and the replacement 
shop) when selling the car dealer through the usual channels. The recent re- 
duction of about 20 percent in list prices by General Motors drops this overall 
2-step margin to about 30 percent or an average of 15-percent profit for each. 
This will not permit two distribution levels to survive. The car dealer has, in 
fact, become a competitor of the glass replacement shop instead of a customer 
as in the past. 

From the standpoint of blanket coverage in every trading area in the United 
States it should be noted that there are about seven car dealers for every glass 
replacement shop, and if all car dealers handled glass the sheer numerical 
impact of competition on the distributor and the replacement shop by this blanket- 
ing of each trading area with car-dealer replacement shops would be disastrous 
to the present specialized glass replacement shop. 

Let us assume that the car manufacturer, for reasons best known to itself, 
y plans an all-out campaign to promote glass sales. Car manufacturers possess 

other means of persuasion in addition to price and blanket coverage; their financ- 
ing companies and insurance companies do control a very large amount of the 
glass replacement business, and such persuasion exercised by the car manufac- 
turer through these sources will inevitably have serious repercussions upon the 
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S sales of the replacement shop. 

4 The replacement business placed by insurance companies is the one principal 

8 source for the independent replacement shops. Previous to July 1, 1958, the car 

ze dealer could not successfully compete for this business. With the price reduction 

1 which General Motors has now made effective, the car dealer can successfully 

t compete for this business, and a large part of the insurance business will now 

e be diverted from the replacement shop to the car dealer. 

e The effect of this upon the replacement shop will be nothing less than disastrous, 

All this directly affects Shatterproof. Any glass purch sed by the car dealer 

v from their respective car manufacturer is glass which is not sold by Shatterproof 

5 nor its customers because the car manufacturers purchase from Shatterproof’s 

. competitors, and to the extent that Ford Motor manufactures its own glass the 
same is true. Shatterproof is, therefore, vitally interested in the continued exist- 

3. ence and well-being of the independent glass distributor and the independent glass 

s replacement shop, where it now finds some 84 percent of its outlet. 

y If these levels of competition are eliminated or impaired, Shatterproof’s exist- 
ence is endangered, because we could not, in competition with the car manufac- 
turer, serve that car manufacturer’s own dealer. This price-reduction program 

n by General Motors is a dramatic happening of great importance in this industry. 

Ss and there is little question but that this development, if continued, will eliminate 

) many independent glass replacement shops. 

e 

4 DOMINANCE OF PITTSBURGH AND LIBBEY-OWENS-FORD 

lo The reasons for the dominance of Pittsburgh Plate Glass Co. and Libbey-Owens- 
Ford Glass Co. in this industry are, we believe, historical and financial reasons. 
They have been in this business for many years. They possess enormous capital 
structures which smaller concerns cannot match. It therefore follows that they 
have manufacturing and distribution facilities which are not available to, or 

t possible for, the smaller concerns. These two companies are almost wholly 

O integrated, and the manufacture of raw glass further enhances their dominance 

y in the industry. It is very important also that they are equipped to handle the 

e glass requirements of the big car manufacturer, which are a very substantial 

il proportion of the industry requirements as a whole. 

a These reasons make it clear why the smaller manufacturer, individually or in 

e the aggregate, have great difficulty in procuring a larger share of the market. 

d “The flat glass consent decree” entered in 1948 has had no discernible and 

e beneficial effects upon the business of Shatterproof. The same companies which 

s were dominant in the business prior to 1948 continue to be so. Such gr 1 
factor as Shatterproof has experienced, we believe, can be attributed largely 

t to its own efforts. 

r Shatterproof has experienced some growth over a period of years, but a growth 

it that will not go down in history and one which has shown little or no increase 
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except as the industry itself has increased. We serve a small segment of the 
glass industry and a small segment of the automobile glass division of the 
glass industry. We hope the very large car manufacturers and glass manu- 
facturers can see their way clear to leave this small business to small people, 
while they together take care of the other 95 percent. 

We are asked whether the competitive outlook is good or bad. In our opinion 
it is bad. The competitive position of the small manufacturer is not likely to 
be enhanced within the foreseeable future. However, there is no disposition 
on our part to offer the customary genuflection at the shrine of small business 
or to whine for preservation of “the American way” of competition. It suffices 
to point out that in this industry the careful observance, by all concerned, of 
the traditional separation of manufacturing and resale functions; of the cus- 
tomary distribution channels and price differentials and of the Robinson- 
Patman Act requirements generally, is about all that we can ask or expect. 
Beyond these commonsense ground rules, the small manufacturer, the distrib- 
utor, and the independent replacement shop require no pampering and have 
done well in the past during those periods when these conditions did exist. 


AREAS FOR LEGISLATION 


We are not sufficiently skilled in legislative matters to make specific recom- 
mendations. We can only point to certain factual situations in the industry 
which may be of interest to this subcommittee. 

We have explained what we believe will be the disastrous end results of the 
aftermarket program started by General Motors. 

Shatterproof is also concerned about the ability of the car manufacturer to 
control the car dealers in their selection of products for resale. 

We have explained what we believe would be the end results from a system 
of dual or vertical distribution if each trading area were blanketed with retail 


outlets. 
There is ample evidence on all sides and from coast to coast that a wide 


variety of resale policies and prices is permitted to exist. It would seem that 
these different levels of distribution should either be required strictly to observe 
the prohibitions of the Robinson-Patman Act as it exists or, if that has not 
proved feasible, that the Robinson-Patman Act itself should be amended and 
enforced in such manner as to compel these respective levels scrupulously to 
observe their functions and their functional resale discounts. 

Senator Lone. I would suggest for the purposes of brevity that you 
take up on page 6, because I believe those are the parts that deal most 
importantly with the problems we have under consideration here, if 
you would, sir. 

Mr. Cuase. Good. 

Senator Lone. We want to welcome you here and we appreciate your 
patience in waiting to be heard. 

Mr. Cuase. If I may just make two very brief remarks which are 
not included in the statement: the statement in its entirety has to do 
only with laminated safety glass, and with a very small part of our 
business in tempered glass. The other flat-glass products we have, as 
you may say, nothing to do with. 

Perhaps one more thing: In listening to these many statements that 
have gone on before, and in response to the committee’s questions, I am 
somewhat struck by what would appear to be the terrifically com- 
plicated problem in this industry. 

Perhaps, the window-glass and the plate-glass problems are very 
complicated, but I do not believe that the laminated safety-glass prob- 
lems are as complicated as might be drawn from these remarks here. 

Now you would like for me to start on page 6? 

Senator Lone. Would you explain why you do not believe those to be 
as complicated ? 

Mr. Cuase. The distribution system historically—the pricing sys- 
tem historically, in relation to laminated safety glass is quite well 
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defined. It is rather old. Its usage has been proven. It is only in 
instances and during eras of time when the thing gets fouled up. The 
historical distribution system not following the historical pattern is 
when it becomes complicated. The price situation is very much the 
same, in my opinion. 

May I read from page 6? 

Senator Lona. Yes; please, sir. 

Mr. CuAse. Car manufacturer—dealer distribution, page 6. The 
subcommittee has received testimony to the effect that the independent 
auto-glass-replacement shop is very liable to be driven out of business, 
due to the recently increased competition in automobile glass currently 
offered by General Motors through its car dealers. 

The fears of the replacement shop are well founded. When the car 
manufacturers, who are among the most powerful companies in the 
United States today, place themselves or their dealers in a position to 
compete seriously with the small glass-replacement shops, the business 
of the glass-replacement shop is then in jeopardy. It is not to be ex- 
pected that the car manufacturer has any particular interest in the 
well-being of the glass industry, because, after all, they are manufac- 
turers of vehicles and parts for vehicles, 

From the standpoint of price, profits, and profit margins, it may 
be said that historically, the car dealer purchases whatever glass he 
buys from his own car manufacturer at 40 percent off or thereabouts 
of the car manufacturer’s list price. In recent years also the glass 
industry list price and the car manufacturer’s list price, or prices, 
would have been a better name. 

Historically also the car dealer has purchased a fairly large per- 
centage of his glass from the replacement shop. 

Prior to July 1, 1958, the margin of profit between the distributor— 
the replacement shop and the car dealer was from 45 to 50 percent, 
which theoretically left from 23 to 25 percent profit for each, the dis- 
tributor and the replacement shop, when selling the car dealer through 
the usual channels. 

The recent reduction of about 20 percent in list prices by General 
Motors drops this over two-step margin to about 30 percent or an 
average of 15 percent profit for each, the distributor and the replace- 
ment shop. This will not permit two distribution levels to survive 

The car dealer has, in fact, become a competitor of the glass-replace- 
ment shop instead of a customer as in the past. 

From the standpoint of blanket coverage in every trading area in 
the United States, it should be noted that there are about seven car 
dealers for every glass-replacement shop, and if all car dealers were 
to handle glass, the sheer numerical impact of competition on the 
distributor and the replacement shop by this blanketing of each trad- 
ing area with car dealer replacement shops would be disastrous to the 
present specialized glass-replacement shop. 

Let us assume that the car manufacturer, for reasons best known to 
itself, plans an all-out campaign to promote glass sales. Car manu- 
facturers possess other means of persuasion in addition to price and 
blanket coverage; their financing companies and insurance companies 
do control a very large amount of the glass-replacement business, and 
such persuasion exercised by the car manufacturer through these 
sources will inevitably have serious repercussions upon the sales of 
the replacement shop. 
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The replacement business placed by insurance companies is the one 
principal source for the independent replacement shops. Previous to 
July 1, 1958, the car dealer could not successfully compete for this 
business. With the price reduction which General Motors has now 
made effective, the car dealer can successfully compete for this business 
and a large p: it of the insurance business will now be diverted from 
the replacement shop to the car dealer. 

The etfect of this upon the replacement shop will be nothing less 
than disastrous, in our opinion. 

All of this directly aifects Shatterproof. Any glass purchased by 
the car dealer from their respective car manufacturer is glass which 
is not sold by Shatterproof nor its customers because the car manu- 
facturers purchase from Shatterproof’s competitors and to the extent 
that Ford Motor manufactures its own glass, the same is true. 

Shatterproof is, therefore, vitally interested in the continued exist- 
ence and well-being of the independent glass distributor and the inde- 
pendent glass-replacement shop where it now finds some 84 percent of 
its outlet. 

If these levels of competition are eliminated or impaired, Shatter- 
proof’s existence is endangered because we could not, in competition 
with the car manufacturer, serve that car manufacturer’s own dealer. 
This price-reduction program by General Motors is a dramatic hap- 
pening of great importance in this industry, and there is little question 
but that this development, if continued, will eliminate many inde- 
pendent glass- replacement shops. 

Dominance of Pitts burgh and Libbey-Owens-Ford: The reasons for 
the dominance of | ittsburgh Plate Glass Co. and Libbey-Owens-Ford 
Glass Co. in this industry are, we believe, historical and financial rea- 
sons. They have been in this business for many years. They possess 
enormous capital structures which smaller concern cannot match. 

It therefore follows that they have manufacturing and distribution 
facilities which are not available to or possible for the smaller con- 
cerns. These two companies are almost wholly integrated and the 
manufacture of raw glass further enhances their dominance of the 
industry. 

It is very important also that they are equipped to handle the glass 
requirements of the big-car manufacturer which are a very substantial 
proportion of the industry requirements as a whole. 

These reasons make it clear why the smaller manufacturers, indi- 
vidually or in the aggregate, have great difficulty in procuring a larger 
share of the market. 

The flat-glass consent decree entered in 1948 has had no discernible 
nor beneficial effects upon the business of Shatterproof. The same 
companies which were dominant in the business prior to 1948 continue 
to be so. Such growth factor as Shatterproof has experienced, we 
believe, can be attributed largely to its own efforts. 

Shstierprodt has experienced some growth over a period of years, 
but a growth that will not go down in history and one which has 
shown little or no increase exe ept as the industry itself has increased. 

We serve a small segment of the glass industry and a small segment 
of the automobile glass division of the glass industry. We hope the 
very large car manufacturers and glass manufacturers can see their 
way clear to leave this small business to small people, while they take 
care of the other 95 percent. 
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We are asked whether the competitive outlook is good or bad. In 
our opinion it is bad. We have interpreted the question to answer it 
as looking bad in regard to possibility of increasing our company’s 
position in the industry. That is our answer as we have written it 
here. 

The competitive position of the small manufacturer is not likely to 
be enhanced within the foreseeable future. However, there is no dis- 
position on our part to offer the customary genuflection at the shrine 
of smal] business or to whine for preservation of the American way of 
competition. 

It suffices to point out that, in this industry, the careful observance, 
by all concerned, of the traditional separation of manufacturing and 
resale functions, of the customary distribution channels and price 
differentials, and of the Robinson-Patman Act requirements generally, 
is about all that we can ask or expect. 

Beyond these commonsense ground rules, the small manufacturer, 
the distributor, and the independent replacement shop require no 
pampering, and have done well in the past during those periods when 
these conditions did exist. 

We are not sufficiently skilled in legislative matters to make specific 
recommendations. We can only point to certain factual situations in 
the industry which may be of interest to this subcommittee. 

We have explained what we believe will be the disastrous end results 
of the after-market program started by General Motors. 

Shatterproof is also concerned about the ability of the car manu- 
facturer to control the car dealers in their selection of products for 
resale. 

We have explained what we believe would be the end results from 
a system of dual or vertical distribution if each trading area were 
blanketed with such retail outlets. 

There is ample evidence on all sides and from coast to coast that a 
wide variety of resale policies and prices is permitted to exist. 

It would seem that these different levels of distribution should either 
be required strictly to observe the prohibitions of the Robinson- 
Patman Act as it exists or, if that has not proved feasible, that the 
Robinson-Patman Act itself should be amended and enforced in such 
manner as to compel these respective levels scrupulously to observe 
their functions and their functional resale discounts. 

Senator Lone. That leads me to a question relating to your opera- 
tion. I believe you perhaps stated elsewhere in your statement that 
because you are a smaller competitor you have felt it necessary to price 
your product somewhat below your larger competitors, Pittsbur gh and 
Libbey-Owens-Ford ; or, is th: at correct ¢ 

Mr. Cuasr. No, sir; that is not cor rect, and we do not price our 
product less ; we price it the same. 

Senator Lone. Do you have a discount below your price ? 

Mr. Cnase. No, sir. 

Senator Long. I then have in mind someone else’s statement; I am 
sorry. 

Mr. Cuase. I think it is window glass. 

Senator Lone. Yes. 

Mr. Cuase. We think our product is just as good. 
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Senator Lone. You don’t feel yourself at any competitive advantage 
or any competitive disadvantage that requires you to discount below 
their prices ? 

Mr. Cuase. We feel that we are at a competitive disadvantage, and 
that is only a perfectly natural feeling, when we compare ourselves 
in any one of a half dozen different ways, with some of our com- 
petitors. They are very big concerns; they are very wise concerns; 
they have been at it many, many years. Let’s say they know more 
about more things than we ‘do. 

However, we do not believe that it is wise for us to put a price 
on our product which is less than theirs when we believe the inherent 
quality of our product is as good as theirs. 

Senator Lone. Yes, sir. “T notice in some instances you sell directly 
to replacement shops; is that correct ¢ 

Mr. Cuase. We do in flat glass only, which represents some 2 or 3 
percent of our product, and it is, as I have stated in the first 5 pages 
or in part of the first 5 pages. We do not like this situation but we 
find the condition exists in the market place, and we are practically 
forced to follow the pattern. 

Senator Lone. I have here a very heated complaint from a business- 
man in Louisiana, who contends that he is experiencing unfair con- 
petition by your Shatterproof distributor operating at both retail 
and wholesale levels, which he contends makes it doubtful that he 
could continue. Do you know anything about that situation / 

Mr. Cuase. No; I do not know who you mean. 

Senator Lone. His name is Charles Williams—and Eddie Crabtree. 
I guess that is signed for two of them—A!exandria, La. 

(The communication referred to (a telegram) is as follows:) 

ALEXANDRIA, La., October 7, 1958. 
Hon. SENATOR RUSSELL B. Lona, 
Chairman, Subcommittee on Monopoly, 
Senate Small Business Committee, 
Senate Office Building, Washington, D.C.: 


Our company is experiencing such unfair competition as imposed by the Shat- 
terproof distributor that we feel a continuance of their practice of operating 
at both retail and wholesale levels makes it doubtful whether we can continue 
to exist under such conditions. We greatly appreciate your concern and 
interest. 

AvuTo GLass Co. 
CHARLES M. WILLIAMS. 
EDDIE CRABTREE. 

Mr. Cuase. I don’t even know them. 

We are in the position of probably selling a distributor somewhere 
in his locality. He may not like the way our distributor carries on 
his business. He may not—maybe the distributor also installs glass. 
He may not like that. 

There are any one of a half-dozen reasons why a dealer might not 
like a distributor, and, therefore, being our distributor or buying 
glass from us, they feel they do not like us, seither. It happens. 

Senator Lone. Could you give us some idea as to the reasons why 
they might be complaining? You said there might be any 1 of 5 or 6 
reasons. 

Mr. Cuase. Our distributor, and we sell only to the distributor, and 
to the manufacturer, with the exception of this very small segment of 
flat glass, our distributor may install glass, as do the distributors of 
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other manufacturers. Some of them do. He may install glass in a 
certain location in Louisiana, where he also has or does sell wind- 
shields to this dealer. I assume this to be a dealer. 

The dealer says, “Well, now, that is not fair if you come to sell me 
glass. You are a distributor. You should not, therefore, compete 
with me at my level.” 

Theoretically, we agree. But we are not in a position to tell our 
distributors exactly how they are to run their business, as has been 
explained before this committee before. 

Senator Lona. I was somewhat impressed, in fact, very much im- 
pressed by your statement here that there are abaout seven times as 
many automobile dealerships as there are glass-replacement shops, 
and that, if the automobile dealers are really going out and compete 
for the glass replacement business, they have the upper hand at it. 

Mr. Cuase. That is right. 

Senator Lone. In other words, you might call it competition on 
equal terms, but they have the customer in the first place. He is the 
auto dealer’s customer before he is a customer of the glass shop, I 
would take it, and anyone who sells the automobile is in a position to 
inform his customer that he has a complete line of services available 
to him, that he could meet anybody’s price. It does give him advan- 
tages to get the business, does it not ? 

Mr. Crass. I don’t think there is any doubt about it. 

Senator Lone. Also, the same thing is true with regard to the finane- 
ing companies. Those who finance the insurance often have a direct 
connection with those selling the automobiles. In other words, the 
glass-replacement shop has very little business that it can give a 
finance company, but the automobile dealer has a lot of business he 
can give a finance company. 

Mr. Cuasr. That is true. 

Senator Lona. The auto dealer is in position to file a lot of insur- 
ance business. If he really wants that glass-replacement business, he 
is in position to put the pressure on the insurance company, in turn, 
wherever they have some problem about the repair of property which 
they are insuring, or on which they hold financing paper, that it should 
be repaired at the dealer’s. 

If the auto dealer does that, he is in position, more or less, to im- 
press the man to do business with him. 

Mr. Cuase. I believe the car dealer is the first choice of the car 
owner in a very large percentage of all repairs, or instances where 
they need service. 

Senator Lona. This is one other advantage that the car dealer may 
have when a man goes to repair his automobile. <A lot of families 
need their automobiles every day. It is a serious inconvenience, even 
if a family has two cars, if one is in repair and the father goes to 
work and leaves the wife and children without means of transporta- 
tion. 

The car owners always say they want the automobiles back as soon 
as possible. Usually, the automobile is put in the shop to get all the 
repair work done at one time. That, too, gives an advantage to the 
automobile dealer, if he had an equal advantage; that is, equal terms 
on all other connections; does it not ? 

Mr. Cuase. That is true. One stop. 
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Senator Lone. Yes; one-stop service, where you can get everything. 
If you are not paying more for it—the price is all the same one place 
as the other—there is more feeling to do it all at one place. 

Mr. Cuase. Unquestionably. 

Senator Lona. I was somewhat distressed to see you point out what 
appears to be a rather gloomy picture for the independent replace- 
ment dealer. 6 are in position to look at it from the manu- 
facturer’s point of view. From that point of view, you see your- 
self in the same boat with the replacement dealers, because, insofar 
as you sell them some of your commodities, it looks to you as though 
they are going to have some very bad problems if they are going to 
be confronted with more of the sort of thing they are running into 
now, having to face this kind of competition from the automobile 
dealers. 

Mr. Cuasr. I think the independent distributor, let’s say, the glass 
distributor, and the independent glass-replacement shop, they have 
had it real good, but, carried to the ultimate point to where these two 
movements can go, it becomes a very, very serious matter to that seg- 
ment of the distribution system. 

Senator Lone. When you say that “they have had it real good,” 
you mean they have had a situation where, like any other small busi- 
ness, they can compete and make a reasonable profit ? 

Mr. Cuase. Yes; they could make a real good profit. 

Senator Lone. Let me ask you this question : Do you know what 
percent age of the automobiles General Motors produces ? 

Mr. Cuase. No; I do not. Sin cane over half, I believe. 

Senator Lone. I am sorry I did not ask a General Motors witness 
about that. Is a witness here from General Motors who can give 
us that figure ? 

My impression is that over 50 percent is produced by General Mo- 
tors. Do you know what percentage Ford manufactures ? 

Mr. CriAse. No; I donot. 

Mr. Warrs. They are next. 

Senator Lone. My guess would be that that would be at least 25 
percent. Well, it would just occur to me that, between those 2 com- 
panies, if they really want to do this, they are just about in a position 
to write a death sentence for the independent producers, and that is 
how it looks to you from where you are sitting, does it not ? 

Mr. Crase. Carried to the ultimate, that is what it is. I mean there 
is no use kidding ourselves about it. 

Senator Lona. Maybe they won’t get that rough about it, but they 
are in position to do it if they want to do it. 

Mr. Cuasr. They are in position to do it if they wanted to. 

Senator Lone. Of course, I realize that the major companies are 
in position to say, “Well, our dealers are small-business men, too, and 
even more numerous than the independent glass dealers.” 

Mr. Cuase. That is right. 

Senator Lone. But there is a serious question whether, under the 
law, those companies could do as individual companies what they 
perhaps have a right to do operating through franchised dealers. T 
Just wondered if you had thought about that part of it. 

Mr. CrAse. I have not, and I am afraid I would not qualify to pass 
judgment on that. I don’t know. 
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Senator Lone. Have you any questions, Mr. Watts? 

Mr. Warts. May Iask a couple? 

Mr. Chase, on page 2 of your statement you list three classes of cus- 
tomers of the inde _pende nt distributor, and you list there the automo- 
bile glass-replacement shop and the car dealer. On page 3 you have 
this sentence near the bottom of the page: 

In such areas as Shatterproof does sell flat laminated safety glass at a dis- 
count, these discounts are equally available to all purchasers of like class. These 
sales, however, represent a very small proportion of our business. 

My question is, Mr. Chase, do you regard replacement shops and 
auto dealers asa like class / 

Mr. Cuasr. No; we do not call auto dealers in the same class as the 
automobile glass-replac ement shop. What I meant to convey there 
was that, in the first place, we sell three types of concerns only all that 
we produce in laminated safety glass, with the exception of a very 
small amount of flat laminated glass. 

In other words, we sell the independent distributor, the vehicle 
manufacturer, and the miscellaneous manufacturer everything that we 
produce, with the exception of perhaps 1 percent of our flat glass. 
That goes to a fourth classification, the automobile glass- replacement 
shop, who is, historically, the customer of our distr ibutor. So, we are 
in competition with our distributor to the extent of 1 percent perhaps, 
because there is nothing else we can do; that is the way the condition 
exists in the market place. 

Mr. Warts. You have spoken several times of “distributors,” and 
the chairman has put in the record a wire from a company in Louisi- 
ana, about a Shatterproof distributor. Do Shatterproof distributors 
exist who deal only in Shatterproof glass; or, when these people speak 
of Shatterproof distributors, are they referring, really to flat-glass 
distributors who stock Shatterproof among other lines ? 

Mr. Cuasr. Historically, the term “glass distributor” or “jobber” or 
“wholesaler,” all of which names are more or less synonymous, have 
been, in the past, concerns who handle a general line of glass, plate 
glass, contract glass, mirrors, rough, wi indow glass and all those sorts 
of things, and, as safety glass became a sizable part of the business, a 
great many of them handled safety glass. Those are distributors, 
those are jobbers, those are wholesalers. 

We also have our own set very largely of distributors. We had no 
one else to sell when safety glass came along, with the windshields 
particularly. We created our own distributors, which stand theoreti- 
cally even and opposite the other distributors who have been in the 
business before and handle a general, full line of glass. A great many 
of ours do not. They are specialists. They are special distributors 
in safety glass. 

Mr. W atts. Who handle only Shatterproof products ? 

Mr. Cuase. Some ofthem; yes. Some of them; no. 

Mr. Warrs. Are these distributors independents, or are they in any 
way connected by ownership or common control or common stock in- 
terests with your company ¢ 

Mr. Cnasr. No. In the statements which we passed over, I say 
we have no interest in, no financial interest in any distributing com- 


pany. 
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Mr. Warrs. These Shatterproof distributors who handle only Shat- 
terproof products are independents? 

Mr. Cuase. Yes, sir. 

Mr. Warrs. Do you franchise them or do you have any kind of con- 
tract with them ? 

Mr. Cuase. Yes. A good many of them we have contracts with. 
Others we do not. 

Mr. Warts. But, the people who call themselves Shatterproof dis- 
tributors, then, are not just customers? They have a contractual rela- 
tionship, at least in some way comparable to a franchised car dealer’s 
relationship to a manufacturer ? 

Mr. Cuase. Not to that extent. We like to feel that we have a little 
closer relation with these people. A good many of them, I think, 
perhaps we do. Some we certainly do not. We work hard to make 
that relationship as though they felt that they would depend upon us 
for all of their safety glass, naturally. Naturally that is part of our 
business. 

Mr. Watts. Do any of these distributors take safety glass from you 
on consignment, rather than direct sale? 

Mr. Cuase. They do. 

Mr. Warts. Is that a substantial part of your business, of your ship- 
ments to these distributors on consignment rather than by sale? 

Mr. Cuase. Not a substantial part. 

Mr. Watts. Would you expect in the course of your business to see 
it grow? 

Mr. Cuasr. I doubt if it would grow. There have been instances, 
and most of these cases are instances, although not all of them are, 
where, in order to find distribution, for Shatterproof to find distribu- 
tion, we had to create a distributor. Those that existed did not care 
to handle Shatterproof products. We wanted some distribution in a 
certain area. Wewenttothisman. He said, “I will be glad to do it.” 
I will give you a hypothetical case: “We will be glad to do it. We 
cannot finance ourselves to the extent of carrying the stock that you 
insist that we carry and that we should carry to do business profitably.” 

We have said to them, “All right, we will put the stock in on a con- 
tract, on consignment. You pay us under such and such conditions, 
terms, and so forth, all laid out in the contract.” 

We have a standard contract and I do not believe that the need for 
that exists in the future as much as it has in the past. 

Mr. Warts. I should think, under the trends you have described, the 
ultimate conclusions that you have suggested yourself in your state- 
ment of the trend of Pittsburgh’s distribution system and of General 
Motors’ distribution system, you might regard this as your life 
preserver. 

Mr. Case. We have hopes that perhaps they will not continue in 
that direction further. 

Mr. Warts. In other words, you think that—— 

Mr. Cuase. Maybe it is wishful thinking. 

Mr. Warts. You think that these created distributors of yours may 
be a temporary expedient that you won’t have to continue to rely upon? 

Mr. Cuase. Oh, no. A distributor to us is our distribution. I 
think Mr. MacNichol today read the last portion of his statement which 
very clearly and very flatly is our own position. 
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We do not want, we are not capable of, and neither are we able to 
finance a distribution system without distributors, and their attendant 
customers. 

Mr. Warts. I was talking about the distributors you said you had, 
in a sense, created, though they are independent. They are people 
that have not previously been in the glass business, that you have 
persuaded to enter the business as a distributor; is that essentially it? 

Mr. Cuase. They are people, I think, with almost every case, who 
have been in the glass business, but perhaps were not in, some of them 
were in the replacement business, for example, and we have tried to 
educate them and upgrade them and make a distributor out of them 
because we had no one else. 

Mr. Warts. I have no further questions. 

Senator Lone. I was looking for the total here. 

What percentage of your business did you say represented sales of 
flat glass or auto glass? 

Mr. Cuase. About 1 percent. 

Senator Lone. About 1 percent of your sales? 

Mr. Cuase. To the glass-replacement shop. 

Senator Lona. Yes. 

Mr. Cuase. Now, there is more of our flat glass that goes to the 
distributor. 

Senator Lone. That is what I wanted to know. About what per- 

centage of your sales, I mean about what percentage of your production 
is flat glass designed for use in automobiles? 

Mr. Case. All of the flat glass—well, no. That would eliminate 
only such things as manufacturing that is not a vehicle—a very small 
percentage would be for other than motor vehicles, I would guess. One 
percent, 2 percent. 

Senator Lone. So about 99 percent of your production is for use in 
automobiles, then. I just wanted to get this straight. 

Mr. Cuasr. W ell, let’s say certainly it is more than 95 percent. 

Senator Lone. I see. More than 94 percent is for use in auto- 
mobiles; and you feel you represent about 2 or 3 percent of the in- 
dustrial production. 

Now, with that volume of only 2 or 3 percent, I should imagine 
there would bea lot of shapes and ‘forms that you do not manufacture. 
Would I be correct in that assumption ? 

Do you manufacture bent glass to fit all of these different auto- 
mobiles ? 

Mr. Cnuasr. We manufacture bent or curved windshields for all 
American automobiles, some foreign cars. We do not manufacture 
the back lights for these same automobiles. 

In other words, we manufacture everything that goes into the com- 
mon, ordinary American car, with the exception of the back light. 
That includes the windshield and the side lights. 

Senator Lone. It seems to me as though you would have to increase 
your investment, with some of these new windshields, particularly con- 
sidering your size compared to the size of the entire industry. | 

sut, ‘apparently, you are not worried about being able to manufac- 
ture all of the sizes and shapes of glass? 

Mr. Cuase. Well, we worry perhaps more on account of the money 
that it takes to stock them and the room that it takes to store them in. 
Manufacturing is one problem, but the other two is another problem. 
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Senator Lone. This matter does pose something of a serious problem 
to you, because, if these independents go out of business, you are going 
to have to find a w ay to sell your product either to General Motors, 
Ford, or to their dealers ; are you not ? 

Mr. Cuase. Yes, sir. 

Senator Lone. Right now, you are not selling to that source? 

Mr. Cuase. No, sir. 

Senator Lone. But you are going to have to make an almost de- 
termined demand upon them that they accept you as one of their 
suppliers, if you lose your in dependent customers; as far as selling 

safety glass is concerned, it would be on that basis, would it not ? 

Mr. Cnase. Yes, it would. I mean it is that or nothing. 

Senator Lone. I thank you very much for your statement. It has 
been one of the most enlightening we have had here and it discusses 
the problem about as frankly from both the producer’s and the middle- 
man’s point of view as any I have seen. 

I th: ank you very much, sir. 

Mr. Cuase. Thank you. 

Senator Lone. The next witness will be Mr. Irving A. Duffy, vice 
president, body group, Ford Motor Co., and he will be accompanied 
by Mr. Richard Fricke, staff attorney. 

We are glad to have you here today, Mr. Duffy. 

Mr. Durry. Thank you. 

Senator Lone. Do you care to introduce anyone besides Mr. Fricke? 
I see you have others with you. 


STATEMENT OF IRVING A. DUFFY, GROUP VICE PRESIDENT OF 
FORD MOTOR CO., DEARBORN, MICH. ; ACCOMPANIED BY RICHARD 
I, FRICKE, STAFF ATTORNEY; H. D. HUBBS, FORD DIVISION; AND 
E. 8. KNUTSON, PURCHASING STAFF 


Mr. Durry. Yes; Mr. Hubbs of the Ford division of our company, 
and Mr, Knutson of our purchasing staff, central offices 

Senator Lona. We are pleased to have them with us. 

I have studied your statement, and I think I well understand it, 
and I believe I understand your position. 

I would like to have it printed at this point. 

(The prepared statement of Mr. Duffy reads in full as follows :) 


STATEMENT OF IrvING A. Durry, GRoUP VICE PRESIDENT OF Forp Moror Co. 


Mr. Chairman and members of the subcommittee, my name is Irving A. Duffy. 
I am a group vice president of Ford Motor Co. One of my responsibilities is to 
supervise the manufacturing operations of the glass division of our company. 
The glass produced by this division is used in the manufacture of our new 
vehicles and is sold to our dealers for resale as replacement glass for Ford cars 
and trucks and for Thunderbird, Mercury, Edsel, Lincoln, and Continental cars. 

I am appearing before the subcommittee in response to the invitation ex- 
tended by the chairman, Senator Long, in his letter of September 12 to Henry 
Ford II, president of our company. 

The chairman attached to his letter to Mr. Ford a suggested outline of 
points to be included in our statement, setting forth a number of specific ques- 
tions to which answers are sought. In the interests of convenience and clarity, 
our statement is presented in the form of answers to the specific questions and 
subjects contained in the outline. 

Before discussing the questions and answers, however, I should like to men- 
tion, by way of a preface and also by way of a summary of our answers, some 
of the basic principles by which Ford Motor Co. is guided. 
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The subcommittee has asked questions dealing with such matters as whether 
our company seeks to make a profit in the business of selling replacement auto 
glass, and whether our company encourages its dealers to make a profit in their 
sale and installation of glass. I should like to make it very clear that we do 
seek to make a profit, and that we do seek to assist our dealers to make a profit, 
in this business. 

Ford Motor Co. is engaged in the highly competitive business of design- 
ing, manufacturing and selling motor vehicles. We design and manufacture, 
or purchase to our specifications, all of the components that go into the vehicles 
of our manufacture. When we sell a vehicle to a dealer, and the dealer sells 
it to his customer, we do not—and cannot—consider that this is the end of the 
transaction. Our good will, the dealer's good will, and retention of the owner 
as a prospect for the future purchase of Ford products depends in large part 
upon the owner’s ability to secure prompt and satisfactory service for the 
vehicle. Hence, as a motor vehicle manufacturer, we consider it a compelling 
obligation on our part to assure the availability to our dealers and their customers 
of quality service parts at reasonable, competitive prices. We are sure that 
our dealers also feel such an obligation to their customers. Our intention is 
that, in fulfilling these obligations, both our dealers and ourselves will find 
this service business to be profitable. 

Service to customers, and the replacement of parts and equipment for our 
products, is a business in which we and all of our dealers have a tremendous 
stake. As we point out later, we firmly believe that an owner of a vehicle 
produced by Ford Motor Co. expects to have, and benefits from the convenience 
and efliciency of having, parts and equipment for it replaced with genuine Ford 
parts installed by a Ford dealer in all cases. The only exception is the rare 
instance where the Ford dealer is not equipped to render the service, and the 
service may be rendered more efficiently by others. We at Ford and our dealers 
have been, and are, competing with others for the replacement glass business 
for Ford-produced vehicles, and we intend to continue our efforts to increase our 
Share of this business and to do everything we legitimately can to assist our 
dealers to increase their share. 

These hearings are held by a subcommittee of the Senate Committee on Small 
Business. A number of small glass jobbers and dealers have appeared before 
you to present their individual views with reference to their automotive replace- 
ment glass businesses. We do not accept the premise that these small business- 
men are better qualified, or have a better right, to replace glass in Ford-produced 
automobiles than another group of independent, small-business men in whom 
we have a great deal of interest—the Ford, Mercury, Edsel, and Lincoln dealers of 
America. 

It is obvious that Ford Motor Co. can maintain its competitive position in 
the highly competitive automotive industry only if the independent small-business 
men through whom its products are merchandised remain both efficient and 
profitable. Consequently, we feel that we should do all that we properly can 
to encourage and assist them to compete effectively with other small-business men 
in every phase of their business. 

One of the subcommittee’s questions deals with the recent actions of certain 
divisions of General Motors Corp. in reducing flat glass prices to dealers. We 
have reached no decision concerning what similar action, if any, Ford Motor 
Co. will take. I want to repeat, however, that we are interested in maintaining 
and improving the competitive position of Ford Motor Co. and the competitive 
position of Ford dealers in the business of replacing parts and equipment for 
motor vehicles, and that any action that we may take will be in accord with 
this objective and within our legal rights and privileges in a highly competitive 
industry. 

Turning now to the specific questions posed by the subcommittee, our answers 
have been framed in the light of the two prefatory notes to the subcommittee’s 
suggested outline. They adopt the subcommittee’s definition of the term “flat 
glass,” in prefatory note (1), as including “plate glass; window glass: laminated 
glass, including bent windshields and back lights as well as flat laminated glass 
products; and tempered glass, both bent and flat.” In accordance with the sub- 
committee’s prefatory note (2), the questions are answered only with reference 
to Ford Motor Co.’s operations, divisions, and subsidiaries within the United 
States. 


I. THE COMPANY’S USE OF FLAT GLASS 


Question I-A. Please state, for years 1950, 1952, 1954, 1956, and (first half) 
1958: A. The quantities (in square feet or numbers of windshields, back and 
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side lights, and in dollar value) of (1) laminated glass, (2) tempered glass, and 
(3) other types of flat glass used by each of the company’s motorcar divisions 
(or makes of passenger cars) for original installation in new automotive 
vehicles. 

Answer. Attached exhibit I-A sets forth the numbers of windshields, made of 
laminated glass; the numbers of back lights, made of tempered glass; and the 
quantities, in square feet, of laminated glass used for side windows, used for 
original installation in our new automotive vehicles, by car lines, during the 
years 1950, 1952, 1954, 1956, and the first half of 1958. 

The dollar values of each category of glass used for original installation are 
not shown. This always has been treated as highly confidential information 
which, if divulged to our competitors, would place our company at a serious 
competitive disadvantage. 

Question I-B: B. The quantities (in square feet or numbers of windshields, 
back and side lights, and in dollar value of (1) laminated glass, (2) tempered 
glass, and (3) other types of flat glass used by each of the company’s motor car 
divisions (or makes of passenger cars) for replacement installation in auto- 
motive vehicles. In this connection, explain the extent, if any, to which one 
division purchases and distributes to its dealers replacement glass for (1) other 
vehicles of the company’s make; (2) vehicles made by other automobile manu- 
facturers, e. g., GMC. 

Answer: Attached exhibit I-B sets forth the numbers of windshields, made 
of laminated glass; the numbers of back lights, made of tempered glass; and the 
quantities in square feet, of laminated glass in side windows, sold by each of the 
company’s car divisions for replacement installation in automotive vehicles 
during the years 1950, 1952, 1954, 1956, and the first half of 1958, together with 
an estimate of the dollar value of each category, based upon the prices to the 
dealers. 

In response to subdivision (1) of the second sentence of the subcommittee’s 
question : 

The Ford division operates 25 parts depots through which glass is dis- 
tributed. The Mercury-Edsel-Lincoln division operates one depot and 
utilizes certain Ford depots for the distribution of a limited number of 
unique M-E-L fast moving items. 

The Ford division controls the stock level at each Ford depot on all glass 
items which have application to Ford vehicles, including those Ford items 
which are also interchangeable on any one of the M-E-L division vehicles. 

The M-E-L division controls the stock level at its one depot and at certain 
authorized Ford depots of all items having unique application to M-E-L 
vehicles. M-E-L division also controls the stock level at its one depot of 
items having application to M-E-L vehicles, but which are also common 
to Ford vehicles. 

All Ford Motor Co. dealers are assigned a specific depot from which they 
order “fast” classified stock. Slower moving items are confined to a limited 
number of depots depending upon the rate of movement of each item. 
Dealers order this slower moving stock from these depots directly. Within 
this distribution system, Ford dealers order from Ford depots and, as neces- 
sary to service a Mercury, Edsel, or Lincoln, may order M-E-L unique glass 
items from the M-E-L parts depot. M-E-L dealers order, as appropriate, 
from Ford depots or the M-E-L depot. 

In response to subdivision (2) of the second sentence of the question, our 
company does not purchase and distribute to its dealers replacement glass spe- 
cificaly designed for vehicles made by other automobile manufacturers. 


Il. THE COMPANY’S SOURCES OF FLAT GLASS 


(In accordance with the note set forth by the subcommittee to this question, 
Ford Motor Co.’s glass production, procurement, and distribution policies and 
practices are substantially the same for the company’s separate car divisions. 
Consequently, the following answers apply to all of the company’s car divisions. ) 

Question II-A: A. Company production: Please describe briefly the company’s 
own facilities, if any, for the production of the flat glass used in its motor 
vehicles. Please include the locations of glass plants and their capacities and 
the percentage of capacity at which currently being operated. In separate tables 
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for (1) laminated glass, (2) tempered glass, and (3) other types of flat glass, 
please show the percentage of total requirements, (1) for original installation, 
and (2) for replacement installation, produced by the company’s own glass fac- 
tories for each of the years 1950, 1952, 1954, 1956, and (first half) 1958. If the 
company produces no plate or sheet glass but does engage in cutting, laminating 
or other fabrication of flat glass purchased outside, please indicate the extent 
and nature of such operations. If the company purchases all its flat glass re- 
quirements in finished form, ready for installation, please so state. 

Answer. Attached exhibit II—-A-1 sets forth the location and the daily capacity 
of Ford Motor Co.’s facilities for the production of flat glass used in its motor 
vehicles and for replacement. 

No attempt has been made to show “percentage of capacity at which currently 
being operated” for the reason that such a figure varies from day to day and 
week to week, depending upon a wide variety of factors. 

Attached exhibit II-A-2 sets forth the percentages of total requirements (1) 
for original installation, and (2) for replacement installation, produced by the 
company’s own glass plants for each of the years 1950, 1952, 1954, 1956, and the 
first half of 1958. 

Question II-B: B. Outside sources: Does the company purchase any of its 
flat glass requirements not produced by the company for either original or re- 
placement installation, from any outside source other than Pittsburgh Plate 
Glass Co. (hereinafter referred to as PPG)? If not, why not? If so, please 
name the source or sources. 

Answer: In the past few years, the company has purchased some of its flat 
glass requirements for original or replacement installation from outside sources 
other than Pittsburgh Plate Glass Co. During these years the company has pur- 
chased some flat glass from Belgium and from Libbey-Owens-Ford Glass Co. 

Purchases from sources other than Pittsburgh Plate Glass Co., however, have 
been relatively minor in nature. During the past 40 years or more, Ford has 
purchased substantially all of its glass requirements, not produced by Ford, from 
Pittsburgh Plate Glass Co., for the reason that over the years, Pittsburgh Plate 
Glass Co. ha provided good service and high quality glass. 

Question II-C: C. Identity of glass products purchased and produced: Does 
the company produce (either from raw materials or by cutting, laminating, or 
other fabricating of plate or sheet glass) any flat glass products that are identical 
with products purchased from P. P. G. or other outside sources? Or does the 
company only purchase flat glass products or items that are different from those 
produced by the company? Does the company purchase identical items from 
two or more sources? 

Answer: Ford does produce flat glass products that are identical with products 
purchased from P. P. G. Except on rare occasions, the company does not pur- 
chase identical items from two or more outside sources. 

Question II-D: D. Policy as to production versus purchase of flat glass: What 
are the policies or factors which determine whether the company will manu- 
facture some, all, or none of its requirements for flat glass, rather than pur- 
chasing such requirements from a glass manufacturer? 

Answer: The policies or factors that determine whether the company will man- 
ufacture some, all, or none of its requirements for flat glass are comparable 
to the policies or factors that determine whether the company will manufacture 
some, all, or none of its requirements for other products utilized in the manu- 
facture of motor vehicles. One of the major considerations would be whether 
the company can manufacture the item profitably. Other considerations include 
the quality of the item purchased, as compared with the quality of the item 
to be manufactured by the company; the adequacy of supplies available for pur- 
chase and the acceptability of their prices; and the opportunity, by manufac- 
turing, to conduct research designed to forward technological developments and 
improve the quality of the items manufactured. Considerations of this nature 
also have their counterpart in influencing a decision not to manufacture all of 
the company’s requirements; i. e., a desire to continue to receive service from a 
good supplier also engaged in research to speed technological developments and 
improvement of the quality of the item purchased. 
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Ill, THE COMPANY AS A _ DISTRIBUTOR OF FLAT GLASS: FACILITIES, METHODS, 
POLICY 


Question III-A 1 and 2: A. Explain in detail the company’s operations in the 
distribution of flat glass to auto dealers for replacement installations. Please 
cover at least the following points: 

1. As to glass purchased from PPG (or others, if any), please state the 
prices paid by your company for such glass, in terms of percentage discount 
from the glass manufacturer’s list prices. 

2. Please show the chain of distribution from factory to consumer, e. g., 
from a PPG (or your own) glass factory to a regional parts depot of your 
company, to a franchised auto dealer, to the dealer’s customer's automobile. 
Show when and how title changes, price paid by purchaser at each transfer, 
and profit realized by seller at each transfer. 

Answer. Attached exhibit III-A 1 and 2 is a chart indicating the chain of 
distribution from our glass plants and from those of Pittsburgh Plate Glass Co. 
to a Ford regional parts depot, thence to an authorized Ford Motor Co. dealer, 
and thence to the dealer’s customer. Indicated on the exhibit are the prices 
paid by the purchaser at each transfer of title, in terms of a percentage discount 
from the glass manufacturer’s list prices. These list prices are, of course, only 
suggested prices, and we do not know the actual prices that the dealers charge 
their wholesale and retail customers, nor the profits that may be realized by the 
dealers, if any, at the time of these hypothetical transactions. Actual profits, 
if any, that might be realized by any party in the chain of distribution would, 
of course, depend upon the costs incurred. 

Question III-A-38 (a): 3. Explain the effects, if any, upon the company’s costs, 
practices with regard to production, purchases, distribution, and sales volume of 
flat glass for replacement purposes of: (@) The consent judgment in The Flat 
Glass case (U. S. A. v. Libbey-Owens-Ford Glass Company, et al., U. S. D. C., 
W. D., Ohio, civil action No. 5239, 1948). 

Answer. Ford Motor Co. was not a party to the proceedings referred to in the 
question. As a customer of one or more of the parties to the proceeding, it is 
conceivable that the consent judgment may have had some effect upon Ford 
Motor Co., but it is impossible for us to speculate as to what effect, if any, 
the judgment may have had during the past 10 years. We are not aware of any 
measurable effects of the consent judgment upon Ford Motor Co. 

Question III-A-3 (b): (b) The consent order in the matter of Pittsburgh 
Plate Glass Co., Federal Trade Commission Docket No. 6699, 1957. (This sub- 
section for Ford only.) Has an effect of this consent order been to cause Ford 
to use a greater amount of Ford-produced glass for distribution to dealers for 
replacement purposes, and more glass purchased from PPG for original installa- 
tion? 

Answer. The consent order of 1957 had no effect upon Ford Motor Co. The 
topic with which it dealt was moot, as far as Ford Motor Co. was concerned, 
for in late 1955 Pittsburgh Plate Glass Co. raised its prices to Ford for glass 
purchased for replacement purposes to the level later specified in the 1957 con- 
sent order. 

After Pittsburgh Plate Glass Co. raised its prices to Ford Motor Co. in 1955, 
which, of course, raised the cost to Ford of glass purchased for replacement pur- 
poses, our company did seek to minimize the effect of this increase in cost by 
attempting to use a greater amount of Ford-produced glass for distribution to 
dealers for replacement purposes, and more glass purchased from Pittsburgh for 
original installation, but changing demand for the various items was such that 
we did not actually increase the percentages of Ford-produced glass for replace- 
ment purposes. 

Question II1I-B-1: B. Independent auto-glass dealers from all parts of the 
country, in hearings before the subcommittee on July 30 and 31, 1958, complained 
of the July 1, 1958, price reductions by Chevrolet and Cadillac divisions of GMC 
in the sale of replacement auto glass to their franchised new-car dealers. In 
this connection, please answer the following questions in your statement : 

1. Have the Chevrolet and Cadillac price reductions had any noticeable 
effect on your company’s volume of sales of replacement auto glass? Any 
other effect on your company? 
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Answer. The price reductions to which reference is made are comparatively 
recent and have had no noticeable effect on Ford Motor Co., in its volume of sales 
of replacement auto glass, or otherwise. 

Question I1I-B-2: 

2. Does your company make a profit in the business of selling replacement 
auto glass to its franchised auto dealers? Or is this business carried on 
without profit to the company, only as a service (a) to dealers; (b) to auto 
owners ? 

Answer. Yes; the company does make a profit. 

Question III-B-3: 

3. Does the company encourage its dealers to get into and make a profit 
from the business of replacing damaged auto glass? Do you urge your 
dealers to purchase replacement auto glass from the company, or is it of 
little or no concern to you whether they purchase replacement glass from you 
or elsewhere? 

Answer. Yes; the company does encourage its dealers to get into, and make a 
profit from, the business of replacing damaged auto glass, and the company does 
encourage its dealers to purchase replacement auto glass from the company. 

Question ITI—-b-4: 

4. Do you anticipate that your company will follow the lead of Chevrolet 
and Cadillac in reducing replacement-glass prices to dealers? What policy 
factors will motivate such a decision? 

Answer. As is the case, generally, Ford Motor Co. carefully observes all actions 
taken by its major competitors in raising or lowering prices of parts and equip- 
ment for their motor vehicles, and attempts to evaluate the effects, if any, 
upon the company’s competitive position. We are, of course, interested in main- 
taining and improving the competitive positions of our company and our dealers 
in the business of replacing parts and equipment for motor vehicles, and this is 
the principal policy factor affecting our decisions. The matter of replacement- 
glass prices is under consideration, but no decision has been reached with 
respect to it. 

Question III-B-5: 

5. Does your company expect that eventually the wholesale distribution 
of auto glass for replacement purposes may be handled predominantly or 
exclusively by automobile manufacturers, and the retailing and installation 
of replacement auto glass predominantly or exclusively by auto dealers? 
If so, does the company believe that this trend would be consistent with the 
public interest in the most efficient and economical distribution of replace- 
ment auto glass? In other words, would the company subscribe to the theory 
that the specialized function historically performed, in auto glass distribu- 
tion, by independent jobbers and dealers, is obsolete in today’s market, and 
that the ultimate consumer will benefit by having this function assumed 
by the automobile manufacturers and their franchised dealers? 

Answer. Any predictions we might make concerning the eventual wholesale 
and retail distribution pattern for replacement auto glass would be sheer specu- 
lation. We might point out, however, that we feel that it is fallacious to attempt 
to generalize on the subject. We believe that there is now, and probably always 
will be, a place in the replacement glass business for efficient, independent 
jobbers and dealers who perform valuable services that cannot be as efficiently 
performed by others. The value of such services will vary, however, from area 
to area and from situation to situation. <A metropolitan area car dealer, for 
example, may be able to staff and maintain efficiently a glass-replacement depart- 
ment, whereas a small-town car dealer may not. The value of the services 
performed by independent jobbers and dealers may also vary with technological 
developments and improvements in the glass and automotive industries. For 
example, the use of curved windshields and back lights has rendered unneces- 
sary, with respect to such parts, the services performed by glass jobbers and 
dealers in the field of glass cutting. 

We further believe that the owner of an automobile produced by Ford Motor 
Co. benefits by the convenience and efficiency of having parts and equipment for 
the automobile replaced with genuine Ford parts installed by a Ford dealer in 
all instances except those where the Ford dealer is not equipped to render 
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the service, and the service may be rendered more efficiently by others. 





We at 
Ford and our dealers have been and are competing with others for the auto- 
motive replacement-glass business, with particular reference to Ford-produced 
vehicles, and we fully intend to continue our competitive efforts to increase our 
share of this business and to assist our dealers to increase their share. 


Exurisit I-A.—Ford Motor Co. glass usage for original equipment 


{In thousands] 














1950 1952 1954 1956 1958 (6 
months) 
Windshields (laminated plate): ! | 
ee a ee ame 1, 187 778 1, 391 1, 355 482 
Mercury SE bee bik eickehiteins apisains 334 195 257 247 64 
Lincoln and Continental-_--_---...----- 35 32 36 49 | 15 
NE: ptnepinteG abn ditiinnceenes ; ’ 4 19 23 
ee ee hE ees ae . 
Track..... saa eon : Sisk 334 229 292 287 112 
ae 1, 890 1, 234 1, 980 1,957 | 703 
Back lights (tempered plate): ! 
NE ee ek ae oe. 1, 142 | 753 1, 350 1, 302 | 465 
Mercury cae ee ‘ 325 189 250 | 240 51 
Lincoln and Continental -- ae 34 31 34 | 45 4 
Teunaerord.............- eiseacs ‘ ee SS | 3 15 17 
RE a eee ee ee eee ’ psubibshaieeel Wacean coed ideas save | 7 
NIE ire san iaWichimbecermsinns ae ‘ 8 | 3 
nie eee Sst 1, 501 97; 1, 637 1,610 | 547 
Side windows (laminated sheet): 2 ; 
Ser i : 14, 064 11, 853 18, 184 20, 756 6, 239 
MEMOUET iL ceekne aa eee 3, 958 2, 972 3, 360 3, 783 | 829 
Lincoln and Continental___---------- 415 | 487 470 750 | 194 
Thunderbird -_ _-.--- ae a si Oe aden crete 53 291 | 298 
Rs ciate see cane iat eRe as . S caerslieahs | 92 
|. of ES ce eo eee ts 2, 542 2, 765 3, 382 1, 006 
tL 20, 979 17, 528 24, 832 28, 962 | 8, 658 
1 Expressed in terms of units. 
2 Expressed in terms of square feet. 
Exurisit I-B.—Ford Motor Co. sales of replacement glass * 
{In thousands] 
| 1950 1952 1954 | 1956 | 1958 
| | | (6 months) 
ate a neta ale alll ecticacitat pre aliaiisiacaaeaias 
Windshields (laminated plate): | 
oy SES: ae 122 156 148 | 171 | 36 
er Se lee caeeamentnnans aan 2 | 4 | 4 
— a ES secon cence: — ee 
Total units__...........- TR ate 122 156 150 175 | 40 
TORS GOUSS VOIIG. 6s. scconssiccuncen $998 | $2, 204 | $3, 640 $7, 261 $1, 732 
Back lights (tempered plate): 
Mord division wnits... .. .c<.--<-.--2<.<s 6 15 16 | 14 | 5 
M-E-L division units. mead 2 1 | E des * 
Total units- ’ 6 17 17 | 15 | 5 
Total dollar value- - ---- ts $37 $166 $242 $230 | $102 
Side windows (laminated sheet): | | | 
Ford division (square feet i 836 1,117 1, 150 1, 169 | 262 
M-E-L division (square feet 21 27 15 12 | 3 
Total square feet - _- 857 1, 244 1, 165 1,181 | 265 
Total dollar value_- -- $1,013 $1, 570 $1, 564 $1, 296 | $294 


1 Excludes sales of certain early model and extremely low-volume parts for which sales records are incom- 


plete or not available 
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Exurisrr Il—-A—1.—Ford Motor Co. glass plant facilities 


Melting capacity 
(daily tons)! 


Plants Location os actos Fabrication 
Plate Sheet 
Nashville Nashville, Tenn 350 | 120 | Windshields, back lights, and side 
windows, 
Dearborn Dearborn, Mich 100 a .| Windshields and side windows. 
Twin Cities_- St. Paul, Minn_--- ‘ Not in operation. (Did not fabricate 


| when in operation.) 
| 


1 Furnace manufacturer’s rated capacity. 


EXHIBIT II—A—2.— Percent of total requirements manufactured by Ford 
Motor Co. 


[Percent] 


1950 | 1952 1954 | 1956 1958 (6 


months) 
Original equipment | 
Windshields (laminated plate) ee 69 46 50 50 | 73 
Backlites (tempered plate) : ; ; b 50 
Side windows (laminated sheet). 98 | 97 98 97 | 98 
Replacement installations: | 
Windshields (laminated plate) ---- ‘ wat 100 | 97 | 90 | 86 | 83 
Backlites (tempered plate) ‘ ae | ne 35 
Side windows (laminated sheet) - siskdeeadiel 100 100 | 100 100 | 100 


Note.—Ford produces a portion of the flat sheet glass required for lamination of side window parts. 
The table below shows percentages of these requirements which were manufactured by Ford Motor Co. 


Percent 
1950 , ‘ ae ; aie ae aaa 30 
1952 jie ales ‘ . ota . aid bin 3 : Pema samia 37 
1954 ‘ eee ‘ aaa : ah ch i es al ea A eo ci ca 7 


1956 ; oe shitine nahipledeact itn itty oe Seo tastner abana te decnteiaried 30 


1958 (6 months) 











300 INDEPENDENT FLAT GLASS DEALERS 


Exhibit IIIAl & 


FORD MOTOR COMPANY 
SALES OF AUTOMOTIVE REPLACEWENT GLASS 


Typical Discounts from Suggested Retail List Prices at Various Stages 
of Distribviion 


| Ford Motor Company | | Pittsburgh Plate 
| Glass Plant Glass Company Typical Discount 
—a Curved Flat 
4 Title| Passes 
reer [ folaipesiih 
i i sandesincc aha apiceredliat beans ice Ni 
Ford Motor Company 71% 74% 


Parts $ Depot 


Title| Passes 


rc eel cneeeneneennnetenen 


Ford Dealer | 45% due 


Title) Passes 





Ford Dealer 
Wholesale 25% < 
Customer a/ 


Title’ Passes 


a ! Senate 
Individual 
Ford Owner O% O% 
a/ Other make dealer, independent garage, or fleet account - 25% 


suggested discount from suggested retail list price. 


Senator Lone. I hope you might be in position to give us the high- 
lights of the position of Ford Motor Co. 

I would rather you would state it. 

Mr. Durry. Mr. Chairman, entirely in consonance with your de- 
sires in this matter, we are prepared to make a very brief statement 
and not repeat what we have already submitted to you. 

Mr. Chairman, my name is Irving A. Duffy, and I am vice president 
of body group of the Ford Motor Co. 

I am appearing before the subcommittee in response to your invita- 
tion, extended in your letter to Mr. Henry Ford II, president of our 
company. 

One of my responsibilities is to supervise the manufacturing opera- 
tions of the glass division of our company. The glass produced by 
this division is used in the manufacture of our new vehicles and is sold 
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to our dealers for resale as replacement glass for Ford cars, trucks, 
and for the Thunderbird, Mercury, Edsel, Lincoln, and Continental 


cars. 
We do not produce glass for the trade. We do not produce or 
purchase or distribute glass for automotive vehicles not of our own 


manufacture. 

In this summary, however, I would like to stress these points: First 
of all, the subcommittee asked questions dealing with such matters as 
whether our company seeks to make a profit in the business of selling 
replacement auto glass and whether our company encourages its des ul 
ers to make a profit in their sale and installation of glass. I should 
like to make it very clear that we do seek to make a profit, and that we 
do seek to assist our dealers to make a profit in this business. 

Secondly, I would like to stress the fact that while we, like a glass 
distributor, jobber or dealer, are influenced and motivated by the 
profit motive, we at Ford, as the manufacturer of the motor vehicle 
itself, consider that we, also, and in that same area, have a compelling 
obligation on our part to assure the availability to our dealers and to 
their customers of quality service parts at reasonably competitive 
prices. 

As set forth in our written statement, Ford Motor Co. is engaged 
in the highly competitive business of designing, manufacturing, and 
selling motor vehicles. We design and manufacture, and we purchase 
to our specifications, all of the components that go into the vehicles 
of our manufacture. 

When we sell a vehicle to a dealer and the dealer sells it to the 
customer, we do not, and we cannot, and we have not, considered 
that this is the end of the transaction. Our goodwill, the dealer’s 
goodwill, and the retention of the owner as a prospect for the fu- 
ture purchase of a Ford product depends in large part on the owner’s 
ability to secure prompt and satisfactory service for the vehicle 
from the man who sells it to him and warrants its performance. 
Hence, as I have said, we consider it a compelling obligation on our 
part to assure the availability to our dealers and customers of qual- 
itv service parts at reasonable, competitive prices. We are sure that 
our dealers also feel such an obligation to their customers, and I can 
say that our intention is, as I stated above, that, in fulfilling these 
obligations, both our dealers and ourselves will find this service busi- 
ness to be profitable. 

Service to customers and the replacement of parts and equipment 
for our products is a business in which we and all of our dealers have 
a tremendous stake. As we point out in our written statement, we 
firmly believe that an owner of a vehicle produced by Ford Motor Co. 


: expects to have, and benefits from the convenience and efficiency of 
’ having, parts and equipment for it replaced with genuine Ford parts, 
installed by a Ford dealer in all cases. The only exception is the 
} rare instance where the Ford dealer is not equipped to render the 
service and the service may be rendered more efficiently by others. 


I might pause at this point to interpose the comment that tech- 
nological developments and improvements in both the glass and auto- 
motive industries, principally the advent of the curved and the com- 
pound curved windshield and back lights, have changed materially 
the character of the services performed by independent glass job- 
bers and dealers. 
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As indicated in our statement, we, at Ford, and our dealers, have 
been and are competing with others for the replacement-glass busi- 
ness for Ford- mien vehicles, and we intend to continue our ef- 
forts to increase our share of this business and do everything we 
legitimately can do to assist our dealers to increase this share. 

There has been testimony which tends to indicate that this activity 
on the part of the manufacturer of the motor vehicle, this policy, this 
attitude on his part, the fact that we encourage our dealers to stock 
and replace glass in our vehicles as they replace carburetors, spark- 
plugs, and anything else, is something new. I would just like to say 
for the benefit of the committee that Ford has been engaged in that 
activity since we produced our first cars, and, insofar as glass is con- 
cerned, since we started producing our glass in the middle and early 
twenties. 

Now, thirdly, one of the committee’s questions deals with the recent 
actions of certain divisions of the General Motors Corp. in reducing 
flat-glass prices to its dealers. We have reached no decision con- 
cerning what action, if any similar action is indicated, that the Ford 
Motor Co. will take. 

I have pointed out in my statement, however, that we are interested 
in maintaining and improving the competitive position of the Ford 
Motor Co, and the competitive position of Ford dealers in the business 
of replacing parts and equipment for motor vehicles, and any action 
that we may take, I can assure you, will be in accord with this objec- 
tive and will be within the legal rights and privileges in a very highly 
competitive business. 

The fourth topic I wish to discuss, Mr. Chairman, deals with the 
question that Mr. Watts asked yesterday during the testimony by 
representatives of the Pittsburgh Plate Glass Co. 

Mr. Watts referred to the Federal Trade Commission proceedings 
against the Pittsburgh Plate Glass Co. that culminated in the consent 
order in 1957. In our written statement we have pointed out that this 
consent order in 1957 was moot as far as the Ford Motor Co. was 
concerned, for in late 1955 the Pittsburgh Plate Glass Co. raised its 
srices to Ford for glass purchased for replacement purposes to the 
evel later specified in 1957 order, namely, the same prices charged by 
Pittsburgh Plate Glass Co. to its distributors. 

Senator Lone. I have asked General Motors to make available to 
us the difference between glass purchased for original equipment and 
glass purchased for replacement. Would your company be willing to 
make that information available on the same basis as General Motors? 

Mr. Durry. Well, I don’t—may I say this: The difference in price 
of glass purchased for original equipment and price of glass for re- 
placement purposes could only have significance during a very limited 
period of time, when the cars are being produced and glass is being 
produced for current production of cars, because, with respect to 
past model service glass, where the car no longer is in production, 
there is no basis of comparison. 

Now, as you know, Senator, the individual component prices and 
costs of components for our car have been in the past, and we hope 
will continue to be, treated as confidential. As a matter of fact, indi- 


vidual component prices for items such as windshields have competi- 
tive significance. The knowledge of them would place significant, 
competitive advantage in the hands of our competitors. 
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Now, if I knew that what the Senator had in mind was the general 
level of prices, that would be one thing, because, as a matter of fact, 
when you deal with replacement glass, at every point in its production, 
you are dealing with an entirely different set of costs than you are 
when you are producing it for current production of cars. 

Senator Lone. Well, there is a problem here that we are entitled to 
know something about, as a congressional committee looking into 
this subject matter. Apparently, the Federal Trade Commission has 
passed upon it and thinks this discrimination is all right. Perhaps 
they are entirely right about it; I am not saying that they are not. But 
there is a discrimination in pricing a product, an identical product, 
depending upon the purpose for which it is used, and I do think that 
a committee of Congress looking into the subject matter is entitled to 
know what the difference is. 

General Motors says that they would be perfectly willing to let us 
have that information on a confidential basis. 

Mr. Dorry. Of course, I do not recall ne the point at which 
this matter was brought up this morning. I do know that General 
Motors had furnished to the committee certain information this morn- 
ing with respect to the costs of glass for original equipment for their 
Fisher body division, of course, which includes all of the glass for 
all of their cars. 

Senator Lone. Let me just make this point clear: General Motors 
has told us, through their witness here, that they have no objections 
to our knowing what the differences of the glass are. 

Mr. Durry. What differences are you speaking about, Senator? 

Senator Lone. Sir? 

Mr. Durry. The differences in what specifically because I just don’t 
understand. 

Senator Lone. In the price of glass for original equipment to you 
and the price of glass when sold as replacement parts. 

Mr. Durry. Isee. You are talking about glass we buy ? 

Senator Lona. Yes. 

Mr. Fricke. Senator, may I make this remark, and that is that, with 
reference to the effect of revealing this information, it is my under- 
standing that General Motors Corp., through its Fisher body divi- 
sion, buys all of its windshields for all of its car divisions for original 
installation. 

Ford Motor Co., on the other hand, buys it by separate car divi- 
sions, in which event the information would be helpful to General 
Motors, whereas the information that General Motors has agreed to 
furnish cannot be helpful to Ford; and that is why we w ould respect- 
fully request the Chair not to ask us to furnish this information which 
we consider to be highly confidential. 

Mr. Warts. Mr. Chairman, may I comment on this? 

Senator Lone. Yes, sir. 

Mr. Warts. I am not sure this is what the chairman is thinking 
about, but I would like to tell you what I am thinking about. 

Mr. Durry. Right. 

Mr. Warts. At the time the FTC order was entered, it was moot, you 
told us today, because Pittsburgh some months previously had raised 
ae ga to you on replacement glass to the level required by the 
order. 


Mr. Durry. Right. 
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Mr. Warrs. On the other hand, sir, I imagine that increase in price 
was eflectuated after the FTC had instituted the proceedings that led 
to the consent order, so that there may or may not have been a rela- 
tionship, but I suspect there was a relationship between the price 
increase and the FTC proceeding. 

Mr. Durry. Well, you are anticipating the very things I was going 
to say here, if I may proceed with this portion of it. 

Mr. Warts. May I proceed just a minute ? 

Mr. Durry. Certainly. 

Mr. Warrs. Assuming that, because of the FTC proceeding, before 
or after the consent order. Ford was faced with higher costs for the 
glass it had to buy for replacement purposes, I just wonder whether 
Ford, as an important customer of Pittsburgh o ate Glass, would not 
say, “Is it not logical that we try to compensate for these higher prices 
some place, and maybe we can do it by some adjustment on the glass we 
buy for original installation.” 

Or another way that Ford could adjust it—that General Motors 
could not—is by simply saying “Well, we are going to, from here on 
out, in view of this consent order, we are going to buy less replace- 
ment glass from you, Pittsburgh, and more original installation glass, 
whereas we will make more replacement glass with our own production 
capacity. 

[ would be interested to hear your comments on this reasoning and 
also your thoughts as to how relevant it is to our present inquiry. I 
think it may be rather relevant. 

Mr. Durry. If counsel would permit, after listening to the testi- 
mony yesterday, I decided to address myself to that point, and that is 
why I said to you, you anticipate. 

Now, realistically, we assume that the increase in price to Ford in 
1955 was motivated by actual or threatened proceedings by the Fed- 
eral Trade Commission at that time. 

My recollection is that, Mr. Watts, when referring to this price in- 
crease for replacement glass, asked representatives of the Pittsburgh 
Plate Glass Co. whether the prices of Pittsburgh to Ford for glass for 
original installation was decreased at this time to compensate for the 
rise in prices for glass for replacement purposes. 

That is our point here. 

Mr. Warts. I am sorry I was not more patient, Mr. Duffy. 

Mr. Durry. Because IT anticipated this question, so that there can be 
no possibility of misunderstanding on your part, Mr. Chairman, I 
would like to make it very clear that, at the time Pittsburgh Plate 
Glass Co raised its prices to Ford for glass purchased for replace- 
ment purposes, it did not change its pricing practices in the sale of 
glass for original equipment to Ford. 

Let me just point out one other thing to you. 

Senator Lona. In other words, this resulted in a price increase with- 
out a corresponding price decrease. Is that your reba q 

Mr. Durry. Yes. I went to indicate to you, as T did in our original 
statement, that we attempted at that time to produce more of the re- 
placement glass ourselves. With the advent of and the increase in 
the popularity of, for instance, tinted glass for the larger windshield 
and the larger glass area, which we do not make, we procured more of 
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that portion of our replacement glass generally demanded by our 
dealers, which was for tinted class. We had to buy that outside. 

But let me make one other point. 

The charts that you had before you indicate that the significance 

Senator Lona. When was Pittsburgh required to raise their price 
to you for replacement glass ? 

Mr. Durry. It occurred in 1957, but the price was raised in the fall 
of 1955; in fact, you see—— 

Mr. Warts. In 1955? 

Mr. Durry. Yes; in the fall of 1955. 

Senator Lone. Now, you said the consent decree took effect in 1957, 
but the price was raised in 1955 ? 

Mr. Durry. Yes,sir. And the price was raised to the level required 
by the decree, and that is the same price which Pittsburgh charges 
their distributors. 

Senator Lone. Why would that be, that the price rise would be 2 
years before the consent decree ? 

Mr. Durry. Because I think that is the time the action began before 
the Federal Trade Commission and as I just said a moment ago, 
realistically we have to assume that that price was based upon the 
fact that the Federal Trade Commission action had been commenced. 

Senator Lone. When did Ford start producing glass? 

Mr. Durry. We started producing glass in 1923. 

We have been in the glass business and we produced by far most of 
our replacement glass. 

That is the point I would like to make. 

Senator Lone. Let me ask you this: Had you been producing your 
replacement glass prior to 1955 ? 

Mr. Durry. Oh, yes; as a matter of fact, in the years 1950, 1951, we 
produced all of our replacement glass. In 1952, out of 1! 56,000 wind- 
shields, for instance, Ford produc ed 152,000. In—— 

Senator Lone. Could you give us some idea of what percentage of 
your replacement glass you are producing now / 

Mr. Durry. Yes. We are producing today about 83 percent of our 
replacement glass. We produce that ourselves. Excuse me just one 
moment. 

Mr. Warrs. How does that percentage compare with pre-1955 ? 

Mr. Durry. What is that ? 

Mr. Warrs. How does that percentage compare with pre-1955 ? 

Mr. Durry. It is down from that time, but mostly for technological 
reasons. Asa matter of fact, 1 explained to you a moment ago, we 
do not produce tinted glass. 

Now, the type of tinted glass that we use in our vehicles is different 
from that which may be used by seme others, because the center of 
the sandwich, the nylon in some, could be colored and that could make 
the tint. In our case the tint is in the glass itself, and therefore 
it must go into the tank; that is, the glass melting tank. 

Once you put that in, you cannot “chi ange, because you have to 
drain the tank and start all over again. That involves a month to 
a month and a half, where you could not use the productive capacity 
of your tank. 

So we do not produce tinted glass today. We did produce some of 
the tinted, drawn glass in our St. Paul plant. Our St. Paul plant is 
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now closed because it was an integral part of our assembly plant, and 
that plant is being rehabilitated and expanded. 

Therefore, tinted replacement glass, which is required by our deal- 
ers for distribution, I mean for installation, and which is purchased 
from us, we must buy. 

Senator Lone. It causes me to wonder if the Government was as 
smart as it thought it was in that consent decree when they ordered 
Pittsburgh Plate Glass to raise their price to you for replacement 
purposes. If the same windshield costs a higher price for replace- 
ment than if you are using it for original equipment, any logical busi- 
nessman would say, “Well, I will use the purchased windshield for the 
original equipment and use my own manufacturing establishment to 
provide for the replacement part, which would cost more.” 

Mr. Durry. Yes, but may I point out that the amount we buy from 
Pittsburgh for replacement is insignificant in the total? 

Senator Lone. That is the case today ? 

Mr. Durry. Yes. I will read you the figures. 

Senator Lone. Has it always been ? 

Mr. Durry. Oh, yes. As a matter of fact, as I said before, in 1950 
and 1951 we did all of our replacement-glass business because it was 
laminated glass. 

Today, with the technological changes that have taken place, and, 
with a large number of different models, for instance, in one car line, 
you may have 3 or 4 different curved windshields requiring different 
sets of molding fixtures. 

Now you cannot make those windshields for replacement by taking 
pieces of glass and cutting them out. 

If Pittsburgh Plate Glass is producing one of those windshields, the 
place to buy the replacement glass is from Pittsburgh, because we can- 
not afford, for service, to make special fixtures and expect to be com- 
petitive in the market place. So, we buy them from Pittsburgh. 

Senator Lona. It is really mainly because of the tinting problem ? 

Mr. Durry. Not only tinting but the form, and the fact that, as in- 
dicated in the exhibits, we do not produce all of our glass. 

We buy some flat glass outside and we buy curved glass outside. 
We control the engineering, the form, the design, but we do buy some 
because our facilities are not adequate to take care of all of our re- 
quirements. 

As I tried to point out a moment ago in this regard, with respect to 
the decree and I would like to be able to make the point, the quantity 
of service parts, the quantity of replacement glass which we buy from 
Pittsburgh, of the total which we sell, issmall. The significance of the 
order had little effect, not the kind of effect that you might think if 
we were buying all of our replacement glass from Pittsburgh Plate 
Glass Co. I will give you one figure. For instance, in 1957, out of a 
total of 126,000 windshields that we sold for replacement, 115,000 
were of our own manufacture and only 11,000 were purchased from 
Pittsburgh. 

In 1955, which was a bigger year in total, out of 181,000 windshields 
which were our sales for replacements, we manufactured 156,000. 

Senator Lone. Yes. 

Mr. Warts. The last was 1954, Mr. Duffy? 

Mr. Durry. What is that? 


ease Sa 








Oe 





| 


INDEPENDENT FLAT GLASS DEALERS 307 


Mr. Warts. That last figure of 181,000 was in 1954? 

Mr. Durry. No, 1955. 

Mr. Watts. 1955? 

Mr. Durry. 1955; yes, sir. In 1956, out of 175,000, we produced 
151,000. 

In 1957, out of 126,000 we produced 115,000. Our replacement 
glass that we sell, whether we manufacture or buy, has been in a down 
trend since 1954. 

Mr. Warts. This is a total ofall divisions? 

Mr. Durry. Oh, yes; I am talking for all divisions here. 

(The following letter and enclosure were subsequently reecived from 
Mr. Duffy :) 

Forp Motor Co., 
Dearborn, Mich., October 23, 1958. 
Hon. RUSSELL B. Lone, 
Chairman, Monopoly Subcommittee of the Select Committee on Small 
Business, Senate Office Building, Washington, D. C. 

DEAR SENATOR LONG: In accordance with the request that you made during 
the course of my testimony on October 10, 1958, I am enclosing herewith two 
charts that portray graphically the data that I discussed during my testimony. 

The first chart illustrates Ford Motor Co.’s original equipment installation of 
windshields during each of the years 1949-57, and the first half of 1958, and 
portrays the relative quantities produced by Ford, by Pittsburgh Plate Glass 
Co., and by Ford from glass manufactured in foreign countries. The second 
chart illustrates Ford Motor Co.’s sales of replacement windshields during each 
of the years 1950-57, and the first half of 1958, as compared with the estimated 
potential for sales of replacement windshields for only those automobiles pro- 
duced by Ford Motor Co. 

You will note that the numbers of windshields sold for replacement purposes 
are measured in terms of thousands of units, whereas the numbers of wind- 
shields used for original equipment installation are measured in millions of 
units. 

It would be appreciated if you would please insert both charts in the record 
of the hearings. 

Very truly yours, 
Irvine A. DUFFY. 
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FORD MOTOR COMPANY ORIGINAL 
EQUIPMENT INSTALLATION 
— WINDSHIELD —— 





(Based on Total Passenger Car & Truck Production) 


Vehicles and/or LA it 
indshields Se Pittsburgh 
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1958 
6 mos.) 
Flat W/S Curved W/S —_____. Wraparound W/S ____ 
(2 Piece) (1 Plece) (1 Piece) 


(A) 
FORD MOTOR COMPANY REPLACEMENT SALES POTENTIAL vs. ACTUAL 
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(A) Potential based on replacement sales of 5.4 of total Ford Motor Company Vehicle population on the road each year. 
(Based on July 1 Registration figures. ) 
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Mr. Durry. Now the final point I wish to make, Mr. Chairman, deals 
with small business and small-business men. A number of glass jobbers 
and dealers have appeared before you to present their individual views 
with respect to their automotive replacement-glass business. 

Mr. Chairman, we do not accept the premise that these small-busi- 
ness men are better qualified, or have a better right, to replace glass in 
Ford-produced automobiles than another group of indepe «dent, small- 
business men in whom we have a great deal of interest, and that is the 
Ford, Mercury, Edsel, and Lincoln dealers of Americ: 

We believe it to be in the public interest that these independent 
small-business men remain both efficient and profitable, and we feel 
that we should do all that we properly and legitimately can to encour- 
age and assist them to compete effectively with other small-business 
men in every phase of their business, not only glass but all other. 

Senator Lone. Let me ask you this question : Do you think that 
Ford, Lincoln, Edsel, Mercury dealers have a better right to install 
that glass than the For rd Motor Co. itself? 

Mr. Durry. Of course, the Ford Motor Co. itself does not install 
any glass at all for replacement purposes. 

Senator Lona. There is no law that says you cannot do it ? 

Mr. Durry. Oh, no; there is law that says we cannot. 

Senator Lone. That is the question I wanted to ask. It is hypo- 
thetical, I know, but I wanted to know your reaction. 

Mr. Durry. We are businessmen. We do not distribute our prod- 
ucts ourselves through company stores. Our whole business struc- 
ture is based upon the proposition that independent businessmen who 
make investments in facilities, in equipment, and in their businesses, 
in town after town, are our outlets for our products. We are thor- 
oughly devoted to that proposition, and have been consistently. 

Senator Lona. Yes. 

Mr. Durry. So, there is no question about it. 

Senator Lone. How many manufacturers do you compete with 
today, Mr. Duffy? 

Mr. Durry. In automobiles? 

Senator Lone. Yes. I have in mind passenger automobiles. 

Mr. Durry. Yes; we are competing with General Motors, with 
Chrysler, with American Motors, we are competing with Studebaker- 
Packard, we are competing, of course, in this country, with a whole 
host of foreign manufacturers, a whole host of them. 

Senator Lone. Well, that only gives you four American competitors 
in the passenger-car line, does it not, four? How many did you 
compete with in 1947 ? 

Mr. Durry. Before the merger of some companies there were, I 
think, two more. I forget the date of the mergers—Willys and 
Kaiser. 

Senator Lone. Three have gone out ? 

Mr. Durry. Kaiser, Willys. Yes, sir. 

Senator Lone. And Packard has merged and then disappeared, has it 
not? Packard is out of the picture now; isn’t it ? 

Mr. Durry. No; Packard and Studebaker, I see by the papers, are 
introducing a small car into competition. 

Senator Lone. Dothey still call it Packard ? 
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Mr. Durry. I don’t know. I am sorry; I just cannot answer that. 
I am in the manufacturing end of our Siasiniess and not in the mer- 
chandising and distribution end of it. 

Senator Lona. They are not about to give you much competition if 
you don’t know whether there is still a Packard being produced. If 
there is, they are not giving you much competition. But all I had 
in mind was that there have been 3 producers that have dropped 
out of the field since 1946, and now there are 4, of which your com- 
pany and General Motors are the s* 2. Of course, you have a first 
class competitor in General Motors; I don’t think anybody is going 
to say they are not able to compete very effectively. 

You have no idea yourself of going into the business of direct selling 
of automobiles, I take it ? 

Mr. Durry. I am sure we do not. There has been no discussion 
of it as far as I know, and nothought. Our tradition has been, as it is 
now, that we are thoroughly devoted to the proposition of selling our 
vehicles and mar keting them through the dealer organization. 

Senator Lone. Do you have any idea or can you give any estimate 
as to the percentage of replacement glass in Ford automobiles that is 
installed by shops other than Ford dealers? 

Mr. Durry. It just so happens, Senator, that I have some infor- 
mation. 

We use, as the basis for the potential, what we have learned to be 
the actuarial expectation of replacement, based on population of cars 
on the road, which, I believe, is that 314 percent of the car population 
will require replacement some time during a given year. I can take 
any years you wish, beginning in 1950. For instance, in the year 
1957 ‘the application of that pomemnen to our car population, which, 
in turn, is based on the July 1, 1958, registration figures, would have 
produced a potential of 542 000 replacement windshields. Now, actu- 
ally we do not know how much of that potential was realized, but we 
do know that we sold during that period 126,000 windshields. 

Let me make another point 

Senator Lone. You would have to relate that to the number of 
those automobiles that were Fords, or Ford-produced, in order to 
see what the figures are. 

Mr. Durry. We are talking of the expectation with respect to Ford 
automobiles. 

Senator Lone. So you—— 

Mr. Durry. We would have expected, based on the insurance com- 
pany’s actuarial calculations or actuarial factors, and based upon the 
population of Ford cars in this country, that 542,000 windshields 
would have been required to be replaced in the year 1957. 

Senator Lone. Out of which your company sold about 126,000? 

Mr. Durry. We sold during that year 126,000, including 115,000 
which we produced and the 11,000 ‘which we bought from Pitts- 
burgh. 

Senator Lone. Do your Ford dealers obtain windshields for Ford 
automobiles from Pittsburgh Plate Glass or Libbey-Owens-Ford ? 

Mr. Durry. Well, Iam sure—— 

Senator Lone. Or other fabricators ? 

Mr. Durry. All I can say on that is we have no way of knowing. 

Of course, if the Ford dealer replaced some of those which he did 
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not buy from us, I cannot say where he purchased them. But, as I 
understand, it raries city by city, place by place. I am sure some of 
them may have purchased. them from Pittsbur gh stores, but I am 
also sure that some of them purchased from jobbers and some prob- 
ably from distributors. I do not know, and we have no way of 
knowing where those replacement windshields came from that were 
called for by actuarial determination. 

I would also like to point out, Senator, that, in the last 2 years, the 
vercentage, or the ratio, I should say, of our sales to potential has 
Soe dropping. For instance, out of the 475,000 potential in the 
year 1955, we sold to our dealers 181,000 replacement windshields. 

In the year 1956, out of 511,000 we sold only 175,000. 

In the year 1957, with our population increasing every year, as 
I mentioned a moment ago, with a potential of 542,000, based on those 
actuarial figures, 126,000 were sold by us. 

In the year 1958, we have sold, through the first 6 months, only 
40,000 replacement windshields. 

Senator Lone. Here is the question I was trying to get some impres- 
sion on. This does not fall directly in line with your responsibilities, 
but it is very relevant to the st: itement that you made here. 

If I understand the general line of your statement, your position 
is, “We have a lot of fellows who are small-business men themselves 
and they are large in number; they are our dealers.” 

Mr. Durry. Yes, sir. 

Senator Lona. “And we are out to do business and get all the busi- 
ness we can, and we are competing in the business, and they are 
competing, and we hope to help them get business.” 

Mr. Durry. Yes. 

Senator Lone. What I had in mind was that their business, poten- 
tially, is putting glass in Ford automobiles, where the window has 
been cracked or damaged. I am curious to know whether you have 
any impression as to what percentage is being done by Ford dealers 
and what percentage is being done by independents? 

Mr. Durry. I can only say that it is a portion of the difference 
between the 542,000 potential and the 126,000 that we sold to Ford 
dealers. They either purchased the remaining glass from sources 
other than us, or the replacement was done by independents. 

Senator Lona. Yes. 

Mr. Durry. And in any potential 

Senator Lone. You do not know what their figure is ? 

Mr. Durry. No, sir. 

Senator Lone. And you do not feel you can be helpful about that? 

Mr. Durry. I cannot be helpful about that ; no. 

Senator Lone. That is what I wanted to know. I have no further 
questions. 

Mr. Warts. Are you through, Mr. Duffy ? 

Mr. Durry. Yes: I have finished. 

Mr. Warts. I have nothing further. 

Senator Lone. Thank you very much, Mr. Duffy. 

Mr. Durry. Thank you. 

Senator Lone. Could you provide us information on that chart 
from which you are reading? That was not in your statement, and 
it is very helpful. 
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Mr. Durry. If I may mail it to you, sir. 

Senator Lone. Thank you, sir. Next we will call Mr. Otto G, 
Schwenk, president of the American-St. Gobain Corp. 

We are pleased to welcome you here today, Mr. Schwenk. Would 
you care to identify your associates / 


STATEMENT OF OTTO G. SCHWENK, PRESIDENT OF THE AMERICAN. 
ST. GOBAIN CORP., PITTSBURGH, PA.; ACCOMPANIED BY H. EAST- 
MAN HACKNEY AND PAUL J. WINSCHEL, COUNSEL 


Mr. Scuwenx. Lam very pleased to, Senator. 

I am accompanied by Mr. H. E. Hackney and Paul J. Winschel, 
counsel. 

Senator Lone. I have had an opportunity to study your statement, 
Do you think you could summarize your statement, sir 4 

Mr. Scuwenk. I believe so. 

Senator Lone. The statement will be printed in the record at this 
point, and you can speak to that. 

Mr. Scuwenk. Thank you. 

(The prepared statement of Mr. Schwenk reads as follows :) 


STATEMENT OF Otto G. SCHWENK, PRESIDENT, AMERICAN-ST. GOBAIN CorpP., 
PITTSBURGH, PA. 


ORGANIZATION 


American-St. Gobain Corp., a Delaware corporation, is the corporation which 
resulted from the merger of American Window Glass Co., Pittsburgh, Pa., and 
Blue Ridge Glass Corp., of Kingsport, Tenn. The merger became effective on 
May 26, 1958, following the approval of the shareholders of the American 
Window Glass Co. at the annual meeting on April 22, 1958, and the approval of 
the shareholders of Blue Ridge Glass Corp. at a meeting on May 21, 1958. 

American Window Glass Co., incorporated in 1899, was a publicly owned 
Pennsylvania corporation with approximately 2,100 shareholders. 

Blue Ridge Glass Corp., a New York corporation, was a 100 percent owned 
subsidiary of Societe Anonyme des Manufactures des Glaces et Produits Chi- 
miques de Saint-Gobain, Chauny & Cirey (generally referred to as Saint-Gobain) 
of Paris, France. 

Attached to this statement, marked “Exhibits I and II,” are copies of the pres- 
ident’s letter and the proxy statement mailed to the shareholders of the American 
Window Glass Co. in connection with the merger vote. 

American Window Glass Co. and Blue Ridge were parties to the consent final 
judgment in the so-called Flat Glass case of October 30, 1948. Certain provisions 
of the final judgment would have prohibited the merger and thus prevented the 
accomplishment of the objective of the merger—the creation of a new independ- 
ent completely integrated producer of plate glass, sheet glass, rolled and wired 
glass, and laminated and tempered safety glass. In addition, in the opinion of 
the company’s financial adviser, the existence of injunctive restrictions would 
jeopardize the financing necessary for the construction of the plate glass facility; 
also, existing restrictions would probably preclude Saint-Gobain’s obtaining 
necessary clearance from the French Government to make the foreign (United 
States) investment contemplated by the merger memorandum of understanding. 
Therefore, the parties sought the consent of the Antitrust Division of the Depart- 
ment of Justice to an order dismissing American and Blue Ridge from the 
consent final judgment, which consent was obtained after an investigation extend- 
ing over a 15-month period. On February 21, 1958, the court entered the desired 
order dismissing both companies from the final judgment. 


OWNERSHIP 


American-St. Gobain Corp. has approximately 2,100 shareholders. It has only 
one shareholder owning 10 percent or more of its voting stock: Societe Anonyme 
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des Manufactures des Glaces et Produits Chimiques de Saint-Gobain, Chauny 
& Cirey, of Paris, France. 
CAPITALIZATION 
The capitalization of American-St. Gobain Corp. consists of : 
Long-term debt: 


RE TOTO oi icicicaninisaknnn Sica agian amma paneaaine $3, 000, 000 
NN I aha tsteck ss seca apt aheesgneen setateneenee cinemas wenden 1, 000, 000 
Equity capital outstanding : Shares 
Five percent preferred stock ($20 par) ..0c6 31 sce ct hte coed 163, 425 
Commink etek (S706 pat ooh oii eee 591, 537 


All mortgage bonds, assumed by the company in connection with the merger, 
had been issued to the Mutual Life Insurance Company of New York for cash 
by the American Window Glass Co. 

The bank note, also assumed by the company in connection with the merger, 
had been issued to the First National Bank of the City of New York for cash by 
the Blue Ridge Glass Corp. 

The preferred stock of the company is the stock into which the preferred stock 
of the American Window Glass Co., outstanding at the time of the merger, was 
converted by the merger. The principal investors in the preferred stock on 
August 15, 1958, were: 


Shares 
O'Neill & Co. (nominee for National Research & Securities Corp., man- 
Geers Or Bevarar mavemtinent triste) 2.5 a a 16, 000 
Pte Sn Te NEN Sots bet eo Se ea Sakata tite entbale 3, 523 
We eee ne he Gn 8k Ss aa eee eee ku 3, 475 


No other investor owned more than 2 percent of the preferred stock. 

The outstanding common stock of the company is the stock into which the 
common stocks of the three constituent companies, outstanding at the time of 
the merger, were converted by the merger. Such common stock was issued: 100 
shares to the shareholders of American-St. Gobain; 176,900 shares to the share- 
holders of Blue Ridge; and 414,537 shares to the shareholders of American Win- 
dow Glass Co. 

The principal holders of the company’s common stock on August 15, 1958, were: 


Shares 
oc: Maen Tee, DONO oi a cece beecinbln nian eegebil add 237, 000 
YENI, CUPRA OE Oe a ek eo aid cae ease 17, 093 
messachwsette Protective Association. 11.1 c cok es eben 12, 500 
Pen Beevele £are LeUTanes 00... 0. scbuintinn di ced eh cena 2, 500 


No other investor owned more than 2 percent of the common stock. 


PRODUCTS 


The company operates 2 manufacturing divisions and 1 wholly owned 
subsidary : 

The American Window Glass division produces a full line of clear flat 
sheet glass (window glass) in thicknesses ranging from 3% 99 inch to one- 
fourth inch in 3 plants located in Arnold and Jeannette, Pa., and Okmulgee, 
Okla. The company estimates that its plants represent approximately 18 
percent of the productive capacity of the domestic window glass industry. 
The division also produces a glare-reducing neutral gray glass used in glazing 
and for television implosion plates. 

The Blue Ridge glass division produces rolled patterned glass, both plain 
and wired, in a variety of patterns and polished wire glass in a factory at 
Kingsport, Tenn. 

Some of its products are further processed by surface treating (sand 
blasting or acid etching), by tempering, by enameling and tempering, and by 
tempering and coating with an aluminum grid. In addition, this di ision 
manufactures some rolled, heat-resisting glass and photosensitive gl:iss for 
the Corning Glass Works. 

Glass Products, Inc., a wholly owned subsidiary of the company, located 
at Ellwood City, Pa., processes some of the glass produced by the window 
glass division into flat laminated safety glass. This subsidiary also manu- 
factures flat laminated safety plate glass from plate glass purchased from 
plate-glass producers. 

30140—59 21 
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In addition to these facilities, the company plans to build a modern plate- 
glass factory to produce plate glass for the American market, when the neces- 
sary financing can be arranged. It expects this facility to have a capacity of 
40 million square feet of plate glass per year, or about 6 percent of the Ameri- 
can market. 

OBJECTIVES 


American-St. Gobain Corp. was conceived and organized to create in this 
country a third major full-line producer of flat-glass products. The company 
believes that the market for plate glass is continuing to grow and that its pros- 
pects for further growth are favorable, particularly in high quality plate glass 
of the type the company will produce. It believes that its initial production 
capacity will be needed to fill the growth in demand for high quality plate glass 
which will exist by the time its new plate-glass plant is completed. 

The position of the predecessor American Window Glass Co. in the flat-glass 
industry had been unstable and erratic and it had not been able to earn a reason- 
able return on its investment. By supplementing its existing position with the 
projected addition of plate glass and by becoming a full-line supplier of flat- 
glass products, the company believes it will add stability to its position in the 
window-glass market and thus permit it to consistently earn a reasonable return 
on its investment which will permit it to grow. 

The company now competes with the Pittsburgh Plate Glass Co., Libbey- 
Owens-Ford Glass Co., Fourco Glass Co. and Blackford Window Glass Co. in 
the sale of its window glass. It competes with the Mississippi Glass Co., Ser- 
geant Wire Glass Corp., Pennsylvania Wire Glass Co., and Southwestern Sheet 
Glass Co. in the sale of its rolled and wired glass products. It expects to 
compete with the Pittsburgh Plate Glass Co. and Libbey-Owens-Ford Glass Co. 
in the sale of its plate-glass products. 

The financing of the proposed plate-glass producing factory is a tremendous 
undertaking involving capital expenditures of over $40 million. The company 
does not believe that it will be necessary for it to enter the original equipment 
automotive market for plate glass in order to prosper and grow. It believes, 
however, that after it has established itself as a plate glass producer, it might 
later become a supplier to the automotive industry, but this would necessitate 
very substantial additional expenditures for bending and tempering facilities. 
This is a possible future development because its safety glass subsidiary, Glass 
Products, Inc., has in the past been a supplier of original equipment automotive 
glass to the independent automobile producers; and, presently, is a supplier to 
certain truck and bus manufacturers. It has lost its position in the automobile 
market. The addition of plate glass could permit it to recapture the origina) 
equipment automotive business it has lost. 


DISTRIBUTION FACILITIES 


The company sells its window glass and laminated safety glass through its 
own field sales organization located in 14 sales offices throughout the country. 
It has no warehouses or company-owned and operated distribution centers, and 
has no plans for acquiring such distributive outlets. Window glass is sold in 
carload quantities and shipments are made by rail or truck directly from the 
company’s factories to the purchaser. Laminated safety glass shipments are 
made directly from the factory to the company’s customers. 

The Blue Ridge Glass Corp., since its inception, has sold its rolled and wired 
glass to the distribution trade through an exclusive sales agency agreement 
with the Libbey-Owens-Ford Glass Co. This agreement is still in effect. 


CUSTOMERS 


The company sold its window and laminated safety glass to the following 
classes of customers in 1957: 


Percent 

total 
IT RIR eco tee BU awh oaieesinal hd awn in Saniethumeere 54. 4 
Sa a NICL NNT HEC aa i cael e he eh Lalande 4.3 
en ME OMIT ROUROIG a... isc ini aid i mise hte a amemine 18.3 
Ine 0 008 0 a gino ebieid id eee 18. 4 
5. Automobile manufacturers -_-_---------------_-- ge cecal cet SS ta 1.5 
Cee ARNT MINES NOONE. oa ks ss a bee oceans 3.1 
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1. Glass jobbers 


The glass jobbing industry consists of companies which vary widely in size 
and nature, and which engage in a complex variety of activities. 

Some independent jobbers confine their activities almost exclusively to box 
distribution. They purchase glass from the manufacturer in large quantities, 
take it into their warehouses where they stock a substantial number of types, 
strengths, and sizes of flat glass and resell smaller distributors, local glazing 
contractors, hardware stores, and small manufacturing companies which in- 
corporate glass into their products or which process glass. These same inde- 
pendent jobbers may also function in a brokering capacity, purchasing glass 
in carload quantities and consigning the shipment to one of their customers. 
In these cases, the jobbers’ customers normally obtain their odd sizes, rush 
orders, and “shorts” from the independent jobbers’ inventory. 

Some independent jobbers are equipped to offer a variety of services, such 
as silvering, grinding, cutting, etc., and many carry other lines of products 
such as sash and doors, metal, mirrors, plastics, ete. In some cases, the inde- 
pendent jobber operates a substantial manufacturing operation for silvering, 
tempering, metal fabrication, ete. 


2. Sash and door jobbers 


Sash and door jobbers are primarily building supply jobbers. This market 
for flat glass is composed of those suppliers who purchase unglazed wood and 
metal windows and doors and glaze them before sale to building contractors. 
Some sash and door jobbers also engage in box distribution of glass. 


3. Sash and door manufacturers 

In this market, flat glass is incorporated in the manufactured product. 
4. Processors 

This category includes mirror manufacturers; temperers who process glass 
for such uses as stoves, doors, television implosion plates, telephone booths, etc. ; 
producers of microscope slides, photographic plates, ete. ; lighting fixture manu- 
facturers; those who grind jalousies, counter dividers, etc. In all cases, the 
processed glass becomes a distinct product or is incorporated into a manufac- 
tured product. 


5. Automobile manufacturers 


The company sells some of its flat laminated safety glass directly to bus and 
truck manufacturers. 


6. Exlusive safety glass jobbers 


This class of jobbers handles only safety glass, reselling to glass dealers and 
replacement glass shops. Individual jobbers may or may not engage in the 
installation of replacement automotive glass. 


PRICING OF FLAT GLASS PRODUCTS 


The pricing practices of the manufacturers are somewhat diverse. 


Window glass 


With respect to window glass, pricing practices of the manufacturers vary 
somewhat between the quotation of net prices, and list prices less published 
discounts. 

The company’s price schedules, attached as exhibit III, are the published 
prices of its window glass products. These prices apply to all types and classes 
of customers. There are no functional or quantity discounts. 

The prices of all of the company’s window glass are quoted as net prices, 
except for three thicknesses: single strength, double strength, and picture glass. 
The prices of these three products are quoted as a chain discount to be applied 
to a list price dated October 26, 1950. 

While the company’s discounts have varied since 1950, the list price is not 
to be interpreted as the price to be paid by any purchaser. It is merely an 
accepted method of establishing a price differential between the various size 
brackets. The discounts, which are the same for all brackets for the same 
strength and quality are applied to the list price to arrive at the net price at 
which the company sells these window glass products. 

The company sells these products in carload quantities, f. 0. b. the factory, 
absorbing any difference in the cost of freight between the shipping factory 
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and the nearest competing factory. The company charges all customers alike 
for its net price products and applies the same chain of discounts to the October 
26, 1950, list prices for all products so priced to all customers. 


Safety glass 

Safety glass sales are in two categories: (1), pattern glass where the glass is 
cut to shape and edged to conform to a user’s specifications, and (2), block glass 
where the glass is furnished in square or rectangular sizes without edgework. 

Pattern glass, which constitutes approximately 50 percent of our sales of 
laminated safety glass, is sold on the basis of bid prices. These prices, which 
are established on the basis of actual or computed manufacturing costs and 
adding a reasonable markup, are bid in competition with other suppliers. 

Block glass is sold from a published net price schedule, attached as exhibit IV. 
These net prices apply to all customers and are varied only to meet local com- 
petition. There are no functional or quantity discounts. 


MANUFACTURING COMPETITION 
Window glass 

The domestic manufacturer competitors of the company’s windew glass divi- 
sion are: 

1. Libbey-Owens-Ford Glass Co. 
2. Pittsburgh Plate Glass Co. 

3. Fourco Glass Co. 

4. Blackford Window Glass Co. 

The window glass division also competes with foreign munufacturers in 
Belgium, England, France, Germany, Italy, Japan, Spain, Czechoslovakia, ete. 
These foreign manufacturers are represented in the United States by import 
agencies or agents who solicit business from the company’s customers. All of 
the domestic manufacturers and all of the import agencies and agents are com- 
petitors of the company for the business of all of its classes of customers. 

The principal competition in the glass-jobber. and sash-and-door-jobber dis- 
tribution field is with the Libbey-Owens Ford Glass Co. and the Fourco Glass 
Co. as well as the foreign manufacturers. 

The principal competition for the company in the sash-and-door manufacturers 
and processors categories is with the Pittsburgh Plate Glass Co. and the Fourco 
Glass Co. as well as the foreign manufacturers. 

Independent flat-glass jobbers have developed individual supplier loyalties over 
the years. Most major jobbers have as their primary source for plate glass and 
window glass products the Libbey-Owens-Ford Glass Co. To a majority of these 
jobbers the company serves as a secondary source of supply for window glass and 
either enjoys some regular portion of their business or serves as an additional 
source of supply during periods of shortage. 

Some large flat-glass jobbers who do not buy their plate glass from the Libbey- 
Owens-Ford Glass Co. purchase their domestic window glass products primarily 
from the American window glass division and buy their plate glass from Pitts- 
burgh Plate Glass Co. or from foreign suppliers. Some independent jobbers pur- 
chase‘a large part of their window-glass requirements from foreign suppliers and 
turn to domestic suppliers for a secondary source of supply for certain quality 
requirements or for quick delivery. 

Because of quality characteristics and long-established mutually satisfactory 
relationships, the company enjoys a substantial portion of the demand for win- 
dow-glass products in a variety of processing industries, such as the mirror- 
manufacturing industry, the microscope-slide industry, and the lighting-fixture 
industry. With many firms within these industries, the company is the primary 
source of window glass, while with other firms it enjoys the position of a sec- 
ondary source. Here, too, the requirements for plate and the sources of supply 
for plate often dictate the position the company can attain as a supplier of 
window glass. 

Thus, the company serves as a secondary source for distributors whose plate- 
glass requirements are satisfied by the Libbey-Owens-Ford Glass Co. and in some 
cases as a primary source for distributors whose plate-glass requirements are 
satisfied by Pittsburgh Plate Glass Co., as well as a secondary source for dis- 
tributors whose plate and window glass requirements are filled primarily by 
foreign manufacturers. 
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Safety glass 

As previously indicated, the company’s safety glass business is no longer a 
significant factor in its activities. The principal present customers of the com- 
pany are bus and truck manufacturers and a few exclusive safety-glass jobbers 
and some of its flat-glass distributors who also engage in the distribution of 
safety glass. 

At one time the company did compete with the Pittsburgh Plate Glass Co. and 
the Libbey-Owens-Ford Glass Co. for a portion of the flat safety glass require- 
ments of the independent automobile manufacturers. It succeeded in capturing 
a portion of that business significant to it; at the same time, the automobile 
manufacurers purchased their plate-glass requirements from Pittsburgh Plate 
Glass Co. and Libbey-Owens-Ford Glass Co. With the introduction of curved 
windshields and back windows, even though these customers continued to have 
the same requirements for the flat safety glass which the company had been 
supplying, the company lost its flat safety glass position. 

Although the company does not make or sell bent plate glass windshields or bent 
automobile back windows, it did purchase and redistribute these items in the 
replacement market until February 1, 1957, when the practice was discontinued 
because it represented a loss activity. Changes in policies, terms, and freight- 
absorption provisions of manufacturers of bent and curved automobile glass 
parts since February 1, 1957, make it uneconomical for the company to continue 
to furnish these products. Therefore, the distributor purchasers of the com- 
pany’s safety glass are dependent upon the manufacturers of automotive plate 
glass for their requirements of replacement safety plate glass. 


PITTSBURGH PLATE GLASS CO.’S DUAL DISTRIBUTION SYSTEM 


To the extent that the Pittsburgh Plate Glass Co.’s network of company- 
owned warehouses and satellite stores and service centers represent a captive 
market for Pittsburgh Plate Glass Co., they represent a competitive problem to 
the company. Whenever a Pittsburgh Plate Glass Co. warehouse secures a 
job in competition with an independent flat-glass jobber for glazing contracts 
or competes in the general distribution business, the market for the company’s 
product is restricted. Similarly, when a Pittsburgh Plate Glass Co. store or 
service center competes with the customer of an independent flat-glass jobber, 
the company’s market is further restricted. 

It is difficult for the company to estimate to what extent the Pittsburgh Plate 
Glass Co. network of warehouses, satellite stores, and service centers aggravate 
the competition resulting from the distribution system of Libbey-Owens-Ford. 
Due to the fact that both manufacturers make available to the trade a full line 
of products, while the company can only supply up to now window glass, the 
company is evidently in a much weaker position which it can only remedy when 
it has a fully integrated line of products. 

American-St. Gobain does not engage in dual distribution at any level. It 
does not make sales direct to any class of customer in competition with its 
customers. There have been cases, however, where—because of the growth, 
development, and expansion of a secondary customer of one of the company’s 
jobber-distributors—the company has taken on a new customer as a factory 
buyer who previously, because of his smaller size and sporadic buying practices, 
had been a customer of its distributor. The company does not consider this as 
competition with its customers. Nor does it consider that it competes with its 
jobber when one of its other classes of customers, for reasons of his own, pur- 
chases a portion of his requirements from that jobber. 


GENERAL MOTORS AS A DISTRIBUTOR OF REPLACEMENT AUTOMOBILE GLASS 


Since approximately 50 percent of the company’s safety-glass business is done 
through independent safety-glass jobbers and through independent flat-glass 
jobbers, any action on the part of automobile manufacturers in the sale of re- 
placement glass to automobile dealers which would affect the customers of the 
company’s jobbers would naturally affect the company’s business. Since the 
company does not have the opportunity to sell its products to the automobile 
manufacturers, its market is reduced when the automobile dealers replace the 
independent automobile glass replacement shops. 
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IMPORTANCE OR NONIMPORTANCE OF THE INDEPENDENT GLASS JOBBERS AND DEALERS 
TO THE COMPANY 


The position of the company in this respect is made clear by a statement of 
policy by its president in an address before the annual convention of the Flat 
Glass Jobbers Association in Chicago, Ill., on June 25, 1958. A copy of that 
statement is attached as exhibit V. The principal present and contemplated 
market for the company is the independent flat glass jobber. The continued 
existence and well-being of the company is directly related to the continued 
existence and well-being of the independent flat-glass jobber and his dealer 
customers.* 

Mr. Scuwenk. In the statement which I have furnished to the com- 
mittee, I discuss the recent merger whereunder our present company 
was formed, and I have pointed out that, with the consent of the 
Department of Justice and the court, our company has been dismissed 
from the consent judgment so that we could be free to proceed with 
the objective of the merger, namely, the creation of a new, completely 
integrated producer of plate glass, sheet glass, rolled and wired glass, 
laminated and tempered safety glass. 

Our company presently operates 2 manufacturing divisions and 
1 wholly owned subsidiary. The American Window Glass division 
produces a full line of clear, flat-sheet glass called window glass. The 
Blue Ridge division produces rolled patterned glass, both plain and 
wired, in a variety of patterns, and a small subsidiary called Glass 
Products, Inc., located in Pennsylvania, processes some of the glass 
produced by the window -glass division into flat laminated safety glass. 

In addition, we plan to build a modern plate-glass factory to pro- 
duce plate glass for the American market when the necessary financ- 
ing can be arranged. We expect this facility to have a capacity of 
40 million square feet of plate glass per year, or what we think is about 
6 percent of the American mar ket. 

The financing of this plate-glass facility is a tremendous undertak- 
ing for our company, involving a capital expenditure of over $40 mil- 
lion. That may be related, Senator, to the present net worth of our 
company, which is slightly under $14 million. 

Senator Lone. Fourteen million ? 

Mr. Scuwenk. Yes. I might say that perhaps we are not as fearful 
as some other witnesses who ‘appeared here yesterday about the pros- 
pect of going into the glass business and we may be motivated by some 
of the zeal that Mr. Harding showed yesterday. 

Senator Lone. Well, might L ask this question, which you are privi- 
leged not to answer if you ‘don’ t want to. I would rather you declined 
to answer it rather than to be less than forthright with me about it. 

Do you have any kind of assurance that you are going to have a 
market for your product from people who presently consume it, when 
you get through investing that $40 million 

Mr. Scuwenk. We do not have any assurances, Senator, but we be- 
lieve that by the time this plate-glass facility will have been « ome 
the demand for that type of glass will be sufficient to justify a place in 
the market for our company. 

As to our distribution facilities, we discuss these at some length in 
the statement that we presented. 


1The exhibits to Mr. Schwenk’s statement will be found in appendix XIII, p. 398. 
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We sell our window glass and laminated safety glass through our 
own field sales organization located in 14 sales offices throughout the 
country. We have no warehouses, no company-owned and -operated 
distribution centers, and we have no plans for acquiring such distribu- 
tive outlets. 

Our pricing practices are set forth in our statement, and I feel no 
need to discuss them at this point, unless you have some questions. 

In the sheet-glass field we compete with Pittsburgh, Libbey-Owens, 
Fourco, and Blackford, as well as with foreign window -glass manu- 
facturers. On this subject I would like to quote from our statement 
on pages 12 and 13, briefly. 

Independent flat-glass jobbers have developed individual supplier 
loyalties over the years. Most major jobbers have as their primary 
source for plate- glass and window-glass products the Libbey-Owens- 
Ford Glass Co. Toa majority of these jobbers, the company serves as 
a secondary source of supply for window glass and either enjoys some 
regular portion of their business or serves as an additional source of 
supply during periods of shortage. 

Some large , flat glass ene who do not buy their plate glass from 
the Libbey- -Owens-Ford Glass Co. purchase their domestic window- 
glass products primarily from the American Window Glass division 
and buy their plate glass from Pittsburgh Plate Glass Co., or from 
foreign suppliers. 

Some independent jobbers purchase a large part of their window- 
glass requirements from foreign suppliers, and turn to domestic sup- 
pliers for a secondary source “of supply for certain quality require- 
ments or for quick delivery. 

Because of quality characteristics and long-established mutually 
satisfactory relationships, our company enjoys a substantial portion 
of the demand for window-glass products in a variety of processing 
industries, such as the mirror manufacturing industry, the microscope 
slide industry and the lighting fixture industry. With many firms 
within these industries, the company is the primary source of window 
glass, while with other firms it enjoys the position of a secondary 
source. Here too, the requirements for plate and the sources of 
supply for plate often dictate the position the company can attain as 
a supplier of window glass. 

Thus, the company serves as a secondary source for distributors 
whose plate-g glass requirements are satisfied by the Libbey-Owens- 
Ford Glass Co. and in some cases as a primary source for distributors 
whose plate-glass requirements are satisfied by Pittsburgh Plate Glass 
Co., as well as a secondary source for distributors whose plate- and 
window-glass requirements are filled primarily by foreign manufac- 
turers. 

As to safety glass, I should say, as previously indicated, the com- 
pany’s safety- glass business is no longer a significant factor in its 
activities. The principal present customers of the company are bus 
and truck manufacturers and a few exclusive safety-glass jobbers, 
and some of its flat-glass distributors who also engage in the distribu- 
tion of safety glass. 

Although the company does not make or sell bent-plate-glass wind- 
shields or bent. automobile back windows, it did purchase | and redis- 
tribute these items in the replacement market until February 1, 1957, 
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when the practice was discontinued because it represented a loss 
activity. 

Changes in policies, terms and freight-absorption provisions of 
manufacturers of bent and curved automobile glass parts since Feb- 
ruary 1, 1957, make it uneconomical for the company to continue to 
furnish these pr oducts. 

Therefore, the distributor purchasers of the company’s safety glass 
are dependent upon the manufacturers of automotive plate glass for 
their requirements of replacement safety plate glass. 

You have asked for our views with respect to Pittsburgh Plate 
Glass Co.’s dual distribution system. Here again I can do no better 
than to quote from our statement on pages 14 and 15 


To the extent that the Pittsburgh Plate Glass Co.’s 
Senator Lone. Let me ask you this question and see if it is correct. 
You say in your statement here: 





Changes in policies, terms, and freight-absorption provisions of manufacturers 
of bent and curved automobile glass parts since February 1, 1957, make it un- 
economical for the company to continue to furnish these products. 

Do I understand that you no longer manufacture curved and bent 
automotive plate glass because it is not profitable to produce it ? 

Mr. Scowenk. Mr. Senator, we never manufactured curved or bent- 
plate-glass windshields. We manufactured flat-sheet safety glass, 
which we sold to certain of our distr ibutors, and certain safety “ol: ass 
jobbers, and, as an accommodation to those customers of ours, we 
purchased from the Pittsburgh Plate Glass Co., curved windshields 
and back windows, and merely resold them, included them in a ship- 
ment from our factory to our customers. 

Senator Lona. Is that the sort of product that you expect to produce 
in the future with this $40 million plant ? 

Mr. Scuwenk. Well, perhaps I will answer that question a little 
later for you. 

Senator Lone. I would like to get that straight, because you say 
that you are going to build a $40 million plant. 

Mr. ScHwenk. Yes, sir. 

Senator Lona. And, if I understand you, the new plant is to produce 
this type of product. You have confidence that you will be able to 
produce at a profit, and, yet, you say in the two preceding paragraphs 
that you tried that buisness and lost out before. That is what I 
wanted to get straight. 

Mr. Scuwenx. We did not try it, sir. The financing of a plate- 
glass plant itself—— 

Senator Lone. What you mean is that previously you handled this 
product for another manufacturer ? 

Mr. Scuwenk. That is right. 

Senator Lone. And that, because of the way he changed his way of 
doing business, it was no longer profitable for you to handle it 

Mr. Scuwenk. That is right. 

Senator Lone. But you think that you could make a success pro- 
ducing it and selling it yourself, I take it ? 

Mr. Scuwenk. I did not say that, yet. 

The financing of the proposed plate-glass plant, just to manufac- 
ture plate glass is going to require an investment of $40 million. When 
we have that facility, we will be in the position to furnish plate glass. 
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If we were to further process some of that plate glass into bent wind- 
shield or automotive parts, it would require a further substantial in- 
vestment over and above the $40 million. 

We are trying to digest first a $40 million bite, and perhaps later, 
because of our prior position in the automotive safety glass market, 
we may develop into a source for bent and curved plate glass parts. 

Senator Lone. I see. In other words, at this time you would be 
satisfied to be a sucessful producer of flat plate glass 4 

Mr. Scuwenk. Yes, sir. To the extent that the Pittsburgh Plate 
Glass Co.’s network of company-owned warehouses and _ satellite 
stores and service centers represent a captive market for Pittsburgh 
Plate Glass Co., they represent a competitive problem to our com- 
pany. Whenever a Pittsburgh Plate Glass Co. warehouse secures a 
Job in competition with an independent flat-glass jobber for glazing 
contracts, or competes in the general distribution business, the mar- 
ket for the company’s produce Is restricted. 

Similarly, when a Pittsburgh Plate Glass Co. store or service center 
competes with the customer of an independent flat-glass jobber, our 
company’s market is further restricted. 

It is difficult for us to estimate to what extent the Pittsburgh Plate 
Glass Co. network of warehouses, satellite stores, and service centers 
aggravate the competition which we already have from the distribu- 
tion system of Libbey-Owens-Ford. 

Due to the fact that both manufacturers make available to the trade 
a full line of products, while our company can only supply, up to now, 
window glass, the company is evidently in a much weaker position, and 
we can only hope to strengthen that when we have become a fully 
integrated producer. 

American-St. Gobain does not engage in dual distribution at any 
level. It does not make sales direct to any class of customer in com- 
petition with its customers. ‘There have been cases, however, where— 
because of the growth, development, and expansion of a secondary cus- 
tomer of one of the company’s jobber-distributors, we have taken on a 
new customer as a factory buyer who previously, because of his 
smaller size and sporadic buying habits, had been a customer of its 
distributor. 

The company does not consider this as competition with its cus- 
tomers. Nor does it consider that it competes with its jobber when one 
of its other classes of customers, for reasons of his own, purchases a 
portion of his requirements from our jobber. 

Finally, as to the importance of the independent glass jobber and 
dealer, I made my position clear in an address before the annual 
convention of the Flat Glass Jobbers Association in Chicago in June 
of 1958, and have attached a copy of that address to the statement 
furnished to the committee. 

The principal present and contemplated market for our company 
is the independent flat-glass jobber, the continued existence and suc- 
cess of our company is directly related to the continued existence and 
success of the independent flat-glass jobber and his dealer customers. 

I thank you. 

Senator Lone. Thank you, Mr. Schwenk. I have no more questions 
toask. Perhaps Mr. Watts has some. 

Mr. Warts. Justa very few, sir. 
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Mr. Schwenk, do you, yourself, place any relative importance be- 
tween the jobber and the dealer, to the extent that from a dealer’s point 
of view the downward expansion into retailing of many jobbers’ opera- 
tions may be a problem or a threat? Do you have any sympathies 
in that conifict, or is it completely immaterial to your company ? 

Mr. Scuwenk. Well, our primary market, Mr. Watts, is the jobber, 
and my.understanding of a jobbing industry is that it is a complex 
combination of a great variety of different kinds of activities. 

Jobbers have traditionally performed different functions so that 
whereas in a given individual circumstance one jobber may begin to 
perform a function previously performed by his customer, that same 
condition probably has existed elsewhere in the industry previously. 

I don’t think that we are concerned with that type of integration 
on the part of our customer. 

Mr. Warts. Thank you, sir. 

You may prefer not to answer this question but I think I will ask 
it to see. In the 1945 complaint, and the 1946 amended complaint 
in the Flat Glass case, American Window Glass and Fourco were each 
represented as producing approximately 20 percent of the American 
production of window glass. Would you care to say whether that 
percentage has increased or decreased since then ? 

Mr. Scuwenkx. I don’t know how accurate the 20 percent may have 
been in 1945, Mr. Watts, but we feel that our participation in the 
window-glass industry is approximately 18 percent now, even though 
we have increased our own capacity since then. 

Mr. Warts. In other words, your total production may be up, but, 
percentagewise, it is not up because the market itself has increased ? 

Mr. Scuwenk. No; I am talking about production capacity. 

Mr. Warts. I see. 

Mr. Scuwenk. Estimated capacity of all the producers in the coun- 
try. There are no statistics, Mr. Watts, by which we can measure 
our sales. 

As a matter of fact, we are the only producer who is completely 
exposed to everyone else, since up until this year our figures have been 
published, we are a publicly owned company and our figures of sales 
and earnings have been published in our annual reports and have 
reflected only window-glass operations, where everybody could tell 
what we were doing. 

We know nothing about anyone else. 

Mr. Warts. Fourco, of course, has the same product limitation but 
it is not a publicly owned company; that is the distinction there ? 

Mr. Scuwenk. Yes; that is right. 

Mr. Warts. Is it your surmise, hunch, or best guess that you and 
Fourco are still about equal, or do you think one or the other may be a 
little ahead now? 

Mr. Scuwenk. I believe we have increased our capacity more than 
Fourco has increased theirs. 

Mr. Warts. At the present time, neither one of you, or the both of 
you together, probably make as much window glass as either Libbey- 
Owens or Pittsburgh? 

Mr. Scnwenk. I think probably combined we may make as much 
window glass as Libbey-Owens. 

Mr. Warts. I have no further questions, Mr. Chairman. 
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Senator Lone. Thank you very much, Mr. Schwenk. 

Is Mr. Harding here? Will you resume the witness stand for a 
few questions? 

Mr. Watts wishes to ask you some questions. 

Prior to that I am going to put into the record the statement of 
Franklin Glass Corp., which was made available, or presented to us. 
That witness has been excused from testifying in person. 

(The written statement of Robert Ingouf follows:) 


STATEMENT BY Ropert INGOUF, VICE CHAIRMAN, FRANKLIN GLASS CoRP., 
But er, Pa. 


In answer to request of September 12, 1958, from the Subcommittee on Mo- 
nopoly of the Senate Select Committee on Small Business. 


I. THE COMPANY’S ORGANIZATIONS, PRODUCTS, OWNERSHIP, AND FINANCIAL STRENGTH 


A. Organization 

Franklin Glass Corp. was incorporated on July 19, 1933, under the laws of the 
State of New York. 

The corporation registered in the State of Pennsylvania on July 24, 1933. The 
principal office of the corporation is located in Butler, Pa. 


B. Products 

Franklin Glass Corp. manufactures polished plate glass (clear and colored), 
flat or bent, and opaque plate glass. 

The product which accounts for the greatest volume of sales is clear polished 
plate glass. 

In the consolidated trial brief filed by Franklin Glass Corp. and certain de- 
fendants in November 1946 in the Flat Glass antitrust action before the District 
Court of the United States for the Northern District of Ohio, western division, 
the following statement was made: 


Shipments of plate glass in square feet, broken down in sizes, for the year 1940 
Franklin: 





Up: to 5 saunre: fect: neroent.of the WL... encncnennnncnes 0. 74 
Over 5 square feet up to 25 square feet, percent of the total____---~-. 9.13 
NOt 25: SUSTE TONE, TORCUG OF, SON cece cnn ecemnenaneneeaen 16. 70 

POCONG OL TIO RIN Es cows vs acca sos ch eeesnaninnenadeianiencelmmaeatnad 3. 46 


The consent decree of October 30, 1948, in the above-mentioned Flat Glass case, 
enjoined and restrained the flat-glass manufacturers (art. IV-M) from collect- 
ing, comparing, disseminating, or communicating to any other person engaged in 
the manufacture, sale, or distribution of flat glass in the United States any 
information concerning production, sales, prices, ete. 

Therefore, Franklin has no definite information on its relative percentage of 
production in the United States for the years 1950 and 1957. 

However, it may be assumed, from figures published by the United States 
Government, that the production and sales of Franklin represent less than 2 
percent of the total of similar products in the United States. 


C. Ownership and affiliations 

European manufacturers organized Franklin Glass Corp. in 1933 and pur- 
chased the plant of Standard Plate Glass Corp. of Butler, Pa., which had gone 
into bankruptcy. 

In 1940, Franklin Glass Corp. bought from private interests a small continu- 
ous grinding and polishing line located at Renfrew, Pa. 

The present stockholders of the corporation owning 10 percent or more of the 
voting stock are as follows: 


Glaces et Verres (Belgium). 

Glaceries de St. Roch (Belgium). 

Manufactures de St. Gobain, Chauny et Cirey (France). 
Glaces d’Auvelais (Belgium). 


Franklin Glass has no affiliation with nor control of American companies 
engaged in the manufacture or distribution of flat glass. 
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D. Financial strength 
Net worth:The audit report of the corporation for the year ended December 
31, 1957, shows a net worth of $1,490,678.63. 
Number of employees in 1957 : 197. 
Sales and earnings, year ended December 31, 1957: 
(a) Net sales of all products, $2,203,759.36. 
(b) Earnings from operations (all products) : There was a loss on oper- 
ation for 1957. 
The above figures refer to flat-glass products, which are the only products 
made by the company. 


Il. THE COMPANY’S DISTRIBUTIVE FACILITIES AND METHODS 


A. Distribution facilities: chain of distribution 

Franklin Glass Corp. has no distributive nor merchandising units of its own. 
It sells its products through two independent sales agents. 

It sells only in carload lots, although this varies on occasion to accommodate 
regular customers to meet periodic emergencies. 


B. Customers 

Distributors sell to retail dealers, and in addition many of them are glazing 
contractors or mirror manufacturers. 

Franklin sells plate glass direct to distributors and glaziers and it sells also 
to manufacturers of glass, of mirrors, of furniture, or of other products using 


glass. 
Percent of 
total sales 
in 1957 


Classes of customers to whom Franklin sells flat glass (polished plate) 
directly : 
(a) Independent wholesale distributors and glaziers_._..____________-_ 64. 18 
(b) Manufacturers (glass, mirrors, furniture, etc.) -..._.._____-__~- 35. 82 


C. Pricing of flat-glass products 

When Franklin started in business, it found that plate glass was priced 
according to brackets (viz: area of the individual light of glass). 

This method was well known to all glass jobbers, and Franklin adopted that 
method. 

Franklin found that it had to sell its glass at a slightly lower price than the 
other large manufacturers in order to get substantial business from customers 
who, for many years, had been accustomed to buy a variety of products from 
the other existing manufacturers. 

It was much simpler for Franklin to give a discount off competitors’ price 
lists which were well known to the trade, rather than to try to establish a new 
set of prices or a completely new kind of price list. 

However, in the very large sizes of plate glass, Franklin did not have to 
give important discounts in order to sell its production because Franklin is the 
only manufacturer which has equipment to make the very largest sizes of plate 
glass used in the United States. 

The description, as given in the questionnaire, of the industry pricing practice 
for plate glass is inaccurate. The industry factory pricelist for plate glass is the 
actual price which factory customers pay. 

Franklin’s method is to have a pricelist from which it gives discounts which 
may vary from 10 percent on very small brackets, down to no discount on the 
largest sizes of glass. 


III. EFFECTS ON THE COMPANY OF PPG’S DUAL DISTRIBUTION SYSTEM ; OTHER 
COMPETITIVE FACTORS 


A. Manufacturer competition 


Plate glass as made by Franklin is made also by PPG and LOF in we 
United States, and by several European manufacturers (Belgium, Holland, 
France, Germany, Italy, Spain, United Kingdom) who import their products into 
the United States. 

Generally speaking, the quality of the plate-glass products made by the various 
world manufacturers, is closely comparable. 

Therefore, in general, customers in the United States do not have to depend 
on a limited or particular source of supply in order to obtain the products they 
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need. They are free to purchase what they want, wherever they wish to obtain 
it, and at the best prices which they can secure. 


B. PPG@’s dual distribution system 

1. Franklin does not encounter any special problem of distribution due to the 
existence of PPG’s company-owned merchandising outlets. 

As far as Franklin is concerned PPG’s warehouses are distributors, like any 
other jobber, and have from time to time, called on Franklin for certain products. 

The PPG practice of selling through its own warehouses has no different 
effect on Franklin than the LOF practice of selling to independent jobbers. 
Franklin’s competitive problems are largely due to the nature of part of its 
equipment. 

2. As stated hereabove (see II-A) Franklin sells to jobbers and mirror manu- 
facturers. Generally, it sells only in carload lots, although this varies on occa- 
sion to accommodate regular customers to meet periodic emergencies. 


C. General Motors as a distributor of replacement auto glass 


Franklin does not manufacture glass for automobiles. Therefore it has no 
knowledge of General Motors’ practices. 


D. Importance or unimportance of independent glass jobbers and dealers to your 
company 


Franklin sells a large part of its products to independent glass jobbers. There- 
fore, it is dependent upon the continued existence and well-being of the jobbing 
trade for its own existence and growth. 


#. The Flat Glass case 
The consent decree of the 1948 Flat Glass case has had no bearing on the busi- 


ness practices of Franklin, since those practices were already in conformity with 
the rulings in the ease. 
F. Dominance of PPG and LOF 

The reasons for the dominance in the flat-glass industry of PPG and LOF are 
based on the history of their development. 

Like most other successful American enterprises they started many years ago 
from small beginnings and were able to take advantage of the rapidly increasing 
demand for plate glass, window glass, etc., in all parts of the United States. 

The protection offered by the customs tariff policy of the United States, com- 
bined with the periods of war in Europe (1870, 1914, 1940) which affected 
importation of flat-glass products, were also an additional factor in the develop- 
ment of the American flat-glass industry. 

It is difficult to create new enterprises to compete with existing plants of PPG 
and LOF because new plants would necessitate very heavy investments. It is 
considered that, at the present time, it would require over $40 million to invest 
in a new polished plate-glass factory equipped with 1 tank furnace and 1 line of 
the most modern continuous grinding and polishing equipment. 

Vhe limitations imposed on Franklin by the nature of its equipment and 
facilities have limited the volume of its production and sales of ordinary plate 
glass; but, at the same time, such facilities have enabled Franklin to concentrate 
its activities on the production of plate-glass specialties in which Franklin plays 
an important part in the industry. 


a. Legislative recommendations 


We do not have any recommendations to make on legislative matters relative 
to the flat-giass industry and commerce. The flat-glass consent decree determined 
the prince iple s governing the flat-glass industry and trade. 


STATEMENT OF WAYNE E. HARDING, JR., PRESIDENT, ACME- 
HARDING GLASS, INC., TOPEKA, KANS.—Resumed 


Mr. Warrs. Mr. Harding, we did not talk to you quite as long as I 
had wanted yesterday, sir. I would like, if I might, in a very informal 
way, to discuss with you now your feelings, as a jobber, about the 
nature and extent of this conflict that seems to be appearing between 
jobbers and dealers. 
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Also, I thought you might like to volunteer some comment on the 
testimony this morning about the pricelist in the General Motors situa- 
tion, since you have operations in Kansas City where that pricelist 
came from. 

Let’s take the first one first, if we may. That is what I want to talk 
about. Then you may want to talk about the Kansas City situation. 

First the jobber-dealer conflict. 

_Mr. Harpine. Well, I certainly want to answer this Kansas Cit 
situation as best I know how. In reference to the rest of the jobbers, 
I would like to ask Mr. Layne or, maybe, Mr. Grossman to come up 
with me, because they are probably more familiar with the overall 
thing and might be able to shed some light on that. 

I do know this Kansas City situation, because I operate there. 

Mr. Warts. All right. It is all right with me. They are at your 
elbow. 

Mr. Harprne. All right. 

Mr. Warts. Mr. Harding, what I want to know is whether you, as a 
full-line jobber, agree with the feeling of some of the dealers from 
whom we heard in July that the jobbers themselves pose a threat to 
the dealers comparable to that which the Pittsburgh operation does. 
How important are the independent retail dealers to your own 
business ¢ 

Mr. Harpvrne. Well, Mr. Watts, I stated yesterday with all sin- 
cerity, I think the strength, in fact, I know the strength of our basi- 
ness, as a glass jobber rests on the glass dealers we service. 

It is true we compete with some of them, but we also feel that we are 
in the same boat together, because we are small-business men. We are 
independent businessmen. Actually the thing that probably should 
be clarified is this: This morning I think General Motors’ testimony 
stated that there is some 35 percent spread between what they paid 
Libbey-Owens and what they charged to their automobile dealers, and 
substantiated by the pricelist here—which I could discuss with you 
as far as our costs are concerned—but which was discussed by Mr. 
MaeNichol this morning. 

I believe that would be substantiated in that range. It will vary, but 
let’s take the 35 percent. 

What has hurt, in my estimation, is that this 35 percent—from 
which actually 8 percent has to be taken off, because there is excise tax 
of 8 percent—now has to be split up between glass dealers and glass 
jobbers. That does not give the margin of profit on which to op- 
erate. 

I believe, speaking as a glass jobber, the glass dealers definitely per- 
form a function, and I believe we, as glass jobbers, definitely perform 
a function. 

Your General Motors dealer naturally has General Motors parts. 
If our economy, when this smoke clears up, is without that glass 
dealer you are not going to have a person to service all of the glass re- 
quirements. 

Some of these glass dealers carry pretty good stocks. You are not 
going to have that segment of our economy to service the man who 
does not have the current or the last 3- or 4-year model car. If that 
happens, there would seem to be a tendency at least in my estimation 

for, well, maybe, people to buy new cars all the time because they can- 
not get their glass parts. 
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I doubt if the General Motors dealer would stock parts for 1950 and 
on back in there. Without this glass dealer and certainly without 
us as glass jobbers you are not going to have that segment of our 
economy to service that trade. 

We, as glass jobbers, as I mentioned yesterday, are extremely con- 
cerned about this. 

Mr. Warrs. You are concerned from the point of view of your 
business? Let’s look at it from my point of view as the driver of a 
1954 Ford automobile. 

Mr. Harpina. All right, sir. 

Mr. Warts (continuing). Which I may still be driving a couple of 
years from now. 

Mr. Haroine. I wish you would take that example, because I want 
to use it in a minute. 

Mr. Warts. If I break the windshield on the car, my principal con- 
cern as a consumer is to get a new windshield installed at a price as 
close to what it costs the original manufacturer to make itasI can. I 
realize that, in order to get “the w indshield from the manufacturer to 
me, some middlemen are necessarily involved. But my interest as a 
consumer is, I think, Mr. Harding, to have as few middlemen and as 
few middlemen’s profits in there as the distributive system will 
necessarily permit. 

Mr. Harprine. That is right. 

Mr. Warts. And at this] point, sir, if I followed what you just said, 
you are suggesting that, without the retail glass dealers, by the time 
my car gets to be 6 or 8 years old, why, there might not be anyone 
who would carr y that windshield in stock. On the other hand, is not 
Ford, or General Motors, if it were a General Motors car—isn’t their 
network of warehouses adequate to have that stock ? 

Mr. Harprnc. Probably adequate, but I do not believe they have all 
models—well, I know these charts that were in Geneal Motors re- 
port showed you these models. I feel definitely that, where we con- 
sider that a stock item, the auto dealer may not, I pointed out some 
900 parts that we are carrying now—as a matter of fact, I will give 
you an example: If you were driving a 1941 Chrysler, that takes a 
WW-22. I defy you to goto any C hrysler dealer in the United States 
of America and find a WW-22. 


I also bring up this point: I can name you any number of dis- 


| tributors that have in their stock, and I do, for one, a WW-22. I 


have had it in for 11 years. In fact, I had 6 of them 11 years ago and 
I broke or threw away 5, but I still figure that I have to have 1. You 
cannot go to any ( ‘hry sler dealer in this country and find that WW-22. 

Mr. Ww atts. Yes, sir; but, what I am talking about now is this: It 
has seemed to me in these hearings yesterday “and today, the manu- 
facturers of glass and the manufac turers of automobiles have all 
tended to justify the existence and the economic need, functional need, 
of the jobbers of glass, whereas they have tended to deprecate and 


| belittle, I think, the economic need for the dealers in glass. 


Mr. Harornc. That is right; and that is the thing that concerns us. 
Mr. Warts. Now, the dealers are really what started us in this line 
of inquiry. 
_ Harprine. That is right, and those are the guys I am concerned 
about. 
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Mr. Warts. I would like this record to close with an explanation 
from a pone s point of view, since we have already got the dealer’s 
point of view in great. volume in July, the economic justification for 
these dealers. 

Mr. Harpine. Well, let’s take—this is an extreme 

Mr. Warts. Let me put it this way: Why is it that a national net- 
work of independent glass dealers, of auto replacement shops, is neces- 
sary to put a new windshield in my Ford when it breaks; why should 
not the General Motors or Ford dealers do it ? 

Mr. Harprne. Could I take this extreme example of a ’41 Chrysler 
again ? 

Mr. Warts. Yes, sir; I wish you would. Any one. 

Mr. Harprne. That is an extreme example because they did not 
make many of them with bent windshields, but we will go further 
than we have to. We have spoken of jobbers that. install glass, and 
there are several of usthat do. I admitted to you that I install glass. 
In fact, going back again, we had to install glass to make enough 
money tog grow large enough to become dist ributors. 

But, say, for instance this 1941 windshield of a Chr ysler was broken, 
and that was taken to, well, taken anywhere, to get replaced. In the 
first. place, the Chrysler des ler would not have that part, and I would 
doubt seriously if he could get it except from a distributor. 

It was admitted by the General Motors testimony today that many 
of their dealers, automobile dealers, do not install glass. Assuming 
that you take your car to this automobile dealer, now, how are you 
going to get that 1941 windshield, I mean that 1941 Chrysler wind- 
shield, purchased and installed ¢ 

This automobile dealer will phone the ABC Glass Co., which would 
be a glass dealer, and he would contact the distributor for the 1941 
windshield and take it over and install it for the automobile dealer, 
because his men are specialists in that. 

Most of these auto-glass dealers we are talking about specialize 
primarily in this auto- el: ass field, and that is why I felt that a distri- 
bution setup incorporating the glass distributor and the glass dealer 
will get the windshield there—or serve this function in competition 
with this integrated form of distribution, and do it as well as the 
integrated form of distribution. 

Now, you mentioned two things I want to bring up here. No. 1 is 
this testimony—I mean, the prese ntation that has been made by the 
automobile manufacturers—and I was extremely pleased to hear Mr. 
Chase finally bring it back to this focus point that you are trying to 
bring it back to now; we are concerned with this auto-glass dealer. 

We, as distributors, think he does perform a function because of 
the example I gave you. But, for instance, if you were driving this 

car of yours, and you broke a windshield, I would like to ask you 
a question. After 6 weeks of study, you may have a different view- 
point of it, but, before you got into this problem, where would you 
take that windshield to get it replac ‘ed, normally ? 

Mr. Warts. Before I got into this problem, certainly, my inclina- 
tion would have been to take a car with a broken windshield to the 
same place I would take a car with a bent fender, to a body shop or an 
automobile dealer. 





4 
: 


mem a ar 


CS. eee eet os et se EPC 


~ 
Cc) 


e 


S¢ 


a 


Co 
CC 


Pp 


re 


cd 
n¢ 








1 


ze 
rl- 
er 
on 
he 


he 
[r. 

to 
er, 
of 
his 
‘ou 
We 
‘ou 


na- 
the 
an 


INDEPENDENT FLAT GLASS DEALERS 329 


Mr. Harpine. Right, and that brings out this point, at least in my 
estimation: We are here concerned with the conservation of the glass 
dealer; at least I, as a jobber. As mentioned yesterday, I have a lot 
of good friends in this business and I don’t want to see them out of 
it. 

That is why, as a constructive measure, I suggested that we be al- 
lowed, through any legal means that might be, to take the safety- 
glass item and develop some type of fr anchise to where the manu- 
facturer, whether it be Shatterproof or Libbey-Owens or whatever 
it might be, could start on a national level and try to advertise their 
item to the ultimate consumer, and not only where he could buy but 
how he could buy, bringing it down not only to a jobber but to a 
dealer. 

The dealer could have his spread, if he could put it in for the retail 
trade. What we need is a chance to advertise and direct our adver- 
tising and carry it even to a local level to this ultimate consumer, to 
bring him not to the automobile de: iler, where the natural te ndency i is 
to bri ing it to, but to the auto-glass dealer. ‘The only way you could 
do that with any confidence in this system is to have some type of 
ee hise arrangement where the manufacturer, where the distributor 

yw jobber and where the glass dealer has some confidence that this 
selina will bring it down there and he will put this material in. 

Senator Lone. Might I just ask one question along that line? 

Mr. Harprxe. Yes, sir. 

Senator Lona. In the testimony from General Motors today, we 
heard that General Motors made a major reduction in the price of glass 
to their dealers, without any reduction in the costs of the glass to them, 
whatever. 

Mr. Harprna. Yes, sir. 

Senator Lona. The man who was selling it to them did not cut the 
price; they cut theirs. 

Mr. Harpina. Yes, sir. 

Senator Lona. Now, that saving is to be passed on to their dealer 
who, in turn, it is proposed, will provide the public with service 
cheaper. 

Mr. Harpine. Right. 

Senator Lone. And by doing that it is assumed he will displace to a 
greater and greater degree the independent dealer in auto glass? 

Mr. Harpina. Yes, sir. 

Senator Lone. Until now, a man who has a windshield broken, or 
something of that sort, is not going to shop. If he bought a Buick at 
a Buick shop, let’s say, he is not going to shop around to try to save a 
dollar, or 25 cents or 30 cents on a windshield. But, an insurance 
company will, if they have a substantial amount of glass breakage to 
consider. Therefore, the fact that this man might be able to do it a 
little bit cheaper on a volume business, as far as an insurance com- 
pany is concerned, makes a lot of difference. 

Mr. Harptna. Yes. 

Senator Lone. And it does pose a great threat to that independent 
retailer. 

But when he is out of business—let’s assume that the automobile 
dealer was in position to put the independent glass shop out of busi- 
ness—when that result takes place, what is going to be the incentive on 
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the part of General Motors to keep that price down to where they 
put it? 

Mr. Harpine. By golly, you are getting to the point. 

Senator Lone. So as it stands right now, both the insurance com- 
pany and the public, prior to a reduction of the General Motors price, 
have incentive to go to this independent dealer ? 

Mr. Harprne. Y es, sir. 

Senator Lone. Now, General Motors has adjusted their way of 
doing business to remove that incentive to a large degree at least. 

Now, by removing that incentive, of course, if that should result 
in the elimination of the independent, what incentive would there be 
to leave the price down where they put it ? 

They made that reduction from a previous price without the 
product being reduced at all and without any showing whatever that 
they could deliver it more cheaply. 

Mr. Harpine. You are on our side, Senator. I thank you. I 
really do, and I know the boys who were here in July thank you, 
too. That is one point, That is the point well made right there. 

Senator Lone. The main point is, if you believe in the kind of 
competitive economy we have in this country, you believe it is the 
competition, the factor that there is always somebody who will do 
this service for a reasonable price if you won't do it, that guarantees 
the customer that he is going to pay a fair price for what he buys. 
Of course, what the consumer should be interested in is keeping that 
competition alive in this country. 

Mr. Harprne. That is right. 

Mr. Watts. I wondered if you wanted to say anything about that 
price discussion we had this morning. 

Mr. Harprne, Yes, sir; merely from this point of view. Now, 
Mr. Bassarear’s statement was true. In fact, I have no quarrel, what- 
soever, with any of the statements that any of the glass dealers made. 
In my estimation, whether they were under oath or not, what they said 
was said in all sincerity and based on fact. 

He did, however, take that W-214, which is getting pretty close to 
being obsolete, it is a 1951 or 1952 Buick—— 

Mr. Warts. It is too bad, because after this hearing it is the best- 
known windshield in the world. 

Mr. Harprnc. That is correct. We have a stock in Kansas City. 
Very frankly, his only mistake was that we would deliver that wind- 
shield, say, for 50 off on that particular item. I believe Mr. Siesel 
stated some other prices of 50 and 10 which would make it cost, I 
could speak better on a hundred dollar figure, cost $45 which would be 
10 percent less. But in Mr. Bassarear’s statement of 50 off, which on 
a hundred-dollar basis cost him $50, actually, he can buy, and we 
would sell that if he bought it in a quantity along with some other 
more popular numbers, at, say, 50 and two 10’s in our territory 
It would cost him $50.40—in his statement a W-214 if he went and 
bought lonly. That is true. 

We probably had that 214 there for maybe 4 or 5 years, so we pos- 
sibly would sell that to him for $50, 

But this analysis of the markets makes it seem like the distribu- 
tors are getting a good deal out of it. 





Ww 


be 
he 
co 
W. 





INDEPENDENT FLAT GLASS DEALERS 331 


Actually the squeeze has been on us, of this 35 percent, I don’t 
think the dealers are getting a good deal out of it, and I know we are 
not either. 

I mean that is quite a short percentage after you take off an excise 

tax between overhead and everything. So I don’t want you to get 
the impression from the data that is given that either the dealers or 
the distributors have a real good deal out of this. 

Don’t take your $50 basis—actually our cost on that windshield, if 
you take a hundred dollar item. These can go in the record, but I 
don’t want them to go in there as exact because I think I can give it 
to you on a hundred dollar basis better. I believe your General 
Motors setup before was about $60. That was what the glass dealer 
was selling. Now he has to sell it to them at about $50. 

If it is a popular number, such as a 394 or a 513, generally, and at 
least in our area, he can buy that in any quantity, a 6-light pallet, 
for instance e, for $40.50. That only gives him nine dollars and a half 
and in my estimation it is not a big—that is not enough to go out 
and take the risk of installing them. ‘Our cost on that in round figures 
would be $35 or $36. 

Now, these costs that I am talking about are material costs, freight 
costs, and excise-tax costs and boxing costs. It has nothing to do 
with risk of breakage, obsolescence, storage, warehouse space, or any 
of the normal overhead costs. 

So, the only thing I am trying to emphasize here is that we are 
talking about an item that there is not a lot of money to cover our 
overhead costs. W e, for instance, in this sale from the $35 or $36 
cost to the $40.50 cost or $40.60 costs have certain overhead items. 
Even if we then sell it to one of our automobile dealer customers 
for $50 we have additional overhead items such as delivery and gen- 
erally we have to install it to him as a service. On each one of those 
steps you will find your separate overhead items, so that it does not 
look like we make one large profit. 

Each one of our divisions has to carry its own overhead. 

Would you, Joe, or Alvis, like to expand on that? 

Senator Lone. Well, that will conclude these hearings. 

The record will remain open for a reasonable period of time, during 
which we may obtain certain information we would like to put into 
the record. 

I would like to thank all the witnesses. Everyone concerned has 
been cooperative, and I believe that these have been enlightening 
hearings. We have learned a lot and we hope to come up with some 
conclusions that will perhaps be helpful to the small-business men 
who are concerned with the problems discussed in these hearings. 

Mr. Harprine. And the distributors and dealers sure thank you. 
Thank you, sir. 

Senator Lone. Thank you. 

The committee is now adjourned. 

(Whereupon, at 4:05 p. m. the committee adjourned. ) 
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| LETTER TO COMMITTEE FROM ROBERT K. HAMMOND, PRESIDENT, 
BAY COUNTIES GLASS DEALERS ASSOCIATION, INC., OAKLAND, 
CALIF., WITH MEMBERSHIP ROSTERS ATTACHED 


Bay Counties GLAss DEALERS ASSOCIATION, INC., 
Oakland, Calif., July 27, 1958. 
Hon. JOHN SPARKMAN, 
Senate Office Building, Washington, D.C. 


DearR SENATOR SPARKMAN: Much as we would like to appear before the Small 
Business Subcommittee to state our case, we are unable to do so because we are 
involved in a strike situation which requires our full time and attention. Eco- 
nomic drain of this situation further impairs our ability to meet transportation 
costs which such a trip involves. 

Serious as this strike is for all of us, it cannot divert our attention from the 
danger of monopolistic practices which threaten the very existence of our 
businesses. 

i We are extremely apprehensive over General Motors recent reduction of prices 
on glass parts. Should this price cut be allowed to remain in effect and be 
followed by similar cuts by General Motors competitors, as it is sure to be, we 
may well be forced into a complete loss of our auto-glass businesses. 

Equally as dangerous to our existence is the change of flat-glass distributors— 
our suppliers—into the role of competitors. Until recently they have been acting 
as distributors and wholesalers. Now, their chains of retail outlets are forming 
a monopoly so strong that our very survival is questionable. 

On behalf of those members whose names and addresses are listed on the 
enclosed roster, we earnestly plead for relief from the economic repression of 
monopoly and the opportunity to conduct our businesses without these constant 
threats of monopoly-enforced disaster. 

Sincerely, 


Rosert K. HAMMOND, President. 
Roster, BAy COUNTIES GLASS DEALERS ASSOCIATION, INC., OAKLAND, CALIF. 


President: Robert Hammond, Pacific Auto Glass 
Vice President: Richard Williams, East Bay Glass Co. 
Treasurer: Harold Pector, Ace Glass Co. 

| Secretary: Charles Tscharner, Arrow Glass Co. 


DIRECTORS 


Charles Dias, Deasy Glass Co.; Frank Medanich, Assurance Glass Co.; Gene 
Norville, Norville Glass Co.; Del Randall, California Glass Co.; Blain Snow, 
Snow Glass Co. 
. MEMBERS 


East Bay area 


Ace Glass Co., 567 Manor Boulevard, San Leandro, Calif—Harold Pector 
Alameda Glass & Paint Co., 1617 Park Street, Alameda, Calif—Gordon Matson 
Allied Glass Co., 1525 Franklin Street, San Francisco, Calif—John J. Reilly 
Al’s Auto Glass Service, 2448 San Pablo Avenue, Berkeley, Calif.—Alfred Vargas 
Antioch Glass & Mirror, 101 H Street, Antioch, Calif.—C. R. Welch 
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Arrow Glass Co., 640 San Pablo Avenue, Albany, Calif.—Charles Tscharner 

Assurance Glass Co., 2340 Harrison Street, Oakland, Calif.—Frank Medanich 

Bendell & Co., 176 11th Street, Oakland, Calif.—George Bendell 

Berkeley Glass Co., 1916 Addison Street, Berkeley, Calif—Joseph Simi 

Sam Busschaert, 1216 Third Street, San Rafael, Calif—Sam Busschaert 

California Glass Co., 3441 Mt. Diablo Boulevard, Lafayette, Calif—Del Randall 

Carstens Auto Glass, 2161 Dwight Way, Berkeley, Calif.—Stan Stanley 

Central Auto Glass, 1528 Pine Street, San Francisco, Calif—Ed Morris 

Central Oakland Glass, 4482 Telegraph Avenue, Oakland, Calif—tIrving Pector 

City Glass Co., 1719 Park Street, Alameda, Calif.—Lee Winey 

Colma Auto Glass, 7244 Mission Street, Colma, Calif.—William Stura 

R. A. Crowe Glass Co., 9901 Pippin Street, Oakland, Calif.—R. A. Crowe 

Deasy Glass Co., 834 Divisidero Street, San Francisco, Calif—Charles Dias 

East Bay Glass Co., 172 Grand Avenue, Oakland, Calif—R. J. Williams 

East Bay Sash & Glass, 1113 Jackson Street, Hayward, Calif.—C. B. Hahn 

East Oakland Glass, 5014 East 14th Street, Oakland, Calif——Edwin Kilner 

Globe Glass Co., 14834 Washington Avenue, San Leandro, Calif—George Mar- 
ment 

Hayward Plate Glass & Mirror 21365 Foothill Boulevard, Hayward, Calif.— 
Porter Tausheck 

Joe’s Auto Glass, 660 San Pablo Avenue, Albany, Calif.—Joseph Rinella 

Van Koonse, 10 D Street, Santa Rosa, Calif.—Van Koonse 

Mack’s Auto Glass, 752 High Street, Oakland, Calif—H. L. McLeroy 

Maury’s Auto Glass, 5005 East 14th Street, Oakland, Calif—Sam Joysa 

May Paint & Glass, 2099 Concord Avenue, Concord, Calif—Jesse L. May 

Frank Miller Glass, 1711 Barrett Avenue, Richmond, Calif.—Frank Miller 

Mygrant Glass Co., 281 12th Street, San Francisco, Calif—Robert Mygrant 

Norville Glass Co., 611 23d Street, Richmond, Calif.—Gene Norville 

Olympic Glass Co., 3905 East 14th Street, Oakland, Calif.—Samuel Ferrill 

Pacific Auto Glass, 245 8th Street, San Francisco, Calif—Robert Hammond 

Paige Glass Co., 1492 Mission Street, San Francisco, Calif—Robert Paige 

Pittsburg Glass Co., 418 East 10th Street, Pittsburg, Calif—W. Hallock 

Reliable Glass Co., 2015 16th Street, San Francisco, Calif—Homer L. Smith 

San Leandro Glass, 1122 Davis Street, San Leandro, Calif—Bud Armienti 

Schooler Glass Co., 38 Gastro Street, Hayward, Calif.—Jack and Ed Schooler 

Snow Glass Co., 12640 San Pablo Avenue, Richmond, Calif.—Blain Snow 

Tom A. Theisen, 1106 Bryant Street, San Francisco, Calif—Tom A. Theisen 

U. C. Glass Co., 1920 Shattuck Avenue Berkeley, Calif.—H. Burdick, Jr. 

United Glass Co., 477 25th Street, Oakland, Calif—William Traverso 

Vallejo Glass Co., 332 Tennessee St., Vallejo, Calif—Doug Robinson 

Walnut Creek Auto Glass, 2042 Main Street, Walnut Creek, Calif.—Don 
Carstens 

Western Patio & Door, 1212 6th Street, Berkeley, Calif—F. E. Nicholson 

Western Vent Vue & Sales Corp., 411 Middlefield Road, Redwood City, Calif.— 
E. C. Balaam 

Zinck Glass Co., 24679 O'Neil Avenue, Hayward, Calif. 





Edward Zinck 





San Jose and Peninsula area 


Alves Glass Co., 243 El Camino Real, Menlo Park—J. P. Alves 

George Bank Glass Co., 1401 Old County Road, San Carlos, Calif.—George Bank 

Broadway Auto Glass & Locks, 1147 California Drive, Burlingame, Calif.— 
Lawson Robinson 

Christopher Glass Co., 450 Willow Street, San Jose, Calif.—Harold Christopher 

Crescent Auto Glass, 418 South Market Street, San Jose, Calif—Earl A. Clay 

Fentron Industries, Inc., Post Office Box 474, 222 Commercial Street, Sunnyvale. 
Calif. 

Los Gatos Glass Co., 534 North Santa Cruz Avenue, Los Gatos, Calif.—Joseph 
Spinelle 

National Auto Glass Co., 115 Hamilton Avenue, Palo Alto 

San Jose Glass Co., Inc., 45 Vine Street, San Jose, Calif.—Albert Eggen 

The House of Glass, 812 South Railroad Avenue, San Mateo, Calif.—Sam Levin 

Tiny’s Glass Shop, 717 South First Street, San Jose, Calif—J. B. ‘‘Tiny” Bohland 
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Aprenpix II 


MEMORANDUM TO COMMITTEE FROM GERALD P. DUBIN, OWNER, NU 
DEAL AUTO PARTS CO., FORT DODGE, IOWA, STATING POSITION ON 


AUTO-GLASS SITUATION 
JULY 28, 1958. 
From: Gerald P. Dubin, owner, Nu Deal Auto Parts Co., 520 Ist Avenue North, 
Fort Dodge, Iowa. 
To: Senator John Sparkman, chairman, Senate Small Business Committee, 
Senate Office Building, Washington, D. C. 

DEAR SENATOR SPARKMAN: I represent just one of the thousands of glass-re- 
placement shops in the United States which for many years have pioneered the 
field in the autoglass replacement field. We have serviced the public, automobile 
dealers, and body shops since we opened our doors in 1933. We have a heavy 
investment in highly specialized equipment, and in both flat and curved safety 
glass. We are manned by highly skilled personnel which requires years to train. 

I find that we are now in danger of possible extinction in the auto glass field 
due to circumstances over which we have absolutely no control; namely, the 
practice of the General Motors Corp., who through their mammoth purchasing 
power is selling both flat and curved glass to their dealers at a price so low 
that we could not possibly compete and still survive. The very least that this 
practice means to Nu Deal Auto Parts Co. is that we would suffer the immediate 
loss of 3 of our largest automobile dealer accounts amounting to between $3,000 
and $5,000 per year or some 60 percent of our wholesale safety glass business and 
roughly another 60 percent of our insurance replacement trade. 

The insurance replacement trade has also been threatened from another quar- 
ter, which is the Pittsburgh Plate Glass Co., who is not only one of our primary 
suppliers but has been trying for some months to get all the insurance glass re- 
placements at least in this area by putting out price offers so low that the people 
whom we supply would find themselves cut out of the field in no time whatso- 
ever. The local Pittsburgh warehouse, which also installs glass, has made an 
offer to the Allstate Insurance Co. District claims manager in Des Moines, 
Iowa, which would have put them on an equal footing with any auto dealer 
and/or body shop in this area as far as the cost of glass is concerned. 

When I questioned the local Pittsburgh Plate Glass Co. manager about this 
he denied knowing anything about it, but later I saw the letter in the Des Moines 
office of the Allstate Insurance Co. which evidently was sent out over the signa- 
ture of the district warehouse manager of the Pittsburgh Plate Glass Co. 

The reason that I even mention the Pittsburgh Plate Glass Co. in this letter is 
that they manufacture and sell glass both wholesale and retail, not only through 
distributors and jobbers and to the new car manufacturers but that it is, ac- 
cording to the district sales representative of the Pittsburgh Plate Glass Co., Mr. 
Donald W. Willis, the intention of the Pittsburgh Plate Glass Co. to take over 
the insurance replacement business “if we have to give the glass away at cost”. 
He was not fooling. 

Unless the small-business man has some sort of protection from these two 
monsters of the industry—octopi if you will—he and I among the rest will find 
ourselves in the position of the man in the middle caught in a big squeeze play 
the main purpose of which is to eliminate all competition. 

Sincerely yours, 
GERALD P. DuBIN. 


Appenpix III 


LETTER TO COMMITTEE FROM THOMAS D. BATEMAN, PRESIDENT, 
BA-CIL GLASS CO., RESEDA, CALIF., WITH ATTACHED LIST OF 
GENERAL MOTORS PRICE CHANGES 

Ba-Cru Grass Co., INc., 
Reseda, Calif., July 29, 1958. 
Hon. JoHN SPARKMAN, 
Senate Office Building, Washington, D. C. 
Dear SENATOR SPARKMAN: I, as president of the Ba-Cil Glass Co., Inc., wish 
to bring to your attention, a matter which is of utmost importance to both this 
company and the glass industry in general. As you are probably by now aware 
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General Motors Corp. recently lowered their windshield price list and net prices 
on all their automotive glass to their automobile dealers. I have enclosed here- 
with, on a separate sheet, a few examples which have worked hardships on our 
company and on the other glass companies in our locale. 

The automobile dealers in our immediate vicinity (and some of these have 
been longstanding accounts with us) claim we must use their General Motors 
list and discount it 40 percent or they will be forced to buy their windshields 
direct from the General Motors factory. As you can see, after an analysis, of 
the enclosed sheet the price between their new net price and our cost does not 
allow us a legitimate margin of profit and in some instances, is even less than 
our costs. 

We urgently request the information as outlined above be brought to the 
attention of your committee and be made a part of the testimony of your com- 
mittee at its hearing in Washington starting July 30, 1958. 

Thanking you in advance for any aid your committee may render to the glass 
industry in this instance, I have the honor to remain, 

Very truly yours, 
THOMAS D. BATEMAN, President. 


Listings of price changes in GM list 








| | 
Windshield No. Old list Our cost | New GM GM net to 
| | list GM dealer 
| | 
__ —_ - -——_——_—_ -—- ----—_ _- -_— + - - - -- - - - | —— - - - ——— 
356—Clear __.....-- $86. 25 | $69. 75 $41. 85 
Shade... --- 107. 75 | 85.00 | 51. 00 
358—C lear 81. 50 66. 40 39. 84 
IE Rideccdet Jckbncmypindopannnbnseaenes 101.75 80. 80 | 48. 48 
394—Clear ___.....--- ahpedbus ect ierietnetdin | 82. 75 | 65.75 | 39. 45 
Shade. -_--- eas | 100. 00 | 79. 75 47.85 
I i cick weincoweebetce ‘ 79. 57 | 62.75 | 37. 65 
Shade__.... ; . | 98. 00 | 75. 50 45. 30 
512—Clear__.__- she aan Deca oe cach 81.75 | 65. 50 | 39. 30 
Shade__._- ; - : -| 100. 00 | 79. 75 | 47. 85 
EE od oh ccc oc aku ce 84.75 68.75 41. 25 
IN Re ig he on 102. 00 | 83. 50 50. 10 
514—Clear a : 92. 50 | 76.05 | 45, 63 
ee eee < : 115. 75 | &3. 00 49. 80 
518—Clear_. Se ACLS. lle : jak 101. 75 83.00 | 49. 80 
i ee eee Soe on i 127. 95 101. 60 | 60. 96 
§23—Clear...........--. 97.75 80. 40 | 48. 24 
eee | 120. 95 97.15 | 58. 29 
§25—Clear __.....-.. ; eS eae -| 107. 50 87. 80 | 52, 86 
IN ee ok eee eae 132. 95 106. 10 63. 66 
545—Clear.__.....- ed fe Bele: Hee, 86.00 | 69.75 41. 85 
ene SA iiss 7 ge 75) bo o. oe 103. 50 83. 50 50. 10 
S67—Wieer............i... 5 as A 89. 50 74. 00 44. 40 
0 Ee odes ciate 107. 50 48. 88 89. 50 53, 7 








Norte.—The above list reflects the price change as put through by General Motors Corp 
Appenpix I\ 


LETTER TO COMMITTEE FROM ARLYNN W. HAWKINSON, CRYSTAL 
GLASS CO., WORTHINGTON, MINN., WITH ATTACHMENTS 


CRYSTAL GLASS Co., 
Worthington, Minn., August 1, 1958. 


Senator HuBert H. HUMPHREY, 
United States Senate, 
Washington, D.C. 

Dear Mr. HumMpHREY: Recently we had some correspondence on the business 
practices of Pittsburgh Plate Glass Co. on which I received a reply, and also a 
very nice letter from John Sparkman. Things have progressed from bad to 
worse. Since Pittsburgh has continued their practices, Libbey-Owens-Ford Glass 
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Co., has induced General Motors Corp. to lower their list prices below national 
standards, thereby putting all General Motors’ repair shops in the glass business, 
giving Libbey-Owens-Ford increased business. 

I have found that all insurance companies are sending their business to Gen- 
eral Motors. One agent of State Farm Mutual Insurance Co. gave me the en- 
closed directory from his home office. I have made a copy for your use. 

The glass business is my only business. I am small and do not have any large 
corporation to back me. I do not repair motors, sell cars or parts of cars, nor 
do I do body work. The auto glass business is my sole bread and butter. It is 
imperative that if something is not done and done soon, I will be added to the 
list of small businesses gone into bankruptcy. 

Please wire me collect if you can help mein any way. 

Yours truly, 


ARLYNN W. HAWKINSON. 


To: All district agency managers and claim personnel, all agency representatives, 
Rural Minnesota and North and South Dakota. 

From: A. F. Kosek, divisional claim superintendent. 

In re Claim Idea of the Month. 


Here is some good news. General Motors has reduced its glass prices to 
dealers by approximately 25 percent effective July 1. This reduction is on 
windshields only. This is encouraging to all of us in agency and claims because 
we have tried to hold the line on our average cost on glass claims. This action 
of General Motors will no doubt affect the prices of other glass suppliers. For 
the first time in some years we should prevent further increase in the average 
cost of our glass claims. This will be true if everyone makes sure that we get 
the benefit of the new prices on all bills which we accept. 

On the next page is a listing of the old GM prices, the new GM prices, and the 
current price of the Shat-R-Proof Co., which is a typical independent glass 
company. The first figure in each column shows the price of plain glass and the 
second figure shows the price of tinted glass. This list covers the most common 
General Motors vehicles which are affected by this price change. The reductions 
also affect Cadillac glass prices which, however, are not listed. 

This price reduction should not affect our discount arrangement and it is 
important that everyone continue to secure the usual discounts. This price 
reduction is by the manufacturer and the discount is given by the glass installer. 

One important sidelight of these reductions by General Motors is that some 
of the other companies are no longer competitive. The first result is that the 
other dealers using other types of glass are increasing their discounts. One 
large glass house in the Twin Cities immediately increased its glass discount 
from 25 percent to 30 percent. Everyone in the field should therefore be in a 
good position to increase the glass discounts with other companies. We also 
expect that there may be price reductions made by the other companies very 
shortly. We will try to keep you informed on these new developments. In the 
meantime, this is the time to make a real effort to eliminate further increases in 
the cost of our glass claims. 

Nore.—The July revisions of the National Parts and Labor Manual reflect this 
price reduction on GM windshields. The prices in the Motors Crash Book, how- 
ever, have not changed and agents or claim representatives having access to 
this manual should be sure to use the revised GM prices shown on the next sheet. 
Possibly the Crash Book follows the prices of the glass independents and we 
may expect some changes in these prices shortly. 


A. F.. Kosexk. 
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Price changes apply to windshields only—Second figure is tinted glass 














| Old GM New GM Shat-R-proof 
Automobile 
| | | | 
| Clear | Tinted | Clear | Tinted | Clear | Tinted 
| | | | 
i i is — _— a —s ee a 
Chevrolet: 
1958 sedan... os | $89.50 $107.50} $69.75 $83.50 $84.75 | $107.50 
PDL Cs boUeockbunckwoctienmaGsul 86. 00 103. 50 74. 00 89. 50 | 79. 65 100. 95 
1957 sedan. .........-- pingonps aretd wihiee | 84.75 | 102.00 | 68. 75 | 83. 50 79. 70 99. 80 
Je hia ga a tecaione 81.75 100. 00 | 65. 50 79. 75 | 74. 35 95. 25 
oo len oa is egal | 82.75 100. 00 | 65. 75 79. 75 | 74. 35 | 95. 25 
EN ek. cok couamei nme dein | 79.75 | 98.00 | 62.75 75. 50 | 70.70 | 90. 50 
Pontiac: | | | 
ee sceunbaseetel 89.50 | 107.50 74.00 | 89. 50 84.75 107. 50 
ee ei 86. 00 103. 50 | 69.75 83. 50 79. 65 | 195. 00 
Reena ==. eet aeet) SABO) SR OD 68, 75 83.50} 79.70) 99.80 
OS LEE ose) os DBRT 100.00 | 65.50 79. 75 74. 35 | 95. 25 
1956 sedan... __- Seikbaasindarensvcnacecly, ih. ae 65.75 | 79.75 79.70 | 99.80 
Hard top--_-_-_-- -| 79.75 | 98.00] 62.75 75. 50 74, 35 95. 25 
Oldsmobile: | | 
1958 sedan_____ i — M 101. 75 127. 95 83. 00 101. 60 95.05 | 116. 20 
Hard top---_- atone ie _.| 92.50) 115.7 76.05 | 93.00! 95.05 | 116. 20 
1957 sedan-- --_- bscdin Secenanccsl paaoe 127.95 | 83.00} 101.60 | 103.75 | 127. 00 
ao genesis cacnicg a 92. 50 115. 75 76.05 | 93.00 95.05 | 116. 20 
1956 sedan -_-__-- : 86. 25 107. 75 69. 75 | 85.00 | 7.15 | 106. 25 
eee hens 75 <tc tds 81. 50 101.75 | 66.40 80.80 | 82.95 100. 95 
Buick: | 
1958 sedan (special) - - -- | 101.7 127. 95 83. 00 101.60 | = 95.05 | 116. 20 
Hard top------ ete ee sae 92. 50 115. 75 | 76. 05 93.00 | 95. 05 | 116. 20 
1958 sedan (super) _ _----- sates 107. 50 132. 95 | 87. 80 106.10 | 109. 65 | 132. 60 
1957 sedan (special) ..............-.-..- 101. 85 127. 95 | 83. 00 101. 60 103.75 127. 00 
RI eer nee 92.50} 115.75| 76.05 93.00! 95.05| 116.20 
Sedan (super 4-door)..-.--------------| 107.50 | 132.95 | 87.80 106. 10 109. 65 | 132. 60 
1957 sedan (special).............-.---.| 86.25 | 107.75 | 69.75 85. 00 87.15 | 106. 25 
1956 special hard top___...-----.------ 81.50] 101.75 | 66.40 80. 80 82. 95 | 100. 95 
|. a Sede nied eee | £8.25 | 109.50 | 71. 60 86. 35 93. 65 | 113. 00 





APPENDIX V 


LETTER TO COMMITTEE FROM J. R. McCORMICK, OWNER, DIXIE 
GLASS CO., ORANGE, TEX. 


Dixie GuLass Co., 
Orange, Texr., August 26, 1958. 
Senator JoHN SPARKMAN, 
Chairman, Senate Small Business Committee, 
Senate Office Building, Washington, D. C. 


Dear Sir: This is to inform you that our competitors in this locality, which 
would include Pittsburgh Plate Glass Co., and Binswanger, of Texas, a Libbey- 
Owens-Ford distributor, has been known to sell our customers in this particular 
area at the same price they would sell us, and in some instances cheaper than 
they would sell us. 

There has been approximately 6 new store buildings constructed within an 
area of 2 blocks of my place of business here in Orange where Pittsburgh would 
take 1 job and Binswanger would take the other, either at approximately costs 
and in some cases below costs. There was a telephone building built here in 
Orange which we bid. Their bids were within $38 of one another. The same 
job was bid in Beaumont, Tex., which is in the town that they are located. They 
bid that job about $150 more than the one they bid here in Orange. These jobs 
had the same amount of glass and the same amount of labor. 

I understand very well that one of them can take one job and one the other 
at around costs and eventually freeze someone out of business. It doesn’t look 
quite fair that they bid jobs in their own town at a higher price than they do here. 

There is other information that we could possibly dig up that would help prove 
the above statements but would take a little time to do so. If you would like 
for us to try to obtain this information, please inform us how long we would 
have to get it together and we would be glad to try to do so. 


Yours very truly, 
J. R. McCormick, Owner. 
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Appenpix VI 


LETTER TO COMMITTEE FROM JOE McCORMICK, ALAMO GLASS & 
MIRROR CO., PORT ARTHUR, TEX. 


ALAMO GLASS & MIRROR Co., 
Port Arthur, Tezx., September 9, 1958. 
Senator RUSSELL B. LONG, 
Chairman, Subcommittee on Monopoly, 
Senate Office Building, Washington, D. C. 


DEAR SENATOR: I Own and operate the Alamo Glass Co., 1547 Procter, Port 
Arthur, Tex. I have been in the glass business since 1930, and over the period 
of years I have bought most of my glass from Pittsburgh Plate Glass Co. and 
Binswanger & Co. (who is a distributor of Libbey-Owens-Ford). 

The reason I am writing you this letter is because it has got to the point where 
Pittsburgh Plate Glass Co. and Binswanger & Co. are selling my customers 
cheaper than they are selling me. I have sold the Inman Chevrolet Co. glass for 
a long time at a 40-percent discount. Binswanger and Pittsburgh have taken this 
account away from us and are allowing them a 50-percent discount on their auto 
glass whereby they only allow my company a 49 percent discount. 

If this practice is permitted to continue, it will cause us to lose a great deal 
of money and may as well close up all together. The biggest part of our busi- 
ness is replacing auto glass for garages and insurance companies. 

Hoping to hear from you in regard to same, I am, 

Yours very truly, 
JOE McCorMIck. 


Aprenpix VII 


LETTER TO COMMITTEE FROM WILLIAM M. DAVIDSON, PRESIDENT, 
GUARDIAN GLASS CO., INC., DETROIT, MICH. 


GuARDIAN GLAss Co., INC., 
Detroit, Mich., October 2, 1958. 
RAYMOND D. Warts, Esq., 
Counsel, Subcommittee on Monopoly, 
United States Senate, Washington, D. C. 


DeaR Mr. Warts: This letter is in reply to yours of September 23, 
addressed to Mr. Frank Handler, relative to the hearings of the Monopoly Sub- 
committee on competitive problems of independent flat-glass dealers. 

Please be advised that Mr. Handler has not been associated with the company 
in an operating capacity for the past year. 

Certainly, our company will cooperate with you in your study of the dis- 
tributive problems in the flat-glass industry. However, while we do have an 
economic interest in the three specific competitive problems complained of by the 
flat-glass dealers, our operation consists solely of the manufacturing and sale 
of our products to independent distributors. As a result of this, I doubt that 
we would b eable to shed any light on the competitive problems complained of. 

Our company is now involved in a reorganization proceedings under chapter X 
of the Bankruptcy Act. In view of the demands made upon our personnel because 
of these proceedings, and because of our lack of knowledge concerning the com- 
petitive problems being probed by the committee, we do not propose to attend 
the hearings scheduled for October 9 and 10. However, if you deem it imperative 
that any of our personnel be present, we would certainly cooperate. 

Cordially yours, 
WiLi1AM M. Davinson, President. 


OcToBER 7, 1958. 
Mr. WILLIAM M. DAvipson, 
President, Guardian Glass Co., Inc., 
Detroit, Mich. 
Dear Mr. Davipson: Thank you for your letter of October 2. In view of your 
company’s involvement in a reorganization proceeding under chapter X of the 


ate 
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Bankruptcy Act, we shall not unduly press our invitation to you to appear at our 
hearings this week, and we shall not expect to see you at the time we have tenta- 
tively scheduled your appearance. Of course, if you should decide at the last 
moment to come, we shall be glad to hear from you. 

The record of these hearings will be left open for a period of 2 weeks or so, 
and we should be glad to receive from Guardian a written statement responsive 
to the questionnaire we sent you for inclusion in the record, if you desire to send 
it. We should be especially interested to know if, in the judgment of Guardian’s 
management, any of the competitive situations now under study by the Monopoly 
Subcommittee contributed to the financial difficulties in which your company now 
finds itself. 

With best wishes. 

Sincerely yours, 
RAYMOND D, Watts, Counsel. 


Apprenpix VIII 


CORRESPONDENCE BETWEEN THE COMMITTER AND ALAMO GLASS 
CoO., INC., LAFAYETTE, LA., WITH ATTACHED EXHIBITS 


ALAMO GLASS Co., INC., 
Lafayette, La., October 15, 195s. 
Senator Russet B. Lone, 
Chairman, Subcommittee on Monopoly, 
Senate Office Building, Washington, D. C. 

DEAR SENATOR: We opened the Alamo Glass Co., Inc., at 205 West Vermilion, 
Lafayette, La., on February of this year. We do a complete glass business and 
specialize in automobile glass. 

We found, when we opened this store, that the prevailing prices and discounts 
to insurance companies were 20 percent, and we went along with the same setup. 

Pittsburgh Plate Glass Co. opened up in Lafayette about 2 months later. They 
started giving insurance companies 30- to 40-percent discount. In order for us 
to do business, we had to meet these prices. Pittsburgh Plate Glass Co. is now 
selling my customers, which is Ford Motor Co. and Chevrolet Motor Co., and all 
other garages in Lafayette with an allowance of 55 percent discount on their auto 
glass. Whereby when we buy auto glass from Pittsburgh Plate Glass Co. they 
only allowed us 49-percent discount. This practice has been going on for some 
time and, if it is allowed to continue, it will probably cause us to go broke. They 
are also quoting prices on contract store-front jobs to contractors at around our 
cost. We feel like there should be some law to prevent this practice. 

I am enclosing herewith a photostatic copy of Pittsburgh Plate Glass Co. 
invoice dated October 15, 1958, calling for a windshield to the Hub City Motor 
Co. of Lafayette, where they are selling them glass at 55-percent discount and, 
also, I am enclosing an invoice from Pittsburgh Plate Glass Co. where they are 
selling Alamo Glass Co. windshields at 51-percent discount. Please advise us if 
anything can be done about this practice. 

Yours very truly, 
LEE BroussArpD, EP recutive Manager. 
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OCTOBER 22, 1958. 
Mr. LEE BROUSSARD, 
Executive Manager, Alamo Glass Co., Inc., 
Lafayette, La. 


DEAR Mr. BroussarpD: Your letter of October 15 is of current interest to me. 
For the past 4 months I have been devoting a considerable portion of my time 
to a study of the very problem you write about: Competition by glass manu- 
facturers and wholesalers with their customers at the resale level. “Competi- 
tive Problems of Independent Flat-Glass Dealers” was the title of hearings 
I conducted, as chairman of the Subcommittee on Monopoly of the Senate Small 
Business Committee, on July 30 and 31 and October 9 and 10, 1958. 

At the July hearings, we heard testimony from flat-glass and auto-glass 
retailers from all parts of the country. Many of them had the same complaint 
you do: Sales by a principal supplier, Pittsburgh Plate Glass Co., to auto 
dealers or insurance companies at prices equal to or lower than prices to glass 
dealers. The National Auto & Flat Glass Dealers Association recommended 
legislation to prohibit vertical integration (or establishment of company-owned 
distribution outlets) by manufacturers. 

At our hearings this month, the glass manufacturers were given an oppor- 
tunity to reply. Pittsburgh Plate Glass Co.’s vice president in charge of mer- 
chandising, Mr. Felix T. Hughes, told us that Pittsburgh never reduces prices 
except to meet a local competitive situation, and that Pittsburgh has no desire 
to harm any of its independent dealer or distributor customers. 

The subcommittee staff, and I personally, are now giving careful considera- 
tion to the charges, countercharges, and replies that we received from the 
witnesses at all industry levels in July and October. The record is a compli- 
cated and conflicting one; it will take some time just to get it all copyread 
and sent to the printers. However, after we have reviewed the whole record, 
and the many supporting documents offered by witnesses, I hope that we may 
be able to make some recommendations that will be helpful in solving the 
competitive problems that are troubling you and many others in the glass 
industry. 

Unless you write to request me not to do so, I plan to include your letter 
in the appendix of our glass-distribution hearings transcript. Also, I am 
directing the subcommittee counsel to bring your complaint to the attention 
of Pittsburgh Plate Glass Co. for an explanation of their tactics in your market 
area. 

I am asking the Small Business Committee staff to put your name on the 
mailing list to receive a copy of the hearings transcript when it is printed, about 
2 or 3 months from now. 

Many thanks to you for writing. The information and the invoices you sent 
are most helpful. 

Sincerely yours, 
RUSSELL B. Lone, 
Chairman, Subcommittee on Monopoly. 





OCTOBER 24, 1958. 
Cyrus V. ANDERSON, Esq., 
Assistant General Counsel, Pittsburgh Plate Glass Co., 
Pittsburgh, Pa. 

DEAR Mr. ANDERSON: Enclosed are copies of the letter addressed to Senator 
Long from Mr. Lee Broussard, of Lafayette, La., and accompanying invoices 
of the Lafayette branch of Pittsburgh Plate Glass Co. 

I have discussed this with Mr. Doyle and I believe he has discussed it 
with you. Senator Long will share my appreciation for your comments on 
the allegation made in Mr. Broussard’s letter. 

Sincerely yours, 
RAYMOND D. Watts, Counsel. 
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MEMORANDUM RE LAFAYETTE, LA. 


I. INTRODUCTION 


In a letter to Senator Russell B. Long, dated October 15, 1958, Mr. Lee Brous- 
sard, executive manager, Alamo Glass Co., Ifc. (Alamo), stated that his company 
opened its store at Lafayette, La., in February 1958; that Pittsburgh Plate 
Glass Co. (PPG) opened a branch in Lafayette “about 2 months later”; that 
PPG “started giving insurance companies 30 to 40 percent discount,” which prices 
Alamo had to meet; that PPG “is now selling my customers * * * with an allow- 
ance of 55 percent discount. * * * Whereby when we buy auto glass from Pitts- 
burgh Plate Glass Co. they only allowed us 40 percent discount”; and that “this 
practice has been going on for some time and if it is allowed to continue it will 
probably cause us to go broke.” 

Enclosed with Alamo’s letter to Senator Long were copies of (1) a PPG invoice 
dated October 15, 1958, covering the sale of one windshield to Hub City Motors, 
Inc., at a discount of 55 percent, and (2) a PPG invoice, No. 01123, dated July 9, 
1958, covering the sale of one windshield to Alamo at a discount of 51 percent 
less carton allowance of $1. 

Copies of the Alamo letter with enclosures were sent to the writer under date 
of October 24, 1958, by Mr. Raymond D. Watts, counsel for the Subcommittee on 
Monopoly, Senate Select Committee on Small Business, with the request that 
PPG comment on the allegation made therein. Mr. Watts’ letter was received 
on October 27, 1958, and an investigation was promptly initiated. 


Il. THE FACTS 


PPG commenced negotiations with Olivier Realty Co. in early September 1957 
for the lease of the property PPG’s branch now occupies at 222 West Main Street 
in Lafayette. Mr. Maurice Heymann, a prominent local citizen of Lafayette, 
acted in PPG’s behalf in these negotiations. The lease was signed on October 15, 
1957, but because the Chevrolet agency, which was then occupying the building, 
was delayed in moving out of the building, PPG’s branch did not open until 
April 1, 1958. At no time during these negotiations was there any indication 
that Alamo was considering opening a store in Lafayette. 

Thereafter, in early December 1957, to PPG’s surprise, it was learned that 
Mrs. Olivier, of Olivier Realty Co., had leased to Alamo a small building directly 
behind the building rented to PPG. Indeed, a party wall separates Alamo’s 
premises from a portion of the premises leased by PPG. This was the first in- 
formation PPG had that Alamo was going to be in business “next door” to PPG, 

According to a credit report from a reputable mercantile agency, dated October 
16, 1958, the president of Alamo at Lafayette is Mr. Joe McCormick, a native of 
Texas, who is reported as being the sole owner of Alamo Glass Co., at Port 
Arthur, Tex. The secretary of Alamo at Lafayette is stated as being Mr. Ran- 
dolph McCormick, also from Texas, and he is also named as vice president of 
Dixie Glass Corp., at Opelousas, La. 

It is believed that Alamo at Lafayette obtains the bulk of its auto glass re- 
quirements either from Alamo Glass Co., Port Arthur, Tex., a Shatterproof Glass 
Corp. distributor or directly from Shatterproof. The credit report mentioned 
above states that the business of Alamo at Lafayette “is comparatively new but 
this far a fairly good volume has been handled and indications are operations are 
along profitable basis.” 

Our investigation discloses that at the time PPG’s Lafayette branch opened 
the prevailing discount on curved parts to auto glass replacement shops in the 
Lafayette area was 55 percent f. o. b. New Orleans, less carton allowance. Ac- 
cordingly, PPG adopted this discount as its price to auto glass shops. Concur- 
rently PPG also quoted this class of trade a discount of 51 percent f. o. b. 
Lafayette, less carton allowance. At the same time PPG quoted curved parts 
to automobile dealers at a discount of 45 percent. Its discount to insurance com- 
panies was 25 percent. The foregoing continue to be PPG's published prices in 
Lafayette and are still in effect. 

The sale to Alamo covered by invoice No. 01223 dated July 9, 1958, was made at 
PPG’s discount of 51 percent f. o. b. Lafayette and, as indicated above, this was 
PPG’s price to auto glass shops. 

On August 4, 1958, PPG’s Lafayette manager called on Hub City Motors, Ine. 
and was told by the buyer, Mr. Paul Simou, that Alamo had quoted him a dis- 
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count of 55 percent f. o. b. Lafayette. The PPG manager then called on other 
auto glass shops and found that Alamo had quoted all of them 55 percent off. 
With this information, which is recorded in a contemporaneous memorandum, 
the manager decided to meet Alamo’s lower price of 55 percent and so informed 
Mr. Simon. Prior to August 4, 1958, all sales of curved parts made by PPG to 
Hub City Motors, Inc. were either at 51 percent f. 0. b. Lafayette or at 55 per- 
cent f. o. b. New Orleans. It received these discounts from PPG because it 
performs its own installations. Since August 4, 1958, PPG has met Alamo’s 
quotation of 55 percent f. o. b. Lafayette in sales to Hub City Motors, Ine. 

Since July 9, 1958, the date of the sale to Alamo covered by PPG’s invoice No. 
01223, PPG made two other sales on curved parts to Alamo at 51 percent off. 
The first of these was under date of July 15, 1958 (invoice No. 01250) and the 
second was invoiced July 23, 1958 (No. 01545). Each sale consisted of a single 
curved back light and each was made at PPG’s prevailing discount. 

The only other sale of a curved part to Alamo was invoiced by PPG on October 
8, 1958 (No. 08118) and it covered one windshield, W-525 sunshade. The in- 
voice notes that the list price for this part is $132.60 and that a discount of 55 
percent was applied, or a net price of $59.67. This is the same discount at 
which PPG has sold Hub City Motors, Inc., a competing auto glass installer, after 
August 5, 1958. Significantly, Alamo’s letter to Senator Long of October 15, 
1958, ignores this transaction entirely and refers instead to a PPG invoice 
dated July 9, 1958, covering a sale made by PPG to Alamo almost 4 weeks prior 
to the day Pi’G learned that Alamo had initiated a price decrease. 

With respect to insurance replacements, PPG’s Lafayette branch has made 
a total of 33 installations since it opened earlier this year. Twenty-nine of 
these were sold at PPG’s published prices. The remaining four installations con- 
sisted in each case of a curved windshield for which PPG’s published price was 
25 percent off. However, PPG was forced to reduce its price from 25 percent 
to 30 percent off on these 4 occasions specifically to meet the 30 percent discount 
Alamo had outstanding in its quotation to this insurance company. These 4 
installations were made under dates of July 1, August 1, August 8, and Septem- 
ber 11, 1958, and were invoiced at $74.76, $54.06, $73.76, and $45.13, respectively 
a total of $247.71. PPG's Lafayette branch has memorandums documenting Ala- 
mo’s lower price which were written contemporaneously with these transactions. 

There remains one other incident which may be of interest to the subcom- 
mittee. On the morning of October 15, 1958, Mr. Joe McCormick of Alamo had 
a conversation with Mr. L. A. Zimmer, PPG’s manager at Lafayette. Mr. Zimmer 
recorded the conversation in a memorandum that day which reads as follows: 

“Today Joe McCormick walked in the warehouse and started to talk about 
curved W/S and the strike. He had asked me how was my stock on curved W/S 
and I said it was good. He told me that he was going to lower the discount to 
50 percent on curved W/S [a price increase], because of the strike and that he 
will have to pay more to replenish his stock. J told him that I did not care to 
discuss discounts with him and that ended the conversation.” [Emphasis 
supplied. ] 

In the light of this conversation it is interesting to note that Mr. Broussard’s 
letter to Senator Long complaining about PPG was written the same day— 
October 15, 1958. No further comment seems necessary. 

The foregoing facts may be summarized as follows: 

1. PPG commenced negotiations for its present lease in Lafayette at least 3 
months before it learned that Alamo planned to open a store in Lafayette. 

2. Alamo is primarily an outlet for Shatterproof's curved parts. 

3. Prior to August 4, 1958, PPG’s Lafayette branch sold curved parts to Alamo 
and Hub City Motors, Inc., competing auto glass installers, at PPG's published 
prices which were nondiscriminatory. 

4. On August 4, 1958, PPG learned that Alamo had decreased its prices to 
Hub City Motors, Inc. and other auto glass installers. PPG has met this competi- 
tion when necessary, e. g. in sales to Hub City Motors, Ine. 

5. Of a total of 33 insurance replacements made by PPG, 29 were sold at 
PPG's published prices. The remaining four were sold at a lower price which 
Was necessary in each case to meet the lower competitive price of Alamo. 

6. After August 4, 1958, PPG made only one sale of a curved part to Alamo 
invoiced on October 8, 1958. This sale was made at the lower price previously 
quoted by Alamo to others. This transaction was not mentioned in Alamo’s 
letter to Senator Long. 
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7. Finally, on October 15, 1958, Mr. Joe McCormick of Alamo called upon 
PPG's Lafayette manager and said he was going to raise his price because of 
the strike. McCormick was told by the manager that he “did not care to discuss 
discounts with him.” The letter to Senator Long complaining about P?G bears 
the same date. 


Cyrus V. ANDERSON, 
Assistant General Counsel, Pittsburgh Plate Glass Co. 


NOVEMBER 18, 1958. 
Mr. LEE BROUSSARD, 
Executive Manager, Alamo Glass Co., Inc., 
Lafayette, La 

DeAR Mr. Broussarp: In the absence of Senator Long, who is in Louisiana, 
I am forwarding to you herewith the enclosed “Memorandum re Lafayette, La.,” 
dated October 29, 1958. This memorandum was given to me by the Pittsburgh 
Plate Glass Co., to which I had referred a copy of your letter to Senator Long, 
dated October 15, with a request for explanation of their practices described by 
you. 

As Senator Long wrote you himself on October 22, it is his desire to include a 
copy of your letter in the appendix to the transcript of the hearings held by the 
Senator’s Subcommittee on Monopoly in July and October 1958 on the subject 
Competitive Problems of Independent Flat-Glass Dealers. 

However, I believe the chairman would agree with me that we should not pub- 
lish your letter unless we also publish PPG's memorandum of reply to your 
letter. It is my present thought that we shall print in the record both your letter 
and the PPG memorandum. If you \ish to make additional comment, will 
you let me hear from you, please? 

With best wishes, 

Sincerely yours, 
RAYMOND D. WatTTs, 
Counsel, Subcommittee on Monopoly. 


Aprenpix IX 


CORRESPONDENCE BETWEEN THE COMMITTEE AND LYNE PAINT CO., 
HENDERSON, KY. 
LYNE PAINT Co., 
Henderson, Ky., November 3, 1958. 
Senator RUSSELL B. Lone, : : 
Chairman, Subcommittee on Monopoly, i 
Senate Select Committee on Small Business, 

Washington, D.C 


DEAR SENATOR: In the November issue of the American Paint and Wallpaper 
Dealer magazine there appears an editorial concerning the complaints of small = 
retailers and dealers in auto glass, which is being investigated by your committee. 

In paragraph 5 of the editorial the writer states that one of the complaints is: 

“That auto manufacturers and their franchised new-car dealers were edging 
into the field of auto-replacement-glass distribution and installation.” 

In our experience in the last few weeks that has been proven a fact. We find 
that when we bid on a replacement of a curved windshield in a General Motors 
ear or truck that the franchised dealer will underbid us from 10 to 20 percent. 
Inasmuch as their labor is paid as high or higher than ours, it stands to reason 
that they are buying their windshields at considerably lower prices than we are 
able to buy them from distributors. Kindly bring this to the attention of your 
committee. 

Thanking you for your attention in the above, we are, 

Very truly yours, 


LYNE PAINT Co., 
By K. McD. LYNE. 
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NOVEMBER 6, 1958. 
Mr. K. McD. LYNE, 


Lyne Paint Co., Henderson, Ky. 

Dear Mr. LyNeE: Thank you for your letter of November 3. I was glad 
to learn of the editorial in the American Paint and Wall Paper Dealer magazine's 
November issue. This editorial had not previously been brought to my at 
tention, and I shall look it up 

At the hearings of my Small Business Subcommittee, the Monopoly Sub 
committee, last month, we had as witnesses high-ranking officers of both 
General Motors Corp. and Ford Motor Co. The vice president of each of those 
auto manufacturing companies told us that his company actively encourages 
its dealers to offer auto glass replacement service. General Motors, on July 1, 
oS, reduced its prices on replacement auto glass sold to its dealers to make 
n generally competitive with prices at which glass jobbers sell the parts. The 
impact of this on glass dealers, who tmust buy from the jobbers and then 
compete with the auto dealers, is plain 





The subcommittee staff, and I personally, are now studying and evaluating 
1@ voluminous testimony and exhibits received at our hearings on glass 
distribution problems in July and October. The evidence is complex and 
radictory ; but the picture that is shaping up appears increasingly to be a 
dark one for glass dealers. You may be sure that we are going to do our 
very best to arrive at some conclusions that will be helpful 
Unless you request that I do not, I am going to have your letter printed 
in the record of the hearings. I shall ask the Small Business Committee 
staff to send you a copy of the hearings after they have been printed, which 
will be in about 60 days 


t} 


Again, my thanks for your helpful and informative letter 
Sincerely yours, 
Russe.tt B. Lona, 
Chairman, Subcommittee on Monopoly. 


LYNE PAINT Co., 
Henderson, Ky., November 10, 1958 
Senator RUSSELL B. LONG, 
Chairman, Subcommittee on Monopoly, 
Washingto D ( 

DeAR SENATOR: Thank you for your very good letter of the 6th instant You 
are at liberty to have my letter printed in the record of the hearings or use 
it in any way to help the small glass dealer 

In paragraph 2 of your letter I note that you state the V. P.’s of General 


Motors and Ford stated that they reduced their prices on auto glass in order 
to place their dealers in a competitive position It is obvious that this is not 
true Those companies have been able to buy their glass from the local glass 


distributors or any others at the same prices and on the same terms as we do 
Thanking you again for your letter and hoping that your committee can 
give us some relief from this unfair competition, I am, 
Faithfully yours, 
K. Mc). Lyne, 
Partner, Lune Paint Co 
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APPENDIX X 


MATERIAL SUBMITTED TO COMMITTEE BY A. ALVIS LAYNE, JR., IN 
BEHALF OF THE FLAT GLASS JOBBERS ASSOCIATION 


(a) Statistical operating data—Flat Glass Jobbers Association—1957 


(Ernst & Ernst) 


CONTENTS 


Accountants’ letter. 
Highlights of operations. 
Operating statistics: 
Operating units having sales volume: 
Under $500,000. 
$500,000 to $1,000,000. 
Over $1,000,000. 
Operating units reporting sales of manufactured products which were: 
Less than 15 percent of net sales. 
More than 15 percent of net sales. 
Operating units reporting sales of glazing and installation services which 
were: 
Less than 15 percent of net sales. 
More than 15 percent of net sales. 
Operating units reporting profit on brokerage sales. 
Miscellaneous operating statistics, 
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(b) Letter and attached bulletin and pricelist containing information 
supplemental to Mr. Layne’s statement 


WASHINGTON, D. C., November 26, 1958. 


Re auto glass parts, General Motors prices. 
RAYMOND D. Watts, Esq., 
Counsel, Subcommittee on Monopoly, Select Committee on Small Business, 
United States Senate, Washington, D. C. 

Dear Mr. Watts: I am enclosing for your information a copy of the bulletin 
dated today, November 26, 1958, to be distributed to the members of the Flat Glass 
Jobbers Association regarding the announcement of price change by General 
Motors for auto glass parts sold to General Motors’ franchised new car dealers, 
Generally speaking, the price announcement of General Motors represents a 
5-percent increase over the drastically reduced prices announced by General 
Motors on July 1, 1958. 

The officers and the committees of the association concerned with these prob- 
lems believe that the action of General Motors is in significant part attributable 
to the interest of the Small Business Committee in the impact of the drastic price 
reductions of General Motors on independent glass distributors and glass dealers. 
The association feels that the General Motors action will assist in the reestab- 
lishment of more competitive operations in auto glass distribution. Much more, 
however, should be done by General Motors in recognition of the costs of distribu- 
tion of these expensive and fragile automobile glass parts. 

I do want you to know, however, the appreciation of the association for the 
interest of the committee and for your work on this problem. 


Sincerely, 
A. ALVIS LAYNE, Jr. 


NOVEMBER 26, 1958. 
BULLETIN TO MEMBERS OF FLAT GLASS JOBBERS ASSOCIATION 


Subject : General Motors price increase November 1 on auto glass parts. 


The automotive and safety glass committee of the Flat Glass Jobbers Associa- 
tion has been deeply concerned with the problems created in auto glass by General 
Motors’ introduction, effective July 1, 1958, of a new list and a drastic reduction 
in prices in auto glass parts to franchised new car dealers. This drastic modifica: 
tion of the merchandising program of General Motors has, as you are aware, 
created such serious problems to the independent jobber and glass dealer stocking 
and distributing auto glass parts, that the continued existence of independents is 
threatened. In addition, extensive hearings were held by the Senate Small 
Business Committee’s Subcommittee on Monopoly, as a result of complaints of 
independent glass dealers throughout the country concerning the serious impact 
the General Motors pricing had on independent auto glass distribution. At the 
extensive hearings of the Small Business Committee, questions concerning the 
reasons for the change in price structure and pricing policies were put to General 
Motors. 

The hearings disclosed that General Motors did not believe that the lower 
prices announced July 1 had affected independent distribution or forced a general 
price reduction of auto glass parts. Indeed, General Motors apparently believed, 
based on complaints received from its new car dealers, that the General Motors 
prices were not competitive with the prices the new car dealers were being offered 
by glass warehouses, jobbers, and glass dealers throughout the country. General 
Motors therefore reduced its prices to new car dealers in order to meet these 
claimed lower prices from jobbers and glass dealers. The clear inference from 
statements of General Motors is that the glass jobbers distributing LOF, PPG, 
and independent laminators and, in many instances, auto glass dealers, had been 
responsible for the quotation of the drastically lower prices which General Motors 
claimed it was meeting with its July 1 prices. 

General Motors has recently, as you are aware, announced another price change 
for auto glass parts to its new car dealers, effective November 1, 1958. Your 
committee has studied this new price list of General Motors in an effort to deter- 
mine the comparative net prices under the General Motors list effective November 
1 with the prices contained in the testimony before the Senate Small Business 
Committee, and in particular in relationship to the national auto glass specifica- 
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tion list referred to before the Senate Small Business Committee. Generally 
the November prices represent a 5-percent increase over the July 1 General Motors 
prices to new car dealers. 

There is attached a complete listing of the November 1 General Motors list and 
net prices on the various Clear and tinted part numbers. This attached listing.-is 
based on a discount of 40 percent from the General Motors list and represents, 
so far as the committee is aware, the current franchised automobile dealers’ 
lowest net cost. There appears to be very little consistency in this General 
Motors price structure. For example, it would require one discount from the 
NAGS list to produce the net price established by General Motors on clear wind- 
shields, and yet another discount from the NAGS list to produce the net price on 
the shaded windshields. Even other discounts would be required to produce the 
net prices of General Motors for some isolated numbers. The General Motors 
price announcement of November 1, 1958, is, however, generally a 5-percent in- 
crease in the prices on almost all auto parts with, however, the exception of the 
1959 parts. 

Apparently, General Motors has now recognized that the drastic price reduction 
on these parts announced July 1, 1958, produced an inadequate profit margin. We 
feel that the hearings before the Senate Small Business Committee in July and 
October were effective in drawing the attention of General Motors to the very 
serious consequences of the uneconomic prices established by them. This 5-per- 
cent increase is a step in the right direction and will, perhaps, enable independent 
jobbers and auto glass dealers to compete at prices which more clearly reflect their 
operating costs. If your company distributes or handles auto glass parts, you 
will want to give this matter careful study to determine the extent to which this 
General Motors revision will enable you and your dealers to stay in business and 
compete for auto glass sales. 








Part number GM list GM net New GM list | New GM net 
July 1 July 1 Nov. 1, 1958 Nov. 1, 1958 
W3?4—Clear $65. 75 $39. 45 $69. 00 $41. 40 
W317—Clear 46. 00 27. 60 48. 30 28. 98 
W396—Clear 62.75 37. 65 65. 90 39. 54 
W 513— Clear 68. 75 41. 25 72 00 43. 20 
W 512—Clear 65. 50 39. 30 41. 28 
W 547—Clear 74.00 44. 40) 46, 62 
W ¥45— Clear 69. 75 41.85 43. 95 
W 362—C lear 40. 50 24. 30 25. 53 
W 407—Clear 69. 75 41. 85 43. 95 
W 214—C lear 30. 57 
W 220—Clear 31. 35 
W318—Clear 28. 35 
W356—C lear 43. 95 
W358— Clear 41. 85 
W514—Clear 48 00 
W 518—Clear 52. 35 
W 566—C lear 74.10 
W 567—Clear 75. 90 
W 396—Tinted 75. 50 45. 30 47. 58 
W 394—T inted 79. 75 47.2 50. 25 
W 513— Tinted 83. 50 50. 10 52. 62 
W 512— Tinted 79. 75 7. 85 f 50. 25 
W 47— Tinted 89. 50 53. 70 94. 00 56. 40 
W }45— Tinted 83. 50 K). 10 87. 70 52. 62 
W317—Tinted 59, 25 35. 85 62. 75 37. 65 
W407— Tinted 83. 50 50. 10 87.70 | 52. 62 
B395—C lear 35. 50 21. 30 , 22. 38 
Q401—Clear 15. 75 
Q402— Clear i 15.75 
W214—Tinted 74. 00 44.00 
W356—Tinted 89. 25 53. 55 
W358— Tinted 85. 00 51. 00 
W514—Tinted 97. 75 58. 65 
W518—Tinted 106. 75 64.05 
W 566—Tinted 144. 50 86. 70 
W 567— Tinted 147. 50 88. 50 
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Appenpix XI 


LETTER TO COMMITTEE FROM STANLEY LEHRER, BROOKLYN, N. Y,, 
COUNSEL TO THE UNITED AUTO & FLAT GLASS DEALERS ASSO- 
CIATION, INC., WITH ATTACHED STATEMENT OF VIEWS ON AUTO 
GLASS SITUATION 

BROOKLYN, N. Y., November 29, 1958. 

Hon. Russet B. Lone, 

Senate Select Committee on Small Business, 
Senate Office Building, Washington, D.C. 

DEAR Mr. Lone: I enclose herewith my statement with respect to the dual 
distribution problem in the glass industry. 

Thank you very much for your courtesy in extending this opportunity to me, 
and please accept my apology for the delay in the transmission of this statement 
to you. 

On behalf of my client, please be advised that I am ready, willing, and able to 
meet with you at any time you wish, in the furtherance of the study on this 
problem. 

Very sincerely yours, 
STANLEY LEHRER, 


STATEMENT OF STANLEY LEHRER, COUNSEL TO UNITED AUTO & FLAT GLASS DEALERS 
ASSOCIATION, INC. 


My name is Stanley Lehrer. I am the attorney for the United Auto & Flat 
Glass Dealers Association, Inc., and have acted as its counsel since its organiza- 
tion in 1958, 

At one time I was counsel to the National Auto & Flat Glass Dealers Asso- 
ciation, one of the primary movers for this present investigation into the dual 
distribution program in the glass industry 

At the outset I should like to state the scope and purpose for the United Auto 
& Flat Glass Dealers Association. At the present time my client association 
consists of an allegiance of trade associations embodying the automobile glass 
replacement field in Boston, Philadelphia, New York City, and Connecticut. In 
fact, its constituent organizations are Auto Glass Dealers Asssociation of Phila- 
delphia, Massachusetts Auto & Flat Glass Dealers Association, Auto Glass 
Dealers Association, Inc. (of New York City). In addition, there are individual 
members unaffiliated with any local association, in the State of Connecticut. 

For several years past, the problem of dual distribution has been one of 
extreme concern to the automobile glass replacement shops in Boston and Phila- 
delphia. These two metropolitan areas have probably been the most seriously 
affected areas in the retail expansion program of the Pittsburgh Plate Glass Co. 
(PPG). New York City, with its large local association of automobile glass 
dealers, has also for many years past been concerned with this problem, although 
there are as yet no known PPG retail stores in the New York City metropolitan 
area itself. 

The Boston and Philadelphia groups, suffering the full impact, and threatened 
with impending economic disaster, joined together for the express purpose of 
petitioning or appealing to the proper legislative authorities for relief. New 
York City, fearful that the PPG retail expansion program would spread to its 
area, joined with the other two groups, and thus the United Auto & Flat Glass 
Dealers Association was formed. 

It is the contention of the United Auto & Flat Glass Dealers Association that 
the retail expansion program of PPG, and more recently, the entry into the 
retail glass replacement field by General Motors, presents a threat of extinction 
to these small-business people. 

Perhaps if the auto glass replacement dealers, banded together for the purpose 
as outlined above, possessed the financial resources and investigating facilities 
necessary, the plea they make at the present time would not be directed toward 
the Congress of the United States instead of the Justice Department, for viola- 
tions of the Robinson Act, Clayton Antitrust Act, and Sherman Antitrust Act. 

It is not the contention of my client that laws have not been violated. It is 
just unfortunate that they lack the finances and facilities to conduct a thorough 
investigation into the entire situation to find their remedy 
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The auto glass replacement shops in Boston, Philadelphia, and New York City 
are, for the most part, very small shops. In New York City alone there are 
approximately 200 automobile glass replacement shops, none of which employs 
more than 4 glaziers, and most of which have 1, 2, or no employees. Their busi- 
ness is entirely dependent upon off-the-street trade, replacements for warranty 
work of the new car dealer, and the large percentage for insurance replacement, 
viz, breakage wherein the automobile owner is indemnified by his own insurance 
company. 

The resources of these small-business people for advertising, employment of 
salesmen, and the like, are limited. Most automobile-glass shops in the three 
cities herein mentioned have been in existence for many, many years, and their 
names and goodwill are probably their biggest asset. They are faced, as are 
most normal businesses, with all of the normal business problems. With the 
advent of the curved windshield and back light, the automobile-glass industry 
in the last 10 years has afforded them an opportunity, never before realized by 
them, of increasing their volume, dollar sales, and profits. 

Likewise, over the past 10 years, their standard of living has improved com- 
mensurate with the rise in the standard of living throughout the Nation. For 
this, they have been grateful. After laboriously toiling, with low profit, long 
hours, and heavy manual operation for many, many years, they had reached a 
point of responsibility and decent living at the time of the commencement of 
the present crisis. 

It is significant to note that, for the many vears the replacement field was an 
industry, never before has there been such a serious threat by big business to 
invade it. 

These “tales of woe,” as the PPG representative stated on October 9, 1958, 
before this committee, have been told and reiterated many times. While the 
undersigned deplored the use of histrionics in this very serious proceeding, he 
must, nonetheless, accept the ’'PG representative’s description of the entire 
situation as being, in fact, “a tale of woe.” 

Hundreds of small-business people in this field, in the area covered by my 
«.ients’ association, their families, their employees, and their employees’ families, 
are most seriously affected In addition, there are the independent distributors, 
jobbers, and wholesalers. 

On October 9, 1958, Mr. Hughes, vice president in charge of the merchandising 
division of PPG, attempted to explain the PPG policy to the Small Business 
Subcommittee of the Senate. His explanation resolved itself into an attack 
on those who had testified before the committee in July of 1958, by reading from 
credit reports concerning those who had testified. I do not believe that this was 
the purpose of the committee hearings. Nor do I believe that he read into 
evidence credit reports of glass shops in the affected areas that have been 
seriously hurt by PPG 

In 1956, Mr. Irving Schpiro, at that time executive vice president of the Na 
tional Auto & Flat Glass Dealers Association, protested the entry of PPG into 
the retail field. On October 9, 1956, PPG, in a letter to Mr. Schpiro, signed by 
Mr. 1. ©. Burham, vice president of PPG, the PPG policy was stated with 
respect to its expansion program, from which letter I quote, as follows: 

“Pittsburgh Plate Glass has been engaged in the installation of automobile 
replacement parts ever since the closed car came on the road. This alone might 
explain why the company would wish to stay in the business But. bevond that, 
in view of the varied distribution pattern that exists in this industry and the fact 
that company branches engaged in auto-glass installation can also serve effec- 
tivel)\ s outlets for Pittsburgh paints, ordinary commercial prudence would 
suggest that we continue in the installation field.” 

Obviously, then, PPG, in explaining its policy of the retail glass program, 
suggested to Mr. Schpiro that it was opening retail plants for the purpose 
of selling paints. Nowhere in its statement of October 9, 1958, is this explana- 
tion given, nor in the past 2 years has that been a proven fact. Its retail shops 
have been opened to engage in the automobile-glass replacement business, and 
nothing else. If paints are carried by them, it is done as an auxiliary product, 
and it is not the prime reason for the opening of such retail outlets 

The policy of deception and word twisting is nothing new to PPG. The busi- 
ness practices of PPG have been under scutiny by the Justice Departinent for 
many years The Honorable Victor R. Hansen, Assistant Attorney General in 
charge of the Antitrust Division, stated before this committee on October 9. 





{ 


SS SN TT TT 


OLE OR kT PRP mS 


prema 


cr menvmeereenesea 





372 INDEPENDENT FLAT GLASS DEALERS 


1958, in discussing the 1948 complaint filed by the Justice Department against 
PPG and others: 

“The complaint charged that distributors, factory buyers, jobbers, and dealers 
in flat glass, particularly in window glass, were intimidated by the distribution 
organization of PPG, then consisting of 77 company-owned warehouses and 36 
retail stores located strategically throughout the United States. These ware- 
houses and retail stores, the complaint alleged, policed the distribution and sale 
of flat glass at levels below manufacturing. When a distributor cut prices, or 
sold to customers not assigned to him, the PPG warehouse or retail store located 
in the area cut prices and sought to take such distributor’s customers. Losses 
in one market area resulting from such prices were offset by profits from other 
areas or by raising prices in the price-cut area after the distributor was willing 
to cooperate or was driven out of business.” 

How can we possibly reconcile the above statement made by the Justice Depart- 
ment with Mr. Hughes’ statement on October 9, as follows: 

“IT can state to you, categorically, that PPG has no intention of expanding, 
in the distribution of auto glass or any other product, by driving its customers 
out of business. So far as I know, no customer of ours has ever gone out 
of business because of our competition.” 

In further explaining the situation that existed at the time of the filing of the 
complaint in 1946, Mr. Hansen stated: 

“PPG thus became the price leader for resale of all flat glass in the distribu- 
tion fields, and most distributors adopted a policy of following PPG’s lead in 
fixing resale prices of flat glass.” 

The past history of the policies and practices of PPG, as was more clearly 
illustrated by the consent decree of 1948, and by the allegations of the com- 
plaint filed that led to that decree, clearly demonstrate the imminent danger 
in the automobile-glass replacement field today. It is the contention of the 
United Auto & Flat Glass Dealers Association that relief must be afforded as 
quickly as possible. The old adage, “An ounce of prevention is worth a pound 
of cure,” is clearly applicable. 

If PPG and, more recently, General Motors are to be permitted to continue 
the retail program without safeguards, without scrutiny, and without boundary, 
the entire structure of our antitrust laws and policies would be completely 
negated. 

The 1946 complaint by the Government against PPG and others alleged that 
PPG, as one of the coconspirators, attempted by its conspiracy to completely 
monopolize the manufacturing, distribution, and sale of flat glass in the United 
States, both flat and laminated glass. They attempted, unequivocally, to elim- 
inate competition. They attempted to fix prices at all levels from the factory 
to the ultimate consumer. As Mr. Hansen stated, the Government, in 1946, in 
its prayer for relief, asked for, among other things, “that the distribution by 
Defendant PPG of its flat glass through its own warehouses and retail stores 
be adjudged illegal, and that such company be required to divest itself of 
control of any from any interest in such flat-glass warehouses and retail stores.” 

It is unfortunate, indeed, that, in the negotiations that led to the consent 
decree, this divestiture was not achieved. This one opening in the 1948 
eonsent decree presented to PPG the green light in its retail expansion pro- 
gram and its ultimate desire to monopolize the entire auto-glass replacement 
field. 

The testimony at the October 9 and 10 hearings clearly demonstrated that 
the only vertical operation in the manufacture and sale of glass in the United 
States is that of PPG. 

Section 29 of the final judgment of 1948 permits the Government to file a peti- 
tion for divestiture of PPG or any of the other defendants for selling or causing 
to be sold any kind of flat glass at any industry level at unreasonably low 
prices for the purpose of destroying a competitor or suppressing competition. 

The United Auto and Flat Glass Dealers Association is unable at this time to 
state that the pricing policies of PPG in the retail stores maintained by it, are 
in and of themselves enough to destroy all competition. There are and have been 
many instances of lower prices by PPG retail stores, and it is the contention of 
my client that of necessity the pricing policy of PPG will continue in a downward 
trend to eliminate the small auto-glass dealer. 

This policy must follow. Naturally PPG can undersell at retail level the very 
dealer who is compelled to purchase at the wholesale level from PPG. Would it 
be too farfetched to project oneself into the near future? PIG has been per- 
mitted to continue its retail expansion program. It would not take much imag- 
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ination to predict the results if this expansion program is allowed to continue. 
Prices will fall, supplies and stocking to the small-glass replacement dealer would 
be secondary to the supplying and stocking of a PPG retail store, and the retail 
store could not possibly compete in price or service with what the PPG retail store 
could offer. 

It was pointed out by Mr. Watts, counsel to the subcommittee, that the drop 
in prices would benefit the consumer. As an immediate result, this would cer- 
tainly be true. But would that practice continue, and for how long? Should 
that happen, the small retailer would soon be forced out of business. How long 
would it take for all auto-glass-replacement shops independently owned to be 
forced out of business, leaving a clear, unmolested, monopolized field for PPG? 
Would then the consumer be benefited by this? 

At one time PPG represented that it was entering the retail field and directing 
its retail-expansion pregram in those areas only where it could not effectively 
maintain satisfactory distribution. This is entirely irreconcilable with its actual 
conduct. Two large metropolitan areas, Philadelphia and Boston, are now 
plagued with the PPG retail stores. Does PPG maintain that these are areas 
where it could not effectuate proper distribution? Or is it not rather the obvious 
fact that these are areas where PPG could get a substantial part of the replace- 
ment-field business? 

On April 16, 1956, PPG sent the following letter : 

APRIL 16, 1956. 
Mr. Louts Marks, 
S. Marks & Co., Ine., 
Holyoke, Mass. 


DEAR Mr. Marks: This is in reply to your letter of April 4 regarding this 
company’s decision to open a retail store in Holyoke. 

This matter has been under consideration for a considerable period of time 
because we believe the paint sales potential in Holyoke to be in the neighborhood 
of a half million dollars a year. This step is being taken to improve the market 
for Pittsburgh paints not only through such a retail store, but also to the benefit 
of all dealers carrying the Pittsburgh paint line in Holyoke. 

It has been our experience that Pittsburgh dealer sales generally show a 
substantial increase because of the improved identification and acceptance of the 
Pittsburgh line resulting from the installation of such a service unit. 

Pittsburgh dealers in Holyoke should benefit also from the advantages of a 
completely stocked service unit able to assist the dealers with fill-in stock if the 
need arises. 

We certainly appreciate the business you have given us over a period of years 
and we sincerely hope that you will continue to give us the opportunity to demon- 
strate to you the advantages of this move. 

Sincerely yours, 
(Signed) Guy BERGHOFF, 
General Manager, Paint Sales Merchandising Division. 


Here again we have the excuse of “Pittsburgh paints.” Is PPG also repre- 
senting that the opening of retail stores in a metropolitan area would create 
more business for the retail auto glass dealer? Certainly PPG does not repre- 
sent that its four retail outlets presently operating in Philadelphia have 
created more automobile glass replacement business for the dealers there. 


THE AID PROGRAM 


PPG has maintained, ever since the complaints started with respect to their 
retail expansion program, that it intends enly to assist the dealers. On 
October 9 Mr. Hughes stated : 

“* * * PPG will do what it can to help the auto glass dealers in this city, 
because we are firmly of the view that they perform a necessary service, and 
that our future in the auto glass replacement business lies with them.” 

In line with this, PPG instituted its aid program, which was more fully dis- 
cussed by Mr. Hughes on October 9. He stated that there are 2,003 dealers 
who have joined in this program. Our association has no way of determining 
at this time how many dealers joined because of fear, and fear alone. Naturally, 
with PPG's greater resources, advertising, etc., the dealers either joined or got 
lost in the shuffle. Certainly no individual dealer could embark on an adver- 
tising program, in national magazines, radio and TV, commensurate with the 
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PPG program. It is ironic to note that PPG instituted this aid program after 
the protests from dealers and the deterioration of its public relations as a 
result of its retail expansion program. 

PPG's largest competitor at the manufacturing level, Libbey-Owens-Ford Glass 
Co., has maintained a position that LOF “does not want to become either a dis- 
tributor or a retailer as long as these functions can be and are performed by 
the distribution trades.” The undersigned believes that this policy of LOF is 
prompted by good, sound business reasoning, and by a laudatory desire on the 
part of LOF not to violate the essence and intent of our antitrust laws and policy. 


THE GENERAL MOTORS SITUATION 


When the original problem of dual distribution was first acted upon by the 
various trade associations involved, the GM policy had not as yet been 
crystallized. As a matter of fact, it was not until July 1, 1958 that GM entered 
into serious competition at the retail level with the automobile glass replacement 
shops. This action was obviously prompted by the fact that the automobile glass 
industry has now reached a point, profitwise, that makes it attractive to this 
giant of corporations. 

Mr. Hufstader, vice president of General Motors, submitted an extensive 
statement to this committee on October 9. Perhaps the most significant admis- 
sion on the part of GM is contained in the chart appearing between pages 22 
and 23 of that statement. The figure $12.88 appears at the bottom of column 9 
of the chart, and this figure represents the average price advantage in the 
purchase of a curved windshield that the GM dealer has as compared with the 
small auto glass replacement shop. 

This figure, $12.83, speaks for itself, and clearly explains the threat to the 
small auto glass replacement shop. Admittedly, the consumer would benefit by 
a reduced price, but, again we ask, for how long, and would the consumer 
actually benefit from this situation. If the GM dealer can undercut and under- 
sell the independent auto class replacement shop, for how long can the inde- 
pendent dealer remain in business, and how soon will it be before GM is alone 
in the field, to do as it pleases. Will the consumer then benefit, in a market 
without competition? 

GM claims it is on a competitive level with the independent distributors and 
retailers (p. 4 of Mr. Hufstader’s statement), and that it pays the same price 
for replacement auto glass for its cars and trucks as the independent distributor 
to whom LOF sells such glass parts. This is peculiar. No evidence was sub- 
mitted to show what price GM pays LOF for original glass equipment, as com- 
pared to what price it pays for replacement. We assume that GM buys more 
glass from LOF for original equipment than it does for replacement at the pres- 
ent time. What prevents the GM purchasing department from purchasing orig- 
inal equipment and using it for replacement purposes, which certanly affords 
it a distinct price advantage? 

Within the past 2 or 3 weeks a significant factor has arisen in the New York 
City area, with respect to the new GM policy. A general strike at PPG affected 
its shipments to distributors. LOF, not affected by a strike, has been able to 
continue its manufacturing. At the time of this writing it is impossible for an 
automobile glass dealer'in New York City to purchase from the LOF distributors 
certain windshields and back lights for the 1959 models. If the automobile 
glass replacement shop wants these parts he must go to a GM dealer. The 
undersigned refers to part B559 as a prime example of this supply problem. 

Here we have GM as the only source of supply at the present moment of certain 
auto parts. 

The GM situation presents a picture of dire consequences. Not sufficient time 
has elapsed to make or submit a complete, detailed survey to the committee of 
its effects. Certainly, once again, it does not take much conjecture to realize 
that, with the ability to purchase at a lower price, the GM dealer can undersell 
any auto glass replacement shop. Couple this with GM’s control of its subsidiary 
corporation, financing and insuring automobiles and glass breakage—its power 
to dictate to its purchasers, dealer, and assureds—and it becomes obvious that 
GM is a potential dictator and danger to the consumer. 


THE CASE FOR DIVESTITURE 


Divestiture of big business is nothing new or radical. It is not repugnant to 
the American free-enterprise system. Our system of free enterprise is one that 
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affords all an equal opportunity to compete and engage in business. If any one 
industry, or any one company, or any one individual, becomes so large that the 
ability of others to compete with it or engage in the same line of business is 
threatened, then our entire free-enterprise system is threatened. 

Here we have two giants of big business in this country. PPG seeks to com- 
pletely control in its vertical operation the entire automobile glass replacement 
industry. At its side stands an even larger giant, ready to claw and stamp out 
all competition. 

Divestiture is the only answer. It was requested by the Justice Department 
in this industry before, and the time has come to act upon that request. 

In relatively recent years, this country has seen divestiture occur in the 
movie industry and in the movie film processing industry. The results of such 
“splitting up” have been advantageous to the general public. In both instances 
the cry was that the consumer would not benefit. This of course has not ulti- 
mately been the fact, and the wisdom of the divestiture has become apparent. 
There is now more free competition in both industries, more people employed 
in the business, more people engaged in the business, and more families and 
individuals receive the benefits. 

The United Auto & Glass Dealers beseeches the Senate subcommittee to act 
upon this problem now. We know that if ultimately PPG and GM stamp out all 
competition or compel many shops to go out of existence, then the Government 
will act. However, that would be too late. 

Much damage has already been done. Much more irreparable damage will 
take place. 

The following proposals are respectfully recommended, without respect to any 
draftsmanship involved, but in an attempt to clearly define what we believe must 
be accomplished and effected to save the independent glass dealers in time: 

1. Permit and require publication to the entire public of comprehensive and 
current industry statistics, including therein prices, distribution patterns, volume 
of supplies, discounts afforded at the various levels throughout the various 
regions of the country. 

2. Prohibit any concern engaged in the manufacture of automobile glass and 
flat glass grossing in excess of $10 million per year from engaging in its own 
distribution program, either at wholesale, jobbing, or retail level, through any 
subsidiary, directly or indirectly owned by it. 

3. Prohibit any manufacturer of automobiles from engaging in the distribution, 
either at the wholesale, jobbing, or retail levels, of automobile glass, through its 
own dealers, subsidiaries, licensees, ete. 

The United Auto & Flat Glass Dealers Association is hopeful that this Senate 
subcommittee will act upon the problem at hand as expeditiously as possible. 
We are, of course, most willing to assist this subcommittee in this program in 
any Way possible. 

Respectfully submitted. 
STANLEY LEHRER, 
Attorney for United Auto & Flat Glass Dealers Association, Inc., 
Brooklyn, N.Y. 


ApprpenpIx XII 


SUGGESTED OUTLINES FOR STATEMENTS, SENT BY COMMITTEE TO 
WITNESSES APPEARING AT OCTOBER HEARINGS 


(1) SUGGESTED OUTLINE FOR STATEMENT OF PITTSBURGH PLATE GLASS Co. AT HEAR- 
INGS OF THE SUBCOMMITTEE ON MONOPOLY, SENATE SELECT COMMITTEE ON SMALL 
BUSINESS 


Prefatary note on terminology.—Any terms and abbreviations expressly defined 
in the consent judgment in U. S. A. v. Libbey-Owens-Ford Glass Company, et al., 
United States District Court, Northern District, Ohio, civil action No. 5239, the 
Flat Glass case, are used in this outline with the meaning set forth in the judg- 
ment definitions. Terms not defined in the judgment but defined in the amended 
complaint in the Flat Glass case, are used herein with the meanings set forth in 
the complaint definitions. It is requested that if any of the same terms are used 
in PPG's statement with different meanings, that the meaning intended be ex- 
plained at the time the term is used. 
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I. IMPORTANCE OF FLAT GLASS IN PPG’S OVERALL SALES AND EARNINGS PICTURE 


We understand that PPG has three principal-product lines: (1) glass and fiber 
glass products; (2) paints, paint brushes, and related products; and (3) chemi- 
cals. In the present phase of its study of dual distribution, the subcommittee 
is primarily concerned with flat glass, as defined in the Flat Glass case. 

Hence, for purposes of this outline, we shall divide the first. product category 
into two: flat glass; and glass and fiber-glass products other than flat glass. 
In addition, we assume that portions of your annual net sales to customers 
and other net revenues and of your earnings from operations, as stated in your 
annual report, are derived from services, billed to customers as such and sepa- 
rately from products or materials, e. g., installation of flat-glass products in build- 
ings and in automobiles. It would be helpful to the subcommittee, in understand- 
ing your flat-glass operations, to have an indication of the relative importance of 
the four principal product lines mentioned above in your total sales and earnings 
picture. Do sales of all flat-glass products, for example, account for closer to 5 
percent or 90 percent of (@) your net sales to customers and other net earnings? 
and (b) your earnings from operations? 

Within the flat-glass line, what is the importance, in terms of percentages of 
net sales and revenues and of earnings from operations, of the various flat-glass 
categories: plate glass, window glass, laminated glass, and tempered glass? 
Are glass installation services billed separately from products, or accounted for 
separately from products, an appreciable factor today in PPG’s total sales and 
revenues? Total earnings? 

It is requested that you open your statement with the most detailed information 
along these lines that can be included in the public record without competitive 
injury to the company. 


Il. THE COMPANY’S MERCHANDISING FACILITIES AND METHODS 


A. The Company’s nomenclature for its classes of merchandising units 


A map entitled “PPG Today,” appearing on the center fold of the June 1958 
PPG Products magazine, indicates that the company has over 300 merchandising 
units. The operations of these units were a princpal topic of discussion (and 
complaint) in testimony the subcommittee received from independent. flat-glass 
dealers at hearngs on July 30 and 31, 1958. Please include in your statement a 
list of the company’s names for its various types or classes of merchandising 
units, e. g., warehouse, depot, branch, servicenter, etc., explaining or defining each. 
If each named class of unit implies a principal distributive function, please 
indicate that function in the definition. 


B. Functional levels of distribution of flat-glass products 

PPG’s statement could, very helpfully to the subcommittee, define and discuss 
all the functional levels in the distribution of flat-class products from factory to 
ultimate consumer. The discussion should show, as to each functional level: 

1. The various classes of PPG units engaged at that level in selling to outside 
customers or shipping to lower-distributive-level PPG units. 

2. The various classes of independent distributive outlets making sales at that 
level. 

3. The class or classes of lower-distributive-level PPG units receiving ship- 
ments at or from the functional level defined. 

4. The class or classes of independent distributors and other customers 
(whether or not distributors) purchasing at the functional level defined. It is 
requested that your definitions be along the lines of, and at least as detailed as, 
the tentative definitions prepared by the subcommitee staff and set forth in sub- 
section C, next below. You are of course urged to amplify and correct the staff's 
definitions as you think necessary. 


C. Subcommittee staff's preliminary outline of functional levels 


For purposes of this outline and to clarify its own understanding, the sub- 
committee staff has prepared tentative and preliminary definitions of five prin- 
cipal functional levels in flat-glass distribution. These five levels will be referred 
to in this outline by their numbers, 1 through 5, and are as follows: 

1. Wholesaling to factory buyers. The largest volume purchasers of flat glass 
are recognized factory buyers, who purchase direct from PVG factories or fac- 
tory warehouses at the highest discount allowed any class of purchasers. All 
flat glass sold at this level is purchased for resale and most if not all of such 
resales are at wholesale. 
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(a) PPG units selling at level 1: (1) factories; (2) factory warehouses. 

(b) Independent distributive outlets selling at level 1: None. This level, 
by definition, is occupied only by manufacturers. 

(c) PPG merchandising units receiving shipments at level 1: (1) primary 
warehouses; (2) perhaps, occasionally, branch warehouses and depots. 

(d) Independent purchasers at level 1: (1) jobbers who are factory buy- 
ers; (2) automobile manufacturers; (8) some very large glazing contractors 
having factory-buyer status; (4) some very large mirror and furniture 
manufacturers. 

2. Wholesaling to purchasers other than factory buyers (uninstalled and un- 
changed in form). Sales at this level are in large or small quantities and at a 
high discount—but not as high as the discount offered by PPG to recognized fac- 
tory buyers. Sellers at level 2 have large warehouses and maintain full inven- 
tories. Flat glass is sold at this level in the same form as purchased or received 
at level 1 (except for some packaging breakdowns). Glass purchased at level 
1 and resold on an installed basis or incorporated into manufactured goods is 
not within level 2 distribution, as here defined. All glass purchased or shipped 
at this level will be for resale, and a substantial portion of resales of glass pur- 
chased at this level will be at wholesale. 

(a) PPG units selling at level 2: (1) factories (?) or factory warehouses ; 
(2) primary warehouses. 

(b) Independent distributive outlets reselling at level 2: (1) flat glass 
jobbers who are PPG factory buyers; (2) automobile manufacturers (sell- 
ing auto glass, uninstalled, to their franchised auto dealers for replacements). 

Nore.—As we understand it, PPG company-owned warehouses compete 
directly with PPG’s independent factory-buyer jobbers, to some extent, in 
making sales at level 2. 

(c) PPG units receiving shipments at level 2: (1) branch or subware- 
houses; (2) retail “servicenters” and stores. 

(d) Independent purchasers at level 2: (1) smaller jobbers or distribu- 
tors who are not recognized factory buyers; (2) glazing contractors (install 
plate and/or window glass in new construction) ; (3) larger reglazing con- 
tractors (replace broken plate and/or window glass in buildings) ; (4) larger 
auto-glass replacement shops; (5) larger hardware stores and hardware 
chains. 

8. Nonwarehouse wholesaling to retailers or other lowest-level resellers (un- 
installed and unchanged in form). Sellers at level 3 have very small or no 
warehouse facilities and maintain little or no inventory, usually obtain glass 
from level 2 sellers only when they have a sale for it. Most level 3 sellers are 
also engaged in one or more aspects of trade at levels 4 and 5. Flat glass is 
sold at level 3 in the same form as purchased or received at level 1 or 2 (except 
for packaging breakdowns). Sales at level 3 are in small quantities, down to 
a single pane or windshield, but are always at a discount from list and are 
always intended by the purchaser for resale. 

(a) PPG units selling at level 3: (1) warehouses (a PPG warehouse 
would be deemed to be selling at this level only as to sales made through 
a branch or order office which maintains no onsite inventory); (2) PPG 
“servicenters” and stores. 

(b) Independent distributive outlets reselling at level 3: (1) such jobbers 
and distributors as serve customers of the types named in (d) below; (2) 
auto-glass replacement shops (as to uninstalled sales to car dealers and body 
shops). 


(c) PPG units receiving shipments at level 3: PPG “servicenters” and 
stores. 

(ad) Independent purchasers at level 3: (1) smaller auto glass replace- 
ment shops; (2) automobile dealers; (3) small reglazing contractors; (4) 
auto body shops. 


4. Installed sales at discount prices, intended for resale at a markup by the 
purchaser. 

(a) PPG units selling at level 4: (1) some warehouses which bid on glaz- 
ing and/or reglazing contracts and/or install auto glass; (2) auto glass 
“servicenters.” 

(b) Independent distributive outlets reselling at level 4: (1) glazing con- 
tractors (as to sales to nonowner-builders) ; (2) auto glass replacement shops 
(as to installed sales to auto dealers and body shops). 

(c) PPG units receiving shipments at level 4: none. 
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(d) Independent distributive outlets purchasing at level 4: (1) building 
contractors ; (2) auto dealers; (3) auto body shops. 

5. Retail sales of flat glass at list and discount sales not intended for resale at 
a markup (installed or uninstalled). Many sales in this category to ultimate 
consumers, will be at list prices ; some will be at discounts from list but are in the 
nature of retail sales because not intended by the purchaser for resale at a 
markup. 

(a) PPG units selling at level 5: (1) some warehouses and warehouse 
branches; (2) retail “servicenters” and stores. 

(b) Independent distributive outlets selling at level 5: (1) glazing con- 
tractors (as to sales to owner-builders) ; (2) reglazing contractors (as to 
sales to owners at list or to insurance companies at a discount but not for 
resale) ; (3) auto body shops (as to sales to car owners at list or to insur- 
ance companies at a discount, but not for resale) ; (4) auto dealers; (5) body 
shops; (6) hardware stores. 

(c) PPG units receiving shipments at level 5: none. 

(d) Purchasers at level 5: consumers and insurance companies. 


D. Pricing of flat glass products 

Please include in your statement an explanation of the flat glass industry’s 
methods—and PPG’s individual methods if to any extent they differ from those 
of the industry generally—in the pricing of flat-glass products. We understand 
that all pricing at all distributive levels is done on the basis of list prices, or the 
prices actually or theoretically to be paid by the ultimate consumer, and that, in 
sales at each distributive level, the price paid by the purchaser is quoted as a 
percentage discount from the list. Please amend or correct the foregoing state- 
ment to the extent necessary; then give a reasonably detailed explanation of 
the way flat-glass products are priced to independent outside customers at each 
distributive level, showing the discount or range of discounts allowed purchasers 
at each level. Explain the methods by which the company determines the discount 
or discount ranges allowed to a particular buyer or distributive level of buyers 


E. Percentage importance of sales through company outlets 

Attached hereto (original copy only) are photostatic copies of schedules 16, 
17, and 18, appearing on pages 27, 28, and 29 of stipulation 1, filed in 1950 in 
“The Flat Glass Case.” It is requested that PPG submit as an exhibit to its 
statement continuations of each of these tables for the years 1946 through 
1957, inclusive, and also submit a similar table, covering the years 1946 through 
1957, inclusive, giving the same information for tempered glass. If, with sig- 
nificant savings in cost to PPG and no significant loss in accuracy, it is possible 
to submit the tables showing only the last 2 (percentage) columns, without the 
first 4 (square feet) columns, that will be sufficient. 


F. Pricing or cost-accounting in PPG intracompany shipments 


With reference to the information requested to be submitted in E, above, 
please include in your statement answers to the following questions: 

1. Do your figures for “Net Sales to Customers and Other Net Revenues,’ 
appearing in PPG’s annual reports, include any “sales” or “revenues” accounted 
for by intracompany shipments or services? 

2. Does the company, in accounting its ““Earnings from operations,” as shown 
in your annual reports, calculate separately the functional profits on merchan- 
dise precessed within the company through all distributive levels from manu- 
facture through installation? For example, take the case of a bent wind- 
shield made in a PPG factory or factories, shipped to a PPG warehouse (in a 
distributive level 1 transfer), reshipped from the warehouse in a pallet to a 
branch or subwarehouse (a level 2 transfer), reshipped singly from the branch 
warehouse to and on order of a PPG “servicenter” (a further level 2 transfer 
but one which, if performed by an independent jobber might be accomplished at 
a lower discount than the first level 2 transfer described), and installed by the 
“servicenter,” at list price, in a car owner’s automobile (a level 5 sale). Isa 
functional markup charged and paid on each such intracompany transfer? Isa 
markup, if not paid in cash, entered at each transfer as a bookkeeping transac- 
tion? Or is only one markup and one profit calculated, at the time the product 
is sold to a customer outside the company? If functional markups are charged 
or accounted at each level, are they the same as they would be in the case of 
sales at the same level to an outside customer? If no functional or operative 
profit is calculated until the product is sold and delivered to an outside customer, 
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is that profit allocated among the various PPG units performing distributive 
functions? If so, by what formula or method? If not, by what indicia does the 
company determine the profitability of a particular distributive unit? 


G. List of PPG merchandising units, showing functions 


Please furnish, as an appendix to your statement, a list of all PPG merchan- 
dising units, arranged in an order (regional, by market areas, or whatever) you 
regard as meaningful in relation to the company’s actual distributive opera- 
tions. It is requested that the list show the year in which each unit was 
opened and, in the case of units opened in the last 5 years, the month and year 
the unit was opened. In addition, the distributive functions carried out by each 
unit in each of the years 1950, 1955, and 1958 should be indicated by appropriate 
symbols in columns for each of such years. It is suggested that the following 
product symbols be used: 

O—for glass and fiber glass products other than flat glass. 
P—for paints and paint brushes. 
C—for chemicals. 
F—for flat glass products (all kinds). If a unit does not deal in all 
kinds of flat glass, symbols for the various types should be used: 
Pl—for plate glass. 
W—for window glass. 
L—for laminated glass. 
T—for tempered glass. 

As to each product, the class or level of distributive functions performea 
should be indicated after the product symbol. In the case of “O,” “P” and “C” 
products, it will be sufficient to use simply a “W,” for “wholesale functions,” and 
an “R,” for retail functions. In the case of “F” or any of the component 
“FE” products, “Pl,” “W,” “L,” and “T,” the product symbol should be followed 
by a number or numbers from 1 through 5, to indicate the more exact distribu- 
tive function or functions carried out in transactions involving that product. 





Examples: 
O-W—glass and/or fiber glass products other than flat glass, wholesale 
functions. 


P-—R—paint and paint brushes, retail functions. 

C-W&R—chemicals, wholesale and retail functions. 

F—-1—flat glass products (all kinds), level 1 wholesaling (see outline 
section II C, above, for description of distributive functional levels 1 
through 5.) 

PI&W-1&2—plate and window glass, levels 1 and 2 functions. 

L&T-4&5—laminated and tempered glass, levels 4 and 5 functions. 

Full—all products, all functional levels. 

Form of table and hypothetical entries: 


List of PPG merchandising units showing distributive functions 





Functions performed in years: 




















Name and address of unit Year opened 
1950 1955 1958 
PPG Warehouse No. 3, 901 Y St., Philadelphia, | 1898........ | 0,P&C-W | 0,P&C- Full. 
Pa. | F-1,2&3. W&RF-1, 
| 2&3,L&'T- 
| i 
PPG Servicenter (branch of Warehouse No. 3), | July 1955__- re a L&T 4, | O&P-Wé&R 
L 17035 Z Rd, Philadelphia. | '-3, 5. | F-3, 4, 5 
1 a ee es. Fay na, oe eS a a 
r 
t III. THE COMPANY’S POLICIES AND PRINCIPLES IN THE DISTRIBUTION OF FLAT 
C GLASS 
a 
, The independent glass dealers who testified before the subeommittee on 
% July 30 and 31, 1958, seemed to feel that PPG has no concern for their welfare 
t any may, in fact, prefer to see them removed from the distributive picture. 
d PPG is invited to comment on the glass dealers’ testimony generally and is 
if requested to be prepared to answer questions or comment on all specifie allega- 
re tions made by the dealers. In addition, it is requested that PPG’s statement 
r, include answers to the following questions : 


Se ee 
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A. Does PPG believe that the function historically performed by retail 
auto glass dealers, glazing contractors, and reglazing contractors can, in today’s 
market, be more efficiently performed by glass producers through vertically 
integrated wholesale and retail merchandising units? The function of inde- 
pendent jobbers? That is, all personal considerations of individual businesses 
aside, in PPG’s opinion, will the economy be strengthened and the distribution 
system made more efficient, with cost reductions to the ultimate consumer 
ensuing, if the independent glass jobbers and dealers are expunged from the 
distribution system? Please give your reasons for your answer. 

B. Assuming PPG’s long-range goal to be a continually expanding volume of 
sales of the company’s flat-glass products, and further assuming you had to 
make a choice between your company-owned and your independent distribution 
outlets, which would better serve your goal: to surrender or be divested of 
your own distribution outlets, or to lose all your independent outlets? 

C. At the wholesale or jobber level, which distributes the larger volume of 
PPG's flat-glass products: PPG company-owned wholesale distribution outlets, 
= ay independent jobbers? (Please answer for years 1940, 1950, 1955, and 

58. 

D. At the retail, wholesale-retail dealer and glazing-contractor levels (levels 
8, 4, and 5, as above defined), which distributes the larger volume of PPG's 
flat-glass products: PPG company-owned distribution outlets, or independent 
distribution outlets? (Please answer for years 1940, 1950, 1955, and 1958.) 

E. At what company level is the decision made to have a local PPG mer- 
chandising unit commence functions that are competitive with independent 
wholesaler or retailer customers of that merchandising unit? What are the 
considerations and policies that lead to such a decision? 

F. If the independent flat-glass jobbers and dealers are rendered extinct, 
as a class, will PPG’s competitive position in relation to other glass producers 
generally (foreign and domestic) be strengthened, weakened, or unchanged? 
In relation to Libbey-Owens-Ford Glass Co. in particular? 

G. How much money has the company spent in each of the past 5 years to 
enlarge its company-owned distribution system at distributive function levels 
2 through 5: 

1. For capital investment in new buildings and furnishings? 

2. For advertising of newly added distributive functions or services? 

3. For increased personnel (payroll) to carry out newly added distributive 
functions or services? 

H. What positive recommendations, if any, would PPG make for legislative 
action to promote utmost efficiency and economy in the distribution of flat-glass 
products? 





(2) SUGGESTED OUTLINE For STATEMENT OF LipBEY-OWENS-Forp GLAss Co. AT 
HEARINGS OF THE SUBCOMMITTEE ON MONOPOLY, SENATE SELECT COMMITTEE ON 
SMALL BUSINESS 


Prefatory note on terminology.—Any terms and abbreviations expressly defined 
in the consent judgment in U. 8. A. v. Libbey-Owens-Ford Glass Company, et al., 
USDC, W. D., Ohio, Civil Action No. 5239. the Flat Glass case, are used in this 
outline with the meanings set forth in the judgment definitions. Terms not 
defined in the judgment but defined in the amended complaint in the Flat Glass 
ease are used herein with the meanings set forth in the complaint definitions. 
It is requested that if any of the same terms are used in LOF’s statement with 
different meanings, that the meaning intended be explained at the time the term 


is used. 
I. THE COMPANY’S DISTRIBUTION FACILITIES AND METHODS 


A. Distributive facilities; chain of distribution——Please furnish a list of 
LOF's distributive outlets for flat glass products, i. e., the locations of any ware- 
houses or other company-owned and operated distribution centers. Explain gen- 
erally the methods by which LOF sells and distributes its flat glass products, 
showing the various chains of distribution from factory to ultimate consumer, 


e. g.— 


1. From LOF factory to LOF warehouse to General Motors Corp.: glass to 
be used for original instailation in new vehicles. 

2. From LOF factory to LOF warehouse to General Motors Corp, to GM 
regional parts depot to GM dealer: glass to be used for replacement installa- 


tion in consumers’ automobiles. 
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8. From LOF factory to LOF warehouse to independent jobhers to (a) 
glazing contractors, (b) independent auto glass shops, (c) hardware stores, 
ete. 

B. Customers.—Please furnish a list of all the classes of customers to whom 
LOF sells flat-glass products directly, indicating the category or categories of 
flat glass (plate, window, laminated or tempered glass) purchased by each such 
class of customers. Please include the following information as to each customer 
class listed : 

1. Use or uses the customer makes of the flat glass purchased; e. g., 
installation in new automobiles, resale to glazing contractors, etc. 

2. As to classes of LOF customers who simply resell the glass, unchanged 
in form, the classes of customers to whom they sell. 

3. The names of LOF’s two largest volume customers in each class. 

4. The approximate percentage of LOF’s total net sales accounted for by 
sales to each class of customers. 

Note.—The information requested in paragraphs A and B may be incorpo- 
rated into a single list or table of your arrangement, if desired. 

C. Pricing of flat-glass products.—Please include in your statement an expla- 
nation of the flat-glass industry’s methods—and LOF’s individual methods if to 
any extent they differ from those of the industry generally—in the pricing of 
flat-glass products. We understand that all pricing at all distributive levels is 
done on the basis of list prices, or the prices actually or theoretically to be paid 
by the ultimate consumer, and that, in sales at each distributive level, the price 
paid by the purchaser is quoted as a percentage discount from the list. Please 
amend or correct the foregoing statement to the extent necessary; then give a 
reasonably detailed explanation of the way LOF’s flat-glass products are priced, 
showing the discount or range of discounts allowed each of your classes of 
customers (a) on the basis of function; (b) on the basis of quantity. 

D. Explain the effects upon (the changes made necessary in) LOF’s pricing 
and distributive methods by: 

(1) The consent judgment in the Flat Glass case (U. S. A. v. Libbey- 
Owens-Ford Glass Company, et al., USDC, N. D., Ohio, Civil Action No. 
5239, 1948). 

(2) The consent order in the matter of Libbey-Owens-Ford Glass Co., 
Federal Trade Commission docket No. 6700, 1957. 

E. Competition.—Name the principal other firms—American and foreign pro- 
ducers, imported glass distributors, ete——with which LOF competes for the 
flat glass business of each of its classes of customers. As to each class of LOF 
customers, indicate whether LOF is the exclusive, the principal, or a secondary 
supplier of the requirements of a majority of the business units comprising that 
class of customers. 


II, GENERAL MOTORS CORP. AS A DISTRIBUTOR OF THE COMPANY’S AUTO GLASS FOR 
REPLACEMENT PURPOSES 


Independent auto glass dealers from all parts of the country, at the subcom- 
mittee’s hearings on July 30 and 31, 1958, complained of the July 1, 1958, price 
reductions by Chevrolet and Cadillac divisions of General Motors Corp. in the 
sale of replacement auto glass to their franchised new car dealers. We should 
like your representative to be prepared to comment on and answer questions 
about the testimony received at the July hearings. In addition, in your state- 
ment, please answer the following questions: 

A. Does LOF sell the larger Volume of auto glass for replacement purposes 
to General Motors Corp. or to independent jobbers? Please answer this question 
for years 1940, 1950, 1955, 1957, and (first half) 1958. 

B. Has GM increased its volume of orders of glass for replacement purposes 
since the effective date of the Cadillac and Chevrolet price cuts to their dealers? 

C. In terms of the cost to them of glass purchased from LOF, how much of a 
markup were Cadillac and Chevrolet taking on sales to their dealers (a) before 
the July 1, 1958, price reduction to dealers? (b) After the reduction? 

D. What does LOF anticipate will be the long-range effect of the Chevrolet 
and Cadillac price reductions to their dealers on LOF’s volume of sales of re- 
placement auto glass (a) to all customers, in the aggregate? (b) To General 
Motors? (c) To independent jobbers? 

E. If, as has been alleged, the purpose of the Chevrolet and Cadillac price re- 
ductions is to shift all or a large share of the market in replacement auto glass 
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from independent flat-glass jobbers to General Motors (at the wholesale dis- 
tributor level) and from independent flat-glass dealers to new-car dealers (at 
the retail installation level), does LOF anticipate long-range benefit or detri- 
ment to its volume of sales and competitive position if this purpose is attained? 
Will your answer be changed if the same practice is instituted (@) by all other 
GM motorcar divisions? (b) By other automobile manufacturers, notably Ford 
and Chrysler, which purchase their glass requirements from Pittsburgh Plate 
Glass Co.? 


Ill. THE COMPANY’S VIEWS ON DUAL DISTRIBUTION OF FLAT GLASS 


The independent flat-glass dealers who testified in July were also deeply con- 
cerned about competition, at all distributive functional levels, by company-owned 
merchandising units of PPG. There were similar complaints about downward 
vertical integration, in competition with customers, by some of LOF’s and PP@’s 
independent distributor customers. We hope your representative will be pre- 
pared to discuss this situation and the specific allegations of the subcommittee’s 
witnesses on July 30 and 31. In addition, we should like your prepared state- 
ment to include answers to these questions: 

A. Does LOF sell directly to any customers who, except for the availability of 
glass from the factory, would purchase from other LOF customers at a higher 
distributive level? In other words, does LOF engage in any dual distribution 
at any level? We understand it does not; but if this is incorrect, please ex- 
plain the nature and extent of the competition by LOF with any of its customers. 

B. Does PPG’s expanding vertical integration of distribution pose a competi- 
tive threat to LOF? If not, why not? If so, explain the nature and extent of the 
threat and the steps LOF is taking or might be forced to take to meet it. 

C. Many independent flat-glass dealers, and some flat-glass jobbers, aver that 
vertical integration by PPG and (as to retail dealers) expansion into retail op- 
erations by jobbers and distributors, together with the recent GM moves, threaten 
their businesses with extinction, as a class. If all considerations of hardship to 
individual businesses and businessmen are ignored, in LOF’s opinion will the 
economy be strengthened and the distribution system made more efficient, with 
cost reductions to the ultimate consumer ensuing, if (a) the independent glass 
dealers are expunged from the system, to have their functions taken over by 
the jobbers? (b) The independent glass jobbers and dealers are expunged from 
the system, to have their functions taken over by glass manufacturers and/or 
motor companies and their dealers? Please give your reasons for your answers. 

D. What positive recommendations, if any, would LOF make for legislative 
action to promote utmost efficiency and economy in the distribution of flat-glass 
products? 


(3) SvuGcEesTeD OUTLINE FoR STATEMENTS OF Fourco GuLass Co., FRANKLIN GLASS 
Corp., GUARDIAN GLAss Co., INc., AND SHATTERPROOF GLASS CorP., AT HEARINGS 
OF THE SUBCOMMITTEE ON MONOPOLY, SENATE SELECT COMMITTEE ON SMALL 
BUSINESS 


Prefatory note on terminology.—Any terms and abbreviations expressly defined 
in the consent judgment in U. S. A. v. Libbey-Owens-Ford Glass Company, et al., 
(USDC, N. D., Ohio, Civil Action No. 5239), The Flat Glass case, are used in 
this outline with the meanings set forth in the judgment definitions. Terms not 
defined in the judgment but defined in the amended complaint in The Flat Glass 
case are used herein with the meanings set forth in the complaint definitions. It 
is requested that if any of the same terms are used in your company’s statements 
with different meanings, that the meaning intended be explained at the time 
the term is used. 


I. THE COMPANY’S ORGANIZATIONS, PRODUCTS, OWNERSHIP, AND FINANCIAL STRENGTH 


Please open your statement with a brief introduction to your company, 
covering the following points: 

A. Organization.—Date of organization and State in which incorporated. 
Principal office location. 

B. Products.—Products manufactured and production facilities. Please indi- 
cate the product or product line that accounts for the greatest dollar volume of 
sales and (if different) the product or product line that accounts for the greatest 
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portion of your earnings. Please give your best estimate of the percentage of 
total United States production of (a) plate glass; (b) sheet or window glass; 
(c) laminated glass; and (d) tempered glass manufactured by your company 
in each of the following years: 1940, 1950, 1957. 

C. Ownership and affiliations.—Please name other glass manufacturers, if any, 
who own 10 percent or more of the voting stock of your company. If your 
company is controlled by, controls or is otherwise affiliated with (through inter- 
locking directors, minority stock ownership, etc.) any other companies, foreign 
or domestic, engaged in the manufacture or distribution of flat glass, please 
name the company or companies and indicate the nature of the control or 
affiliation. Also, please give the names of companies, if any, which have been 
merged with or into your company, or to the business or assets of which your 
company has succeeded. 

D. Financial strength.—Please indicate the approximate net worth of your 
company at the present time, the number of employees, and the dollar amount 
of your 1957 (a) net sales of all products; (0) earnings from operations, all 
products; (c) net sales of flat-glass products; and (d) earnings from operations, 
flat glass products. 


II, THE COMPANY’S DISTRIBUTIVE FACILITIES AND METHODS 


A. Distributive facilities: chain of distribution.—If your company has any 
distributive or merchandising units, apart from factories, please furnish a list 
naming or describing such units, giving their locations, and indicating their 
function or functions in the distribution of your flat-glass products. Please 
explain generally the methods by which the company sells and distributes its 
flat-glass products, showing the chain or the various chains of distribution from 
factory to ultimate consumer. 

B. Customers.—Please furnish a list of all the classes of customers to whom 
the company sells flat-glass products directly, indicating the category or categories 
of flat glass (plate, window, laminated, or tempered glass) purchased by each 
such class of customers. Please include the following information as to each 
customer class listed : 

1. Use or uses the customer makes of the flat-glass products purchased ; 
e. g., inclusion in manufactured products, resale to glass dealers or glazing 
contractors, ete. 

2. As to classes of customers who simply resell the glass, unchanged in 
form, the classes of customers to whom they sell. 

3. The approximate percentage of the company’s total net sales accounted 
for by sales to each named class of customers. 

C. Pricing of flat-glass products.—Please include in your statement an expla- 
nation of the flat-glass industry’s methods—and the company’s individual methods 
if to any extent they differ from those of the industry generally—in the pricing 
of flat-glass products. We understand that all pricing at all distributive levels 
is done on the basis of list prices, or the prices actually or theoretically to be 
paid by the ultimate consumer, and that, in sales at each distributive level, the 
price paid by the purchaser is quoted as a percentage discount from the list. 
Please amend or correct the foregoing statement to the extent necessary, then 
give a reasonably detailed explanation of the way the company’s flat-glass 
products are priced, showing the discount or range of discounts allowed each 
of your classes of customers (@) on the basis of function; (0) on the basis of 
quantity. 


III. EFFECTS ON THE COMPANY OF PPG’S DUAL DISTRIBUTION SYSTEM ; 
OTHER COMPETITIVE FACTORS 


The subcommittee, in its present study, is primarily concerned with the state 
of competition in the distribution of flat glass; but competition at the pro- 
duction level, of course, has an important bearing on this. It will be most 
helpful to us if your company’s statement will cover the following points: 

A. Manufacturer competition.—Please name the principal other firms—Ameri- 
can and foreign producers, imported glass distributors, ete.—with which your 
company competes for the flat-glass business of each of its classes of customers, 
Indicate the extent to which your customers of various classes are dependent 
on or independent of your company as a supply source. Indicate the extent, 
if any, to which your company must rely on some of your competitors (naming 
them ) for your own supplies or materials, 
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B. PPG@’s dual distribution system.—Independent glass dealers, testifying at 
hearings of the subcommittee on July 30 and 31, 1958, complained of competition 
in the wholesaling and retailing of glass by the company-owned merchandising 
outlets of one of the principal suppliers, the Pittsburgh Plate Glass Co. In 
this connection, please answer the following questions in your statement: 

1. Does PPG’s network of company-owned merchandising outlets pose 
competitive problems for your company that would not exist if PPG 
distributed its products only through independent jobbers and distributors, 
as LOF does? If not, why not? If so, please explain the nature and gravity 
of the problems you face, as a manufacturer, due to PPG’s vertically 
integrated distribution system. 

2. Does your company engage in dual distribution at any level? That 
is, do you make sales directly to any class of customers in competition 
with other classes of your customers? If not, why not? If so, please 
explain the nature and extent of such merchandising operations. 

C. General Motors as a distributor of replacement auto glass.—Independent 
auto glass replacement shop owners also told the subcommittee that their 
businesses were jeopardized by new lower list and net prices on replacement 
glass offered by Chevrolet and Cadillac divisions of GM to their franchised 
new-car dealers. The glass dealers said that this would turn the auto dealers, 
previously their customers, into competitors. Some of the glass dealers said 
that if other GM divisions and other automobile companies followed suit, their 
businesses would be obliterated. Do price reductions by automobile manufac- 
turers in the resale of replacement glass to auto dealers affect your business? 
If not, why not? If so, how? 

D. Importance or unimportance of independent glass jobbers and dealers to 
your company.—Some independent glass jobbers and glass dealers believe that 
their businesses may be eliminated from the distribution system, as a class, 
by reason of the practices of PPG and the auto companies and the industry 
trends described above. Is your company dependent upon the continued ex- 
istence and well being (a) of independent glass jobbers; (b) of independent 
glass dealers, for the continued sale and distribution of your products and 
growth of your business? Please explain your answer. 

E. “The Flat Glass case.”—Explain the effects, if any, upon your company’s 
pricing, distribution system and other business practices, and your general 
business health—volume of sales, growth, etc.—of the 1948 consent judgment 
in the Flat Glass case. 

F. Dominance of PPG and LOF.—It would be helpful to the subcommittee 
to hear your views, as a smaller manufacturer, on the reasons for the over- 
whelming dominance in the flat-glass industry of PPG and LOF? Why are 
no smaller manufacturers, individually—or the aggregate of all smaller manu- 
facturers—able to procure a larger share of the flat-glass market? Is the 
outlook for increasing competition in the manufacture of flat glass, in your 
opinion, good or bad? Is your own company experiencing satisfactory growth? 

G. Legislative recommendations.—What positive recommendations, if any, 
would your company make for legislative action to promote utmost efficiency 
and economy in the distribution of flat-glass products? 


(4) Suecestep OUTLINE FOR STATEMENT OF AMERICAN-SAINT GOBAIN Corp. 
AT HEARINGS OF THE SUBCOMMITTEE ON MoNnopoty, SENATE SELECT CoOM- 
MITTEE ON SMALL BUSINESS 


Prefatory note on terminology.—Any terms and abbreviations expressly de- 
fined in the consent judgment in U. S. A. v. Libbey-Owens-Ford Glass Company, 
et al. (USDC, N. D., Ohio, Civil Action No. 5239), The Flat Glass case, are used 
in this outline with the meanings set forth in the judgment definitions. Terms 
not defined in the judgment but defined in the amended complaint in The Flat 
Glass case are used herein with the meanings set forth in the complaint defini- 
tions. It is requested that if any of the same terms are used in American-Saint 
Gobain’s statement with different meanings, that the meaning intended be ex- 
plained at the time the term is used. 
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I. THE COMPANY’S ORGANIZATION OWNERSHIP, CAPITALIZATION, PRODUCTS, AND 
OBJECTIVES 


Since American-Saint Gobain is a new company, it would be helpful to the 
subcommittee for your statement to begin with an introduction to the company. 
Please cover the following points: 

A. Organization.—Date of organization. State of incorporation. Names of the 
principal American and foreign promoters of the company. Nature of the modi- 
fications of the consent judgment in The Flat Glass case sought and obtained by 
the promoters in order to permit the formation of the company. Names of the 
American companies merged into and with American-Saint Gobain. 

B. Ownership.—Please name all the holders of 10 percent or more of the voting 
stock of American-Saint Gobain. 

C. Capitalization.—Please state the total capital investment in American- 
Saint Gobain, in terms of debt and equity securities issued and the consideration 
received by the company therefor. Name the principal investors in either debt or 
equity capital. 

D. Products.—Please indicate briefly the company’s production facilities (ex- 
isting and under construction or projected) and its products (present and con- 
templated). 

E. Objectives.—Approximately what percentage of the American market in 
flat-glass products does the company need to obtain in order to show a profit on 
its investment and grow? Do you expect to become a significant competitor 
of PPG and LOF in all varieties of flat glass, or will you specialize in 1 or 2? 
Does the company feel that it must capture some portion of the original installa- 
tion automotive-glass market now held by PPG and LOF in order to prosper and 
grow? Ifso, do you think you can do it? 


Il, THE COMPANY’S DISTRIBUTION FACILITIES AND METHODS 


A. Distributive facilities: chain of distribution.—Please furnish a list of the 
company’s distributive outlets for flat-glass products (existing or under con- 
struction), i. e., the locations of any warehouses or other company-owned and 
operated distribution centers. Explain generally the methods by which the 
company sells and distributes (or plans to sell and distribute) its flat-glass 
products, showing the various chains of distribution from factory to ultimate 
consumer. 

B. Customers.—Please furnish a list of all the classes of customers to whom 
the company sells flat-glass products directly, indicating the category or cate- 
gories of flat glass (plate, window, laminated, or tempered glass) purchased 
by each such class of customers. Please include the following information as to 
each customer class listed: 

1. Use or uses the customer makes of the flat glass purchased; e. g., 
inclusion in manufactured products, resale to glazing contractors, ete. 

2. As to classes of customers who simply resell the glass, unchanged in 
form, the classes of customers to whom they sell. 

3. The approximate percentage of the company’s total net sales accounted 
for by sales to each named class of customers. 

C. Pricing of flat-glass products.—Please include in your statement an explana- 
tion of the flat-glass industry’s methods—and the company’s individual methods 
if to any extent they differ from those of the industry generally—in the pricing 
of flat-glass products. We understand that all pricing at all distributive levels 
is done on the basis of list prices, or the prices actually or theoretically to be 
paid by the ultimate consumer, and that, in sales at each distributive level, the 
price paid by the purchaser is quoted as a percentage discount from the “list.” 
Please amend or correct the foregoing statement to the extent necessary, then 
give a reasonably detailed explanation of the way the company’s flat-glass 
products are priced, showing the discount or range of discounts allowed each 
of your classes of customers (a) on the basis of function; (b) on the basis of 
quantity. 
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Ill, EFFECTS ON THE COMPANY OF PPG’S DUAL DISTRIBUTION SYSTEM; OTHER 
COMPETITIVE FACTORS 


The subcommittee, in its present study, is primarily concerned with the state 
of competition in the distribution of flat glass; but competition at the production 
level of course has an important bearing on this. It will be most helpful to us if 
your company’s statement will cover the following points: 

A. Manufacturer competition—Please name the principal other firms—Amer- 
ican and foreign producers, imported glass distributors, ete—with which your 
company competes for the flat-glass business of each of its classes of customers. 
Indicate the extent to which your customers, of various classes, are dependent 
on or independent of your company as a supply source. Indicate the extent, 
if any, to which your company must rely on some of your competitors (naming 
them) for your own supplies or materials. 

B. PP@’s dual distribution system.—Independent glass dealers, testifying at 
hearings of the subcommittee on July 30 and 31, 1958, complained of competition 
in the wholesaling and retailing of glass by the company-owned merchandising 
outlets of one of their principal suppliers, PPG. In this connection, please answer 
the following questions in your statement: 

1. Does PPG’s network of company-owned merchandising outlets pose com- 
petitive problems for your company that would not exist if PPG distributed 
its products only through independent jobbers and distributors, as LOF does? 
If not, why not? If so, please explain the nature and gravity of the problems 
you face, as a manufacturer, due to PPG’s vertically integrated distribution 
system. 

2. Does American-Saint Gobain engage in dual distribution at any level? 
That is, do you make sales directly to any class of customers in competition 
with other classes of your customers? If so, explain the nature and extent 
of such merchandising operations. 

C. General Motors as a distributor of replacement auto glass.—Independent 
auto glass replacement shop owners also told the subcommittee that their busi- 
nesses were jeopardized by new lower list and net prices on replacement glass 
offered by Chevrolet and Cadillac divisions of GM to their franchised new-car 
dealers. The glass dealers said that this would turn the auto dealers, previously 
their customers, into competitors. Some of the glass dealers said that if other 
GM divisions and other automobile companies followed suit, their businesses 
would be obliterated. Do price reductions by automobile manufacturers in the 
resale of replacement glass to auto dealers affect your business? If not, why not? 
If so, how? 

D. Importance or unimportence of independent glass jobbers and dealers to your 
company.—Some independent glass jobbers and glass dealers believe that their 
businesses may be eliminated from the distriution system, as a class, through the 
practices of PPG and the auto companies and the industry trends described 
above. Is your company dependent upon the continued existence and well- 
being (@) of independent glass jobbers, ()) of independent glass dealers, for 
the continued sale and distribution of your products and growth of your business? 

Please explain your answer. 

E. What positive recommendations, if any, would American-Saint Gobain make 
for legislative action to promote utmost efficiency and economy in the distribution 
of flat-glass products? 





(5) SueGestep OUTLINE FOR STATEMENT OF GENERAL Motors Corp., AT HEARINGS 
OF THE SUBCOMMITTEE ON MONOPOLY, SENATE SELECT COMMITTEE ON SMALL 
BUSINESS 

I. THE COMPANY’S USE OF FLAT GLASS 


(Note.—The term ‘flat glass,” as used herein, includes plate glass; window 
glass; laminated glass, including bent windshields and back lights as well as 
flat laminated glass products; and tempered glass, both bent and flat.) Please 
state, for years 1950, 1952, 1954, 1956 and (first half) 1958: 

A. The quantities (in square feet or numbers of windshields, back and side 
lights, and in dollar value) of (1) laminated glass, (2) tempered glass, and 
(3) other types of flat glass, if any, used by each of GM’s motorcar divisions 
for original installation in new automotive vehicles. 
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B. The quantities (in square feet or numbers of windshields, back and side 
lights, and in dollar value) of (1) laminated glass, (2) tempered glass, and 
(3) other types of flat glass, if any, used by each of GM’s motorcar divisions for 
replacement installation in automotive vehicles. In this connection, explain 
the extent, if any, to which one division, e. g. Chevrolet, purchases and distrib- 
utes replacement glass for (1) vehicles made by other GM divisions, e. g. Cadil- 
lac; and (2) vehicles made by other companies, e. g. Ford. 


Il. THE COMPANY’S SOURCES OF FLAT GLASS 


(Nore.—If glass procurement and/or distribution policies and practices differ 
substantially among the various GM motorcar divisions, please answer all ques- 
tions in the remainder of this outline separately for each division. To the 
extent that glass policies and practices are formulated and managed at the 
parent-company level and are carried out in an integrated and uniform manner 
among all divisions, a single answer covering the total of all GM motorcar 
divisions will be sufficient, unless the particular question otherwise indicates 
or an overall answer would be misleading or incomplete. ) 

A. Does GM obtain or purchase flat glass of any kind, for any original in- 
stallation or replacement purposes, from any source other than Libbey-Owens- 
Ford Glass Co. (Hereinafter referred to as “LOF’’)? If so, name the source 
or sources and the type or types of glass obtained therefrom. If identical 
glass products are obtained from two or more sources, please indicate the 
percentage of GM’s requirements furnished by each. 

B. Does GM have now, or has it ever had, any company-owned glass manu- 
facturing facilities and operations? Any glass fabricating facilities, e. g., for 
the lamination of glass? At the present time, does GM purchase all its glass 
requirements in finished form, ready for installation, or does it perform some 
fabrication operations on glass? 


III. THE COMPANY AS A DISTRIBUTOR OF FLAT GLASS: FACILITIES, METHODS, POLICY 


A. Explain in detail GM’s operations in the procurement and distribution of 
replacement glass. Please cover at least the following points: 

1. Prices paid by GM (in terms of percentage discount from list) in 
procuring replacement glass from LOF (and others, if any.) 

2. Chain of distribution from factory to consumer: please relate in detail 
the physical progress of glass, e. g., from LOF factory to LOF warehouse 
to GM warehouse or parts depot to GM dealer to dealer’s customer’s auto- 
mobile. Show when and how title changes, price paid by purchaser at 
each transfer, and profit realized by seller at each transfer. 

3. Explain the effects, if any, upon GM’s costs and distributive methods 
in replacement-glass procurement, distribution and sales, of (a) The consent 
judgment in the Flat Glass case (U. 8. A. v. Libbey-Owens-Ford Glass Com- 
pany, et al., USDC, N. D., Ohio, Civil Action No. 5239, 1948). (bv) The 
consent order in the matter of Libbey-Owens-Ford Glass Co., Federal Trade 
Commission docket No. 6700, 1957. 

B. Independent auto glass dealers from all parts of the country, in hearings 
before the subcommittee on July 30 and 31, 1958, complained of the July 1, 1958, 
price reductions by Chevrolet and Cadillae in the sale of replacement auto glass 
to their franchised new-car dealers. We should like your representative to be 
prepared to comment on and answer questions about the testimony received 
at the hearings. In addition, in your statement, please answer the following: 

1. What has been the effect of the July 1 price reductions on Chevrolet’s 
and Cadillac’s (a) volume of sales of replacement glass (b) earnings from 
sales of replacement glass? 

2. How much of a markup or percentage profit were Chevrolet and 
Cadillae receiving (a) before the July 1 price reduction? (0) after the price 
reduction? 

8. Is it the expectation of GM that the price reduction will increase or 
decrease Chevrolet’s and Cadillac’s earnings from sales to dealers of re- 
placement auto glass? 

4. Issimilar action planned by other GM motorcar divisions? 

5. Is the price reduction intended to benefit primarily the dealers, pri- 
marily the Chevrolet and Cadillac divisions, or both equally? 

6. How much money has been invested by GM, Chevrolet and/or Cadillac 
in advertising the glass price reductions (a) to Chevrolet and Cadillac 
dealers? (b) to the public? 
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7. Does GM expect that the eventual effect of the price reduction will 
be to put all dealers in the glass replacement business? To make GM 
the source from which all GM dealers now or hereafter in the glass-replace- 
ment business will purchase their glass? 

C. Is it GM’s policy to have GM assume the functions of independent jobbers 
of glass, and to have GM auto dealers assume the functions of independent auto 
glass dealers, in the distribution of replacement auto glass? If so, does the 
company believe that this policy does not conflict with the public interest in 
the most efficient and economical distribution of replacement auto glass? In 
other words, does GM believe that the specialized function historically per- 
formed, in auto glass distribution, by independent jobbers and dealers, is obsolete 
in todays’ market, and that the ultimate consumer will benefit by having this 
function assumed by the automobile manufacturers and their franchised dealers? 


(6) SuGGEsTED OUTLINE FoR STATEMENTS OF Forp Motor Co. AND CHRYSLER CorP. 
AT HEARINGS OF THE SUBCOMMITTEE ON MONOPOLY SENATE SELECT COMMITTEE 
ON SMALL BUSINESS 


Prefatory notes—(1) The term “flat glass,’ as used herein, includes plate 
glass; window glass; laminated glass, including bent windshields and back 
sens as well as flat laminated glass products; and tempered glass, both bent and 

at. 

(2) All questions herein are asked, and need be answered, only with reference 
to the company’s operations, divisions, and subsidiaries within the United States. 
Foreign operations and subsidiaries may be ignored in your company’s statement, 
unless, in your opinion, it would give a misleading or incomplete picture, in the 
context of the subject matter of these hearings, to do so. 


I. THE COMPANY’S USE OF FLAT GLASS 


Please state, for years 1950, 1952, 1954, 1956, and (first half) 1958: 

A. The quantities (in square feet or numbers of windshields, back and side 
lights, and in dollar value) of (1) laminated glass, (2) tempered glass, and (3) 
other types of flat glass used by each of the company’s motorcar divisions (or 
makes of passenger cars) for original installation in new automotive vehicles. 

B. The quantities (in square feet or numbers of windshields, back and side 
lights, and in dollar value) of (1) laminated glass, (2) tempered glass, and (3) 
other types of flat glass used by each of the company’s motorcar divisions (or 
makes of passenger car) for replacement installation in automotive vehicles. 
In this connection, explain the extent, if any, to which one division purchases 
and distributes to its dealers replacement glass for (1) other vehicles of the 
—. make; (2) vehicles made by other automotive manufacturers, e. g., 

C. 


II. THE COMPANY’S SOURCES OF FLAT GLASS 


(Note.—If glass production, procurement and/or distribution policies and prac- 
tices differ substantially among the company’s various motorcar divisions, please 
answer all questions in the remainder of this outline separately for each divi- 
sion. To the extent that glass policies and practices are formulated and managed 
at the parent-company level and are carried out in an integrated and uniform 
manner among all divisions, a single answer covering the total of all the com- 
pany’s motorcar divisions will be sufficient, unless the particular question other- 
wise indicates or an overall answer would be misleading or incomplete. ) 

A. Company production.—Please describe briefly the company’s own facilities, 
if any, for the production of the flat glass used in its motor vehicles. Please 
include the locations of glass plants and their capacities and the percentage of 
eapacity at which currently being operated. In separate tables for (1) lami- 
nated glass, (2) tempered glass, and (3) other types of flat glass, please show 
the percentage of total requirements, (1) for original installation, and (2) for 
replacement installation, produced by the company’s own glass factories for 
each of the years 1950, 1952, 1954, 1956, and (first half) 1958. If the company 
produces no plate or sheet glass but does engage in cutting, laminating, or other 
fabrication of flat glass purchased outside, please indicate the extent and nature 
of such operations. If the company purchases all its flat glass requirements in 
finished form, ready for installation, please so state. 
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B. Outside sources.—Does the company purchase any of its flat glass require- 
ments not produced by the company for either original or replacement installa- 
tion, from any outside source other than Pittsburgh Plate Glass Co. (hereinafter 
referred to as PPG)? If not, why not? If so, please name the source or 
sources. 

C. Identity of glass products purchased and produced.—Does the company 
produce (either from raw materials or by cutting, laminating, or other fabricat- 
ing of plate or sheet glass) any flat glass products that are identical with 
products purchased from PPG or other outside sources? Or does the company 
only purchase flat glass products or items that are different from those produced 
by the company? Does the company purchase identical items from two or more 
sources? 

D. Policy as to production versus purchase of flat glass —What are the policies 
or factors which determine whether the company will manufacture some, all, or 
none of its requirements for flat glass, rather than purchasing such requirements 
from a glass manufacturer? 


Ill, THE COMPANY AS A DISTRIBUTOR OF FLAT GLASS: FACILITIES, METHODS, POLICY 


A. Explain in detail the company’s operations in the distribution of flat glass 
to aun dealers for replacement installations. Please cover at least the following 
points: 

1. As to glass purchased from PPG (or others, if any), please state the 
prices paid by your company for such glass, in terms of percentage discount 
from the glass manufacturer’s list prices. 

2. Please show the chain of distribution from factory to consumer, e. g., 
from a PPG (or your own) glass factory to a regional parts depot of your 
company, to a franchised auto dealer, to the dealer’s customer’s automobile. 
Show when and how title changes, price paid by purchaser at each transfer, 
and profit realized by seller at each transfer. 

3. Explain the effects, if any, upon the company’s costs, practices with 
regard to production, purchases, distribution and sales volume of flat glass 
for replacement purposes of : 

(a) The consent judgment in the Flat Glass case (U. 8. A. v. Libbey- 
Owens-Ford Glass Company, et al., USDC, N. D., Ohio, Civil Action 
No. 5239, 1948. ) 

(b) The consent order in the matter of Pittsburgh Plate Glass Com- 
pany, Federal Trade Commission docket No. 6699, 1957. (This sub- 
section for Ford only). Has an effect of this consent order been to 
cause Ford to use a greater amount of Ford-produced glass for distribu- 
tion to dealers for replacement purposes, and more glass purchased from 
PPG for original installation? 

B. Independent auto glass dealers from all parts of the country, in hearings 
before the subcommittee on July 30 and 31, 1958, complained of the July 1, 1958, 
price reductions by Chevrolet and Cadillac divisions of GMC in the sale of replace- 
ment auto glass to their franchised new-car dealers. In this connection, please 
answer the following questions in your statement : 

1. Have the Chevrolet and Cadillac price reductions had any noticeable effect 
on your company’s volume of sales of replacement auto glass? Any other effect 
on your company? 

2. Does your company make a profit in the business of selling replacement auto 
glass to its franchised auto dealers? Or is this business carried on without 
profit to the company, only as a service (a) to dealers? (b) to auto owners? 

3. Does the company encourage its dealers to get into and make a profit from 
the business of replacing damaged auto glass? Do you urge your dealers to 
purchase replacement auto glass from the company, or is it of little or no concern 
to you whether they purchase replacement glass from you or elsewhere? 

4. Do you anticipate that your company will follow the lead of Chevrolet and 
Cadillae in reducing replacement glass prices to dealers? What policy factors 
will motivate such a decision? 

5. Does your company expect that eventually the wholesale distribution of 
auto glass for replacement purposes may be handled predominantly or exclusively 
by automobile manufacturers, and the retailing and installation of replacement 
auto glass predominantly or exclusively by auto dealers? If so does the company 
believe that this trend would be consistent with the public interest in the most 
efficient and economical distribution of replacement auto glass? In other words, 
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would the company subscribe to the theory that the specialized function his- 
torically performed, in auto glass distribution, by independent jobbers and deal- 
ers, is obsolete in today’s market, and that the ultimate consumer will benefit 
by having this function assumed by the automobile manufacturers and their 
franchised dealers? 


(7) Lerrer From CoMMITTEE TRANSMITTING OUTLINE TO FLAT GLASS JOBBERS 
ASSOCIATION 


UNITED States SENATE, 
SELECT COMMITTEE ON SMALL BUSINESS, 
September 12, 1958. 
A. ALvis LAYNE, Jr., Esq., 
The PennsylWwania Building, 
Washington, D. C. 

Dear Mr. LAYNE: This will confirm the invitation already informally extended 
to you by the Small Business Committee staff to appear and present a statement, 
on behalf of the Flat Glass Jobbers Association, at the Monopoly Subcommittee’s 
hearings on competitive problems of independent flat-glass dealers. These hear- 
ings will be reopened on Thursday and Friday, October 9 and 10, 1958. A 
tentative schedule of witnesses is enclosed. 

We are anxious to have the views of the Flat Glass Jobbers Association. We 
also appreciate the association's offer to have two of its members appear before 
us, and we shall be glad to hear from them. We understand that one of your 
members will present a statement on the business and problems of a full-line 
flat glass jobber and the other witness from your association will testify about the 
business of imported glass distribution. We shall appreciate your advising us 
at the earliest possible date of the names of the two witnesses you will suggest 
weinvite. Also, will you let us know at once, please, if there will be any difficulty 
about the times we have scheduled for you? 

The subcommittee staff has prepared an outline of the principal points we hope 
will be covered in your own statement on behalf of FGJA, and the statements of 
the two FGJA members. Six copies of the outline are enclosed and additional 
copies will be furnished on your request, or mailed directly to the other witnesses, 
when they are selected. 

If you have any questions about the outline, or if the staff can be of assist- 
ance to you in the preparation of your statement, please contact Subcommittee 
Counsel Raymond D. Watts at the committee's offices. 


Sincerely yours, ane 
USSELL B. Lona, 


Chairman, Subcommittee on Monopoly. 


SUGGESTED OUTLINES FOR STATEMENTS OF THE FLAT GLASS JOBBERS ASSO- 
CIATION, A Fiat Grass JopseR (Funit-Line) A Fiat Giass Jopser (IM- 
PORTED GLASS) AT HEARINGS OF THE SUBCOMMITTEE ON MOoNopoLy, SENATE 
SELEcT COMMITTEE ON SMALL BUSINESS 


Prefatory note.—The term “flat glass,” as used herein, includes plate glass; 
window (or sheet) glass; laminated glass, including bent windshields and back 
lights as well as flat laminated glass products; and tempered glass, both bent 
and fiat. If, in your statements, you use the term “flat glass” to cover other glass 
products, please explain. 


PART I. OUTLINE FOR STATEMENT OF FLAT GLASS JOBBERS ASSOCIATION 


I. Introduction to the association 

Please open your statement with a brief introduction to the FGJA: date of 
organization, principal office address, number of members, brief description of 
business or businesses in which members engage (see par. E below), the extent 
to which members are (and are not) in competition with one another, the func- 
tions of and services performed by the association. Also, please answer these 
questions : 

A. Is FGJA the successor to any other trade association, or the product of a 
-eonsolidation of any other associations? Specifically, did FGJA succeed to any 
of the members or functions of the National Glass Distributors Association, 
which was dissolved under the terms of the consent judgment in the Flat Glass 
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ease (U. 8S. A. v. Libbey-Owens-Ford Glass Co., et al., USDC, N. D., Ohio, Civil 
Action No. 5239) ? 

B. Please explain the criteria for membership in FGJA; also explain criteria 
which would exclude from membership a company in the same business line, 
otherwise qualified. (Example of the latter: PPG warehouses barred by provi- 
sions of sec. XX of consent judgment in the Flat Glass case.) 

C. Please explain, generally and briefly, the impact or effect of the consent 
judgment in the Flat Glass case on the class of businessmen who are now mem- 
bers of FGJA. Has the judgment, in your members’ view, been beneficial or 
detrimental to their conduct of their businesses, and business health and growth? 
Please explain. 

D. Have you any estimate of or figures revealing the percentage of flat-glass 
products sold in the United States that is distributed through FGJA members? 
If so, can you state there figures to the subcommittee? How or by whom is the 
balance distributed? Are there other trade associations competitive with yours 
for the membership of the same class or classes of businesses? If so, please name 
them. 

E. Do the members of FGJA deal in products other than flat glass as defined 
in this outline and in the Flat Glass case? If so, please indicate the other prod- 
ucts in which FGJA members, or some of them, deal. As to most of your 
members, does flat glass account for the greatest dollar amount of net sales? 
Of net earnings? Is flat glass a sideline for any of your members? 


II. Distribution of flat glass: functional levels of distribution; chains of dis- 
tribution ; competition; dual distribution 


A. Functional levels—The subcommittee staff has prepared tentative and 
preliminary definitions of five functional levels in the distribution of flat glass, 
showing the sellers, and purchasers of glass at each level. These definitions are 
set forth in an appendix to this outline. The functional levels will be referred 
to herein by their numbers, 1 through 5. It would be most helpful to the sub- 
committee for fGJA’s statement to include its own definitions of functional 
levels in flat-glass distribution, along the lines of and at least as detailed as the 
staff’s, but making such amplification and correction as is necessary. 

B. Pricing.—Please include in your statement an explanation of the industry’s 
methods, at all distributive-functional levels, in the pricing of flat-glass products. 
We understand that all pricing at all levels is done on the basis of list prices, 
or the prices actually or theoretically to be paid by the ultimate consumer, and 
that, in sales at each distributive level, the price paid by the purchaser is quoted 
as a percentage discount from the list. Please amplify or correct this statement 
to the extent necessary ; then give a reasonably detailed explanation of the prin- 
ciples by which flat-glass products are priced to purchasers, showing the discount 
or range of discounts allowed purchasers at each level (a) on the basis of func- 
tion; (b) on the basis of quantity. (You may wish to consolidate your discus- 
sion of this point with your discussion of the information requested in the next 
paragraph.) 

©. Chains of distribution.—Please cite as many illustrations as you can of the 
various chains of distribution through which flat-glass products of various kinds 
pass in their progress from factory to ultimate consumer. Show the time or 
point and distributive level at which title passes, the price (in terms of discount 
from list, if feasible and realistic to show it in such terms), and the profit realized 
by the seller at each step or link in the chain. For example: 

1. A bent windshield: (a) Made in a PPG factory; (b) purchased at distribu- 
tive level 1, in a carlot by Ford Motor Co., title passing at the glass factory, X 
percent of list discount given to Ford, X percent of list profit realized by PPG, 
shipped in a carload to Ford; (c) installed in a new automobile. (Distribution of 
glass after incorporation into other manufactured goods may be omitted.) In 
this distribution, only 1 sale is made, 1 title change occurs, and 1 profit is realized 
before the glass product loses its identity as an individual item in commerce, by 
incorporation into mannfactured goods. 

2. A bent windshield: (a@) made in an LOF factory; (0) sold at level lina 
carlot to a flat-glass jobber, title passing at the glass factory; X percent of list 
discount given to jobber, X percent of list profit made by factory, shipment in 
earlot to jobber’s warehouse; (c) sold at level 2 in a pallet by jobber to auto-glass 
dealer, title passing at jobber’s warehouse, X percent of list discount given to 
dealer, X percent of list profit realized by jobber, shipment by truck to dealer’s 
shop; (@) sold at level 4 (installed) to a new-car dealer, title passing in glass 
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dealer’s shop, X percent of list discount given to car dealer, X percent of list 
profit realized by glass dealer, delivery (installed in auto) by driving car to 
auto-dealer’s shop; (¢) sold at level 5 (installed) to auto-dealer’s customer (the 
car owner and ultimate consumer), title passing at auto-dealer’s shop, X percent 
of list discount given to consumer (or list price paid), X percent of list profit 
realized by auto dealer, delivery to consumer at dealer’s shop. In this distri- 
bution, title changes 4 times and 4 profits are made—by the manufacturer, the 
jobber, the glass dealer, and the auto dealer. In addition, the glass dealer and 
auto dealer may make a profit on installation charges. 

3. A carload of window glass: (a) made in a PPG factory; (b) shipped (in 
a level 1 sale or transfer) in a carload to a PPG warehouse (whether in a sale 
at a markup, or in a transfer at no markup, we do not now know); (c) sold at 
level 2 by the PPG warehouse to a glazing contractor, title passing at the ware- 
house, X percent of list discount given to contractor (percentage varying accord- 
ing to whether or not he is a factory buyer? According to quantity purchased?), 
X percent of list profit realized by PPG (allocated between factory and ware- 
house?), shipped in a truck to contractor’s warehouse—or job site; (d) sold at 
level 4, installed, to a building contractor, title passing on installation (?), X 
percent of list discount given to builder, X percent of list profit (plus profit on 
labor charges?) realized by glazing contractor. (The builder also makes a 
profit—but this is not included, since not shown separately, in all probability, 
in builder’s charges to his customer.) In this distribution, before the glass loses 
its identity as a separate item in commerce, 3 (or 4) title changes occur and 2 
(or 3) profits are made: by the PPG factory (by the PPG warehouse?), by the 
glazing contractor. 

In asking you to cite as much such typical chains of distribution as you can, 
we are primarily interested in ascertaining the points at which and sellers (at 
various levels) among whom competitive friction occurs through dual distribu- 
tion practices. It would be most helpful, therefore, if chains of distribution in- 
volving independent distributor-links between the producer and consumer were 
contrasted with chains between the same factory and the same consumer, in 
which all of most distributive links are producer-owned. 

D. Dual distribution—Please make a general statement, summarizing the 
particulars brought out by illustration in your response to section C, next above, 
and showing the extent to which: 

1. Glass manufacturers who sell to jobbers, members of FGJA, compete 
with those jobbers in making sales at functional levels 2 and 3. 

2. Glass manufacturers hurt jobbers, members of FGJA, directly or in- 
directly, by competing with the jobbers or customers of the jobbers at func- 
tional levels 3, 4, and 5. 

3. Glass jobbers, members of FGJA, compete with their own customers by 
making sales at functional levels 3, 4, and 5. 

Please name the manufacturer or manufacturers involved and indicate the 
rate of growth or decline of each of these practices. State your estimate of the 
impact of these practices (@) on the businessmen operating at the various dis- 
tributive levels from 2 through 5; (6) on glass manufacturers; (c) on con- 
sumers and the economy generally. What are the factors which cause a jobber 
or distributor to commence operations competitive with his customers? 

E. General Motors as a distributor of flat glass.—Independent auto glass deal- 
ers, testifying before the subcommittee on July 30 and 31, 1958, complained of 
the July 1, 1958 reduction by Chevrolet and Cadillac divisions of GMC in the 
list and net prices of replacement glass sold by them to their franchised new- 
car dealers. Some of the auto-glass dealers believe that this practice, if fol- 
lowed by all auto manufacturers, would drive them out of business, as a class. 
Please state the impact of the GM price reductions on FGJA members. Does 
FGJA share the opinion of the auto-glass dealers as to the gravity of this trend 
(a) for auto-glass dealers, (b) for auto-glass jobbers? What are the possible 
effects upon (a) competition among glass manufacturers; and (b) prices paid 
by ultimate consumers of replacement auto glass? 

F. Dominance of PPG and LOF.—It would be helpful to the subcommittee to 
hear FGJA’s views on the reasons for the overwhelming dominance in flat-glass 
manufacture of PPG and LOF. Why are no smaller manufacturers, individual- 
ly—or the aggregate of all other manufacturers—able to procure a larger share 
of the flat-glass market? Is the outlook for increasing competition in the 
manufacture of flat glass, in the opinion of your association and its members, 
good or bad? Do you expect American-Saint Gobain to become a significant 
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“third force” in flat-glass production? Generally, do your members believe that 
their businesses would benefit from increased competition in flat-glass produc- 
tion, or are they, by and large, satisfied with the status quo? Please give your 
reasons for your answers. 

G. Legislative recommendations.—What positive recommendations, if any, 
would your association make for legislative action to promote utmost efficiency 
and economy in the distribution of flat-glass products? 


PART 2. OUTLINE FOR STATEMENT OF A FLAT-GLASS JOBBER (FULL LINE) 


I. The company: organization, business 


Please open your statement with a brief introduction to your company, cover- 
ing the following points: 

A. Organization.—Date of organization or incorporation and State in which 
incorporated. Principal office location. 

B. Business.—State the products in which you deal. Please identify your 
sources for the products you sell (including those you manufacture, if any). 
Indicate the functional levels of distribution (see appendix) in which you pur- 
chase and in which you sell. 

C. Typicalness of your business.—Please explain the extent to which your 
business is, and is not, typical of the business of other members of FGJA. 

D. Financial strength.—Please give an indication of the financial strength of 
your business: net worth, annual sales volume, number of employees, investment 
in plant and equipment, inventories, etc. If not confidential, what are your 
annual earnings (@) as a percentage of sales; (b) as a percentage of invested 
capital? Indicate whether you are about average, or above or below the average 
of FGJA members in these regards. 


II. Your customers and your competition 


A. Distributive facilities and methods.—To the extent not covered by your 
answer to I, above, please indicate the nature and dollar value of your distribu- 
tive facilities : warehouses, inventories, trucks, ete. 

B. Customers.—Please furnish a list of all the classes of customers to whom 
your company sells flat-glass products directly, indicating the category or cate- 
gories of flat glass (plate, window, laminated or tempered glass) purchased by 
each such class of customers. Please include the following information as to 
each customer class listed : 

1. Use or uses the customer makes of the flat-glass products purchased; 
e. g., inclusion in manufactured products, resale to consumers, use in glazing 
contracting, etc. 

2. As to classes of customers who simply resell the glass, unchanged in 
form or unchanged except for installation, the classes of customers to whom 
they sell. 

3. The approximate percentage of the company’s total net sales accounted 
for by its sales to each named class of customers. 

C. Pricing.—Please explain the methods by which you price flat glass to your 
customers, of various classes. (See pt. 1 of this outline, paragraph II, B). 

D. Competition.—Please name the principal firms with which your company 
competes for the flat-glass business of each of its classes of customers. Indicate 
the extent to which the competitors you name are also your suppliers. Indicate 
the extent to which you are dependent on or independent of your supplier-com- 
petitors as a supply source. Indicate the extent to which your customers (in- 
cluding but not limited to your customer competitors) are dependent on or inde- 
pendent of your company as a supply source. 

E. Dual distribution.—Independent glass dealers complained to the subcom- 
mittee of competition in the wholesaling and retailing of glass by the company- 
owned merchandising outlets of one of their principal suppliers, PPG. In this 
connection, please answer the following questions in your statement: 

1. Does PPG’s network of company-owned merchandising outlets pose com- 
petitive problems for your company that are different from or more serious 
than the competitive problems you face from other jobbers? If so, explain 
the difference. Would your situation be improved if PPG distributed its 
products only through independent distributive outlets, as LOF does? Why, 
or why not? 

2. Does your company engage in dual distribuation at any level? That is, 
do you make sales directly to any class of customers in competition with 


30140—59—— 26 








394 INDEPENDENT FLAT GLASS DEALERS 


other classes of your customers? If not, why not? If so, please explain 
the nature and extent of your sales to customers of your customers. Explain 
in detail the factors or reasons which would cause a jobber to commence 
operations competitive with his customers, if he had not always done so. 

Please indicate the extent to which your response to questions 1 and 2, next 
above, are, or are not, typical of the problems and operations of other members 
of FGJA. 

F. General Motors as a distributor.—Please give your own answer, in terms 
of your own business, to the questions raised in part 1 of this outline, paragraph 
II, E. 

G. Legislatiwe recommendations.—What positive recommendations, if any, 
would your company make for legislative action to promote utmost efficiency and 
economy in the distribution of flat-glass products? 


PART 3. OUTLINE FOR STATEMENT OF A FLAT-GLASS JOBBER (IMPORTED GLASS) 


NoTtEe.—Please follow the outline of part 2 of this outline, to open your state- 
ment. In your discussion of the subject matter of paragraph I, B of part 2, 
please indicate whether any of the foreign sources from which you purchase flat- 
glass products have any ownership interest in your company, or are otherwise 
affiliated with your company. Explain the percentage of ownership or nature 
of the affiliation. In addition, please include in your statement: 


Til. SPECIAL FACTORS AND PROBLEMS IN DISTRIBUTION OF IMPORTED GLASS 


Please discuss generally the competitive advantages and competitive problems 
involved in dealing in imported flat glass. Please answer the following ques- 
tions and add such further information as you think pertinent. 

A. Can all types of flat-glass products manufactured in the United States 
be purchased from foreign manufacturers? If not, what flat-glass products, 
manufactured here, are not available from foreign manufacturers? Are there 
types of flat-glass products, in fairly common use in the United States, which 
can only be purchased abroad? If so, what are they? 

B. Are costs to you, c. i. f. your principal warehouse, of all or most flat-glass 
products manufactured abroad, identical in type and quality to those of domes- 
tic manufacture, generally higher or lower than, or about the same as, prices 
of the comparable domestic products? Please identify the factors and impor- 
tance of tariff costs and ocean freight costs in your answer to this question. 

C. Do any of the foreign manufacturers from whom you buy also sell directly 
to any other classes of United States purchasers who, except for availability 
of the product from the manufacturer, would be your customers? 

D. Do your operations also include exportation of United States glass? Do 
most flat-glass importers also engage in export functions? 

E. Do most FGJA members handle some amounts of imported flat glass, or is 
distribution of imported flat glass highly specialized? Do most flat-glass im- 
porters also deal in domestic glass? 

F. What are the principal factors that influence your customers to purchase 
imported rather than domestic glass: cost? quality? products not made here? 
or other? 

G. About what percentage of all flat-glass products consumed in the United 
States is imported? If you can, please give separate percentages for plate, 
window, laminated, and tempered glass, and answer for years 1940, 1950, 1955, 
and 1957. 

H. About what percentage of all flat-glass products manufactured in the 
United States is exported? (Same breakdown as in G, if possible.) 

I. What has been the effect on flat-glass imports and exports of the consent 
judgment in the Flat Glass case? 

J. Do you expect imported glass to increase or decrease as a percentage of 
total United States consumption of flat-glass products? Please give your rea- 
sons for your answer. 


APPENDIx To OUTLINE: SUBCOMMITTEE STAFF’S PRELIMINARY DEFINITIONS OF 
FUNCTIONAL LEVELS OF FLAT-GLASS DISTRIBUTION 


Level 1.—Volume wholesaling by glass manufacturers to factory buyers. 
Glass manufacturers have lists of qualified or recognized factory buyers. These 
buyers purchase flat glass only in large quantities. Glass purchased at level 1 
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is shipped direct from factories or factory warehouses to the factories or ware- 
houses of purchasers. Factory buyers receive the highest discount allowed any 
class of purchasers—but, under some cireumstances, some factory buyers may 
receive higher discounts than others. All glass sold at this level is purchased 
for resale, changed or unchanged in form, and most of such resales will be at 
wholesale. 

(a) Sellers at level 1, by definition, are glass manufacturers only. 

(b) Purchasers at level 1 include (1) jobbers who have factory-buyer 
status; (2) automobile manufacturers; (3) some very large glazing con- 
tractors and large mirror and furniture manufacturers having factory- 
buyer status; (4) some (perhaps all) laminators of glass.* 

Level 2.—Wholesaling to purchasers other than factory buyers (uninstalled 
and unchanged in form). Sales at this level are in large or small quantities and 
at a high discount—but not as high as the discount offered by manufacturers 
to recognized factory buyers. Sellers at level 2 have large warehouses and 
maintain full inventories. Flat glass is sold at this level in the same form as 
purchased or received at level 1 (except for some packaging breakdowns) ; glass 
purchased at level 1 and resold on an installed basis or incorporated into manu- 
factured goods is not within level 2 distribution, as here defined.* All glass 
purchased or shipped at this level will be for resale, and a substantial portion 
of resales of glass purchased at this level will be at wholesale. 

(a) Sellers* at level 2 include flat-glass jobbers and some (perhaps all) 
glass manufacturers. (We are unclear as to whether LOF and manu- 
facturers other than PPG sell to purchasers other than factory buyers.) 
Auto manufacturers, selling replacement glass to franchised auto dealers, 
may also be deemed to be selling at this level. 

(b) Purchasers at level 2 include (1) smaller jobbers and distributors 
who are not recognized factory buyers; (2) glazing contractors and larger 
reglazing contractors; (3) larger auto glass replacement shops; (4) build- 
ing supply firms and some builders; (5) larger hardware stores and hard- 
ware chains; (6) PPG merchandising outlets receiving or purchasing glass 
from higher-level PPG distribution centers; (7) auto dealers receiving or 
purchasing glass from auto manufacturers; (8) mirror and furniture manu- 
facturers ;* (9) laminators.* 

Level 3.—Smaller quantity wholesaling to retailers or other lowest level re- 
sellers (uninstalled and unchanged in form).* Sellers at level 3 have smaller 
(sometimes no) warehouse facilities and maintain small (sometimes no) inven- 
tory ; many level 3 sellers obtain glass from level 2 sellers only when they have a 
sale for it. Most level 3 sellers are also engaged in one or more aspects of trade at 
levels 4 and 5. Flat glass is sold at level 3 in the same form as purchased or 
received at level 1 or 2 (except for packaging breakdowns).* Sales at level 3 
are usually in small quantities, down to a single pane or windshield, but are 
always at a discount from list and are always intended by the purchaser for 
resale. 

(a) Sellers at level 3 include (1) such jobbers and distributors as serve 
purchasers of the type named in (b) next below; (2) certain PPG mer- 
chandizing units; (3) auto glass replacement shops (as to uninstalled sales 
to auto dealers, smaller auto glass replacement shops, and auto repair 
shops) ; (4) building supply firms. 

(b) Purchasers at level 3 include (1) smaller auto glass replacement 
shops; (2) automobile dealers and auto repair shops; (3) small reglazing 
contractors. 

Level 4.—Installed sales at discount prices, intended for resale at a mark-up by 
the purchaser. 

(a) Sellers at level 4 include (1) such jobbers and distributors as engage 
in glazing contracting or auto glass installation; (2) some PPG merchandis- 
ing units (“‘servicenters’”); (3) glazing contractors (as to sales to non- 
owner builders) ; (4) auto glass replacement shops (as to installed sales to 
auto dealers and auto repair shops). 

(b) Purchasers at level 4 include (1) building contractors and speculative 
builders ;.(2) auto dealers; (3) auto repair shops. 

Level 5.—Retail sales of flat glass at list prices or discount sales not intended 
for resale at a markup (installed or uninstalled). Many sales in this category 
to ultimate consumers will be at list prices; many—perhaps most—will be at 
discounts from list but are retail ‘sales, in essence, because not intended by the 
purchaser for resale at a markup. 
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(a) Sellers at level 5 include (1) some jobbers and distributors who also 
have retail operations; (2) some PPG merchandising units; (3) glazing 
contractors (as to sales to owner builders) ; (4) reglazing contractors and 
glaziers; (5) auto glass dealers (as to sales to car owners at list or to in- 
surance companies at a discount, but not for resale) ; (6) auto dealers and 
auto repair shops; (7) hardware stores; (8) building supply firms. 

(0) Purchasers at level 5 are (1) consumers and (2) insurance companies. 

*Note.—Auto, furniture, and mirror manufacturers are included, in these 
preliminary definitions of functional levels of flat-glass distribution, as pur- 
chasers of glass but are not relisted as sellers, where their finished product is 
sold not primarily as glass but as another manufactured item. In this prelim- 
inary outline, glass laminators are also shown only as purchasers but not as 
sellers. This omission, we recognize, represents a distortion which the omission 
of auto, furniture and mirror manufacturers does not. However, we are as 
yet unclear as to the functions laminators occupy in the distributive picture and 
hope to clarify this at the hearings. If the definitions be modified to eliminate 
the “unchanged in form,” we presume that all laminators will be selling at level 2, 
and some at levels 3 and, perhaps, 4 and 5. Some might also regard themselves 
as selling at level 1; but we are unsure as to whether they may properly be 
regarded as manufacturers of glass. 





(8) SuGGESTED OUTLINE FOR STATEMENT OF W. P,. FULLER & Co. AT HEARINGS OF 
THE SUBCOMMITTEE ON MONOPOLY, SENATE SELECT COMMITTEE ON SMALL 
BUSINESS 


Prefatory note—The term “flat glass,” as used herein, includes plate glass; 
window (or sheet) glass; laminated glass, including bent windshields and back 
lights as well as flat laminated glass products; and tempered glass, both bent 
and flat. If, in your statement, you use the term “flat glass” to cover other 
glass products, please explain. 


I. THE COMPANY: ORGANIZATION AND BUSINESS 


Please open your statement with a brief introduction to your company, cover- 
ing the following points: 

A. Organization.—Date and State of incorporation; principal office location. 

B. Business.—Please indicate the products in which you deal. Identify your 
sources for the products you sell (including those you manufacture, if any). 
Indicate the importance of flat glass in your business as a percentage of sales 
and as a percentage of earnings. Are installation and glazing services in con- 
nection with flat-glass sales, billed or accounted for separately from the products, 
a significant factor in your sales? In your earnings? 

C. Typicalness of your business.—Please explain the extent to which your 
business is, and is not, typical of the business of other jobbers and distributors 
of flat glass in your market area? 

D. Financial strength.—Please give an indication of the financial strength 
of your business: net worth, annual sales volume, number of employees, invest- 
ment in plant and equipment, inventories, etc. If the information is not con- 
fidential, please indicate your annual earnings (a) as a percentage of sales; 
(b) asa percentage of invested capital. 


II, YOUR OPERATIONS AS A DISTRIBUTOR OF FLAT GLASS 


A. Distributive facilities and methods.—To the extent not covered by your 
answer to I, above, please indicate the nature and dollar value of your facilities 
for flat-glass distribution and sales: warehouses, inventories, trucks, number of 
employees working in flat glass predominantly or exclusively, etc. 

B. Supply sources—Do you deal in any brands or makes of flat glass other 
than those of the Pittsburgh Plate Glass Co. (PPG) ? 

If so, please name other sources of flat glass purchased by your company. 
About what is the importance, in terms of percentage of total flat-glass pur- 
chases, of such other sources? Please indicate the nature of your distributor- 
ship agreement or arrangement with PPG: (1) Are there States or other areas in 
which you have an exclusive distributorship for PPG? (2) How long have you 
been PPG’s principal (or exclusive) distributor in the States or areas in which 
you are such? 
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C. Distributive function levels in which you operate——The subcommittee staff 
has prepared preliminary and tentative definitions of five principal functional 
levels in flat-glass distribution. The staff’s definitions are set forth in an ap- 
pendix to this outline. The five functional levels will be referred to herein by 
their numbers, 1 through 5. Please make such amplification or correction of the 
staff’s definitions of functional levels as you think necessary; then state the 
functional levels of flat-glass distribution in which your company operated and 
operates, in years 1940, 1950, 1955, and 1958. 

D. Customers.—Please furnish a list of all the classes of customers to which 
W. P. Fuller & Co. sells flat-glass products directly, indicating the categories of 
flat glass (plate, window, laminated or tempered glass) purchased by each such 
class of customers. Please include the following information as to each customer 
class listed : 

1. Use or uses the customer makes of the flat-glass products purchased ; 
e. g., inclusion in manufactured products, resale to consumers, use in 
glazing contracting, etc. 

2. As to classes of customers who simply resell the glass, unchanged in 
form or unchanged except for installation, the classes of customers to 
which they sell. 

3. The approximate percentage of the company’s total net sales accounted 
for by its sales to each named class of customers. 

E. Pricing.—Please include in your statement an explanation of the flat-glass 
industry’s methods—and W. P. Fuller & Co.’s methods if to any extent they 
differ from those of the industry generally—in pricing of flat-glass products. 
We understand that all pricing at all distributive levels is done on the basis of 
list prices, or the prices actually or theoretically to be paid by the ultimate con- 
sumer, and that, in sales at each distributive level, the price paid by the pur- 
chaser is quoted as a percentage discount from the “list.” Please amend or 
correct the foregoing statement to the extent necessary; then give a reasonably 
detailed explanation of the way flat-glass products are priced by your com- 
pany to customers at each distributive level, showing the discount or range of 
discounts allowed purchasers at each level. Explain the methods by which the 
company determines the discount or discount ranges allowed to a particular 
buyer or distributive level of buyers, (a) on the basis of function, (b) on the 
basis of quantity. 

F’. Competition.—Please name the principal firms with which your company 
competes for the flat-glass business of each of its classes of customers. Indicate 
the extent to which the competitors you name are also your suppliers. Indi- 
cate the extent to which you are dependent on or independent of your supplier- 
competitors as a supply source. Indicate the extent to which the competitors 
you name are also your customers. Indicate the extent to which your cus- 
tomers (including but not limited to your customer-competitors) are dependent 
on or independent of your company as a supply source. 

G. Dual distribution—Independent glass dealers complained to the subcom- 
mittee of competition in the wholesaling and retailing of glass by the company- 
owned merchandising outlets of one of their principal suppliers, PPG. In 
addition, Western States dealers complained of similar supplier-competition 
from W. P. Fuller & Co. In this connection, please answer the following 
questions in your statement: 

1. Does PPG’s network of company-owned merchandising outlets extend 
into your territory? If so, does it pose competitive problems for your 
company that are different from or more serious than the problems you 
face from other competitiors? Would your situation be improved if PPG 
distributed its products only through independent distributive outlets? 
Please explain your answers. 

2. Explain in detail the extent and manner of your company’s sales 
to customers who are (or might otherwise be) customers of your cus- 
tomers. Indicate the distributive functional levels on which W. P. Fuller 
makes sales in competition with some of its customers. Please explain 
in detail the factors or reasons which cause your company to commence 
operations competitive with some of its customers. 

H. General Motors as a distributor of replacement auto glass.—Independent 
auto-glass dealers also told the subcommittee that their businesses were 
jeopardized by new lower list and net prices on replacement glass offered 
by Chevrolet and Cadillac divisions of General Motors Corp. to their franchised 
new-car dealers. The glass dealers said that this would turn the auto dealers, 
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previously their customers, into competitors. Some of the glass dealers said 
that if other GM divisions and other automobile companies followed suit, their 
businesses would be obliterated. Do price reductions by automobile manufac- 
turers in the resale of replacement glass to auto dealers affect your business? 
If not, why not? If so, how? 

I. Legislative recommendations.—What positive recommendations, if any, 
would W. P. Fuller & Co. make for legislative action to promote utmost efficiency 
and economy in the distribution of flat-glass products? 





Appenpix XIII 


EXHIBITS PRESENTED IN CONNECTION WITH STATEMENT OF OTTO 
G. SCHWENK, PRESIDENT, AMERICAN-SAINT GOBAIN CORP., PITTS- 


BURGH, PA. 
Exnursit I 


AMERICAN WINDOW GLASS Co., 
Pittsburgh, Pa., March 28, 1958. 
To the Shareholders of American Window Glass Co.: 


Each of my communications to you since my annual report for the year 1956 
has contained a reference to our plans for the merger of our company with Blue 
Ridge Glass Corp., of Kingsport, Tenn. This is to be the first step toward our 
major objective—the production of plate glass. 

On February 25, 1958, you were advised that the United States district court in 
Toledo, Ohio, had signed an order on February 21 with the consent and approval 
of the Antitrust Division of the Department of Justice, which dismissed both 
companies from the flat-glass industry consent judgment of 1948 and permits 
the proposed merger to take place. Under the judgment any such merger had 
been prohibited. 

This action by the court followed 15 months of study and investigation by 
the Department of Justice and negotiations between the Department and our 
counsel. It is now possible to take the first step in our plans to create in this 
country a third major flat-glass producer, capable of competing on a full-time 
basis with the two major manufacturers of flat glass. 

The enclosed proxy material spells out in considerable detail information 
which your management believes will be helpful to you in considering the proposed 
merger. The merger to which it relates represents the culmination of 3 years of 
effort on the part of your management to place the American Window Glass Co. 
shareholder in a position of greater security with the opportunity for. participa- 
tion in more stable and much larger earnings. To bring the present proposal 
into focus, I would like to review briefly the accomplishments of the last 3 years 
before discussing the merger plan itself, its objectives, and the benefits to our 
shareholders that may be expected from it. 


BACKGROUND 


Three years ago, American Window Glass Co. operated 4 sheet-glass furnaces 
in 3 plants—making clear window glass only—and, through a subsidiary, fabri- 
eated a portion of its window glass into laminated safety glass. The company 
had accrued 10 years of unpaid dividends on its preferred stock, had not paid 
a common dividend since 1942, and had a very limited credit standing for long- 
term borrowing. 

In our study of the company and its industry, your management concluded 
that, to be successful, we must begin at once to broaden our product base, and to 
develop a means through which we could enter the highly profitable and growing 
plate-glass market. If this could be accomplished, a combination of plate glass 
with American’s high quality window glass, plus a line of specialty glasses, 
would place American in a position to compete favorably with the two major 
flat-glass companies in the United States. It would completely change the char- 
acter of American and raise it to a position of strength with greatly increased 
earning power. However, the obstacles were many and formidable. 
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FINANCING AND DIVERSIFICATION 


First, the difficulty of the dividend arrears on the preferred stock had to be 
solved. A plan of recapitalization was carefully developed, and in October 1955 
your board of directors, following shareholder approval, declared the plan effec- 
tive. Subsequently, more than 99 percent of the outstanding preferred stock of 
the company was exchanged for securities, and the dividend arrearage was elimi- 
nated. Your management then negotiated a long-term loan agreement with one 
of the Nation’s major insurance companies, sold $3 million of mortgage bonds, 
and began a program of expansion and product diversification. Two new fur- 
naces were built and a new product line—Lustragray, a neutral gray, glare-re- 
ducing sheet glass—was introduced. 


SOURCE OF PLATE GLASS 


The second problem involved finding a method through which the company 
could enter the plate-glass field. The actual glass-melting phase of the produc- 
tion of plate glass is similar to melting sheet glass. However, the manufacture 
of plate glass employs an automated process which requires high-speed continu- 
ous machinery of specialized design and great cost, and it also requires a highly 
specialized technique and know-how possessed by a very few producers through- 
out the free world. Of these, there are only three major producers in the United 
States, one of which is a captive plant of an automobile manufacturer producing 
only a part of its requirements. 

In studying the problem, your management realized that, in the first place, it 
lacked the technical experience required to design, build, and operate a modern 
plate-glass plant; and in the second place that its own capital structure was an 
insufficient base on which the financing for the construction of such a plant 
could be predicated. Therefore, your management concluded that the solution 
lay in an affiliation with one of the existing plate-glass companies. Any relation- 
ship with an American company was forbidden by the flat-glass consent judg- 
ment of 1948. However, with Government approval, an affiliation with a foreign 
producer was possible. In February 1956, discussions were begun between your 
management and Societe Anonyme des Manufactures des Glaces et Produits Chi- 
miques de Saint-Gobain, Chauny & Cirey (generally referred to as St. Gobain), 
a manufacturer of glass in many shapes and forms, as well as heavy industrial 
and light commercial chemical products, with headquarters in Paris, France. 


LEADERSHIP OF ST. GOBAIN 


Saint Gobain is the oldest and one of the largest plate-glass manufacturers 
in the world. It was founded as a plate-glass producer in 1665 and operates 6 
plate-glass plants in 6 different countries. In 19387, Saint Gobain acquired the 
right to use in certain European countries a twin-grinding process whereby both 
surfaces of plate glass are ground simultaneously and, in 1940, set up its first 
continuous twin-grinding line. We think it is significant to point out that the 
first production by an American manufacturer using the twin-grinding tech- 
nique was not until 1955. Since 1940, important improvements to the original 
process have been invented by Saint Gobain and considerable know-how 
developed. 

Discussion and negotiations with Saint Gobain resulted in a memorandum 
of understanding approved by the board of directors of both companies in No- 
vember 1956, which was amended in November 1957. This memorandum pro- 
vided for the merger of American Window Glass Co. and Blue Ridge Glass Corp., 
a wholly owned United States subsidiary of Saint Gobain, into a new company 
to be called American-Saint Gobain Corp., which will continue the businesses 
of the two constituent companies. The combined company intends to build 
a plate-glass plant at the earliest feasible time. 


JUSTICE DEPARTMENT APPROVAL 


At the beginning of this letter I mentioned the court order of February 21, 
1958, entered with the approval of the Department of Justice, expressly permit- 
ting the proposed merger and dismissing American and Blue Ridge as parties to 
the consent judgment, effective upon the consummation of the merger. At the 
same time, American and Blue Ridge field a stipulation wherein they made cer- 
tain agreements similar to some of the restrictions contained in the consent 
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judgment, but eliminating other provisions of the judgment. The net effect of 
this was to remove those restrictions of the judgment which your management 
and the company’s financial adviser felt would have interfered most with the 
ability of the combined company to finance the plate-glass facilities. 


SUMMARY 


To summarize, the company has completed two phases of its program toward 
entering the plate-glass field: 

(1) Its capital structure has been strengthened by the elimination of the 
preferred dividend arrears, its product line diversified, its facilities increased 
and its credit standing for long-term borrowing established ; and 

(2) It has obtained governmental approval of the merger and the creation 
of a third major producer of flat glass having a full line of flat-glass products 
and has eliminated certain restrictions which could have limited its ability to 
finance the facility. 

The third phase of our program, an affiliation with a company experienced in 
plate-glass manufacture and acknowledged as a leader in plate-glass technology, 
is now presented to you for approval. Your management is confident that your 
approval will enable us to move forward in our plan to place the American 
shareholders in an improved position of greater security and increased earnings 
potential. 

MERGER PLAN 


The fundamental basis for the merger of American Window Glass Co. and 
Blue Ridge Glass Corp. is the respective book values of the two companies 
modified to recognize a higher ratio over the years of Blue Ridge earnings to 
invested capital. Under the proposed agreement of merger, each share of the 
prior preferred and common stock of American Window Glass Co. is converted 
automatically into 1 share of the same class of stock in the merged company. 
Saint Gobain, as owner of all the outstanding capital stock of Blue Ridge, will 
receive 177,000 shares of common stock of the new company; this, together with 
its present ownership of 60,000 shares of American Window Glass purchased 
in 1956 in the open market, will make Saint Gobain the owner of 237,000 shares 
or approximately 40 percent of the issued shares of the new company. 

The combined company will be a Delaware corporation and will be named 
American-Saint Gobain Corp. It will be managed by a combination of the pres- 
ent officers of American Window Glass and of Blue Ridge, with nominees of Saint 
Gobain. The new company will carry on the businesses of the two existing com- 
panies and it is believed that important economies will be accomplished through 
the consolidation of many existing activities presently carried on separately by 
each company. The product lines of both companies complement each other; 
and it is contemplated that, in addition, certain other glass products of Saint 
Gobain will be made available for distribution by the American-Saint Gobain 
marketing organization in United States markets. 


OBJECTIVE OF THE MERGER 


The merger of American and Blue Ridge is not an end in itself. The prime 
objective of your management is to form an integrated flat-glass company to 
make and sell the products now made by American and Blue Ridge, and plate 
glass. Thus, the present merger becomes the first step in the attainment of that 
objective. 

Present engineering estimates indicate that a modern plate-glass facility, 
equipped with the latest developments in the technique of plate-glass manu- 
facture, can be anticipated to cost in excess of $30 million. Through first ac- 
eomplishing the proposed merger, we will create an equity base on which the 
financing of the plate-glass facility can be predicated. 

Saint Gobain has agreed, subject to approval by American-Saint Gobain and 
Saint Gobain of a satisfactory definitive plan of financing for the plate-glass 
plant, to invest $10 million in the new company as part of the future financing. 
This agreement is set forth on page 5 of the enclosed proxy statement under the 
caption “Saint Gobain’s Option.” The agreement gives Saint Gobain a 5-year 
option to purchase up to 275,000 shares of stock of the new company at the lower 
of the book value of such stock at the time of purchase or $20 per share, and 
any such purchase is to be applied against the $10 million to be invested by Saint 
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Gobain. Both features are subject to the approval of the French Government 
and are to become effective when a satisfactory definitive financing plan for 
the plate-glass plant has been approved. 

The ultimate objective of the amended memorandum of understanding is to 
provide a basis for the financing of the plate-glass facility by combining the 
capital base of American and Blue Ridge, together with Saint Gobain’s agree- 
ment to assist in the future financing by participating to the extent of $10 million. 
Saint Gobain’s agreement is evidence of its confidence in the future success of 
the merged company. 

BENEFITS TO AMERICAN SHAREHOLDERS 


I think we can best discuss the benefits of the merger to American shareholders 
by first exploring its effect on the company, and then viewing it from the stand- 
point of the preferred shareholder, and also from the standpoint of the common 
shareholder. 

The combination of American and Blue Ridge should be of substantial benefit. 
The products of the two companies are complementary, important overall econ- 
omies should become possible, the ability to offer a more complete line of quality 
products should increase sales volume, and the earnings of the combined company 
should be greater than the sum of the individual earnings of the two companies. 

In the opinion of your management and directors, the merger provides the 
only mechanism through which it is possible for American to enter the profitable 
plate-glass field. 


Preferred shareholder 


From the point of view of the preferred shareholder, a share of 5-percent 
cumulative preferred stock of the new company should be a better security than 
the present 5-percent prior preferred stock of American Window Glass Co. It 
will contain substantially the same protective provisions as the present American 
5-percent prior preferred stock, except that the annual sinking fund is limited 
to $175,000, which is the maximum which could be reasonably anticipated had 
American continued as an independent company. 

We feel that the preferred shareholder will have greater security, because not 
only the assets of American but also those of Blue Ridge will stand behind his 
investment; and, in addition, he will enjoy increased coverage of both dividend 
and sinking fund requirements due to the expected larger earnings of the com- 
bined companies. And, when the plate-glass facility has been built, the antici- 
pated increase in the earnings of the new company may be expected to further 
enhance the protection of the preferred stock, and the coverage of its sinking 
fund and dividend requirements. We feel that, since it will greatly increase 
the quality of the 5-percent cumulative preferred stock, the merger should prove 
highly desirable to the preferred shareholder. 


Common shareholder 


From the point of view of the common shareholder, the merger should be 
approved. It is the common shareholder who will benefit most directly by the 
entry of American into the plate-glass manufacturing field. Left as it is, even 
with the diversification that has been added during the last 3 years, American 
cannot possibly attain its full potential without the addition of plate glass to 
the product line. The acquisition of plate-glass facilities is impossible without a 
combination with one of the present plate-glass manufacturers. Saint Gobain 
represents the oldest, most experienced, and one of the largest producers in the 
industry in the world. 

The association with Saint Gobain, and its contributions to the new enter- 
prise, together with American’s acknowledged position as the producer of high- 
quality window glass and its existing marketing organization, forecasts suc- 
cess for the new company. Thus, through the merger with Blue Ridge, the 
financing of the plate-glass facility should become possible and the earnings po- 
tential, for the common shareholder may be expected to increase materially over 
what it might be if the merger does not take place. We feel that this should 
make the merger highly desirable to the common shareholder. 


CONCLUSION 


In this letter, I have tried to explain frankly and directly for our share- 
holders the background, the plan itself, the objectives and the benefits of the pro- 
posed merger of American and Blue Ridge. Your management and your board 
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of directors sincerely believe this merger is in the best interests of all our share- 
-holders, and we urge you to take the necessary action to approve the plan. We 
sincerely hope the merger will receive prompt and complete acceptance. The di- 
rectors of both American and Blue Ridge have reserved the right to abandon 
the merger if more than 3 percent of either the prior preferred or common 
shareholders dissents to the plan. 


TO MAKE THE MERGER POSSIBLE 


We urge you to approve the merger, and, if you cannot attend the annual 
meeting of shareholders to be held on April 22, 1958, please sign and mail your 
proxy at once. 

We trust you will agree that the proposed merger is in the best interests of all 
our shareholders. If you have any questions concerning any phase of the pro- 
posal, we will gladly attempt to answer them for you. 

Since the affirmative vote of more than two-thirds of the capital stock of the 
company is needed for the approval of the merger, we hope that you will give 
this important matter your prompt and favorable consideration. If you will 
forward your proxy promptly, you will greatly aid the company in preparing for 
the meeting and save the expense of further mailings. Thank you very much. 

Sincerely, 
Orto G. SCHWENK, President. 


Exursit II 
AMERICAN WINDOW GLASS CoO., PITTSBURGH, PA. 


NOTICE OF ANNUAL MEETING OF SHAREHOLDERS 
APRIL 22, 1858 


To THE SHAREHOLDERS: Notice is hereby given that the annual meeting of the 
shareholders of American Window Glass Co. will be held at the principal office 
of the company, Farmers Bank Building, Pittsburgh, Pa., on Tuesday, April 22, 
1958, at 10: 30 a. m., eastern standard time, for the following purposes: 

(1) To consider and vote upon a proposal that the company and Blue Ridge 
Glass Corp. shall merge and consolidate into and with American-Saint Gobain 
Corp., a Delaware corporation; and to consider and vote uopn a proposal to 
authorize, adopt and approve an agreement and joint plan of merger (a copy 
of which is attached to the accompanying proxy statement) and a certificate 
of consolidation providing for said merger and consolidation ; 

(2) To elect 3 directors to serve for terms of 3 years each to succeed 
those whose terms of office expire this year, and in each case until their 
respective successors shall be elected and shall qualify; or, if the merger 
mentioned in paragraph (1) hereof becomes effective, until the effective date 
of such merger ; 

(3) To elect auditors to audit the books of the company and its subsidiary 
for the year ending December 31, 1958; or, if the merger mentioned in para- 
graph (1) hereof becomes effective, until the effective date of such merger; 
and 

(4) To transact such other business which is incident to any of the fore- 
going or which may properly come before the meeting or any adjournment or 
adjournments thereof. 

The board of directors has fixed the close of business on March 17, 1958, as the 
record date for the determination of the shareholders entitled to notice of and 
to vote at said meeting. 

The stock of the company should be represented as fully as possible at the 
annual meeting. If you do not expect to be present in person, please fill in, date, 
and sign the enclosed proxy exactly as your name appears thereon and return it 
promptly. 

A proxy statement is furnished herewith. 

By order of the board of directors, 

FRANcIS M, HERNAN, Secretary. 


Pittsburgh, Pa., March 28, 1958. 
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IMPORTANT 


The board of directors believes that the adoption of the merger proposal to be 
presented to the meeting is of great importance to the shareholders. Since the 
affirmative vote of the holders of more than two-thirds of the capital stock of the 
company is required for the adoption of the proposal, the board requests every 
shareholder who does not expect to be present in person at the meeting to sign 
and return the enclosed proxy promptly. 


AMERICAN WINDOW GLASs Co. 
PROXY STATEMENT 
(For Annual Meeting of Shareholders To Be Held on April 22, 1958) 


This statement is furnished in connection with the solicitation of proxies by 
the management of American Window Glass Co. (““American” or the “company’’) 
to be voted at the annual meeting of shareholders to be held on Tuesday, April 
22, 1958, at 10:30 a. m., eastern standard time, at the principal office of the 
company, 20th floor, Farmers Bank Building, 301 Fifth Avenue, Pittsburgh, Pa., 
and at any adjournment thereof. Any such proxy may be revoked at any time 
before the exercise thereof by giving notice to the secretary of the company. 
Unrevoked proxies will be voted at the meeting. 

The principal purpose of the annual meeting is to consider and vote upon the 
proposed merger and consolidation of the company, a Pennsylvania corporation, 
and Blue Ridge Glass Corp. (“Blue Ridge”), a New York corporation, into and 
with American-St. Gobain Corp. (‘‘American-St. Gobain” or the “surviving cor- 
poration’), a Delaware corporation. The terms and conditions of the merger 
are set forth in an agreement and joint plan of merger (hereinafter sometimes 
ealled the merger agreement), as required by Pennsylvania and Delaware law, 
and in a certificate of consolidation, as required by New York law. A copy of 
the merger agreement is attached hereto as appendix 1. Copies of the proposed 
certificate of consolidation (containing such provisions as are required by section 
91 of the stock corporation law of New York), the substantive provisions of which 
are substantially the same as those contained in the merger agreement, will be 
available at the meeting; in the meantime they are on file and are available for 
inspection by the shareholders of American at its principal office in Pittsburgh, 
Pa., and copies will be mailed or delivered to any shareholder upon request. 
Under the merger agreement, American-St. Gobain will be the surviving cor- 
poration, the separate existences of American and Blue Ridge will cease, and 
American-St. Gobain will succeed to and will thereafter carry on the business 
previously conducted by American and Blue Ridge. 

Further, the annual meeting is to be held for the purpose of electing three 
directors to succeed those whose terms of office expire this year, and of electing 
auditors to audit the books of the company and its subsidiary. 

The management of the company does not know of any matters other than the 
proposed merger and the election of directors and auditors that will be brought 
before the meeting. However, if any other matter properly comes before the 
meeting or any adjournment thereof, the person or persons voting the proxies 
solicited hereby will vote them in accordance with their best judgment on such 
matter. 

VOTING RIGHTS 


Shareholders of record at the close of business on March 17, 1958, are the only 
shareholders entitled to notice of the meeting. On such record date there were 
issued and outstanding 159,892 shares of 5 percent prior preferred stock, 1,064 
shares of class B 5-percent cumulative preferred stock, and 411,935 shares of 
common stock. Holders of shares of the company’s common stock on said record 
date are entitled to vote for the election of directors and auditors and upon the 
proposed merger; holders of shares of the company’s 5 percent prior preferred 
stock on said record date are entitled to vote only upon the proposed merger. 
Each share of stock entitles the holder thereof to one vote. 

By due and proper corporate action, the company has called all the outstand- 
ing class B 5 percent cumulative preferred stock for redemption on April 18, 
1958, has directed the deposit with Mellon National Bank & Trust Co., Pittsburgh, 
Pa., on or before such redemption date of the funds necessary for such redemp- 
tion, in trust so as to be and continue to be available for such redemption; and 
has directed that the shares so redeemed shall be canceled and that an appro- 
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priate statement of cancellation shall be executed and filed immediately following 
said redemption date. Accordingly, as provided in the company’s articles of 
incorporation, on and after said redemption date, the class B 5 percent cumula- 
tive preferred stock will no longer be deemed outstanding, and therefore such 
shares will not be entitled to vote at the meeting. 


MERGER OF AMERICAN AND BLUE RIDGE INTO AMERICAN-ST, GOBAIN 


Background 


In the first part of 1956 negotiations were begun between representatives of 
American and Societe Anonyme des Manufactures des Glaces et Produits Chimi- 
ques de St. Gobain, Chauny et Cirey (“St. Gobain”) to form an integrated flat- 
glass company in the United States. St. Gobain (a French corporation, having 
its principal office in Paris, France) is the world’s oldest and one of its largest 
plate glass producers. The desired result was to be obtained by the merger of 
American and Blue Ridge, a wholly owned subsidiary of St. Gobain, to be fol- 
lowed by the construction by the merged companies of a modern plate glass 
facility in the United States. These negotiations culminated in a memorandum 
of understanding between American and St. Gobain, dated November 1, 1956. 
By reason of changes in the economic conditions prevailing in the flat-glass 
industry and in the financing markets, occurring while the matter was pending 
before the Attorney General, as hereinafter mentioned, certain amendments to 
the original memorandum of understanding became advisable resulting in an 
amendment dated November 20, 1957. 

By reason of the flat-glass consent final judgment entered on October 30, 1948, 
in the United States District Court for the Northern District of Ohio, the merger 
could not be consummated without the approvals of the Attorney General of the 
United States and of the said court. The approval of the Attorney General was 
obtained on February 20, 1958, and that of the court on February 21, 1958. 

The merger agreement, designed to accomplish the merger of American and 
Blue Ridge under the new corporate name of American-St. Gobain Corp., has 
been approved by the appropriate boards of directors, and is now submitted to 
the shareholders of American for their approval, with the hearty and unanimous 
recommendation of American’s board of directors. For various reasons it was 
thought advisable that the company surviving the merger should be a Delaware 
company, and therefore a new company bearing the desired corporate name has 
been organized under Delaware law, and the merger agreement contemplates the 
merger of American and Blue Ridge into the new Delaware company. 


Reasons for the merger 


As above mentioned, the ultimate objective of American and St. Gobain is to 
establish an integrated full-line producer of flat-glass products in the United 
States competitive with the existing large American flat-glass manufacturers. 

The merger now submitted to the shareholders will be a step toward this ob- 
jective, because it will result in combining two complementary lines of products, 
viz., those being presently manufactured by American with the products now be- 
ing manufactured by Blue Ridge (see the discussion of the business and property 
of these two companies hereinafter contained). 

The second step toward the objective is the project for building a new plate 
glass plant in the United States, for which extensive financing will be required. 
No financing program has been agreed upon as of the date hereof, but the merger 
should make it more likely that financing can be obtained because is combines the 
assets of American and Blue Ridge, thereby broadening the basis for the fi- 
nancing. 

The memorandum of understanding between American and St. Gobain above 
mentioned contemplates the grant by St. Gobain to the surviving corporation of 
a nonexclusive license under St. Gobain’s patents and know-how in the plate 
glass field at a royalty based on gross sales of plate glass products manufactured 
by the surviving corporation using such patents and know-how, continuing for a 
term of years, after which the license becomes fully paid. 

Finally, the merger will establish a relationship with St. Gobain which should 
provide the merged company with access to established technological know-how 
both for the erection in the United States of one of the most modern plate glass 
facilities and for the training of personne] for its operation. 

In addition, it is contemplated that, after the consummation of the merger, 
certain glass products of St. Gobain will be made available for distribution 
through American-St. Gobain in United States markets. 
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Conversion of existing capital stock 

American has three classes of authorized capital stock as follows (outstanding 
shares being as of March 17, 1958) : 

Common stock ($12.50 par value), of which 600,000 shares are authorized, 
411,935 shares are outstanding in the hands of the public and 2,602 shares are 
held in the treasury of American; 

Five percent prior preferred stock ($25 par value), of which 163,425 shares 
are authorized 159,892 shares are outstanding in the hands of the public, and 
3,533 shares are held in the treasury of American; and 

Class B 5 percent cumulative preferred stock ($25 par value), of which 
1,089.2 shares are authorized and 1,064 shares are outstanding in the hands 
of the public. As stated above under “Voting rights,” all such shares have 
been called for redemption on April 18, 1958. 

Blue Ridge has one class of authorized capital stock ($10 par value), of which 
300,000 shares are authorized, 34,200 shares are outstanding and owned by St. 
Gobain, and 17,850 shares are held in the treasury of Blue Ridge. 

American-Saint Gobain has one class of authorized capital stock ($10 par 
value), of which 100 shares are authorized and outstanding and are owned by 
Saint Gobain. 

After the merger becomes effective, American-St. Gobain, as the surviving 
corporation, will have authorized 163,425 shares of 5 percent cumulative pre- 
ferred stock ($25 par value), of which 159,892 shares will be outstanding and 
3,533 shares will be held in its treasury, and 2,500,000 shares of common stock 
($7.50 par value), of which 588,935 shares will be outstanding and 2,602 shares 
will be held in its treasury. 

The merger agreement provides that: 

(a) Each share of 5 percent prior preferred stock of American outstanding 
in the hands of the public or in the treasury of American shall be converted 
into one share of 5 percent cumulative preferred stock of the surviving 
corporation ; 

(b) Each share of common stock of American outstanding in the hands of 
the public and each of the 2,602 shares held in the treasury of Aierican 
shall be converted into 1 share of common stock of the surviving corporation ; 

(c) The 34,200 outstanding shares of capital stock of Blue Ridge owned 
by St. Gobain shall be converted into 176,900 shares of the common stock 
of the surviving corporation, and all shares of capital stock of Blue Ridge 
held in its treasury shall cease to exist and the certificates representing 
said shares shall be cancelled ; and 

(ad) The 100 outstanding shares of capital stock of American-St. Gobain 
owned by St. Gobain shall be converted into 100 shares of common stock 
of the surviving corporation. 

The terms and provisions of the preferred and common stocks of the surviving 
corporation are substantially the same as the terms and provisions of the prior 
preferred and common stocks of American, except as hereinafter summarized. 


Approvals required for merger; certain indebtedness of constituents 


The merger requires the affirmative vote or written consent of the following: 

(a) The holders of at least two-thirds of the aggregate number of shares 

of 5 percent prior preferred stock of American at the time outstanding, 
voting thereon as a class; 

(b) The holders of at least a majority of all outstanding shares of the 
common stock of American, voting as a class ; 

(c) The holders of at least two-thirds of all outstanding shares of Ameri- 
can, treating the 5 percent prior preferred stock and the common stock as 
one class; 

(d) The holders of record of at least two-thirds of the outstanding shares 
of the capital stock of Blue Ridge; and 

(e) The holders of record of at least two-thirds of the total number of 
shares of the capital stock of American-St. Gobain. 

Blue Ridge and American-St. Gobain are wholly owned subsidiar’es of St. 
Gobain, and the approval of all appropriate agencies of the French Government 
is required before St. Gobain is permitted to vote its stock in Blue Ridge and 
American-St. Gobain in favor of the merger. Application has been made for 
these approvals, and it is hoped that they can be obtained shortly. The company 
will advise the shareholders when such approvals are obtained. 

Consents to the merger have been obtained from the holder of American’s first 
mortgage sinking fund bonds and the holder of Blue Ridge’s bank note. Such 
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holders have further agreed to amend the respective instruments under which 
such indebtedness was incurred so as to make changes deemed to be in the 
interest of the surviving corporation. 

American has an open line of credit with certain banks aggregating $2 million 
at any one time outstanding. These banks have indicated their willingness to 
continue such line of credit in favor of the surviving corporation. 


Effect of merger 

Upon the merger becoming effective, American-St. Gobain will succeed to the 
assets and become obligated to discharge the liabilities of both American and 
Blue Ridge. The employees of American and Blue Ridge will become employees 
of American-St. Gobain, and conditions of employment (including any presently 
existing union contracts and pension plans of American and Blue Ridge) will be 
continued by American-St. Gobain. See also “Directors and management” below. 

After the merger each holder of shares of common or 5 percent prior preferred 
stock of American will be entitled to receive certificates representing the shares of 
American-St. Gobain into which their shares have been converted. No exchange 
of certificates will be required, but appropriate American-St. Gobain certificates 
will be issued upon request or upon the transfer of shares. 


Abandonment of merger 


The merger agreement provides that the merger may be abandoned prior to 
its becoming effective : 

(a) By mutual consent of the boards of directors of both American and 
Blue Ridge ; 

(b) By the board of directors of either such corporation if the holders of 
more than 3 percent of the 5 percent prior preferred stock of American or 
the holders of more than 3 percent of the common stock of American shall 
have filed written objections to the merger agreement and shall not have 
voted in favor thereof ; or 

(c) By the board of directors of either American or Blue Ridge at any time 
on or after December 31, 1958, if the merger shall not have become effective 
prior thereto. 


Taw consequences of merger 


In the opinion of Messrs. Reed, Smith, Shaw & McClay, of Pittsburgh, Pa., 
counsel for American, under existing Federal income-tax laws, the merger will 
not result in the recognition of gain or loss for Federal income-tax purposes by 
any of the three companies or by the shareholders of American. 


St. Gobain’s option 

As explained above under “Reasons for the merger,” the merger of American 
and Blue Ridge is a step in the formation of an integrated flat-glass company to 
make and sell plate glass, in addition to products presently being made by Ameri- 
ean and Blue Ridge. The understanding between American and St. Gobain 
with respect to this integrated company is contained in a memorandum of under- 
standing between said two companies dated November 1, 1956, and an amendment 
thereto dated November 20, 1957. The memorandum and amendment were 
entered into upon the basis that the proposed merger is being made in the con- 
templation of the construction of a new plate-glass plant in the United States 
which St. Gobain will assist in financing. Paragraph 2 of said amendment to the 
memorandum provides as follows: 

“(2) The proposed merger is being made in contemplation of the construction 
of a new plate-glass plant in the United States, which SG (St. Gobain) will assist 
in financing, and SG presently commits to invest $10 million cash in ASG 
(American-St. Gobain) as follows: 

“A. SG will have a 5-year option to purchase all or any part of 275,000 
shares of additional ASG common at the lesser of book value at time of 
purchase or $20 per share, which option shall become the firm obligation of 
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SG to subscribe for all of such shares when a satisfactory definitive financing 
plan for the plate-glass plant has been approved by the boards of directors 
of ASG and SG. 

“B. As part of such definitive financing plan, the balance of $10 million 
not used to purchase ASG common, as provided in A above, will be advanced 
by SG to ASG either by way of investment in additional ASG shares or by 
loan to ASG on terms then to be reached as part of the overall financing 
plan.” 

In order to implement the quoted provisions, American-St. Gobain and St. 
xyobain have entered into an agreement, the terms and provisions of which will 
continue to be binding upon American-St. Gobain following the merger, containing 
provisions substantially the same as those stated in A and B above. 

At the present there is no financing plan under consideration. It should be 
emphasized that St. Gobain’s sole obligation is to advance the above funds in 
connection with a “satisfactory definitive financing plan for the plate-glass plant” 
which shall have been approved by the boards of directors of American-St. Gobain 
and St. Gobain. All commitments of St. Gobain to invest any funds in American- 
St. Gobain are subject to the approval of all appropriate agencies of the French 
Government at the time any such funds are advanced. No representation is made 
as to whether such approval can or will be given. 

The 275,000 shares which are the subject of said option are in addition to the 
shares which St. Gobain will receive upon consummation of the merger, in con- 
version of the shares of American and Blue Ridge presently owned by St. Gobain, 
and are the shares which are reserved as provided in section 3.09 (c) of the 
merger agreement. 


General 


On February 21, 1958, an order was entered by the United States District 
Court for the Northern District of Ohio, at Toledo, dismissing American and 
Blue Ridge as parties to the Flat Glass consent final judgment which had 
been enered on October 30, 1948. The order, which becomes effective upon 
the filing with the court of a statement that the merger has taken place, recites 
that the proposed merger will not substantially lessen competition in the manu- 
facture, sale, and distribution of flat glass and approves the merger. Simul- 
taneously with the entry of the order, a stipulation was filed under which Amer- 
ican and Blue Ridge made certain agreements which are similar to some of the 
restrictions contained in the 1948 final judgment. 

American is advised that, as of March 17, 1958, 15,000 shares of its 5 percent 
prior preferred stock were owned beneficially by National Securities Preferred 
Stock Series and that 1,000 shares of said prior preferred stock were owned 
beneficially by National Securities Dividend Series, both of 120 Broadway, 
New York, N. Y.; and that St. Gobain owned beneficially 60,000 shares of the 
common stock of American. As of the same date, no person owned of record or, 
to the knowledge of American, beneficially (except as above stated) as much 
as 10 percent of any class of its capital stock. 

In the regular course of its business, American has licensed to St. Gobain 
its distortion control apparatus and know-how for the remaining terms of 
American’s patents, covering certain European countries. 

No director or officer of American or of Blue Ridge and no associate of any 
such director or officer has any substantial interest, direct or indirect, in the 
proposed merger except insofar as ownership by such persons of securities of 
their respective companies might be deemed to create such an interest. See 
“Directors and management” below. 

Attention is called to the information under “Certain financial and account- 
ing data” below and to the financial statements attached hereto. 
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CERTAIN FINANCIAL AND ACCOUNTING DATA 
Capitalization 

The capitalizations of American, Blue Ridge and American-St. Gobain as of 
March 17, 1958, were, and the capitalization of American-St. Gobain as the 


surviving corporation after giving effect to the merger and to the transactions 
described in the footnotes below will be, as follows: 














Amcrican-St. Gobain 
American Blue Ridge 
Before After 
merger merger 
Long-term debt (not including portions due 
within 1 year): 
4% percent Ist mortgage sinking fund 
A a ue See eee tanhnteplinminas Ss Baie OS 0 $3, 000, 000 
i i te aie ad ae $950, 000 0 950, 000 
‘Capital stocks: 
Preferred stock ($25 par value): Shares Shares Shares Shares 
I aah ne rkicmoe nant 163, 425.0 0 0 163, 425 
Re eet es cuca nomcsees -.| 4163, 425.0 0 0 4163, 425 
Class B 5 percent cumulative preferred 
stock ($25 par value): 
I is dieiin cn hlbpee eae ss caniesnidids 1, 089. 2 0 0 0 
Issued Ba at a i i : 1, 064.0 0 0 0 
Common stock ($12.50 par value for Ameri- 
can; $10 par value for Blue Ridge; $10 par | 
value prior to the merger and $7.50 subse- | 
quent thereto for American-St. Gobain): | 
OS AS Ee ea ae 600.000. 0 300, 000 100 2, 500, 000 
EE a a Lee Be emerge oe ee 5 414, 537 5 52, 050 100 | 56 591, 537 


' Reference is made to the financial statements of American and notes thereto set forth herein for certain 
grevimens of the 434 percent Ist-mortgage sinking fund bonds. These bonds will be assumed by American- 
St. Gobain. 

2 Peference is made to the financial statements of Blue Ridge and notes thereto set forth herein for certain 
provisions of the loan agreement pursuant to which this note was issued. The note is in the principal 
amount of $1,000,000, of which $50,000 is included in Blue Ridge’s current lianilities, and will be assumed 
by American-St. Gobain. 

3 American’s preferred stock here included is styled ‘‘5 percent prior preferred stock,’’ and the preferred 
stock of American-St. Gobain is styled ‘‘5 percent cumulative preferred stock.” 

4 This figure includes 3,533 shares of preferred stock held in the treasury of American, reserved for credit 
against the preferred stock sinking fund, which shares will continue to be available after the merger for like 
credit. This figure also assumes the issuance of all shares of American-St. Gobain preferred stock pursuant 
to the merger. 

5 The issued shares of American and American-St. Gobain include 2,602 shares held in treasury. The 
issued shares of Blue Ridge include 17,850 shares held in its treasury, and such shares will be canceled on 
consummation of the merger. 

6 This figure assumes the issuance of the maximum number of shares of American-St. Gobain common 
stock pursuant to the merger; the figure includes 2,602 shares held in the treasury of American (which will 
continue to be held in the treasury of American St. Gobain) reserved for issuance upon the exercise of Amer- 
ican’s stock options; but the figure does not include (i) 275,000 shares reserved for issuance to St. Gobain 
upon the exercise of its option hereinabove mentioned; (ii) 50,000 shares of common stock reserved for issu- 
ance pursuant to the incentive stock option plan for employees of American-St. Gobain, and (iii)35,376 
additional shares of common stock reserved for issuance upon the exercise of American’s stock options. 


Summaries of earnings 


The following individual summaries of earnings of American for the 3 years 
ended December 31, 1957, and of Blue Ridge for the 3 years ended December 28, 
1957, should be read in conjunction with the financial statements and related 
notes included in this proxy statement which have been examined for American 
by Touche, Niven, Bailey & Smart for the year ended December 31, 1957, and 
by Snyder, Ellinger & Davies for the 2 years ended December 31, 1956, and 
for Blue Ridge by Werth & McCorkle for the 3 years ended December 28, 1957— 
all independent public accountants, as set forth in their certificates accompany- 
ing the financial statements herein. 





| 
( 


! 


Fh et hy LD et ty 





INDEPENDENT FLAT GLASS DEALERS 409 


American 


[$000 omitted except as to net income per share] 


























| 1957 1956 1955 

& ; ays ere Topas 3 | 
oti SAMA sigiyd5tb hand deo<3dso--1e pets nies spisaia vaised| $17, 595 | $23, 033 $22, 054 
Income before taxes on income. ...............------------ 249 2, 128 2, 216 
TE ee dS Con cnss ane oncn hs cuematunebacweneeed 142 1, 042 1, 223 
Net income .- ae iaicala ea! aeeal 107 | 1, 086 | 993 
Preferred dividend requirements... ---..---.---.---.---- 203 | 209 | 213 
Net income applicable to common stock: 

GR + a sons cee hidedaescnccagup<eh . 877 780 

cs otis dint Se ticeech en iwes cotetehasstlaaan nokia | bytes ed | 2.13 | 2.03 

Blue Ridge 
[$000 omitted except as to net income per share] 
Fiscal year 
a 7 eceeeoal 
1957 1956 | 1955 

WINE a cites. Su eek bin dsiindd Maen cecdegikes $8,101 | $758 | $7, 824 
Income before taxes on income-.-.......--.-..-..--.---------- | 88 520 
SE CUE I Ses in asp ca tonseeucssccduianas : (8)| 300 550 
eee GD Ai doe toeten case a ienteuances 96 220 410 
Net income meen to common stock: 

I a Set casas certs uae eae eal | 220 410 

Br Sie cnasteavesecss aoe ai a og anc eat gy 2. 81 | 6. 43 “U1. 99 





(Credit.) 


Pro forma summary of combined earnings (unaudited) 


The following summary for the 3 years ended December 31, 1957, has been 
prepared by combining amounts obtained from the foregoing summaries of earn- 
ings of American and Blue Ridge. Preferred dividend requirements and net in- 
come per share of common stock have been computed on the basis of shares to 
be outstanding after the merger is effected. 


[$000 omitted except as to net income per share] 


Year ended Dee. 31— 





1957 1956 | 1955 

RE ee ae a Ke baba baka nee Genkareneaa : $25, 696 $30, 615 $29, 878 
Income before taxes on income. ..........--..-...-...-.-...--- 337 2, 648 3, 176 
TANNED CRs cee tendisullicedass miennewauGbiles dau deien 134 | 1, 342 1, 773 
RII 1 coh sili <nsnnchiin’ has dadshdtatant-enstbscses 203 | 1, 306 1, 403 
Preferred dividend SIND 33 ihe wee mincnpieedgiatee 200 | 200 200 
Net income applicable to common stock: | 

EN Es ciate a lick ceeasaaescmse babecinieadebinden 3 1, 106 1, 203 

aa. oo ani neckadsky waco aub yecendessaoneeekee eeu 01 1. 88 | 2. 04 
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Dividends 

On March 1, 1958, American paid dividends of $0.3125 per share on its 5 per- 
cent prior preferred stock and its class B 5 percent cumulative preferred stock, 
and there are no arrears of dividends on such shares. Also, on March 13, 1958, 
American declared a dividend of $0.3125 per share on its prior preferred stock 
payable June 2, 1958. It has paid no dividends on its common stock since Sep- 
tember 3, 1957, when it paid $0.15 per share. Blue Ridge has declared a divi- 
dend of $1 on its capital stock on March 19, 1958, payable March 31, 1958. 

The cash dividends declared per share of common stock of American and 
Blue Ridge by each of the two companies for the years 1955 through 1957 and to 
date in 1958 were as follows: 


1958 1957 1956 1955 


——— — — —_ — —$—————___} — —- —____. —__ 


BENGE. esos< 552255202555 Biwi ave cece es ces Puan Sudan $0. 45 a 
REESE STO L AK Serie ae tae Qe ara Det ess ee | RRR RE ees 


American also paid a stock dividend of 5 percent on its common stock in 
1956. 

American-Saint Gobain, organized in 1956 for the purpose of the proposed 
merger and inactive since its incorporation, has paid no dividends. After the 
merger becomes effective, the company understands that American-Saint Gobain 
expects to declare and pay regular quarterly dividends of $0.3125 per share on 
its 5 percent cumulative preferred stock. No prediction can be made concerning 
future dividends on its common stock, such dividends being necessarily de- 
pendent upon earnings, cash position, and other relevant factors. 

The following table shows, for the last 3 years, the number of times total 
dividends required on preferred stocks were covered by net income of American, 
and of American and Blue Ridge combined : 





1957 1956 1955 
American: 5 percent prior preferred stock and class B 5 
percent cumulative preferred stock. _~-.-..---.-------------- 0.5 5.2 4.7 
American and Blue Ridge combined: Total preferred stocks - -| 1.0 6.5 7.0 














Book value 


The book value of each share of common stock of American as of December 31, 
1957, was $18.68. The book value of each share of common stock of American- 
Saint Gobain to be outstanding after the merger, computed from the pro forma 
balance sheet as of December 31, 1957, attached hereto, is $17.87. 

As of December 31, 1957, net asset coverage per share of the preferred stocks 
of American was $72.80; based on the pro forma balance sheet as of December 31, 
1957, net asset coverage per share of the preferred stock of American-Saint Gobain 
on a merged basis would be $90.80. 


Quotations 


The capital stocks of American are traded in the over-the-counter market. 
During the period from January 1, 1957 through March 21, 1958, the weekly 
range of bid and ask prices for American’s preferred stock and the daily range 
of bid and ask prices for American’s common stock, obtained from the Wall Street 
Journal, were as follows: 


a wea ied 
NS ae a rcckadsacdcawcaewne 
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Quotations in the Wall Street Journal of March 24, 1958, were for the common 
stock bid 10, ask 1144, and the preferred stock bid 14%, ask 164. 

The capital stocks of Blue ‘Ridge and American-Saint Gobain are wholly 
owned by Saint Gobain, and there has been no trading therein. 


BUSINESS, PROPERTY, AND PRODUCTS OF AMERICAN 


American was incorporated in 1899 as a consolidation of various domestic 
sheet-glass producers. At that time window glass manufacture was a hand 
process technique which had been imported into this country with no significant 
technological change from that employed by European manufacturers for 
centuries. 

Shortly after its organization, American developed the first automatic device 
for mechanically blowing large glass cylinders, which were then flattened and 
annealed in large ovens into sheets and cut to desired size. By 1925 new 
methods of making glass were developed by other manufacturers, and in 1927 
American converted to a continuous process known as the fourcault process. 
This process, with improvements, is still being used. 

The principal products of American are lustraglass, lustracrystal, lustrawhite, 
thin glass, lustragray and supratest. Lustraglass is a window glass used for 
conventional glazing in homes, offices, and public buildings, and also for mirrors, 
furniture tops and other uses. Lustracrystal, a clear sheet glass of greater 
thickness than ordinary window glass, is used for glazing large openings, picture 
windows, and glass sliding doors. It is also utilized in furniture and desk tops, 
display cases, thirrors, and television implosion plates. Lustrawhite, an ex- 
ceptionally white clear glass, is used for picture framing. Thin glass is used 
for scientific and industrial purposes and for microscope slides and covers. 

5 Lustragray, a gray tinted glass, is used for implosion plates in television sets 
and for glazing where glare reduction and diffused light is desired. Supratest 
is a laminated safety glass for use in automobiles and for glazing where a non- 
shattering glass is desirable or essential. 

American sells its products to some 700 active accounts through its own sales 
organization with district sales offices located in Atlanta, Baltimore, Boston, 
Chicago, Detroit, Kansas City, New York, Pittsburgh and San Francisco. Ameri- 
can estimates that in 1957 it accounted for approximately 18 percent of the sheet- 
glass sales in the United States. 

American’s manufacturing plants are located in Arnold, Eliwood City and 
Jeannette, Pa.; and Okmulgee, Okla. In addition, it maintains an up-to-date 
research center at Monroeville, Pa. All such properties are subject to the lien 
of the indenture securing American’s first mortgage bonds. 


BUSINESS, PROPERTY, AND PRODUCTS OF BLUE RIDGE 


Organized in 1925 by Saint Gobain, Corning Glass Works and Glaceries de 
Saint Roch of Belgium, Blue Ridge purchased from Corning its plant in Kings- 
port, Tenn., built by Corning for the manufacture of “Pyrex” baking ware. 
Beginning in 1926, the plant underwent considerable enlargement and moderniza- 
tion for the development of new products, including the production of rolled 
glass by a continuous process developed by Saint Gobain. In 1958 Saint Gobain 
purchased the interest of Glaceries de Saint Roch, and in 1955 Blue Ridge 
purchased the shares of its stock held by Corning. 

The principal products presently manufactured by Blue Ridge include six 
types of high-quality rolled glass. Its lime glass products, which constitute its 
major activity, consist of patterned glass, plain and wired, and polished wire 
glass. Other products manufactured by Blue Ridge are: a rolled opal glass 
for the lighting fixture trade; a special low-expansion heat-absorbing glass; a 
pure, brilliant, water-white patterned glass, used for lighting installations re- 
quiring superior lighting performance, such as in museums; photosensitive, a 
clear, photosensitively opacifiable glass for controlled lighting and decorative 
purposes; and a borosilicate glass, produced in sheets and used for electrical 
appliances and processing equipment and for optical, marine and other purposes 
where its heat-resisting or chemical properties are required. 

A new Blue Ridge product is “Huetex,” a tempered, patterned glass with color 
imparted by a fused ceramic enamel coating to which is welded a protective 
and heat-reflective film of atomized aluminum, used for spandrels in building 
construction. Blue Ridge manufactures heater plates, which are made from 
sheets of tempered patterned glass and are coated with atomized aluminum to 
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conduct electricity, and which are used as wall and portable heaters, electric 
hot plates and for special heating purposes. 

Blue Ridge is selling the majority of its production under contractual arrange- 
ments with other flat-glass manufacturers. Blue Ridge estimates that it accounts 
for approximately one-third of the rolled and polished wire glass products 
manufactured in the United States and that it is the second largest company 
in its field. 

The Blue Ridge plant, warehouse and office contain approximately 360,000 
square feet of floor space and are located on 62 acres of land owned in fee. The 
plant contains 2 large glass-melting furnaces, and 3 smaller glass furnaces, as 
well as all necessary machinery and lehrs for its production of rolled glass. 
During 1957 Blue Ridge expended approximately $850,000 on capital improve- 
ments including the installation of a process for the continuous casting of blanks 
of wire glass which are subsequently ground and polished. 


DIRECTORS AND MANAGEMENT 


The following table sets forth the names and certain other information regard- 
ing the persons designated in the merger agreement as the board of directors 
of American-Saint Gobain, the surviving corporation: 


First First Shares of American stock 
Name, principal! occupation or employment became a | became a beneficially owned as of 
director of | director of Mar, 17, 1958 
| American |Blue Ridge 





| 


Albert S. Crandon, chairman of the board of di- 1942 ES ocakind 1,362 5 percent prior pre- 
rectors of American, consultant to the president. ferred; 4,088 common. 

Otto G. Schwenk, president of American. -- -- | 1955 1,575 common, 

J. Patrick Lannan, chairman of the board, H. M. 1947 Seed ats | 319 5 percent prior preferred; 
Byllesby & Co. (investment bankers). | | §,3897 common. 

Joseph A. Haberkorn, chairman of the board, 1928 700 5 percent prior preferred; 
Carter Construction Co. (construction of sea- 1,593 common. 
walls, concrete foundations, etc.). 

Alfred D. Martin, chairman of the board of A. D. 1955 .-.---------| 2,700 5 percent prior pre- 
Martin Properties, Inc. (utility operators). ferred; 9,899 common. 

Pierre Jaquin, president, Societe d’Etude pour le |__--.--_--._|---.---- --| None. 


Developpement de la Fibre de Verre (fiber | 
glass), Paris, France. 


Pierre Bertrand, manager of legal and patent de- |-.........-- 1947 Do. 
partment of St. Gobain. 
Joseph H. Lewis, president of Blue Ridge--_._-_- erate 1947 Do. 
Gerard de Piolenc, president, St. Gobain, Inc., a |-_-.-------- 1954 Do. 
ae owned United States subsidiary of St. 
bain 
Michel Bedat, weep orendent, St. Gobain, Ine... ....1....<.........]..-..-...-.. Do. 


| } 

The principal officers of American-St. Gobain upon and after the effective date 
of the merger, who shall hold office during the pleasure of the board of directors 
and until their respective successors shall have been chosen or elected according 
to the bylaws of the surviving corporation, are as follows: 


Office, name, and address: 
Chairman of the board: Pierre Jaquin, 8 Rue Christophe Colomb, Paris 8, 
France 
President : Otto G. Schwenk, Farmers Bank Building, Pittsburgh, Pa. 
Secretary and treasurer: Francis M. Hernan, Farmers Bank Building, 
Pittsburgh, Pa. 


Following the merger the board of directors of American-St. Gobain will elect 
or appoint such vice presidents and other officers of the surviving corporation 
as may be appropriate. 

American-St. Gobain has adopted an incentive stock option plan for employees 
(which will survive the merger) under which options to purchase not exceeding 
50,000 shares of the common stock of the surviving corporation may be granted 
after the merger by the board of directors of the surviving corporation to key 
employees (including officers and directors who are employees) of the surviving 
corporation. No options have been granted or will be granted under this plan 
prior to the effective date of the merger, and no designations or agreements to 
designate have been made as to any person to whom options under this plan may 
be granted. 








2 Se 


INDEPENDENT FLAT GLASS DEALERS 413 


The following table sets forth, on an accrual basis, certain information regard- 
ing the direct remuneration paid by American during 1957 to the director and 
officer whose direct aggregate remuneration exceeded $30,000, his estimated 
annual benefits upon retirement and the remuneration to all directors and officers 
of American as a group: 





Capacities in Estimated 





Name of individual or identity of group which remuner- Aggregate annual bene- 
| ation received remuneration fits upon 
| retirement 
| —- 
Otto G. Schwenk_._-- ere eee ee a eae a $50, 000 1 $3, 000 
All directors and OGioers 06 & QTOUD «2... < o. cc cesialle thence des dacdunseness FEE Ciganrnsensandace 


1 Based upon the assumption that Mr. Schwenk retires at age 65 after completing 20 years’ service. 
2 Does not include $32,000 paid for legal services to Reed, Smith, Shaw & McClay, of which H. Eastman 
Hackney, a director of American, is a partner. 


Pursuant to the restricted stock option plan approved by the shareholders of 
American in 1955, the board of directors has granted to certain officers and key 
employees options, expiring 10 years from the date of granting, to purchase shares 
of American’s common stock at an option price of not less than 95 percent of the 
market value on the dates the options were granted, adjusted to give effect to a 
stock dividend paid in 1956, but not less than the par value for unissued stock. 
Approximately 20 percent of the shares covered thereby may be purchased in 
each of the first 5 years. Individuals receiving options agree to remain in the 
employ of American for at least 2 years from the date the option was granted. 
The number of shares available for options is limited to 10 percent of the 
outstanding shares of American’s common stock. 

Under the plan, 35,376 shares of American authorized but unissued common 
stock, and 2,602 shares of American’s common stock held in American’s treasury, 
are reserved as of the date hereof under options held by 6 officers, and options 
have been granted for all of said shares at prices ranging from $8.57 to $12.50 
per share. Options to purchase American’s common stock under the plan were 
exercised by officers (of whom two are directors) during 1957 as follows: 





Number of Purchase | Market value 


Exercised by shares price on date of 

purchase ! 
Otto G. Schwenk__.-.- oti ae = blake instead cat Ave coh 525 $4, 500. 00 $10, 828. 13 
All officers (including officers who are directors) as a group.-- 993 9, 296. 00 19, 988. 45 


1 Computed upon the basis of the average of the bid and ask prices on dates of purchase, obtained from 
the Wall Street Journal. 





The merger agreement provides that, following the merger, each such option 
then outstanding (to the extent not then exercised) shall become an option 
to purchase an equal number of shares of common stock of American-Saint 
Gobain at the same price (except that the par value to be used shall be the 
par value of the common stock of American-Saint Gobain). 

The following table sets forth, on an accrual basis, certain information re- 
garding the direct remuneration paid by Blue Ridge during 1957 to the 
director and officer whose direct aggregate remuneration exceeded $30,000, his 
estimated annual benefits upon retirement and the remuneration of all directors 
and officers of Blue Ridge as a group: 


Capacities Aggregate Estimated 








Name of individual or identity of group in which remuneration} annual bene- 
remuneration fits upon 
received retirement 

MGT Tit RTRs oS as, bay itreemudndhdas era bddenmrbiinnds cai President $31, 140 $6, 000 


All directors and officers as a II 5d ic ormnm otenle tte dtidsoctie wena ie + 140, 972 7/24) 
| 
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RIGHTS OF DISSENTING SHAREHOLDERS 


Section A of section 908 and subsections B, C, and D of section 515 of the 
Pennsylvania business corporation law set forth the exclusive rights and remedies 
of shareholders of American who desire to object to or dissent from the joint plan. 
The following is a copy of said subsections: 


“Section 908. Rights of dissenting shareholders. 

“A. If any shareholder of a domestic corporation which becomes a party 
to a plan of merger or consolidation shall object to such plan of merger or 
consolidation and shall comply with the provisions of section 515, such share- 
holder shall be entitled to the rights and remedies of dissenting shareholders 
therein provided.” 

“Section 515. Rights of dissenting shareholders. 

“B. If any shareholder of a business corporation shall file with such cor- 
poration, prior to the commencement of the voting by shareholders upon the 
plan at the meeting of shareholders at which a plan is submitted to a vote, a 
written objection to such plan, and shall not vote in favor thereof, and such 
shareholder, within twenty days after the corporation shall have mailed him 
notice that the plan has become effective, shall also make written demand on 
the corporation, or the surviving or new corporation resulting from the 
plan, for the payment of the fair value of his shares as of the day prior to 
the date on which the vote was taken approving the plan, without regard 
to any depreciation or appreciation thereof in consequence of the plan, such 
corporation shall pay to such shareholder the fair value of his shares upon 
surrender of the share certificate or certificates representing his shares. The 
demand of the shareholder shall state the number and class of the shares 
owned by him. Unless a shareholder files such written objection and also 
makes such demand within the twenty-day period he shall be conclusively 
presumed to have consented to the plan, and shall be bound by the terms 
thereof. If within thirty days after such notice shall have been mailed to 
him the value of such shares shall be agreed upon between the dissenting 
shareholder and such corporation, payment thereof shall be made in cash 
within ninety days after the effective date of such plan, upon the surrender 
of the share certificate or certificates representing his shares. Upon pay- 
ment of the agreed value, the dissenting shareholder shall cease to have any 
interest in such shares or in such corporation. 

“C. If within such period of thirty days the shareholder and the corpo- 
ration, or the surviving or new corporation resulting from the plan, do 
not so agree, then the dissenting shareholder may, within sixty days after 
the expiration of the thirty day period, petition a court of common pleas 
for the appointment of three disinterested persons to appraise the fair 
value of his shares without regard to any depreciation or appreciation 
thereof in consequence of any such plan. Such petition shall be filed in 
the court of common pleas, in equity, within the county in which the 
registered office of the corporation is situated, or, if a new business corpo- 
ration has been created by such plan, within the county in which the 
registered office of the new business corporation is situated, or, if the new 
corporation be a foreign corporation, within the county in which was situ- 
ated the registered office of the corporation of which such petitioner was 
a shareholder, which county, as the case may be, shall be deemed to be 
the county in which the cause of action of such petitioner arose, and all 
process in such proceedings shall be served upon any foreign corporation 
resulting from such plan as provided in section one thousand and eleven 
of this act. The award of the appraiser, or of a majority of them, shall 
be submitted to the court for determination, and the judgment of the court 
thereon shall be final and conclusive. The costs of such appraisal, including 
a reasonable fee to the appraisers, shall be fixed by the court and shall be 
borne by such corporation unless, in the opinion of the court, the action 
of any shareholder in refusing the offer of such corporation has been 
arbitrary, vexatious, or in bad faith, in which case the costs shall be 
assessed in the discretion of the court. The award shall be payable only 
upon, and simultaneously with, the surrender to such corporation of the 
share certificate or certificates representing the shares of the dissenting 
shareholder. If the award shall not be paid by such corporation within 
thirty days after the order of the court thereon, the amount of the award 
shall be a judgment against such corporation and may be collected as other 
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judgments in such court are by law collectible. Upon the payment of the 
award or judgment, the dissenting shareholder shall cease to have any 
interest in such shares or in such corporation. Such shares may be held 
and disposed of by such corporation as it may see fit. Unless the dissenting 
shareholders shall file a petition within the time herein limited, such share- 
holder and all persons claiming under him shall be conclusively presumed to 
have approved and ratified the plan and shall be bound by the terms 
thereof. 

“I), Any shareholder, who desires to object to, or to dissent from, any 
proposed plan authorized under any section of this act, and where this 
act provides that shareholders so objecting or dissenting shall have the 
rights and remedies herein provided, shall be limited to the rights and reme- 
dies prescribed under this section, and the rights and remedies prescribed 
by this section shall be exclusive.” 

A direction in the proxies to vote against the approval of the merger agree- 
ment will not be construed by American as being a “written objection” to the 
merger agreement within the language of the above subsections. 

American proposes to advertise, pursuant to the Pennsylvania business corpo- 
ration law, its intention to file articles of merger in the Pittsburgh Post-Gazette 
and the Pittsburgh Legal Journal at least 3 days prior to filing of said articles 
of merger with the department of state of the Commonwealth of Pennsylvania. 
In addition, American-Saint Gobain, in accordance with section 515B of the 
Pennsylvania business corporation law, will mail to shareholders of American 
who have filed written objections to the merger agreement and have not voted 
in favor thereof a notice that the merger agreement has become effective. 


COMPARISON OF CAPITAL STOCKS OF AMERICAN AND AMERICAN-SAINT GOBAIN 


As set forth above under “capitalization,” both the authorized and outstand- 
ing number of shares of the common stock of American-Saint Gobain, as the 
surviving corporation, will be greater than in the case of the present common 
stock of American. The following is a comparison between certain present 
rights of the holders of capital stocks of American and their rights as holders 
of the capital stocks of American-Saint Gobain into which their shares are to 
be converted upon the consummation of the merger, their rights being sub- 
stantially the same unless otherwise noted. 


Preferred stock 


As stated above, all shares of American’s class B 5 percent cumulative pre- 
ferred stock have been called for redemption on April 18, 1958. Accordingly, 
immediately prior to the effective date of the merger, American will have au- 
thorized and outstanding only one class of preferred stock, viz, 5 percent prior 
preferred stock. The following summary assumes the complete redemption of 
American’s class B 5 percent cumulative preferred stock. The merger agree- 
ment provides that each issued share of 5 percent prior preferred stock will be 
converted into 1 share of 5 percent cumulative preferred stock of American-Saint 
Gobain. 

Dividend rights.—Holders of preferred stock are entitled to receive, in prefer- 
ence to common stock, cumulative dividends at the rate of 5 percent per annum 
and no more. 

Voting rights.—Holders of preferred stock have no voting rights and are not 
considered shareholders for the purpose of any election, meeting, consent or 
waiver of notice, except that whenever and so long as dividends shall be accrued 
and unpaid in an amount equivalent to or exceeding 6 quarterly dividends, or in 
the event that any payment required to be made or set apart in the sinking fund 
for the benefit of the preferred stock shall be due and unpaid for 6 months or 
more, then the holders of the preferred stock are entitled, voting separately as a 
class, to elect 2 directors in addition to the directors elected by the holders of 
any or all other classes of stock. 

Restrictions on corporate action.—Except upon the affirmative vote of holders 
of at least two-thirds of the outstanding preferred stock, the company shall not 
increase the number of authorized shares of preferred stock, or authorize or 
issue any stock ranking prior to or on a parity with the preferred stock as to 
dividends or assets, or adopt any amendment or make any change in the charter 
which would change the express terms and provisions of the preferred stock in 
any manner substantially prejudicial to the holders thereof. 





| 
| 
| 


416 INDEPENDENT FLAT GLASS DEALERS 


Liquidation rights.—The preferred stock is preferred over the common stock as 
to assets, and except as stated under “Other rights and provisions,” in the 
event of any liquidation or dissolution or winding up of the company, or of any 
reduction of its capital stock which would result in a distribution of any assets 
to the holders of common stock, the holders of preferred stock are entitled to be 
paid in cash an amount equal to the par value of such preferred stock and all 
accrued and unpaid dividends thereon before any distribution shall be made to 
the common stock, but holders of preferred stock are entitled to no further 
participation. A consolidation or merger, or a sale of all or substantially all of 
the assets of the company, shall not be regarded as a liquidation, dissolution, or 
winding up of the company or as a reduction of its capital stock resulting in the 
distribution of assets to holders of common stock within the meaning of the 
foregoing provisions. 

Redemption provisions.—The company at its option may at any time or from 
time to time redeem the whole or any part of the preferred stock, on not less 
than 30 days’ prior notice, at a redemption price equal to the sum of (@) $25.75 
per share if redeemed on or before December 31, 1960, $25.50 if redeemed there- 
after and on or before December 31, 1965, and $25.25 thereafter, and (b) all 
accrued and unpaid dividends. All rights of holders of preferred stock (other 
than the right to receive the redemption price, without interest) shall terminate 
on the redemption date if the required notice of redemption is given and funds 
necessary for such redemption are set aside. None of the preferred stock 
redeemed shall be reissued, and no preferred stock shall be issued in lieu thereof. 

Sinking fund.—American preferred stock: On or before May 1 of each year, 
American will set apart as a sinking fund for the American preferred stock a 
sum equal to 25 percent of the consolidated net earnings of American and its 
subsidiaries for the preceding fiscal year in excess of $500,000. Moneys in the 
sinking fund may be used by American to purchase American preferred stock 
at or below par and accrued dividends, and, during the period April 15 to April 
30 of each year commencing April 15, 1958, American must accept all offers to 
sell to it shares of American preferred stock at or below such price, to the extent 
that moneys are available in the sinking fund. All moneys remaining in the 
sinking fund on April 30 in each year commencing April 30, 1958, not required 
to accept offers as aforesaid, must be applied by American to redeem shares of 
American preferred stock at a redemption price of $25 per share and accrued 
dividends, such redemption to be effected in the manner provided for redemp- 
tion at the option of American; provided that American is not required to redeem 
through the sinking fund less than $25,000 aggregate par value of American pre- 
ferred stock at any one time. Shares of American preferred stock purchased 
or acquired otherwise than through the operation of the sinking fund may, at 
the option of American, be credited at par against amounts required to be set 
aside in the sinking fund in the future. No shares of American prefered stock 
purchased by moneys in the sinking fund, or credited against the sinking fund, 
shall be reissued, and no American preferred stock shall be issued in lieu thereof. 

American-St. Gobain preferred stock: Same as American preferred stock, ex- 
cept that (1) the total amount required to be set apart for the sinking fund by 
American-St. Gobain in any one year may not exceed $175,000 and (2) American- 
St. Gobain is given the right presently held by American to credit the shares of 
preferred stock held in its treasury upon the consummation of the merger against 
future sinking fund payments. 

Other rights and provisions.—American preferred stock: American preferred 
stock has no preemptive or conversion rights. Holders of fully paid American 
preferred stock are under no liability to assessment except as provided in sec- 
tion 514 of the Pennsylvania business corporation law for salaries and wages due 
and owing by American to its laborers and employees, for services rendered to 
American, up to the par value of their shares. 

American-St. Gobain preferred stock: Same as American preferred stock, ex- 
cept that holders of fully paid shares thereof will be under no liability to assess- 
ment. 


Common stock 


Junior position.—Common stock is in all respects, other than voting rights, 
subject to the prior rights of preferred stock. 

Dividend rights —American common stock: No dividends may be paid upon 
nor may any other distribution be ordered or made in respect of the common stock 
in any year while any dividends are accumulated upon the American preferred 
stock and unless and until (1) dividends at the rate of 5 percent for all past 
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quarterly dividend periods and the current quarterly dividend period have been de- 
clared and paid or set apart for the American preferred stock and (2) all amounts 
required to be set apart for the sinking fund for the American preferred stock have 
been set apart. Otherwise, holders of American common stock have the right to 
receive dividends, when and as declared by the board of directors out of assets 
lawfully available therefor. See note 1 to the consolidated financial statements 
of American. 

American-St. Gobain common stock: Same as American common stock. See 
note 2 to the pro forma combined balance sheet. 

Voting rights —American common stock: Except as otherwise required by law 
and except for the special voting rights of the American preferred stock above 
referred to, the entire voting power of American is vested exclusively in the hold- 
ers of its common stock. Under Pennsylvania law applicable to American, the 
right of cumulative voting exists in all elections of directors. 

American-St. Gobain common stock: Same as American common stock except 
that there will be no right of cumulative voting in elections of directors. 

Preemptive rights—American common stock: Prior to the enactment of the 
Pennsylvania business corporation law in 1933, shareholders in a Pennsylvania 
business corporation had a common law preemptive right to subscribe to shares 
of the corporation. The business corporation law provides that, unless otherwise 
provided in its articles, a business corporation may issue shares or option rights 
without first offering them to shareholders. In effect, such law denies preemptive 
rights to shareholders where the articles are silent with respect thereto. Ameri- 
ean’s articles of incorporation contain no provisions as to preemptive rights. 
American was organized prior to 1933, and the question of the effect of the busi- 
ness corporation law on preexisting preemptive rights, if any, has not received 
final judicial determination. 

American-Saint Gobain common stock: The holders of American-Saint Gobain 
common stock will have preemptive rights, except with respect to new or addi- 
tional common stock, or securities convertible into or carrying options or war- 
rants evidencing the right to purchase or otherwise acquire shares of common 
stock, (1) which the board of directors shall determine to issue in payment for 
properties or property rights to be acquired by American-Saint Gobain, or (2) 
which the board of directors shall determine to offer, for money, either by a 
public offering or by an offering to or through underwriters or investment banks 
who shall have agreed promptly to make a public offering of such shares or secu- 
rities, or (3) which shall be issued and sold pursuant to any stock option or stock 
purchase plan for officers or employees of any predecessor corporation which 
shall have merged into American-Saint Gobain, or (4) which shall be issued and 
sold pursuant to any stock option or stock purchase plan for officers or employees 
of American-Saint Gobain, which plan shall have been approved at a stock- 
holders’ meeting duly called and regularly held or which option has been granted 
pursuant to a plan theretofore so approved, (5) which shall be issued and sold to 
Saint Gobain pursuant to an option contract dated March 19, 1958, between Saint 
Gobain and American-Saint Gobain hereinabove mentioned. 

Other rights and provisions —American common stock: The American com- 
mon stock is entitled upon liquidation to receive ratably and equally all the 
assets and funds of American remaining after the payment to the holders of other 
classes of stock of American of the specific amounts which they are entitled to 
receive upon liquidation as set forth above. The American common stock has no 
conversion rights, is not subject to redemption, and is not liable to assessment 
or further call except as provided in section 514 of the Pennsylvania business 
corporation law for salaries and wages due and owing by American to its laborers 
and employees, for services rendered to American, up to the par value of their 
shares. 

American-Saint Gobain common stock: Same as American common stock, ex- 
cept that fully paid shares of American-Saint Gobain common stock will be sub- 
ject to no liability for assessment. 

All classes of capital stock of American-Saint Gobain, as well as the capital 
stock of American, in the opinion of counsel for both corporations, are exempt 
from personal property taxes imposed in Pennsylvania. 





eee 
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ELECTION OF DIRECTORS 


Of the 11 present members of the company’s board of directors, the terms 
' of the following 3 directors expire this year: 





j ———  —— —~ —_—_-— . — — 














| Has served 

i Principal occupation or employ. jas a director) Number of shares of stock benefi- 
' Name ment of the com- cially owned directly or indirectly 
pany as of Mar. 10, 1958 

' since— 

J. A. Haberkorn....| Member of the executive com- 1928 700 shares, 5 percent prior preferred 
mittee; chairman, Carter Con- stock; 1,593 shares, common 
struction Co. (construction of stock. 

| seawalls, concrete foundations, 
ete.). 
George P. Rhodes, | Partner, McKelvy & Company 1944 400 shares, 5 percent prior preferred 
} ar. | (investment bankers). eo 1,309 shares, common 
stock. 
| Otto G. Schwenk___| President, member of the execu- 1955 | 1,575 shares, common stock. 
tive committee and chief execu- 
tive officer of the company. 


It is the intention of the persons named in the enclosed proxy to vote such proxy 
for the present incumbents for new terms of 3 years each and until their respec- 
tive successors are elected and shall qualify; or, if the proposed merger becomes 
effective, until the effective date of such merger. All the above nominees for 
directors have been elected previously by the shareholders. It is not anticipated 
that any nominee will be unavailable at the time of the meeting, but in the event 
of any such unavailability the proxies will be voted for such substitute nominee 
as the management may designate. 


; ELECTION OF AUDITORS 


Action is to be taken at the meeting with respect to the election of auditors to 

i audit the books of the company and its subsidiary for the year ending December 
31, 1958, or, if the proposed merger becomes effective, until the effective date of 
such merger. Unless otherwise indicated in the proxy, it is proposed to vote 
such proxy for the election of Touche, Niven, Bailey & Smart, a national firm of 
independent certified public accountants elected previously by the shareholders, 
as such auditors. 


MISCELLANEOUS 


All information contained in this proxy statement relating to the business of 
Blue Ridge and the occupations, security holdings, and remuneration of directors 
and officers of Blue Ridge is based upon information received from Blue Ridge. 

The expense of the solicitation of proxies in the accompanying form will be 
borne by American (or American-Saint Gobain as the surviving corporation). In 
addition to use of the mails, certain officers and regular employees of American, 
without additional compensation, may solicit the return of proxies by telephone, 
telegram, or personal interview, and may request brokerage houses and other 
custodians, nominees, and fiduciaries to forward soliicting material to the bene- 
ficial owners of the stock held of record by such persons. 

By order of the board of directors: 


FRANCIS M. HERNAN, Secretary. 
PITTSBURGH, PA., March 28, 1958. 


CERTIFICATE OF INDEPENDENT PUBLIC ACCOUNTANT 


To the Shareholders, American Window Glass Co.: 


We have examined the consolidated balance sheet of American Window Glass 
Co. and its wholly owned subsidiary company as of December 31, 1957, and the 
related consolidated statements of earnings, earnings retained, and additional 
paid-in capital for the year then ended. Our examination was made in accord- 
ance with generally accepted auditing standards and, accordingly, included such 
tests of the accounting records and such other auditing procedures as we con- 
sidered necessary in the circumstances. 
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In our opinion, the accompanying balance sheet and statements of earnings, 
earnings retained, and additional paid-in capital present fairly the consolidated 
financial position of American Window Glass Co. and its wholly owned subsidiary 
company at December 31, 1957, and the results of their consolidated operations for 
the year then ended, in conformity with generally accepted accounting principles 
applied on a basis consistent with that of the preceding year. 

We have also reviewed the summary of earnings of American Window Glass 
a and its wholly owned subsidiary company for the year ended December 31, 

57, included in the tabulation set forth in this proxy statement under the cap- 
a “Summaries of Earnings.” In our opinion, the tabulation presents fairly 
the information contained therein for the year ended December 31, 1957, in con- 
formity with generally accepted accounting principles applied on a basis consistent 
with that of the preceding year. 

ToucHE, NIVEN, BAILEY & SMART, 
Certified Public Accountants. 
PITTSBURGH, PA., March 10, 1958, as of January 27, 1958. 


To THE SHAREHOLDERS AMERICAN WINDOW GLASS Co.: We have examined the 
statements of consolidated earnings, earnings retained, and additional paid-in 
capital of American Window Glass Co. and its wholly owned subsidiary com- 
panies for the 2 years ended December 31, 1956, and the summary of sales and 
earnings of the companies for the 2 years then ended. Our examination was 
made in accordance with generally accepted auditing standards, and accordingly 
included such tests of the accounting records and such other auditing procedures 
as we considered necessary in the circumstances. We have not examined 
financial statements of the company for any period subsequent to December 31, 
1956. 

In our opinion, the accompanying statements of consolidated earnings, earn- 
ings retained, and additional paid-in capital, insofar as they relate to the 2 years 
ended December 31, 1956, present fairly the results of operations for that period, 
and the summary of sales and earnings summarizes fairly the results of its opera- 
tions for the same period, all in conformity with generally accepted accounting 
principles applied on a consistent basis. 

SNYDER, ELLINGER & DAVIES, 
Accountants and Auditors. 
Pittsburgh, Pa., March 7, 1958. 


AMERICAN WINDOW GLAss Co. AND WHOLLY OWNED SupsipIAry COMPANY 


Consolidated balance sheet, Dec. 31, 1957 


ASSETS 
Current assets: 
Cash < so cs is alee eta eed eae ina cea aa ered ee eee $1, 574, 241 
Accounts rec eivable_______ ais Staace te amine peees nema res $1, 573, 206 
Less: Provision for doubtful accounts sigs beansinbalnacsealies 73, 000 
1, 500, 206 
Inventories, at lower of cost or market: 
Wimished GHG SCmINDI SOG oni cc cietsei escent 1, 308, 901 
in QPGCCRS A 25s sea, daha ieee 478, 613 
a ica itis aaa 765, 392 
2, 547, 906 
MUTATE, (tie SA pa arn can ocean deen ee se a a 85, 422 
ote) CURPONG ONSOTS. 2 ba oe ea ea oe ee 5, 707, 775 
Property, plant, and equipment (note 1): 
I rar Re ee $514, 481 
Buildings Pas p oes oe ca tae Le oe | 
Machinery and equipme REIT aso tind sik nese esate 9, O78, 947 


Construction in progress _ 
Leasehold improvements__ are 


time 360, 208 
8 39, 115 
ER ky SN 2 ee he Be de 7 “17, 366, 006 
Less: Accumulated deprec is Rae ee 
—————— 11, 096, 108 
itmpcvcceiecte asec alan! 31, 200 


a ag a a i aS ae cl 16, 835, 078 


Unamortized bond expense 





Total__ 7 se 
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Consolidated balance sheet, Dec. 31, 1957—Continued 


LIABILITIES AND SHAREHOLDERS’ EQUITY 
Current liabilities : 

Accounts payable and accrued expenses: 
Sa a Sm cnenbeioedpenns $365, 057 
| Sa Tae ea a a Io ear 553, 260 
a a cecemedameligingente 47, 500 
Taxes, other than income taxes________________ 100, 235 

Federal and State income taxes___.._-__.__-______- 200, 216 


Sens SERENE: ROR UNN RC se pts nienerertbnghis ieee 1, 266, 268 
4% percent first mortgage sinking fund bonds, due Dec. 1, 
I i meme 8, 000, 000 
Reserves, net of estimated future income tax effect : 
I Nn ceavinniemeenen $707, 404 
i  cnaspechanesabeacanogs 144, 015 
wee 851, 419 
Shareholders’ equity (notes 3 and 4) : 
Capital stock : 
Preferred, 5 percent cumulative, par value, $25 
per share ; 164,514.2 shares authorized : 
5 percent prior preferred; issued: 163,425 
tenes emit anny ap a Ra SE SRR 4, 085, 625 
5 percent class B preferred; issued: 1,064 
tec 26, 600 
Common, par value, $12.50 per share; author- 
ized : 600,000 shares ; issued : 414,537 shares___ 5, 181, 713 
ee UeEE ROR MMOD) UN nm nnne 93, 084 
Earnings retained for use in the business______~_- 2, 423, 706 


11, 810, 728 
Less cost of capital stock held in treasury: 
5 percent prior preferred, 3,533 shares__ $63, 154 
Cee Fee SRRTeR.. ncn oue 30, 182 
———_ 93, 337 
11, 717, 391 


16, 835, 078 
NotTEe.—See Notes to Consolidated Financial Statements. 


AMERICAN WINDOW GLASs Co. AND WHOLLY OWNED SUBSIDIARY COMPANIES 


Statement of consolidated earnings, 3 years ended Dec. 31, 1957 


Year ended Dec. 31— 
































1957 1956 = || (1985 
ieaeted a -| i 
Sales and other revenues: 

SIs es ih 2 ee eo ok ce ebaccan $17, 595, 477 $23, 032, 693 $22, 054, 157 
Other revenues, principally royalties__................---- 278, 584 290, 140 250, 010 
a eee nme 17, 874,061 | 23, 322, 833 22, 304, 167 
————————_ oS 

Costs and expenses: | 
Cost of sales, exclusive of items listed below_.._.......---- 14,562,711 | 18,151,050 17, 488, 503 
Selling, administrative, and general expenses. _.___-_- ease 1, 660,838 | 1, 544, 879 | 1, 314, 817 
ReeOns eG Tene WRONNS. cece cennvecesn« 163, 816 100, 678 | 60, 016 
Depreciation and plant retirements____._...........-.---- | 667, 499 | 647, 063 | 485, 880 
Provision for furnace repairs and standby expenses... ._--- 569, 885 751, 043 738, 908 
Federal and state income taxes___._...........-.---------- 142, 500 1, 042, 013 1, 222, 615 
a gn eeints | 17,767,249 | 22, 236, 726 21, 310, 739 
a ee a ee TEE: 106,812 | 1, 086, 107 993, 428 

! 





NoTE.—See Notes to Consolidated Financial Statements. Pr iS hy a + et 4 
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Consolidated statements of earnings retained and additional paid-in capital, 
8 years ended Dec. $1, 1957 


Year ended Dec. 31— 





1957. 1956 1955 
Earnings retained: 
Balance at beginning of year__.....--..-.------.---- Seale $2, 704, 965 $2, 471, 765 $2, 936, 227 
Add—consolidated net earnings for the year.........--.--- 106, 812 1, 086, 107 993, 428 
2, 811, 777 3, 557, 872 3, 929, 655 
Deduct: 
Cash dividends paid on capital stock: 
5 percent prior preferred at the rate of $1.25 per 
Cs i irlinihh .deankap hdd <padesocuseebabassen 201, 380 207, 322 50, 312 
5 percent class b preferred: 
Ourrens 66 31,26 Del GHOt Rng co ccuressenerwers 1, 330 1, 696 163, 131 
Arrears at $12.50 per share.....--.-..----- Aiceckwdeewseks GRE tac wcdkcieckees 
Common at $45 and $.60 per share, respec- 
Se  —— ‘ 185, 361 i, ] are 
5 percent div idend on common  stock—19, 728 shares of 
common stock at fair value of $15.60 per share_._-...|.......-.-.--- GE TOO fodnatdnawsnk tk 
Excess of cost over proceeds from sale of 825 shares of 
common stock held in treasury------ ee ee hy ON Rte miieacewcnniie 
Excess of cost over par value of 3,805. ‘8 shares of pre- 
stock canceled. - _-- Hig iweecusdacauweaheoaeucoee 3, 419 
Par value of common stock issued in connection with 
voluntary plan of recapitalization (less charge to 
additional paid-in capital of $802,797)....-.........-.|--------.---- 77, 263 1, 241, 028 
388, 071 852, 907 1, 457, 890 
BGIRNCS OF ONO ORION a cisncccccnchnnesehnenenenh 2, 423, 706 2, 704, 965 2, 471, 765 
Additional paid-in capital: 
Balance at beginning of year..................-....--...-- GE iis thi ees 800, 951 


Ada: 

Excess of par value over cost of 6,262 shares of 5 percent 
prior preferred canceled in satisfaction of sinking 
ee Be ee eee ae eee ee ee ee 

Excess of fair value over par value of 19,728 shares of 
common stock issued as stock dividend--..........-|-. eevansesewas 

Par value of fractional shares of capital stock canceled 





Deduct: 
Excess of cost over proceeds from sale of 993 shares of 
common stock held in the treasury...........-...... 2, 220 
Remainder of par value of common stock issued in con- 
nection with voluntary plan of recapitalization --.-.|..........-.-.]--.----------- 802, 797 


Dales Ob GAG SE FONE os disc ddiwelccsddesdetanwaseecen 93, 084 61, 157 | oe anata, 


Note.—See Notes to Consolidated Financial Statements, 


Notes TO CONSOLIDATED FINANCIAL STATEMENTS 
NOTE 1—4.75 PERCENT FIRST-MORTGAGE SINKING-FUND BONDS 


The bonds are secured by an indenture of mortgage and deed of trust on 
substantially all the properties of the company and Glass Products, Ine., a 
wholly owned subsidiary, and by pledge of the capital stock of Glass Products, 
Ine. The bonds are callable at the option of the company at redemption prices 
(ranging downward from 104.07 percent) or are redeemable at their principal 
amount through operation of a sinking fund. Annual sinking-fund payments, 
commencing September 1, 1959, amount to $250,000. 

Under certain dividend-limitation provisions of the indenture, the amount 
of earnings retained for use in the business available for dividends at De- 
cember 31, 1957, was $348,512. The indenture provides that the company shall 
maintain consolidated working capital of not less than $2,500,000. 

See note 2 to the pro forma combined balance sheet included in the accom- 
panying proxy statement. 
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NOTE 2—-PENSIONS 


The company has in effect pension plans for its employees which provide 
for payment of monthly pensions after retirement. Amounts payable under 
the plans have not been funded and are not required to be funded. Actuarial 
estimates of past service costs are not available. 

In 1957, the company adopted the policy of providing in its accounts for 
the present worth, actuarilly calculated, of contractual pension cominitments 
to employees who have retired. During 1957, a charge was made to earnings 
retained of $96,936, representing contractual pension commitments to employees 
who retired prior to January 1, 1957. In the accompanying financial state- 
ments, cost of sales and Federal and State income-tax expense for the years 
1956 and 1955 have been changed from amounts previously reported co give 
effect to the provision for contractual pension commitments originally charged 
to earnings retained in 1957. Therefore, previously reported net earnings for 
1956 and 1955 were decreased by $40,061 and $56,875, respectively. 

The total charge for contractual pension benefits (after applicable tax credits) 
for the years ended December 31, 1957, 1956, and 1955, including pension 
payments made and giving effect to the provisions for contractual pension com- 
mitments described in the preceding paragraph, was, respectively, $60,162, 
$49,086, and $61,067. 

Certain pensions for which no contractual liability exists are paid at the dis- 
cretion of the board of directors. These pensions are charged to expense on a 
pay-as-you-go basis, and amounted to $10,872, $11,640, and $9,579, after applicable 
tax credits, for the years ended December 31, 1957, 1956, and 1955, respectively. 


NOTE 3——-5 PERCENT PRIOR PREFERRED STOCK 


The 5 percent prior preferred stock is redeemable through operation of a 
sinking fund at par value plus accrued and unpaid dividends. Annual sinking 
fund requirements amout to 25 percent of the consolidated net earnings for the 
preceding year in excess of $500,000. Apart from sinking fund requirements, 
prior preferred stock is callable at the option of the company at redemption 
prices (ranging downward from $25.75 per share) plus accrued and unpaid divi- 
dends. Prior preferred stock will have voting rights only during a period of 
default in payment of certain dividends and sinking fund contributions. 


NOTE 4—STOCK OPTIONS 


Under a restricted stock option plan, 37978 shares of common stock, including 
2,602 shares presently held in the treasury, are reserved for issue on or before 
October 22, 1967, under options already granted to certain officers. At December 
31, 1957, options for 22,067 common shares are exercisable at prices ranging from 
$8.57 to $12.50 per share. 

During the 3 years ended December 31, 1957, options granted under the plan 
have been exercised for 2,396 shares at prices ranging from $8.57 to $12.50 per 
share. 

NOTE 5—MERGER AGREEMENT 


Subsequent to December 31, 1957, an agreement was approved to merge Ameri- 
ean Window Glass Co. and Blue Ridge Glass Corp. into and with American-St. 
Gobain Corp. The agreement, which is described in the accompanying proxy 
statement of American Window Glass Co., will be submitted to a vote of the share- 
holders of that company on April 22, 1958. 


NOTE 6—LIQUIDATION OF SUBSIDIARY 


The statements of consolidated earnings include the operations of American 
Panal, Inc., a wholly owned subsidiary, which was liquidated and its assets dis- 
posed of or retired during 1956. This subsidiary sustained a net operating loss 
of $202,164 during years prior to 1956, which was not available as an income tax 
deduction until 1956. The tax benefit of this loss, which resulted in a reduction 
of $115,233 in the provision for income taxes for 1956, was partially offset by 
an operating loss of $55,145 and a loss of $93,324 on disposal of assets of this 
subsidiary in 1956, with the result that consolidated net earnings for 1956 were 
increased $51,391. 
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CERTIFICATE OF INDEPENDENT CERTIFIED PUBLIC ACCOUNTANTS 


To the Board of Directors, Blue Ridge Glass Corp., Kingsport, Tenn.: 


We have examined the balance sheet of Blue Ridge Glass Corp. at December 
28, 1957, and the related statements of income and surplus for the 3 years then 
ended. Our examination was made in accordance with generally accepted audit- 
ing standards, and accordingly included such tests of the accounting records and 
such other auditing procedures as we considered necessary in the circumstances. 

In our opinion, the accompanying balance sheet and statements of income 
and surplus present fairly the financial position of Blue Ridge Glass Corp. at 
December 28, 1957, and the results of operations for the 3 years then ended, 
in conformity with generally accepted accounting principles applied on a con- 
sistent basis. 

We have also reviewed the summary of earnings of Blue Ridge Glass Corp. for 
the 3 years ended December 28, 1957, included in the tabluation set forth in the 
proxy statement to be submitted to shareholders of American Window Glass Co. 
under the subheading “Summaries of Earnings.” The information for such 38 
years has been prepared from financial statements previously examined by us. 
In our opinion, the tabulation presents fairly the information contained therein 
for the 8 years ended December 28, 1957, in conformity with generally accepted 
accounting principles applied on a consistent basis. 

WERTH & McCorRKLE, 
Certified Public Accountants. 
Kingsport, Tenn., February 19, 1958. 


BLUE RIDGE GLASS CorP. 


Balance sheet, Dec. 28, 1957 








ASSETS 
Current assets : 
ON eptieste s etic nde ieee a pane eee ee $146, 937 
United States Government securities.....2. 2 ...-6455.2...c.L.. 100, 000 
Accounts receivable—less allowance of $6,929 for doubtful ac- 
I ceecaaicece ecient gt a hiding an icicle cd sts gamle 442.463 
Inventories—at lower of cost or market__.._-______-____________ 1, 033, 350 
te I oi Rin ia ic desis pe domenica eee 33, 606 
OEEE Cree BING ai cunkasd cecneeemenccanaannae 1, 756, 356 
Fixed assets : 
Property, plant and equipment—at cost.___.___-__-_-_ sicehdanclinacoeeiee 4, 952, 510 
LOGE: SCCUMIUIAICR: GEDREGIEIOe a cikenk cok kj nen ceincnnen 2, 477, 115 
NOU TRG GNbeMic..L 2. ees ee a. Lee 2, 475, 395 
ORG: SAR so caceesl itp baie eee cae A Le 4, 231, 751 





LIABILITIES AND NET WORTH 
Current liabilities : 
PRCGUEAE  POTOMNC ic ki cn tiie lodge tak ice al ide Bagi 60, 578 


Gther carrem Mabilitics (nebo 1) ucucock ee 315, 590 
"DOURL CURTORE THAIN oie ccc nthe eee 376, 168 

Lapin bares Gt Cee sie eek dn kee 950, 000 
Reserve for extraordinary repair to tanks................_.________ 78, 661 


Total abilities aud! WONeIVUBii ce ot is ck 1, 404, 82¢ 








EE A OR A A a (a 
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Balance sheet, Dec. 28, 1957—Continued 
Net worth: 
Common stock (par value $10; authorized, 300,000 shares; issued 
and outstanding, 52,050 shares, including 17,850 shares held in 


ITE EO rg ia ee ate elcs $520, 500 
RII rh 8 St 2 te St a ake beesen 340, 366 
I a ieee anaes 2, 856, 588 

3, 717, 454 

Less treasury stock—17,850 shares at cost-_._....____.-____-___-_ 890, 532 
ii ig i  icnenlah idhsinnl eee tse 2, 826, 922 

ee ere I TI OT a si Sh ieee ssn nese 4, 231, 751 


NoTe.—See notes to financial statements. 


Comparative statement of income and surplus, years 1957, 1956, and 1955 


























1957 1956 1955 
a es snl hwo emSionnen @ imbue $8. 100, 863 $7, 582, 036 $7, 824, 166 
Cost of sales...-.-.-- nndiigeasnosin ‘cht t hina abla Gia ep ca anipneis 6, 560, 784 5, 737, 829 5, 604, 563 
ares ee dencer brn aicduanbactabannedn 1, 540, 079 1, 844, 207 2, 219, 603 
Adsieaetie e and selling ND an ence erecta dadenes 1, 382, 722 1, 271, 090 1, 197, 981 
i i.  ecncncusdaecensemse tea ore 157, 357 573, 117 1, 021, 622 
Other deductions less other income--.-.-_-.-..--.------..------- 69, 719 52, 812 61, 639 
Eeeomes before Imeomwne tanes.....................--...<..-- 87, 638 520, 305 959, 983 
Provision for income taxes (refund) (note 2)....---...-..------ (8, 622 300, 191 549, 641 
NT 0 ee Se ber siebemenemh 96, 260 220, 114 410, 342 
Balance of earned surplus—beginning of year-............------ 2, 760, 328 2, 574, 414 2, 164, 072 
hn nn tn saad Kenbeln eae ahenn am ebemeee 2, 856, 588 2, 794, 528 2, 574, 414 
Less ain ‘ends SRD MINES Sato os J cnnscnacus secmele seen uaas <= A OE Nckaneiss cavompee 
Ba!ance of earned surplus—end of year_........-------- 2, 856, £88 2, 760, 328 Ly 574, 414 
——_—_—— = ————— —== ———<—<—<————— 
Balance of capital surplus—end of year--........-.------- “340, 366 340, 366° 340, 366 





Norte.—See Notes to Financial Statements. 


NOTES TO FINANCIAL STATEMENTS, DECEMBER 28, 1957 
NOTE 1—LONG-TERM DEBT 


Under the terms of its long-term loan agreement, the corporation is obligated 
to repay $50,000 on December 31, 1958, and this amount is included in current 
liabilities. Repayment of principal is scheduled in increasing annual installments 
with a final installment of $200,000 due December 31, 1965. Commencing with 
April 1, 1959, in addition to scheduled principal repayments, the corporation is 
obligated to repay principal of this loan in amounts representing 25 percent of 
its earnings after taxes to the extent such earnings for the preceding fiscal year 
exceed $300,000. At its option, the corporation may prepay the long-term debt at 
a premium ranging downward from 3 percent. Interest rate is presently 3% per- 
cent and increases to 4 percent in 1962. 

The loan agreement provides that the corporation will maintain net current 
assets equal to the greater of the unpaid principal amount or $500,000, but not 
in excess of $900,000. 

See note 2 to the pro forma combined balance sheet included in the accom- 
panying proxy statement of American Window Glass Co. 


NOTE 2—PROVISION FOR 1957 INCOME TAXES 


For financial statement purposes, the corporation makes provision in its ac- 
counts for extraordinary repairs to furnaces. For Federal income-tax purposes, 
extraordinary repairs constitute a deductible expense only in the year in which 
the repairs are made. During the year 1957, the actual cost of repairs exceeded 
the provision for repairs by $100,418. This additional deduction, allowable for 
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tax purposes, exceeds the income as shown on the income statement and thus 
provides a tax credit. 
NOTE 3—MERGER AGREEMENT 


Subsequent to December 31, 1957, an agreement was approved to merge Ameri- 
can Window Glass Co. and Blue Ridge Glass Corp. into and with American-St. 
Gobain Corp. The agreement, which is described in the accompanying proxy 
statement of American Window Glass Co., will be submitted to a vote of the 
shareholders of that company on April 22, 1958. 


AMERICAN-SAINT GOBAIN CorP., AMERICAN WINDOW GLASS Co. AND WHOLLY 
OWNED SUBSIDIARY COMPANY, AND BLUE RIDGE GLaAss CorP. 


Pro forma combined balance sheet, Dec. 31, 1955 (not audited) 
ASSETS 


American- 


| Pro forma Pro forma 
St. Gobain 


American Blue Ridge} adjustments | combined 
\debit (credit) 








| 
| 
Current Assets: | 


CE ee Rivig hintiogg Wapedia deacaaminet lea detente | $1,574,241 | $146, 937 (a) ($26, 600) $1, 694, 578 
United States Government securi- | 


Accounts receivable (less combined | 


aso een err a Mine oo 100, 000 
allowance of $79,929 for doubtful 











SOI «chon scncsassusdosenabnlscnsceaasewe 1, 50, 206 | 442, 463 | 1, 942, 669 
DIONNE: « cdc db viccrtdwednntdeneledcaasedaeeeel ca eee ; 4, 033, 550 |. 3, 581, 256 
PORN GRIDER, «nos ccs odecestnmall ocwscadeecel 85,422 | 33, 606 119, 028 

Total current assets | 5, 707. 775 “1, 756, 356 | (26,600) | 7, 437, 531 

| 


Property, Plant, and Equipme nt (les ss 
combined accumulated depreciation | | | 
UR NN ee a de E -| 11,096,103 | 2, 475, 395 | 





1 eee sade 13, 571, 498 

















0 Se ae ee $1, 000 | SOO Vawasns iin Sickintiach caked 32, 200 
Total we wnenncenanaceenennsercess| 1, oon 16, 835, 078 r “4,231, 751. 7 (26,600) | 21, 041, 229 
| | | 
LIABILITIES AND SHAREITOLDERS’ EQUITY 
Current liabilities: 
Accounts pay able gbtiicatinwatcalccGh seamen $365, 057 SR IO oes ckaclcceeuki $425, 935 
Accrued taxes and othor liabilities_|_......_.- — 901, 211 | SORES asin uncdcd 1, 166, 801 
Long-term debt due within 1 year.|........--.~|----..- | I UE ha t8 so ctcpesenes 50, 000 
Total current liabilities ____- i b.. devee ces | 1,266,268 | 376,168 |_.-.- ae 1, 642, 436 
Long-term debt fle ss current portion) _| lisdsamewence}i) SEONG, OPI ees a ee 3, 950, 000 
Reserves (net of estimated future in- 
come tax effect) w22------------|----------- 851, 419 78, 661 eal 930, 080 
Shareholders’ equity: | a ae = wi a te - | aT eo 
NN Ri saieias oo cae 4, 112, 225 |.....-..=-..].. (a) $26, 600 4, 085, 625 
RGN! SOE. ~ Sc uéunccasugessan $1, 000 , 181, 713 520, 500 | (6) 1, 266, 685 | 4, 436, 528 
Additional paid-in capital__...--.. lt siceaneed 93, 084 | 340, 366 | (b) (376, 153) | 809, 603 
Earnings retained for use in the | | | 
i hae Lae 2, 423, 706 | 2, 856, 588 a 5, 280, 204 
\ 1,000 | 11,810,728 | 3,717, 454 917, 132 14, 612, 050 
Less cost of capital stock held in | | | | 
I  cintorvacdienedacttheanks pulantiie wren 7 93, 337 890, 532 | ©) (890, 532) 93, 337 
Total shareholders’ equity -._-- 1, 000 | 11, 717, 391 i 2 826, 922 | 26, 600 | i 518, 713 
iota Sdtineek tubs 1, 000 16, 834, 078 4, 231, 751. “26, 600° y ~ 21, 041, 229 








NOTES TO Pro FoRMA COMBINED BALANCE SHEET 


1. This statement presents the combined balance sheets of American-Saint 
Gobain Corp., American Window Glass Co. and wholly owned subsidiary com- 
pany as of December 31, 1957, and Blue Ridge Glass Corp. as of December 28, 
1957, on a “pooling of interests” accounting basis. Effect has been given to— 

(@) Redemption of American’s class B 5-percent cumulative preferred 
stock on April 18, 1958, in accordance with the call for redemption made by 
the board of directors of American subsequent to December 31, 1957. 
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(b) An increase of 591,437 shares in the issued common stock of Ameri- 
can-Saint Gobain, being the approximate number of shares which would be 
issued in converting common stock of American and Blte Ridge based on 
exchange ratios included in the proposed merger agreement. Additional 
paid-in capital of the combined companies has been increased by $376,153 
as a result of the combination. This represents the excess of the combined 
par values of the American, Blue Ridge, and American-Saint Gobain shares 
which will be converted over the par value of the American-Saint Gobain 
shares to be issued in exchange therefor in the amount of $1,266,685, over 
the cost of shares held in the treasury by Blue Ridge in the amount of 
$890,532. 

2. The provision of the instruments covering long-term debt of American and 
Blue Ridge contain restrictions applying to the maintenance of working capital 
and, in the case of American, the amount of earnings retained for use in the 
business which are available for dividends. This long-term debt will be assumed 
by American-Saint Gobain, and in connection with such assumption supplements 
to the instruments will be executed. The terms of such supplements have not 
yet been agreed upon, and, for this reason, it is not possible to describe the exact 
restrictions that will be set forth in the supplementary agreements. 

38. This pro forma combined balance sheet should be read in conjunction with 
the balance sheets of the constituent companies, together with the related notes 
applicable thereto, and in conjunction with the proposed merger agreement, all 
appearing elsewhere in this proxy statement. The number of shares which will 
be outstanding subsequent to the merger is included in the tabulation set forth 
under “capitalization” herein. 


APPENDIX 1 


AGREEMENT AND JOINT PLAN OF MERGER MERGING AMERICAN WINDOW GLASS CoM- 
PANY AND BLUE RipGE GLASS CORPORATION INTO AND WITH AMERICAN-SAINT 
GOBAIN CORPORATION 

DATED MARCH 28, 1958 


Agreement and Joint Plan of Merger, dated March 28, 1958, by and among 
AMERICAN WINDOW GLASS COMPANY, a Pennsylvania corporation (hereinafter 
sometimes called “American”), and its directors or a majority thereof, BLUE 
RipcE GLass CorRPoRATION, a New York corporation (hereinafter sometimes 
called “Blue Ridge”), and its directors or a majority thereof, and AMERICAN- 
SAINT GoOBIAN CORPORATION, a Delaware corporation (hereinafter sometimes 
ealled “American-Saint Gobain”’, and in Paragraph Fourth of the Amended 
Certificate of Incorporation of the Surviving Corporation set forth in Section 
5.01 of this Agreement and Joint Plan of Merger hereof called the “‘Corpora- 
tion’), and its directors or a majority thereof, said three corporations being 
hereinafter sometimes collectively referred to as the “Constituent Corporations” : 

WITNESSETH : 

Wuereas, American is a corporation duly organized and existing under and 
by virtue of the laws of the Commonwealth of Pennsylvania pursuant to Letters 
Patent granted by the Governor of said Commonwealth on July 31, 1899, recorded 
in the Office of the Secretary of the Commonwealth of Pennsylvania in Charter 
Book No. 56, page 174, and in the office of the Recorder of Deeds in and for the 
County of Allegheny on August 24, 1899, in Charter Book Vol. 25, page 344; and 
the registered office of American is located at Farmers Bank Building, 301 Fifth 
Avenue, Pittsburgh 22, Allegheny County, Pennsylvania; and 
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Wuereas, American’s authorized, issued and outstanding capital stock is as 
follows: 











| Outstand- | 
ing (ex- 
Preferred stock } Authorized | Issued cluding Treasury 
treasury 
| | stock) | 
ahibbiiaaiiati ethiataiced ia ‘dita se es ia dicnes 
5 percent prior preferred stock ($25 par value) ---__.--- | 163, 425 | 163, 425 | 159, 892 3, 533 
Class B 5 percent cumulative preferred stock ($25 par 
oa 5 ce Rd ae peu a aaae } 12 1,089.2 21,064 21,064 0 
Common stock ($12.50 par value).....--...------------- 3 600, 000 414, 537 bs 411, 935 3 2, 602 








1 Includes 25.2 shares of the class B preferred stock representing scrip certificates which have expired under 
the terms thereof. 

2 By due and proper corporate action taken on or before the date hereof, American has called all the out- 
standing class B 5 percent curmulative preferred stock for redemption on April 18, 1958; has directed the 
deposit with Mellon National Bank & Trust Co., Pittsburgh, Pa., on or before such redemption date of the 
funds necessary for such redemption, in trust so as to be and continue to be available for such redemption; 
an‘ has directe | that the shares so redeemed shall be cancelled and that an appropriate statement of can- 
cellation shall be executed and filed imme jiately following said redemption date. 

3 All the 2,602 shares of common stock held in the treasury as well as 35,376 shares of authorized but un- 
issued common stock are reserved for exercise of options heretofore granted by American under its stock 
option plan, 


WHereas, Blue Ridge is a corporation organized and existing under and by 
virtue of the Stock Corporation Law of the State of New York, pursuant to a 
“Certificate of Incorporation of Blue Ridge Glass Corporation, Pursuant to 
Article Two of the Stock Corporation Law” filed in the Department of State of 
New York on December 4, 19253 and the registered office of Biue Ridge in the 
State of New York is located in the City of Corning, County of Steuben, State 
of New York; and 

WHEREAS, Blue Ridge has an authorized capital stock of 300,000 shares of 
the par value of $10 per share, of which 52,050 shares have been issued, 34,200 
shares thereof are now outstanding, and the remaining 17,850 shares are held 
in the treasury of Blue Ridge; and 

WHEREAS, American-Saint Gobain is a corporation duly organized and exist- 
ing under and by virtue of the General Corporation Law of the State of Delaware 
pursuant to a Certificate of Incorporation duly filed in the office of the Secretary 
of State of Delaware on December 27, 1956, a certified copy of which was 
recorded in the Recorder’s Office at Wilmington, New Castle County, Delaware, 
in Incorporation Record “C,”’ Vol. 64, page 198, on December 27, 1956; the 
principal office of American-Saint Gobain in the State of Delaware is located 
at No. 100 West Tenth Street, in the City of Wilmington, County of New Castle, 
and The Corporation Trust Company is the resident agent in charge thereof; 
and 

WHerEAS, American-Saint Gobain has an authorized capital stock of 100 
shares of the par value of $10 per share, all of which shares have been issued 
and are now outstanding; and 

WHEREAS, American, Blue Ridge and American-Saint Gobain and the directors 
of each of the Constituent Corporations respectively deem it to be to the general 

welfare and advantage of each of the Constituent Corporations and their re- 
spective shareholders that American and Blue Ridge shall be merged into and 
with American-Saint Gobain under the plan herein set forth: 

Now, THEREFORE, it is planned and proposed, pursuant to the provisions of 
Article LX of the Business Corporation Law of the Commonwealth of Pennsyl- 
vania, pursuant to the provisions of section 91 of the Stock Corporation Law of 
New York, and pursuant to the provision of Section 252 of the General Corporation 
Law of Delaware and of the Acts supplementary thereto and amendatory thereof, 
and, in consideration of the premises and of the mutual covenants, agreements, 
terms and conditions herein contained, it is hereby agreed by and between the 
parties hereto, that American, Blue Ridge and American-Saint Gobain shall be 
merged into a single corporation, to wit, said American-Saint Gobain, and that 
American and Blue Ridge shall each merge itself into and with American-Saint 
Gobain (American-Saint Gobain being hereby designated as and herein sometimes 
called the Surviving or Continuing Corporation), under the following terms and 
conditions (and, in order to set forth herein the terms and conditions of such 
merger, the mode of carrying the same into effect, the manner of converting 
the shares of each of the Constituent Corporations into shares or other securities 

30140—59—— 2 








428 INDEPENDENT FLAT GLASS DEALERS 


of the corporation surviving such merger, and other necessary or proper details 
or provisions, the parties hereto do mutually agree as follows) : 


ARTICLE ONE 


Section 1.01 Agreement to Merge. Subject to the provisions of Section 5.08, 
American and Blue Ridge, by the adoption of this Agreement and Joint Plan of 
Merger (hereinafter sometimes cailed “Agreement and Plan of Merger’), do 
each agree and covenant that they will merge themselves into American-Saint 
Gobain as the surviving corporation, and American-Saint Gobain, by the adoption 
of this Agreement and Plan of Merger, does agree that it will merger into itself 
American and Blue Ridge; and the Constituent Corporations, by the adoption of 
this Agreement and Plan of Merger, do each agree and covenant, in accordance 
with the laws of the Commonwealth of Pennsylvania, the State of New York, 
and the State of Delaware, above recited, to become and be a single merged 
corporation under the laws of the State of Delaware, viz, American-Saint-Gobain. 

SECTION 1.02 Merger Procedure. A. All the Constituent Corporations shall 
enter into this Agreement and Plan of Merger under the corporate seals of the 
respective corporations, ursuant to Section 252 of the General Corporation Law of 
the State of Delaware, and the board of directors of each of the Constituent 
Corporations shall, by resolution adopted by at least a majority vote of all the 
members of each board, approve this Agreement and Plan of Merger pursuant 
to Section 902 of the Business Corporation Law of the Commonwealth of Penn- 
sylvania. Likewise, the board of directors of each of the Constituent Corpora- 
tions shall approve a Certificate of Consolidation pursuant to Section 91 of the 
Stock Corporation Law of the State of New York containing such provisions 
as are required by said Section 91, the substantive provisions of which shall be 
substantially the same as those contained in this Agreement and Plan of Merger. 

B. Thereafter, this Agreement and Plan of Merger and said Certificate of 
Consolidation, and the merger contemplated by said documents, shall be sub- 
mitted to the shareholders entitled to vote of American, at a meeting called and 
held in accordance with the laws of the Commonwealth of Pennsylvania, above 
recited. This Agreement and Plan of Merger shall be submitted to the person 
or persons owning all the capital stock of Blue Ridge and of American-Saint 
Gobain (being all the stockholders of each of said last-mentioned corporations 
who would have been entitled to vote upon the action if a meeting of stock- 
holders of each of said last-mentioned corporations were held to vote upon said 
Agreement and Plan of Merger) for their written consent. Further, said Certifi- 
eate of Consolidation shall be subscribed and acknowledged, in person or by 
proxy, by the holder or holders of record of all the outstanding shares of Blue 
Ridge and of American-Saint Gobain, and there shall be attached to said Certifi- 
cate of Consolidation affidavits as required by paragraph 3 (a) of Section 91 of 
the Stock Corporation Law of New York, all in accordance with the laws of the 
State of New York. This Agreement and Plan of Merger shall not be deemed to 
be approved, nor shall the same be deemed to be adopted, nor shall the execution 
and filing of said Certificate of Consolidation be deemed to be authorized, unless 
and until this Agreement and Plan of Merger and said Certificate of Consolidation 
shall have been approved and adopted by the affirmative vote or written con- 
sent of — 

(a) the holders of at least two-thirds of the aggregate number of shares 
of Prior Preferred Stock of American at the time outstanding, voting thereon 
asa class; 

(b) the holders of a least a majority of all outstanding shares of the 
Common Stock of American, voting as a class; 

(ec) the holders of at least two-thirds of all outstanding shares of Amer- 
ican, treating the Prior Preferred Stock and the Common Stock as one 
class ; 

(d) the holders of record of at least two-thirds of the outstanding shares 
of the capital stock of Blue Ridge; and 

(e) the holders of record of at least two-thirds of the total number of 
shares of the capital stock of American-Saint Gobain. 

0. Upon approval as aforesaid of this Agreement and Plan of Merger by the 
shareholders of each of the Constituent Corporations by the vote or consent as 
aforesaid, Articles of Merger shall be executed, sealed, signed, verified and 
delivered to the Department of State of the Commonwealth of Pennsylvania in 
accordance with Article IX of the Business Corporation Law of the Common- 
wealth of Pennsylvania, subject, however, to the provisions of Section 5.08. 
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Upon the adoption as aforesaid of said Agreement and Plan of Merger by 
the shareholders of each of the Constituent Corporations by the vote or consent 
as aforesaid, the fact of such adoption shall be certified on this Agreement and 
Plan of Merger by the Secretary or an Assistant Secretary of each of the Con- 
stituent Corporations, under the respective seals thereof, and the Agreement 
and Plan of Merger shall be signed, sealed, acknowledged and filed in the office 
of the Secretary of State of the State of Delaware, and copies thereof shall be 
certified and recorded, all in accordance with Section 252 of the General Corpora- 
tion Law of the State of Delaware, subject, however to the provisions of 
Section 5.08. 

Upon the approval as aforesaid of the said Certificate of Consolidation, and 
upon authorization by the shareholders of each of the Constituent Corporations, 
in each case by the vote or consent as aforesaid, the said Certificate of Con- 
solidation, shall be subscribed, acknowledged, verified and filed in the Depart- 
ment of State of the State of New York, and a certified copy or a duplicate 
original thereof shall be filed, all in accordance with Section 91 of the Stock 
Corporation Law of New York, subject, however, to the provisions of Section 5.08. 

Section 1.03. Effective Date of Merger. The merger shall become effective 
(a) upon the approval of the aforesaid Articles of Merger by the Department of 
State of the Commonwealth of Pennsylvania ; and (b) when the aforesaid Certifi- 
eate of Consolidation is filed in the Department of State of New York, and when 
a certified copy or duplicate original of the same shall be filed as required by 
Section 91 of the Stock Corporation Law of the State of New York; and (c) 
when the Agreement and Plan of Merger is filed in the Office of the Secretary of 
State of the State of Delaware, and when a copy of said Agreement and Plan of 
Merger, certified by said Secretary of State, shall be recorded as required by 
Section 252 of the General Corporation Law of the State of Delaware. The date 
upon which the merger shall become effective, as defined hereinbefore in this 
Section 1.03, is sometimes referred to hereinafter as the “effective date of the 
merger.” 

SECTION 1.04. Name and Domicile of Surviving Corporation. The corporate 
name of the corporation surviving the merger contemplated by this Agreement 
and Plan of Merger shall be “American-Saint Gobain Corporation,” a corporation 
of the State of Delaware. 

SECTION 1.05. Succession to Assets and Liabilities of Constituents. Upon the 
merger becoming effective, American, Blue Ridge and American-Saint Gobain 
shall be and become a single corporation which shall be American-Saint Gobain, 
and which shall possess and enjoy all and singular the rights, privileges, powers, 
franchises and interests, as well of a public as of a private nature, possessed 
by each of the Constituent Corporations, subject to all the restrictions, liabilities, 
disabilities and duties of each of the Constituent Corporations, in accordance 
with and as authorized by the laws of the Commonwealth of Pennsylvania, the 
State of New York and the State of Delaware. Upon and after the effective date 
of the merger, the separate existence of American and Blue Ridge shall cease, 
except insofar as otherwise provided by statute or as may be requisite for 
carrying out the purposes of this Agreement and Plan of Merger; and all and 
singular the rights, privileges, powers, interests and franchises of each of the 
Constituent Corporations, all the property, real, personal and mixed, of each of 
the Constituent Corporations, all debts due on whatever account to any of the 
Constituent Corporations, including subscriptions to shares and other choses in 
action belonging to any of them, shall be taken and deemed to be transferred to 
and vested in the Surviving Corporation, as effectually as they were vested in 
the several and respective Constituent Corporations, without further act or deed; 
and all claims, demands, property, rights, privileges, powers and franchises, and 
all and every other interest of each of the Constituent Corporations, shall be 
thereafter as effectively the property of the Surviving Corporation, as they were 
of the several and respective Constituent Corporations; and the title to any 
and all real estate vested in any of the Constituent Corporations, by deed or 
otherwise, shall not revert or be in any way impaired by reason of the merger 
herein provided for, but shall be vested in the Surviving Corporation; and the 
Surviving Corporation shall thenceforth be responsible for, shall be deemed 
to have assumed, and shall be liable for, all the liabilities and obligations of 
each of the Constituent Corporations, and all debts, liabilities and duties of the 
respective Constituent Corporations shall thenceforth attach to the Surviving 
Corporation, and may be enforced against it to the same extent and in the same 
manner as if said debts, liabilities and duties had been incurred or contracted by 
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it; the liabilities of the Constituent Corporations, or of their shareholders, 
directors or officers, shall not be released, impaired or affected, nor shall the 
rights of the creditors of any of the Constituent Corporations or of any persons 
dealing with such Corporations, or any liens upon the property of such corpora- 
tions be impaired, by such merger, and any claim existing or action or proceed- 
ing pending by or against any of such corporations may be prosecuted to judg- 
ment as if such merger had not taken place, or the Surviving Corporation may be 
proceeded against or substituted in its place. 

If at any time the Surviving Corporation shall deem or be advised that any 
further transfers, assignments, assurances in law or other acts or things are 
necessary or desirable to vest or confirm in the Surviving Corproation the title 
to any property or assets of said Constituent Corporations, or any of them, each 
said Constituent Corporation and the proper officers and directors of said Con- 
stituent Corporation, as and when requested by the Surviving Corporation shall 
and will execute and deliver or cause to be executed and delivered any and all 
such proper transfers, assignments, conveyances, deeds, assurances in law, and 
other instruments and shall take or cause to be taken such further or other action 
as the Surviving Corporation may deem necessary or desirable in order to vest 
or contirm title to such property and assets in the Surviving Corporation and 
otherwise to carry out the purpose and intent of this Agreement and Plan of 
Merger. 

Section 1.06. The principal office of American-Saint Gobain in the State of 
Delaware shall be located at No. 100 West Tenth Street, in the City of Wilming- 
ton, County of New Castle. The name and address of its registered agent in the 
State of Delaware shall be The Corporation Trust Company, No. 100 West 
Tenth Street, Wilmington 99, Delaware. 

SecTion 1.07. The nature of the business, or objects or purposes to be trans- 
acted, promoted or carried on by American-Saint Gobain are those set forth in 
Paragraph Third of the Amended Certificate of Incorporation of the Surviving 
Corporation, hereinafter embodied in Section 5.01 of this Agreement and Plan 
of Merger, and the terms and provisions of said Paragraph Third are hereby 
incorporated by reference in this Section 1.07. 

SecTion 1.08. The minimum amount of capital with which American-Saint 
Gobain will commence business is one thousand dollars. 

SecTION 1.09. The private property of the shareholders of American-Saint 
Gobain shall not be subject to the payment of corporate debts to any extent what- 
ever. 

ARTICLE TWO 


SECTION 2.01. Capitalization. The total number of shares of all classes of 
stock which the Surviving Corporation shall have authority to issue is 2,663,425 
shares, of which 163,425 shares shall be 5 percent Cumulative Preferred Stock 
(“Preferred Stock”) of the par value of $25 per share and 2,500,000 shares shall 
be Common Stock of the par value of $7.50 per share. A statement of the powers, 
preferences, privileges, rights, qualifications, limitations and restrictions granted 
or imposed upon the shares of each class is set forth in Paragraph FOURTH of 
the Amended Certificate of Incorporation of the Surviving Corporation, herein- 
after embodied in Section 5.01 of this Agreement and Plan of Merger, and the 
terms and provisions of said Paragraph FOURTH are hereby incorporated by 
reference in this Section 2.01. 

ARTICLE THREE 


Section 3.01. Conversion of American Stocks. The manner and basis of con- 
verting the capital stock of American into shares of the Surviving Corporation 
are as follows: 

(a) each share of the 5-percent prior preferred stock of American out- 
standing and each such share of said 5-percent prior preferred stock held 
in its treasury on the effective date of the merger, and all rights in respect 
thereof (including all rights in respect of accrued and unpaid dividends) 
shall, forthwith on said effective date, be converted into and exchangeable 
for one share of the Preferred Stock of the Surviving Corporation carrying 
dividends cumulative from the quarterly dividend date next preceding the 
effective date of the merger or from the effective date of the merger if that 
be a quarterly dividend date; 

(b) each share of the common stock of American outstanding and each 
of the 2,602 shares of said common stock referred to in Section 3.04 (a) and 
held in its treasury on the effective date of the merger, and all rights in 
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respect thereof, shall, forthwith on said effective date, be converted into and 
exchangeable for one share of the Common Stock of the Surviving 
Corporation. 

Section 3.02. Conversion of Blue Ridge Stock. The 34,200 shares of the 
eapital stock of Blue Ridge outstanding and not held in its treasury on the 
effective date of the merger, and all rights in respect thereof, shall forthwith on 
said effective date be converted into and exchangeable for 176,900 shares of the 
Common Stock of the Surviving Corporation. 

Section 3.03. Conversion of American-Saint Gobain Stock. The 100 shares 
of the capital stock of American-Saint Gobain outstanding and not held in its 
treasury on the effective date of the merger, and all rights in respect thereof, 
shall forthwith on said effective date be converted into and exchangeable for 
100 shares of the Common Stock of the Surviving Corporation. 

Section 3.04. Stock Options. (a) As of the date hereof, American has out- 
standing options in favor of executives and other key employees of American to 
shares of its common stock held in .ts treasury. From and after the effective 
date of the merger, each such option then outstanding (to the extent that the 
same has not been exercised prior to said effective date) shall, in accordance with 
the terms thereof, become an option to purchase one share of the Common Stock 
of the Surviving Corporation for each share of American theretofore purchasable 
under such options, and the purchase price for each such one share of the Com- 
mon Stock of the Surviving Corporation shall be the purchase price payable 
under the terms of the option as of a time immediately prior to the effective 
date of the merger for each such share of American (except that the par value 
to be used shall be the par value of the Common Stock of the Surviving Corpora- 
tion), subject to and upon the other terms and conditions set forth in such stock 
options. 

(b) As of the date hereof, American-Saint Gobain has an Incentive Stock Op- 
tion Plan for Employees under which options to purchase not exceeding 50,000 
shares of its common stock may be granted by the Board of Directors. From and 
after the effective date of the merger, any option thereafter granted pursuant to 
such Plan shall, in accordance with the terms of such Plan, become an option 
to purchase shares of the Common Stock of the Surviving Corporation, subject 
to and upon the other terms and conditions set forth in such Plan and in any 
option granted pursuant thereto. 

SecTIon 3.05. Treasury Shares. All shares of the common stock of American 
(if any) held in the treasury of American, other than the treasury shares re- 
served for the stock options mentioned in Section 3.01 (b) and in Section 3.04 
(a), and all shares of the capital stock of Blue Ridge (if any) held in the 
treasury of Blue Ridge, on the effective date of the merger shall be cancelled, and 
no shares of capital stock of the Surviving Corporation shall be issuable in 
respect thereof. 

Section 3.06. Exchange of Stocks. Upon the merger becoming effective, each 
holder of the prior preferred stock of American, of common stock of American, 
of capital stock of Blue Ridge and of capital stock of American-Saint Gobain, 
shall be entitled, upon presentation and surrender by such holder or holders to 
the Surviving Corporation at the office of any transfer agent of the Surviving 
Corporation for cancellation of the certificate or certificates representing such 
shares, to receive in exchange therefor a certificate or certificates representing 
the shares of Preferred Stock or a certificate or certificates representing the 
shares of Common Stock, as the case may be, of the Surviving Corporation re- 
sulting from the exchange, to which such holder shall be entitied upon the bases 
of exchange and conversion stated in Sections 3.01, 3.02, 3.03 and 3.07. 

Until so surrendered, each outstanding certificate which, prior to the effective 
date of the merger, represented shares of the prior preferred stock of American 
shall be deemed for all purposes to evidence the ownership of a like number of 
shares of the Preferred Stock of the Surviving Corporation into which the same 
shall have been so converted as provided in Section 3.01. 

Until surrendered as aforesaid, each outstanding certificate which, prior to 
the effective date of the merger, represented shares of the common stock of 
American or shares of the capital stock of Blue Ridge, or shares of the capital 
stock of American-Saint Gobain, shall be deemed for all purposes to evidence the 
ownership of such shares of Common Stock of the Surviving Corporation into 
which the same shall have been so converted as provided in Sections 3.01, 3.02 
and 3.03. 
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Section 3.07. Status of Shares Resulting from Conversion of Shares Involved 
in Appraisal Proceedings. If appraisal proceedings involving shares of any of 
the Constituent Corporations should be instituted, and if the Surviving Corpo- 
ration should make payment to the shareholder for such shares or any part 
thereof, whether pursuant to a compromise or adjudication, then and in each 
such case the shares of the Surviving Corporation into which the shares so paid 
for would have been converted had they not been involved in such appraisal 
proceedings, shall have the status of authorized and unissued shares of the 
Surviving Corporation, and may be issued and sold by the Surviving Corpora- 
tion pursuant to the provisions of Section 4.12 of Paragraph Fourth of the 
Amended Certificate of Incorporation set forth in Section 5.01 of this Agree- 
ment and Plan of Merger. 

SecTION 3.08. Form of Certificates; Rules and Regulations as to Exchanges. 
Upon the merger becoming effective, the Surviving Corporation without delay 
shall issue certificates of stock, which shall be in such form as the Board of 
Directors of the Surviving Corporation shall approve. Said Board of Directors 
shall have the power to determine all details in connection with the deposit of 
stock certificates for exchange and the effecting of such exchanges, and such 
Board may provide and adopt such rules and regulations as may be necessary or 
proper for the surrender of such old stock certificates deposited for exchange 
and the issue and transfer of the Common Stock of the Surviving Corporation. 

Section 3.09. Reserved Shares. (a) The Surviving Corporation shall, so 
long as the options mentioned in Section 3.04 (a) are outstanding, reserve and 
keep available out of the shares of Common Stock into which the 2,602 shares 
of common stock of American have been converted as provided in Section 3.01 
(b), and out of its authorized and unissued Common Stock, solely for the 
purpose of issuance when and as said stock options are exercised, the number 
of shares of treasury Common Stock and the number of shares of authorized and 
unissued Common Stock of the Surviving Corporation equal to the number of 
shares which at the particular time may be purchased pursuant to the said stock 
options which are then outstanding. 

(b) The Surviving Corporation shall, so long as the Incentive Stock Option 
Plan for Employees mentioned in Section 3.04 (b) is in existence, reserve and 
keep available out of its authorized and unissued Common Stock sufficient 
shares for the purpose of issuance when and as any options granted pursuant 
to said Plan are exercised. 

(ec) The Surviving Corporation shall, so long as the option mentioned in 
Section 4.10(e) of Paragraph Fourth of the Amended Certificate of Incorpora- 
tion set forth in Section 5.01 of this Agreement and Plan of Merger is outstand- 
ing, reserve and keep available out of its authorized and unissued Common 
Stock, solely for the purpose of issuance when and as said option is exercised, 
the number of shares of its authorized and unissued Comon Stock equal to 
the number of shares which at the particular time may be purchased pursuant 
to said option. 

ARTICLE FOUR 


Capital of Surviving Corporation. The capital applicable to the Preferred 
Stock of the Surviving Corporation to be issued under the terms of Article Three 
shall be the par value thereof, viz, $25 per share (or a total of $4,085,625 on the 
basis of 163,425 issued shares of said stock), and the capital applicable to the 
Common Stock of the Surviving Corporation to be issued under the terms of 
Article Three shall be the par value thereof, viz, $7.50 per share (or a total of 
$4,436,527.50 on the basis of 591,537 issued shares of said stock). 


ARTICLE FIVE 


SEcTIoN 5.01. Amended Certificate of Incorporation. The Certificate of In- 
corporation of the Surviving Corporation, as amended by this Agreement and 


Pian of Merger, shall, from and after the effective date of this merger, be as 
follows: 


CERTIFICATE OF INCORPORATION 
of 


AMERICAN-SAINT GOBAIN CORPORATION 
as amended by Agreement and Joint Plan of Merger merging American Window 
Glass Company and Blue Ridge Glass Corporation into and with American-Saint 


Gobain Corporation, dated March 28, 1958) 
First.—The name of the Corporation is 
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AMERICAN-SAINT GOBAIN CORPORATION 


Seconp.—Its principal office in the State of Delaware is located at No. 100 
West Tenth Street, in the City of Wilmington, County of New Castle. The name 
and address of its resident agent is The Corporation Trust Company, No. 100 
West Tenth Street, Wilmington, Delaware. 

THirp.—The nature of the business, or objects or purposes to be transacted, 
promoted or carried on are: 

(a) To carry on the general business of managing and providing manage- 
ment for and to conduct, operate and supervise all or any part of any busi- 
nesses, investment companies, works, plants, machinery, properties, invest- 
ments, real estate, patents and tangible and intangible personal property of 
every class and description and to arrange with any corporation, association, 
partnership or individual for the management, conduct, operation and super- 
vision of all or any part of any businesses, investment companies, works, 
plants, buildings, machinery, properties, investments, real estate, patents 
and tangible and intangible personal property of every class and description 
in any of the States, districts, colonies or territories of the United States 
and in any and all foreign countries subject to the laws of such State, dis- 
trict, colony, territory or foreign country. 

(b) To construct, install, manufacture, buy, lease and otherwise acquire, 
to mortgage, pledge, sell, lease and otherwise dispose of, deal in, manage 
and operate all or any part of any businesses, investment companies, works, 
plants, buildings, machinery, properties, investments, real estate, patents 
and tangible and intangible personal property of every class and description. 

(c) To apply for, obtain, register, purchase, lease or otherwise acquire, 
and to hold, use, pledge, lease, sell, assign or otherwise dispose of, formulas, 
secret processes, distinctive marks, improvements, processes, trade names, 
trade-marks, copyrights, patents, licenses, concessions and the like, whether 
used in connection with or secured under Letters Patent of or issued by any 
country or authority, and to issue, exercise, develop and grant licenses in 
respect thereof or otherwise turn the same to account. 

(d) To engage in consultant and advisory work and general management 
functions in connection with the verification of the amounts of any pay- 
ments due to any corporation, association, partnership or individual under 
any license or assignment or formulas, secret processes, distinctive marks, 
improvements, processes, trade names, trademarks, copyrights, patents, li- 
censes, concessions or the like, and otherwise attend to such matters, but 
the corporation shall have no authority to collect said payments for, or on 
behalf of, any other corporation, association, partnership or individual. 

(e) To conduct researches, investigations and examinations of businesses 
and enterprises of every kind and description in any part of the world with 
the aim of securing information and particulars for the investment and em- 
ployment of capital. 

(f) To undertake and transact any and all business relating to the gather- 
ing and distribution of financial, investment, economic and social statistics 
throughout the world. 

(g) To establish and maintain one or more offices in any of the States, 
districts or territories of the United States or in all, and any foreign countries 
to carry out all or any of its operations. 

(h) To provide office space, clerical help and office services including, but 
not limited to, stenographic help, filing service, messenger service, telephone, 
telegraph, cable, light, heat and any other service to any corporation, asso- 
ciation, partnership or individual. 

(i) To take, purchase, buy, exchange, hire, lease or otherwise acquire, real 
property, either improved or unimproved, and any interest or right therein 
and to own, hold, control, maintain, manage or develop the same in any part 
of the world. 

(j) To improve, alter, build upon, maintain and enlarge real and personal 
property and to erect and make structures, additions, betterments and im- 
provements of any kind or nature which may at any time be necessary, useful 
or advantageous in the judgment of the Board of Directors for the purposes 
of the Corporation and which can lawfully be done, and to do the same 
directly or through ownership of stock in any corporation. 

(k) To buy, sell, manage, deal in, develop, lease, assign, transfer, convey, 
mortgage, pledge or otherwise alien, dispose of or encumber real estate and 
any and all legal and equitable rights therein; and to manufacture, purchase 
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and sell building materials and goods, wares and merchandise of any kind, 
and to carry on any other lawful trade or business incident to or proper or 
useful in connection with the purchase, sale, construction, maintenance, man- 
agement and ownership of real property. 

(1) To purchase or otherwise acquire, sell, pledge, exchange or otherwise 
dispose of, hold, deal in and deal with, and otherwise turn to account, either 
as principal or agent, upon commission or otherwise, all kinds of personal 
property whatsoever, without limit as to amount, and to make and enter 
into all manner and kinds of contracts, agreements, and obligations by or 
with any person or persons, firm or firms, corporation or corporations, or 
others, for pudchasing, acquiring, manufacturing, adapting for market, sell- 
ing, disposing of or in any way turning to account, dealing in or dealing 
with any and all articles of personal property of any and every kind and 
description. 

(m) to acquire by purchase, subscription, or otherwise, and to own, hold, 
sell, assign, transfer, exchange, lease, mortgage, pledge, or otherwise dispose 
of, any shares of the capital stock of, or voting trust certificates for any 
shares of the capital stock of, or any bonds, notes or other securities or evi- 
dences of indebtedness, issued or created by any corporation or association 
organized under the laws of the State of Delaware, or of any other State, 
territory, district, colony, or dependency of the United States of America, or 
under the laws of any foreign country or issued or created by any country, 
state, county, municipality, or other governmental division or agency; to 
pay therefor in whole or in part in cash or property, or to issue in exchange 
therefor in whole or in part, shares of the capital stock, bonds or other 
obligations of this Corporation; and while the owner or holder of any such 
shares of capital stock, voting trust certificates, bonds, notes, or other secu- 
rities or evidences of indebtedness, to possess and exercise in respect thereof 
any and all rights, powers, and privileges of individual owners, including 
the right to vote on any shares of stock or voting trust certificates or secu- 
rities entitled to voting power, so held or owned, and to consent or otherwise 
act with respect thereto. Nothing herein contained, however, shall by any 
implication or construction be deemed to confer upon this Corporation the 
power to issue bills, notes, or other evidences of debt for circulation as 
money. 

(0) Insofar as permitted by law, to guarantee any dividends, bonds, stocks, 
contracts, or other obligations of any corporation of which this Corporation 
is an owner or in which this Corporation has an interest; and to aid in any 
lawful manner such corporation and to do all legal acts and things necessary 
for the preservation, protection, improvement, development, or enhancement 
of the value of any such corporation or of its stocks, bonds, securities, evi- 
dences of indebtedness, contracts, or other obligations. 

(0) To purchase, hold, sell, transfer and reissue the shares of its own 
capital stock, bonds or other securities or evidences of indebtedness, pro- 
vided it shall use only its surplus in purchasing its own shares of capital 
stock, and provided further that the shares of its own capital stock be- 
longing to this Corporation shall not, while owned by this Corporation, be 
voted upon directly or indirectly, or be entitled to participate in any divi- 
dends (other than stock dividends) on the stock of this Corporation or in 
any distributions of the capital of this Corporation. 

(p) To purchase or otherwise acquire, all or any part of the business, 
franchises, good will, rights, property and assets and to assume or other- 
wise provide for all or any part of the liabilities of any corporation, asso- 
ciation, partnership, individual or others engaged in the same or a similar 
business; to take over as a going concern and to continue any business so 
acquired and to pay for any such business or properties in cash, stock, 
bonds, debentures or obligations of this Corporation, or otherwise. 

(q) To acquire, hold, own, dispose of and generally deal in and deal with 
any and all grants, options, concessions, franchises and contracts neces- 
sary or convenient or useful in the conduct of its business. 

(r) To borrow money, and for money borrowed or in payment for prop- 
erty acquired or for any other object or purpose of this Corporation, or 
otherwise, in connection with the transaction of any part of its business, 
to issue bonds, debentures, notes or other obligations, secured or unsecured, 
and to mortgage, pledge or hypothecate any or all of its property or assets 
as security therefor. 
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(s) To do everything necessary, proper, advisable or convenient for the 
accomplishment of any of the purposes or for the attainment of any of the 
objects or the furtherance of any of the powers herein set forth and to do 
every other act and thing incidental thereto or connected therewith, pro- 
vided the same be not forbidden by the laws of the jurisdiction in which 
this Corporation is incorporated. 

(t) In general, to carry on any other business in connection with the 
foregoing, and to have and exercise all of the powers conferred by the 
laws of Delaware upon corporations formed under the General Corporation 
Law of the State of Delaware, and to do any or all of the things herein- 
before set forth to the same extent as natural persons might or could do. 

The objects and purposes specified in the foregoing clauses shall, except where 
otherwise expressed, be in nowise limited or restricted by reference to, or infer- 
ence from, the terms of any other clause in this Certificate of Incorporation, but 
the objects and purposes specified in each of the foregoing clauses of this 
article shall be regarded as independent objects and purposes. 

FourtH.—SeEction 4.01. Capitalization. The total number of shares of all 
classes of stock which the Corporation shall have authority to issue is 2,663,425 
shares, of which 163,425 shares shall be 5 percent Cumulative Preferred Stock 
(“Preferred Stock”) of the par value of $25 per share and 2,500,000 shares shall 
be Common Stock of the par value of $7.50 per share. A statement of the powers, 
preferences, privileges, rights; qualifications, limitations and restrictions granted 
or imposed upon the shares of each class is contained in the following Sections 
of this Paragraph Fourth. 

SECTION I 


Preferred Stock 


Section 4.02. Dividends. The holders of record of the Preferred Stock shall 
be entitled to receive dividends in preference to the holders of Junior Stock, 
when and as declared by the Board of Directors, out of any assets or funds of the 
Corporation available for the declaration of dividends in accordance with law, at 
the rate of 5 percent per annum upon the par value thereof and no more, payable 
quarterly on the first days of March, June, September and December in each year 
to shareholders of record on any date fixed by the Board of Directors in advance 
of such dividend paying dates, which record date shall be not more than thirty 
days preceding the dividend payment date to which it relates. Such dividends 
shall be cumulative from the quarterly dividend date next preceding the date of 
issue (or from the date of issue, if that be a dividend date), whether or not 
earned or declared, but arrears in the payment thereof shall not bear interest. 
So long as any of the Preferred Stock shall be outstanding, the Corporation 
shall not declare or pay any dividends or make any distribution on, or purchase 
or redeem, any shares of Junior Stock, or pay any moneys into, or make any 
moneys available for, any sinking fund or retirement fund for the purchase or 
redemption of shares of Junior Stock unless— 

(a) all dividends on the Preferred Stock at the time outstanding for all 
past quarterly dividend periods and for the current quarterly dividend 
period shall have been paid, or shall have been declared and a sum suf- 
ficient for the payment thereof shall have been set apart so as to be and 
continue to be available for the payment thereof, and 

(b) all amounts, if any, theretofore required to be set apart as and for 
the sinking fund hereinafter provided for the Preferred Stock shall have 
been set apart so as to be and continue to be available for the purposes of 
such sinking fund. 

Section 4.03. Distribution on Dissolution. The Preferred Stock shall be pre- 
ferred over Junior Stock as to assets and earnings, and except as herein other- 
wise expressly provided, in the event of any liquidation or dissolution or winding 
up of the Corporation or of any reduction of its capital stock which would result 
in a distribution of any of its assets to the holders of Junior Stock, the holders 
of record of the Preferred Stock shall be entitled to be paid in cash, whether 
from capital, surplus or earnings, an amount equal to the par value of such 
Preferred Stock together with all accrued and unpaid dividends thereon to the 
date of payment to such holders of Preferred Stock, before any distribution 
shall be made to the holders of Junior Stock; but the holders of the Preferred 
Stock shall be entitled to no further participation in any such distribution, and 
after such payment to the holders of Preferred Stock, the remaining assets and 
funds of the Corporation shall be divided and distributed among the holders of 
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Junior Stock according to their respective interests. If, upon any such liquida- 
tion, dissolution or winding up, or upon any such reduction, the assets thus dis- 
tributable among the holders of the Preferred Stock shall be insufficient to 
permit the payment in full to the holders thereof of the preferential amounts 
aforesaid, then the entire assets so distributable shall be distributed ratably 
among the holders of Preferred Stock. A consolidation or merger, or a sale of 
all or substantially all of the assets of the Corporation shall not be regarded 
as a liquidation, dissolution or winding up of the Corporation, or as a reduction 
of its capital stock resulting in a distribution of its assets to the holders of 
its Junior Stock within the meaning of this Section 4.03. 

Section 4.04. Redemption. The Corporation, at the option of the Board of 
Directors, may at any time and from time to time redeem the Preferred Stock 
either as a whole or in part at a redemption price which shall be the sum of (a) 
$25.75 per share if redeemed on or before December 31, 1960, $25.50 per share 
if redeemed thereafter and on or before December 31, 1965, and $25.25 per share 
if redeemed thereafter, and (b) all accrued and unpaid dividends to the date 
fixed for redemption, in such manner and upon such other terms and conditions, 
not inconsistent with the provisions hereof, as may be fixed and determined by 
the Board of Directors. Notice of each such intended redemption shall be given 
by publication at least once in each of two successive calendar weeks, in each 
ease on any day of the week, in one newspaper, customarily published on each 
business day, printed in the English language and published and of general cir- 
culation in the City of Pittsburgh, Pennsylvania, the first such publication to 
be made not less than thirty days nor more than sixty days prior to the date fixed 
for such redemption. A similar notice shall be mailed by the Corporation, postage 
prepaid, not less than thirty days nor more than sixty days prior to the date 
fixed for such redemption, to the holders of record of the shares to be redeemed, 
addressed to each such stockholder at his address as the same appears upon 
the stock transfer books of the Corporation; but the failure to mail such notice 
or any defect therein or in the mailing thereof shall not affect the validity of 
the proceedings for the redemption of any shares of the Preferred Stock to be 
redeemed, and the mailing of such notice shall not be a condition of such redemp- 
tion. In case of redemption of only a part of the outstanding shares of the 
Preferred Stock, the shares to be redeemed shall be selected by lot or pro rata 
as the Board of Directors shall determine. On or after the date of redemption 
stated in such notice, each holder of the shares of the Preferred Stock called for 
redemption shall surrender his certificate for such shares to the Corporation at 
any place designated in such notice, and shall thereupon be entitled to receive 
payment of the redemption price. In case less than all the shares represented 
by such surrendered certificate are redeemed, a new certificate shall be issued 
representing the nonredeemed shares. If the aforesaid notice of redemption shall 
have been duly published, and if, on or before the redemption date specified in 
such notice, the funds necessary for such redemption shall have been set aside, 
so as to be and continue to be available therefor, from and after the date of 
redemption so designated, notwithstanding that any certificate of Preferred 
Stock so called for redemption shall not have been surrendered for cancellation, 
the shares represented thereby so called for redemption shall no longer be deemed 
outstanding, the dividends on the number of shares represented thereby so called 
for redemption shall cease to accrue, and all rights with respect to the shares of 
Preferred Stock so called for redemption shall forthwith after such redemption 
date cease and determine, except only the right of the holder to receive out of 
the moneys so deposited the redemption price but without interest thereon. 
Shares of Preferred Stock redeemed by the Corporation shall be cancelled and 
shall not be reissued, and no Preferred Stock shall be issued in lieu thereof. 

SECTION 4.05. Sinking Fund. So long as any of the Preferred Stock is out- 
standing, the Corporation, on or before each “Sinking Fund Date”, i. e. May 1, 
1959, and each succeeding May 1, shall set apart as a Sinking Fund for the 
benefit of the Preferred Stock a sum equal to 25 percent of the consolidated 
net earnings of the Corporation and its subsidiaries for the last preceding 
fiscal year in excess of $500,000, but not exceeding a maximum of $175,000. 
The moneys in such Sinking Fund may be used by the Corporation, at any time 
or from time to time, to purchase Preferred Stock in the open market or 
otherwise at or below the par value thereof and accrued dividends thereon 
to the date of such purchase. As of the close of business on each day within 
the period April 15 to April 30 in each year commencing April 15, 1960, and 
to the extent that moneys are available in the Sinking Fund, the Corporation 
shall be obligated to accept all offers received by it on such day (or any one or 
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more of such offers, to be selected by it in its uneontrolled discretion, which 
will exhaust the moneys so available, as nearly as may be) to sell to it shares 
of Preferred Stock at or below such price. All moneys remaining in the Sinking 
Fund at the close of business on April 30 in each year commencing April 30, 
1960, not required for the purpose of accepting offers received by the Corpora- 
tion on such date as hereinabove provided shall forthwith be applied by the 
Corporation to the redemption of shares of Preferred Stock at a redemption 
price of $25 per share and all accrued and unpaid dividends to the date fixed 
for redemption, such redemption to be effected in accordance with the pro- 
visions for redemption of Preferred Stock hereinabove set forth; provided, 
however, that the Corporation shall not be required to redeem less than $25,000 
aggregate par value of Preferred Stock at any one time. Any shares of Pre- 
ferred Stock at any time purchased or otherwise acquired by the Corporation 
otherwise than through the operation of the Sinking Fund (as well as all shares 
of the Preferred Stock which will be in the treasury of the Corporation upon 
the consummation of this merger), at the option of the Corporation, may be 
credited at their par value against any amounts herein required to be set apart 
as a Sinking Fund in the future. None of the Preferred Stock purchased by 
the Corporation by use of moneys in the Sinking Fund, or credited against the 
Sinking Fund, shall be reissued, and no Preferred Stock shall be issued in lieu 
thereof. 

Section 4.06. Voting Rights. Except as otherwise provided in the Certificate 
of Incorporation of the Corporation, the entire voting power of the Corporation 
shall be vested exclusively in the holders of the Common Stock, and the holders 
of the Preferred Stock shall not have any voting power or any right to partici- 
pate in any meeting, and shall not be considered shareholders for the purpose of 
any election, meeting, consent, or waiver of notice, under the provisions of any 
law now in force or which may hereafter be enacted; provided, however, that 
whenever dividends payable on the Preferred Stock shall be accrued and un- 
paid in an amount equivalent to or exceeding six quarterly dividends, or in the 
event that any payment required to be made or set apart in the Sinking Fund 
for the benefit of the Preferred Stock shall be due and unpaid for six months or 
more, then and in any such event the holders of the Preferred Stock shall be en- 
titled, voting separately as a class, to elect, at all elections of directors, two di- 
rectors in addition to the directors elected by the holders of any or all other 
classes of stock in the number provided by the Certificate of Incorporation, as 
amended, or the Bylaws of the Corporation, as the case may be. Such voting 
power of the holders of the Preferred Stock shall continue un'i!, but shall cease 
when, all accrued and unpaid dividends on such stock at the beginning of the 
then current dividend period shall have been paid in full, or funds for the pay- 
ment thereof shall have been set apart, and all unpaid payments due to be made 
or set apart in the Sinking Fund in respect of such stock shall have been paid 
in full, but subject always to the same provisions for the revesting of such voting 
power in the case of any similar future default or defaults. A meeting of the 
holders of the Preferred Stock having voting power, at which such holders shall 
vote as a class, may be called upon notice similar to that provided in the Bylaws 
for shareholders’ meetings, at the expense of the Corporation, at any time after 
the accrual of such voting power and prior to the next annual meeting of share- 
holders and the termination of such voting power, by the holders of not less than 
5 percent of the number of shares of Preferred Stock having voting power at the 
time outstanding. Unless such meeting shall be held concurrently with the an- 
nual election of directors, the holders of the Preferred Stock having voting power 
shall be the only shareholders of the Corporation entitled to notice of and to vote 
at such meeting. Upon termination of such voting power of the Preferred Stock 
at any time, the terms of office of all persons who may have been elected directors 
of the Corporation by the vote of the holders of the Preferred Stock, voting as a 
class, shall forthwith cease and determine. No holder of Preferred Stock shall 
be entitled as such to notice of any meeting of shareholders of the Corporation 
unless he is entitled to vote thereat. 

Section 4.07. Restrictions on Corporate Action. Except upon the affirma- 
tive vote of the holders of record of at least two-thirds of the aggregate num- 
ber of shares of Preferred Stock at the time outstanding, the Corporation shall 
not increase the number of shares of Preferred Stock presently authorized, or 
authorize or issue any stock or class of stock which shall rank prior to or on a 
parity with the Preferred Stock as to dividends or assets, or adopt any amend- 
ment or make any change in the Certificate of Incorporation of the Corporation 
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which would change the express terms and provisions of the Preferred Stock in 
any manner substantially prejudicial to the holders thereof. 

Section 4.08. “Junior Stock” Defined. As used in this Paragraph Fourth, 
the term “Junior Stock” shall mean Common Stock or stock of any other class 
of the Corporation ranking subordinate and junior to the Preferred Stock with 
respect to the payment of dividends or the distribution of assets. 


SECTION II 
Common Stock 


Secrion 4.09. Hqual Rights. Each share of Common Stock issued or to be 
issued by the Corporation shall be equal in all respects one with the other, and 
no dividend shall be paid on any shares of Common Stock unless the same di- 
vidend is paid on all shares of Common Stock outstanding at the time of such 
payment, and there shall be no distinction or difference between any share 
of Common Stock, or any rights appertaining thereto, and any other share of 
Common Stock. 

Section 4.10. Preemptive Rights. Upon any issue for money or other con- 
sideration of any Common Stock, or any security convertible into or carrying 
options or warrants evidencing the right to purchase or otherwise acquire shares 
of Common Stock, of the Corporation, the same shall first be offered pro rata to 
the holders of the then outstanding shares of Common Stock of the Corporation 
at a price not less favorable than the price at which the Board of Directors shall 
determine to issue or dispose of such stock or securities to others than such 
holders of Common Stock, and the time within which such premptive rights may 
be exercised shall not be limited to less than ten days after mailing of notice to 
the holders of Common Stock that such stock rights are available and may be 
exercised ; provided, however, that no holder of Common Stock shall have any 
such preemptive or other right to subscribe for, purchase, or receive any propor- 
tionate or other share of any new or aditional shares of Common Stock, or any 
securities convertible into or carrying options or warrants evidencing the right 
to purchase or otherwise acquire shares of Common Stock, 

(a) which the Board of Directors shall determine to issue in payment for 
properties or property rights to be acquired by the Corporation ; or 

(b) which the Board of Directors shall determine to offer, for money, 
either by a public offering or by an offering to or through underwriters or 
investment banks who Shall have agreed promptly to make a public offering 
of such shares or securities ; or 

(c) which shall be issued and sold pursuant to any stock option or stock 
purchase plan for officers or employees of any predecessor corporation which 
Shall have merged into this Corporation ; or 

(d) which shall be issued and sold pursuant to any stock option or stock 
purchase plan for officers or employees of the Corporation, which option or 
stock purchase plan shall either have been approved at a stockholders’ meet- 
ing duly called and regularly held or have been granted pursuant to a plan 
theretofore so approved; or 

(e) which shall be issued and sold to Societe Anonyme des Manufactures 
des Glaces et Produits Chimiques de Saint-Gobain, Chauny et Cirey, a 
French corporation (“Saint Gobain”), pursuant to an option contract dated 
March 19, 1958, between Saint Gobain and American-Saint Gobain. 

The foregoing provisions of this Section 4.10 shall not be changed unless the 
holders of record of not less than two-thirds of the number of shares of Common 
Stock then outstanding shall consent thereto in writing or by voting therefor in 
person or by proxy at the meeting of shareholders at which any such change is 
considered. 

SecTIon 4.11. Other Rights. Except for and subject to those rights expressly 
granted in Section I of this Paragraph Fourth to the holders of the Preferred 
Stock, and except in respect to preemptive rights which are provided for in 
Section 4.10, and except as may be provided by the laws of the State of Delaware, 
the holders of the Common Stock shall have exclusively all other rights of stock- 
holders including but not by way of limitation: (a) exclusive voting power for 
all purposes and exclusive rights to all notices of meetings or of any action to be 
taken by the Corporation or by its stockholders, (b) the right to receive divi- 
dends, when and as declared by the Board of Directors out of assets lawfully 
available therefor, and (c) in the event of any distribution of assets upon liquida- 
tion, dissolution or winding up of the Corporation or otherwise, the right to re- 
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ceive ratably and equally all the assets and funds of the Corporation remaining 
after the payment of the holders of other classes ef stock of the Corporation of 
the specific amounts which they are entitled to receive upon such liquidation, dis- 
solution or winding up of the Corporation as hereinbefore provided. 

Section 4.12. Issuance of Common Stock. Subject to the provisions of Sec- 
tion 4.10, the Common Stock not issuable pursuant to Article Three of the Agree- 
ment and Joint Plan of Merger merging American Window Glass Company and 
Blue Ridge Glass Corporation into and with this Corporation, as well as any 
Common Stock presently reserved for stock options as provided in Section 3 
thereof and later released from such reservation, shall be issued from time 
to time, at such time or times, in such amounts and manner, for such considera- 
tion, whether in cash or property or otherwise, and to such persons as from 
time to time may be fixed and determined by the Board of Directors of the 
Corporation. 

hirrn.—The minimum amount of capital with which the Corporation will 
commence business is $1,000. 

Srxtn.—The names and addresses of the ineorporators are as follows: 


Names and addresses 
Paul G. Evans, 460 Park Avenue, New York 22, New York 
Robert C. Hubbard, 460 Park Avenue, New York 22, New York 
David M. Tappen, 460 Park Avenue, New York 22, New York 


SeventrH.—The Corporation is to have perpetual existence. 

Eieutn.—tThe private property of the stockholders shall not be subject to the 
paywent of corporate debts to any extent whatever. 

Nintu.—(a) Subject to the provisions of the General Corporation Law of 
the State of Delaware, the number of directors of the Corporation shall be deter- 
mined as provided in the Bylaws. 

(b) The election of directors need not be by ballot. 

TENTH.—AIl corporate powers of the Corporation shall be exercised by the 
Board of Directors. In furtherance and not in limitation of the powers con- 
ferred by the laws of the State of Delaware, the Board of Directors is expressly 
authorized : 

1. To make, alter or repeal the Bylaws of the Corporation. 

2. By a suitable Bylaw or by a resolution passed by a majority of the 
whole membership of the Board, to designate two or more of their number 
to constitute a committee or committees with such name or names as may 
be determined from time to time by resolution of the Board of Directors, 
which committee or committees, to the extent provided in such resolution 
or resolutions or in the Bylaws of the Corporation, shall have and may 
exercise the powers of the Board of Directors in the management of the 
business and affairs of the Corporation, and may have power to authorize 
the seal of the Corporation to be affixed to all papers which may require it. 

3. To fix and determine and vary from time to time the amount of working 
capital and reserve funds of the Corporation; to determine whether any and, 
if any, what part of the net profits of the Corporation or of its surplus or of 
its net assets in excess of its capital shall be declared in dividends and paid 
to the stockholders, and to direct and determine the use and disposition of any 
such net profits or of any such surplus or of any such net asests in excess 
of capital. 

4. To determine from time to time, to the extent now or hereafter per- 
mitted by the laws of the State of Delaware, whether and to what extent, 
and at what times and places and under what conditions and regulations, 
the accounts and books of the Corporation or any of them shall be open to 
the inspection of the stockholders, and no stockholder shall have any right 
to inspect any account, book or document of the Corporation, except as con- 
ferred by the laws of the State of Delaware, unless otherwise authorized by 
resolution of the Board of Directors of the Corporation. 

5. From time to time, to the extent now or hereafter permitted by the 
laws of the State of Delaware, to sell, lease, exchange or otherwise dispose 
of any part of the property and assets of this Corporation which the Board 
of Directors deem it expedient and in the best interests of the Corporation 
to dispose of, or disadvantageous to continue to own, without assent of the 
stockholders by vote or otherwise; and, pursuant to the written consent of 
the holders of a majority of the shares of stock issued and outstanding hav- 
ing voting power, or pursuant to the affirmative vote of the holders of a 
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majority of stock issued and outstanding having voting power, given at a 
stockholders’ meeting duly called for that purpose, the Board of Directors 
shall have power and authority, pursuant to action taken at any meeting 
of the Board of Directors (whether a regular or special meeting and whether 
or not notice of such purpose shall have been given prior to such meeting), 
to sell, lease or exchange all of the property and assets of the Corporation, 
including, if the Board of Directors shall so desire, its good will and its 
corporate franchises, for such consideration and upon such terms and con- 
ditions as the Board of Directors deem expedient and for the best interests 
of the Corporation. 

6. To remove at any time, for cause or without cause, any officer or 
employee of the Corporation, or to confer such power on any committee 
or officer; provided, however, that any officer elected or appointed by 
the Board of Directors may be removed only by the affirmative vote of a 
majority of the Board of Directors then in office. 

7. Subject to the provisions of the statutes of Delaware, to exercise any 
and all other powers, in addition to the powers expressly conferred by law 
and by this Certificate of Incorporation, which may be conferred upon it 
by the Corporation through appropriate Bylaw provisions. 

ELEVENTH.—Whenever a compromise or arrangement is proposed between 
this Corporation and its creditors or any class of them and/or between this 
Corporation and its stockholders or any class of them, any court of equitable 
jurisdiction within the State of Delaware may, on the application in a sum- 
mary way of this Corporation or of any creditor or stockholder thereof, or on 
the application of any receiver or receivers appointed for this Corporation under 
the provisions of Section 291 of Title 8 of the Delaware Code or on the appli- 
cation of trustees in dissolution or of any receiver or receivers appointed for 
this Corporation under the provisions of Section 279 of Title 8 of the Dela- 
ware Code order a meeting of the creditors or class of creditors, and/or of the 
stockholders or class of stockholders of this Corporation, as the case may he, 
to be summoned in such manner as the said court directs. If a majority in 
number representing three-fourths in value of the creditors or class of creditors, 
and/or of the stockholders or class of stockholders of this Corporation, as the 
case may be, agree to any compromise or arrangement and to any reorganiza- 
tion of this Corporation as consequence of such compromise or arrangement, 
the said compromise or arrangement and the said reorganization shall, if sanc- 
tioned by the court to which the said application has been made, be binding 
on all the creditors or class of creditors, and/or on all the stockholders or class 
of stockholders of this Corporation, as the case may be, and also on this 
Corporation. 

TWELFTH.—The Corporation may enter into contracts or transact business 
with one or more of its directors or officers, or with any corporation or firm 
of which one or more of its directors or officers are directors, officers or mem- 
bers, or in which they may have a pecuniary or other interest; and, in the 
absence of fraud, such contracts or transactions shall not be invalidated or in 
any wise affected by the fact that such directors or officers are so connected 
with or have any interest in any such corporation or firm even though the vote 
or action of such directors or officers may have been necessary to obligate the 
Corporation upon such contract or transactions, provided that the fact of such 
connection or such interest shall have been disclosed or shall have been known 
to all of the directors of the Corporation. At any meeting of the Board of 
Directors of the Corporation which shall authorize or ratify any such con- 
tracts or transactions, any such director having such connection or interest 
may vote or act thereat with like force and effect as if he did not have such 
connection or interest, provided that in such case such connection or interest 
shall have been disclosed or shall have been known to all of the directors. No 
director or officer shall be disqualified from holding office as director or officer 
of the Corporation by reason of any such connection or interest. In the absence 
of fraud, no director or officer having any such connection or interest shall be 
liable to the Corporation or to any stockholder or creditor thereof or to any 
other person for any loss incurred under or by reason of such contracts or 
transactions. 

THIRTEENTH.—Each director and each officer of the Corporation shall be in- 
demnified by the Corporation against expenses actually and necessarily incurred 
by him in connection with the defense of any action, suit or proceeding, civil 
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or criminal in which he is made a party by reason of his being or having been 
a director or officer of the Corporation (whether or not he continues to be such 
a director or officer at the time of incurring such expenses), except in relation 
to matters as to which he shall be adjudged in such action, suit or proceeding 
to be liable for negligence or misconduct in the performance of his duties as 
such officer or director; such right of indemnification shall not be deemed 
exclusive of any other rights to which he may be entitled hereunder and under 
any Bylaws, agreement, vote of stockholders or otherwise. The Corporation 
shall have the right to intervene in and defend all such actions, suits or pro- 
ceedings brought against any present or former director or oflicer of the Cor- 
poration. Whenever in this article a director or officer is referred to, such 
reference shall be inclusive of his heirs, execptors, and administrators. 

FourtTeEENTH.—The stockholders shall have power to hold their meetings, if the 
Bylaws so provide, outside of the State of Delaware, the books of the Corporation 
may be kept (subject to any provision of law) outside of the State of Delaware, 
and the Corporation may have one or more offices within or without the State 
of Delaware, at such places as may be from time to time designated by the 
Bylaws or by resolution of the stockholders or directors, except as otherwise 
required by the laws of Delaware. 

FIFTEENTH.—If so authorized by the Board of Directors, the Corporation may 
from time to time receive money and/or other property as a contribution to 
surplus, which contribution may consist of an undivided part of money and/or 
other property, for another undivided part of which money and/or other property 
there is or may be issued bonds, debentures, obligations and/or shares of stock 
with and/or without par value of any class or classes of the Corporation. Against 
any surplus there may be charged from time to time any losses incurred by the 
Corporation or any items of debt, bond or stock discount or expense. Such 
surplus may also be reduced from time to time by dividends or by transfer to 
capital or to some other appropriate account, and the amount of capital may be 
increased from time to time by the capitalization of surplus or net profits with- 
out the issuance of additional shares. 

SIXTEENTH.—The Corporation reserves the right to create any preferred or 
special stocks or to amend, alter, change or repeal any provisions contained in 
this Certificate of Incorporation in the manner now or hereafter prescribed by 
the laws of the State of Delaware, and all rights and interests of the stockholders 
of the Corporation are granted subject to these reservations. 

We, the undersigned, being each of the incorporators hereinbefore named for 
the purpose of forming a corporation in pursuance of the General Corporation 
Law of the State of Delaware, do make this Certificate, hereby declaring and 
certifying that the facts herein stated are true and, accordingly, have hereunto 
set our hands and seals, this 26th day of December A. D. 1956. 


Pau G. Evans [L. 8.1 
Paul G. Evans 
Rosert C. Husppard [L. S.] 
Robert C. Hubbard 
DaAvip M. TApPEN [L. 8.] 
David M. Tappen 

STATE OF NEW YORK, 

County of New York, ss: 

Be Ir REMEMBERED, that on this 26th day of December 1956, personally came 
before me, GEorGE F. ApAMs, a Notary Public for the State of New York, Paut G. 
Evans, Ronert C. Hussarp, and Davip M. Tappen, all of the parties to the 
foregoing Certificate of Incorporation, known to me personally to be such, and 
severally acknowledged the said Certificate to be the act and deed of the signers 
respectively, and that the facts therein stated are truly set forth. 

GIveN under my hand and seal of office the day and year aforesaid. 


[SPAL] GEORGE F. ADAMS, 
Notary Public, State of New York, No. 31-5018650. 


Qualified in New York County. Commission expires March 30, 1958. 


Section 5.02. Bylaws. The Bylaws of American-Saint Gobain as in effect 
on the effective date of the merger shall be the Bylaws of the Surviving Corpo- 
ration. 
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Section 5.03. First Directors. The names and post office addresses of the per- 
sons who shall constitute the Board of Directors of the Surviving Corporation 
are as follows: 

Name and post-office address 
Albert S. Crandon, 2000 Farmers Bank Building, Pittsburgh 22, Pennsylvania 
Otto G. Schwenk, 2000 Farmers Bank Building, Pittsburgh 22, Pennsylvania 
J. Patrick Lannan, H. M. Byllesby and Company, 135 La Salle Street, Chicago 8, 

Illinois 
Joseph A. Haberkorn, Carter Construction Company, P. O. Box 4036, Fort 

Lauderdale, Florida 
Alfred D. Martin, A. D. Martin Properties, Inc., 1925 Cedar Springs Road, Dal- 

las, Texas 
Pierre Jaquin, 8 Rue Christophe Colomb, Paris 8, France 
Pierre Bertrand, Saint-Gobain, Chauny & Cirey, 1 bis Place des Saussaies, 

Paris 8, France 
Joseph H. Lewis, Blue Ridge Glass Corporation, P. O. Box 631, Kingsport, 

Tennessee 
Gerard de Piolenc, Saint-Gobain, Incorporated, 500 Fifth Avenue, New York 36, 

New York 
Michel Bedat, Saint-Gobain, Incorporated, 500 Fifth Avenue, New York 36, New 

York 
and such members shall hold office until the annual meeting of the shareholders 
of the Surviving Corporation to be held in the year 1959, and until their respec- 
tive successors shall have been chosen or appointed according to the Bylaws of 
the Surviving Corporation. Such directors shall have all the powers of directors 
elected by the shareholders of the Surviving Corporation. 

Secrion 5.04. First Officers. The names of the persons who shall be the prin- 
cipal officers of the Surviving Corporation upon and after the effective date of 
the merger are as follows: 

Name and office 
Pierre Jaquin, Chairman of the Board 


Otto G. Schwenk, President 
Francis M. Hernan, Secretary and Treasurer 


and such persons shal hold office during the pleasure of the Board of Directors 
and until their respective successors shall have been chosen or elected according 
to the Bylaws of the Surviving Corporation. Such officers shall have all the 
powers of officers duly chosen or elected by the Board of Directors of the Sur- 
viving Corporation. The Surviving Corporation may have such other officers as 
shall be provided for in its Bylaws. 

Section 5.05. Vacancies. If on the effective date of the merger, a vacancy 
shall exist in the Board of Directors of the Surviving Corporation to be con- 
stituted as stated in Section 5.03, or in any of the offices as stated in Section 5.04, 
by reason of death, resignation or disqualification, or the inability or failure of 
any of the persons named in said Sections to accept said directorship and/or 
office, or otherwise howsoever, such vacancy may thereafter be filled in the man- 
ner provided in the Bylaws of the Surviving Corporation. 

Section 5.06. Perpetual Existence. The Surviving Corporation is to exist 
perpetually. 

Section 5.07. Interim Restrictive Provisions. From the date hereof until the 
effective date of the merger, (1) none of the Constituent Corporations shall ap- 
prove or enter into any agreement, arrangement or understanding (including 
employment contracts not terminable on ninety days’ or less notice) or engage 
in any activity or transaction of a substantial nature otherwise than in the 
ordinary course of business, except with the consent and approval! of a majority 
of the persons designated in Section 5.03 as Directors of the Surviving Corpora- 
tion; (2) none of the Constituent Corporations shall issue or sell, or issue rights 
to subscribe to, or purchase, any shares of its capital stock except, in the case 
of American, upon the exercise of stock options presently outstanding and un- 
exercised; (3) American shall not declare or pay any dividends on, or make any 
other distribution (other than required sinking fund payments and except for 
the redemption and retirement of its Class B Preferred Stock) in respect of its 
preferred and common stocks in excess of the present respective dividend rates, 
and Blue Ridge shall not declare or pay any dividend on, or make any other 
distribution in respect of, its common stock except dividends at an annual rate 
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of $1 per share; (4) none of the Constituent Corporations shall purchase, redeem 
or otherwise retire any shares of its outstanding capital stock of any class except 
through the operation of a sinking fund provided therefor and except for the 
redemption and retirement by American of its Class B Preferred Stock, or except 
with the consent and approval of a majority of the persons designated in Section 
5.03 as Directors of the Surviving Corporation. 

Section 5.08. Termination. The merger provided for in this Agreement and 
Plan of Merger and in the Certificate of Consolidation may be abandoned, and 
this Agreement and Plan of Merger may be terminated (1) by the consent of 
the Boards of Directors of both American and Blue Ridge at any time prior to 
the effective date of the merger, or (2) by the Board of Directors of either 
American or Blue Ridge acting alone, if prior to the time when the aforesaid 
Certificate of Consolidation is filed in the State of New York as aforesaid, the 
holders of more than 3 percent of the 5 percent prior preferred stock of American 
or the holders of more than 3 percent of the common stock of American shall 
have filed written objections to this Agreement and Plan of Merger and shall 
not have voted in favor thereof; or (3) by the Board of Directors of either 
American or Blue Ridge, acting alone, at any time on or after December 31, 1958, 
if the merger contemplated hereby shall not have become effective prior thereto. 
In the event of any such termination and abandonment, this Agreement and 
Plan of Merger, except the provisions of Section 5.09, shall become and be void 
and of no effect and there shall be no liability on the part of any Constituent 
Corporation or any director, officer or stockholder of any Constituent Corporation 
in respect thereof, except as provided in Section 5.09. 

Section 5.09. Expenses of Merger. All expenses incident to the merger shall 
be paid by the Surviving Corporation; provided, however, that, in the event the 
merger shall not become effective for any reason, each Constituent Corporation 
shall pay the fees and expenses of counsel retained by it and the expenses of any 
investment banking firm retained by it, but all other expenses incidental to the 
preparation for the merger shall be divided between and borne by American and 
Blue Ridge in the proportion of one-half each. 

Section 5.10. Descriptive Headings; Certain References. The descriptive 
headings of the several Articles and Sections of this Agreement and Plan of 
Merger are inserted for convenience only and shall not control or affect the 
meaning or construction of any of the provisions hereof. 

All references herein to Articles, Sections and other subdivisions refer to the 
corresponding Articles, Sections and other subdivisions of this Agreement and 
Plan of Merger; and the words “herein,” “hereof,” “hereby,” “hereunder,” and 
words of similar import refer to this instrument as a whole and not to any 
particular Article, Section, or subdivision hereof. 

IN WITNESS WHEREOF, the said Constituent Corporations, parties hereto, have 
caused this Agreement and Plan of Merger to be signed in their respective 
corporate names and their respective corporate seals to be hereunto affixed by 
their respective Presidents or Vice Presidents, and their respective corporate 
seals to be attested by their respective Secretaries or Assistant Secretaries, all 
thereunto duly authorized; and this Agreement and Plan of Merger has been 
signed by all or a majority of the directors of the Constituent Corporations, all 
as of the day and year first above mentioned. 

AMERICAN WINDOW GLAss CoMPANY, 
By Orro G. SCHWENK, 
Otto G. Schwenk, President. 


Attest : 
FRANCIS M. HERNAN 
Francis M. Hernan, Secretary. 
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AMERICAN WINDOW GLASS COMPANY, INCORPORATED, JULY 31, 1899 


Directors: 
ALBERT §S. CRANDON 
Albert S. Crandon 
GERALD J. GRAHAM 
Gerald J. Graham 
JOSEPH A. HABERKORN 
Joseph A. Haberkorn 
H. EASTMAN HACKNEY 
H. Eastman Hackney 
J. PATRICK LANNAN 
J. Patrick Lannan 
ALFRED D. MARTIN 
Alfred D. Martin 
H. DEAN MENOHER 
H. Dean Menoher 
Orto G. SCHWENK 
Otto G. Schwenk 
JAMES L, WILLIAMS 
James L. Williams 
being at least a majority of the directors of American Window Glass Company. 
BLvuE RipGeE GLASS CORPORATION, 
By Josepn H. Lewis, 
Joseph H. Lewis, President. 
Attest : 
Rosert INGOuF 
Robert Ingouf, Secretary. 


B.ive Ripce GLAss CORPORATION, INCORPORATED, 1925, NEw York 


Directors : 
JosEpH H. LEwIs 
Joseph H. Lewis 
Rosert INGOUF 
Robert Ingouf 
Pierre L. BERTRAND 
Pierre L. Bertrand 
JosEPH W. BuRNS 
Joseph W. Burns 
GERARD DE PIOLENC 
Gerard de Piolene 
ALAIN DU BREIL 
Alain du Breil 
being at least a majority of the directors of Blue Ridge Glass Corporation. 
AMERICAN-SAINT GOBAIN CORPORATION, 
By GERARD DE PIOLENC 
Gerard di Piolenc, President. 
Attest: 
MICHAEL BEDAT 
Michel Bedat, Secretary. 


AMERICAN-SAINT GOBAIN CORPORATION, CORPORATE SEAL, 1956, DELAWARE 


Directors: 

PrerrReE L. BERTRAND 
Pierre L. Bertrand 
GERARD DE PIOLENC 
Gerard de Piolenc 
MICHEL BEDAT 
Michel Bedat 

being at least a majority of the directors of American-Saint Gobain Corporation. 
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EXHIBIT Ill -a 


AMERICAN -SAINT GOBAIN CORPORATION 


AMERICAN WINDOW GLASS DIVISION 


FARMERS BANK BUILDING PITTSBURGH 22, PA 


Sales Department LUSTRACRYSTAL August 25, 1958 
3/16", 7/32" AND 1/4” 
DOMESTIC NET PRICES 


TO OUR CUSTOMERS: 


We announce the following net prices per square foot, effective this date, subject to change without notice: 


CUT SIZE QUALITY 


“AR” “pe “BY 
SQUARE FOOT BRACKET 3/16” 7/32" 1/4" 3/16" 7/32" 1/4" 3/16” 7/32" 1/4" 
Up to 2’8” inclusive $.2575 .2830 .3205 $.2315 .2540 .2880 $.1985 .2180 .2470 
Over 2’8” to 5 inclusive 2805 .3075 .3455 .2520 .2765 .3105 2165 .2375 .2665 
Over 5 to 10 inclusive 3125 .3495 .3895 2805 .3140 .3500 2410 .2695 .3005 
Over 10 to 25 inclusive 3245 .3770 .4145 2915 .3385 .3725 2505 .2905 .3200 
Over 25 to 50 inclusive 4570 .5000 .5400 4100 .4485 .4855 3520 .3855 .4165 
Over 50 5840 .6170 .6575 5245 .5535 .5905 4500 .4760 .5070 


STOCK SHEET QUALITY 


ope “BR” 
SQUARE FOOT BRACKET 3/16” 7/32" 1/4" 3/16" 7/32" 1/4" 
Over 25 to 50 incl. not over 68” wide $.3160 .3515 .3855 $.2715 .3020 .3310 
Over 25 to 50 incl. over 68” to 84” wide 3700 .4135 .4475 3180 .3550 .3845 
Over 50 — not over 68” wide 4360 .4475 .4835 3745 .3845 .4150 
Over 50 — over 68” to 84” wide 4700 .4830 .5170 .4040 .4150 .4440 
ADDITIONAL A discount of 5% from the above net prices will be allowed for packing in our standard pallets with- 


CHARGES AND in the limitations stated under PACKING. ; ; 
ALLOWANCES An additional charge to the above net prices will be made for fractional cutting on Cut Size Quality. 
1 Fraction $ .008 2 Fractions $ .016 
Stock Sheet Quality will not be supplied in fractional sizes. 


LIMITATIONS Prices for glass under 2" wide, or under 48 square inches, or for special shapes, will be quoted upon 
ON SIZE request. 
Only one dimension of glass, at the above prices, may exceed 84 inches and the other dimension can- 
not exceed 120 inches. 
Stock Sheet Quality will be furnished only in areas in excess of 25 square feet. 


STOCK SHEET Stock Sheet Quality is furnished with the assumption that the customer will select and cut desired 
QUALITY sizes from these sheets, and that a cutting loss may be experienced. 
Stock Sheet Quality may be ordered in cases containing one size or in cases containing mixed sizes 
with variations, at our option, of 6 inches in width and 12 inches in length. 


LABELING All glass except strips up to and including 6’’ wide will be labeled and paper packed, except that glass 
in “AA’’ or “A’’ quality, to be used for processing, will be furnished without labels upon request. 


PACKING Cut Size Quality, up to and including 10 square feet will be packed in boxes containing approximately 
50 square feet, or upon request in cases containing approximately 100 square feet. 
Cut Size Quality, over 10 square feet will be packed in cases containing approximately 300 square feet, 
or at our option, in cases containing approximately 100 square feet. 
Cut Size Quality, not in excess of 100 united inches, or 68 inches in length will be packed in pallets 
upon request. Stock Sheet Quality will not be supplied in pallets. 
Stock Sheet Quality will be packed in cases containing a minimum of 300 square feet. 
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EXHIBIT III -a (contd. ) 


LUSTRACRYSTAL August 25, 1958 


FREIGHT All prices are F.O.B. factory. Freight on 3/16” and 7/32” in carioad shipments will be equalized with 

EQUALIZATION ~ the nearest competing factory at published rail, or rail and water rates, according to the way ship- 
ments move. Equalization on truck shipments will be based on published truck rates, except that no 
equalization in excess of rail rates will be allowed. 


No equalization will be allowed on 1/4’ glass. 


TOLERANCES Thickness tolerance: 
3/16’" — .187”" to .199”" 7/32" — .212”' to .224” 1/4” — .240” to .256”" 


Dimensional tolerance, Cut Sizes, plus or minus 1/16” 


TERMS All orders are subject to final acceptance at our General Office. 
All orders accepted by us are on the basis of prices prevailing at date of shipment, except orders accom- 
panied by Price Protection Bookings covering the following: 
(1) Orders binding upon all parties thereto for Cut Size Quality Lustracrystal required for a specific 
structure or construction project. 
(2) Contracts or orders for Cut Size Quality Lustracrystal with the government of the United States or 
any of its departments or agencies or with any State or political subdivision thereof. 
Price Protection Bookings covering the above must specifically designate the name and location of 
the project and the approximate quantities and sizes required for such project. Invoices will be ren- 
dered on the basis of price prevailing on date booking was accepted, provided we are authorized to 
ship all Lustracrystal covered by such bookings within one year from the date of booking. Shipments 
against bookings are subject to our ability to supply. 
Any Federal, State or Municipal Tax imposed by virtue of a sale hereunder shall be added to the 
invoice and paid by the purchaser without discount. 
All orders are accepted subject to strikes, lockouts, contingencies of transportation, failure of supply 
of fuel or material, fire, accidents, or other causes beyond our control; and we shall! be relieved from 
responsibility for delay or failure of delivery arising out of any such causes. 


Payment: 1% for cash payment within 10 days from date of invoice, or 30 days net. 


AMERICAN-SAINT GOBAIN CORPORATION 


AMERICAN WINDOW GLASS DIVISION 


CR- 11 Page 2 
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EXHIBIT Ill -b 


“~ ~ T 
\M KO RIC YAN WINDOW GLASS CIONMPPANY 
Ce 
Kk 8 ic NG * PITTSBURGH 22 PENNA HE EXPRE s 745 


\ 


SALES DEPARTMENT August 5, 1957 


THIN LUSTRAGLASS 
DOMESTIC NET PRICES 


TO OUR CUSTOMERS 











We announce, effective this date, the following net prices per 100’ case, subject to change without notice. 
MICROSCOPIC 
BRACKET “DA” “AY = 
40” $ 12.55 $ 11.15 $ 9.65 
50 12.70 11.30 9.80 
LANTERN SLIDE 
BRACKET “AR” “Ae “BY 
40 $ 12.30 $ 10.95 $ 9.45 
50 12.50 11.15 9.60 
PHOTOGRAPHIC 
BRACKET “AA” “A “B" 
40” $ 9.60 $ 8.60 $ 7.40 
50’ $ 9.70 8.70 7.50 
60” 10.30 9.25 8.00 
70’ 11.30 10.15 8.75 
ADDITIONAL Upon request, glass will be packed in 50’ boxes at an additional charge of 5% 
CHARGES AND Net fractional cutting charges per 100’ case are as follows: 
ALLOWANCES 1 fraction — $.60 2 fraction — $1.20 
LIMITATIONS Prices for glass under 2’' wide, or under 48 square inches, or for special shapes, will be quoted upon re- 
ON SIZES quest. 
LABELING Glass will not be labeled — quality will be identified on the cases. 
FREIGHT All prices are F.O.B. factory. Freight on carload shipments will be equalized with the nearest compet- 
EQUALIZATION ing factory at published rail, or rail and water rates, according to the way shipments move. Equaliza- 


tion on truck shipments will be based on published truck rates, except that no equalization in excess of 
rail rates will be allowed. 


TOLERANCES Thickness Lights Average ozs. 
in inches per inch per sq. ft. 
Microscopic 038 — .042 244 — 26 8.3 
Lantern Slide 046 — .050 20 — 22 10.0 
Photographic 058 — .064 1§ — 17 12.7 
TERMS All orders are subject to final acceptance at our General Office. 


All orders accepted by us are on the basis of price prevailing at date of shipment. 

Any Federal, State or Municipal Tax imposed by virtue of a sale hereunder shall be added to the 
invoice and paid by the purchaser without discount. 

All orders are accepted subject to strikes, lockouts, contingencies of transportation, failure of supply 
of fuel or material, fire, accidents, or other causes beyond our control; and we shali be relieved from 
responsibility for delay or failure of delivery arising out of any such causes. 


Payment: 1% for cash payment within 10 days from date of invoice, or 30 days net. 


T-9 AMERICAN WINDOW GLASS COMPANY 
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EXHIBIT III -c 


AMERICAN WINDOW GL a CCOONTEP ANY 


FARMERS BANK BUILDING * PITTSBURGH 22, PENNA -\QY EXPRESS 1-1745 





SALES DEPARTMENT February 15, 1957 
LUSTRAGRAY 


GLARE REDUCING GLASS 
3/16", 7/32” and 1/4” 
ts @ medern, reduc! with « soft neutral! tint, for ial, industrial, institutional and residential 
Lustregray is @ on Pe me eom, e a commercial, industr' s 
1. it ayn Foyt approximately 50%. 
2 Solar r is decreased by more than one-third. 
3. Color values are transmitted with trve fidelity. 
TO OUR CUSTOMERS: 
We announce the availability of a new product, described above, at prices effective this date, 
subject to change without notice. 
AVAMABLE IN CUT SIZE QUALITY ONLY—SPECIALLY SELECTED FOR GLAZING 





DOMESTIC SQUARE FOOT BRACKET 3/16" 7/32" 1/4” 
— Up to 2’8” inclusive $.31 $.35 $.41 
UARE FOO Over 2’8” to 5 inclusive 37 42 48 
sa : fr Over 5 to 7 inclusive 41 46 52 
Over 7 to 10 inclusive 45 51 57 
Over 10 to 25 inclusive 58 .66 72 
Over 25 to 50 inclusive 64 7a 78 
Over 50 .69 78 84 

FREIGHT Lustragray is manufactured at our Arnold Factory, and all shipments from this factory are F.0.B. Arnold, 


EQUALIZATION Pennsylvania. Lustragray can be shipped from our Okmulgee Factory in cars with clear glass. The Lustre- 
gray portion of such mixed cars will be F.0.B. Okmulgee, Oklahoma at prices quoted, plus an additional 
AND charge of 6¢ per sq. ft. net for 3/16”, 7¢ per sq ft. net for 7/32” and 8¢ per sq ft. net for 1/4”, to cover the 
ADDITIONAL cost of transferring Lustragray from Arnold to Okmulgee. Freight equalization will be allowed, where ap- 
CHARGES plicable, on the clear glass portion of mixed cars shipped from Arnold or Okmulgee in accordance with our 
ane os w— schedules. No freight equalization will be allowed on any shipments of Lustragray. 
charges per square foot are as follows: 
1 fraction — $.008 2 fractions — $.016 


LUAMITATIONS Crtens Sor wine aente G7 cities er water Benames Seebee, | SS SER Cage, AE Re COE ED 
ON SIZE The above prices apply te glass up to and including 72” 
Glass will not be furnished over 120” long regardless of a 


LABELING All glass, strips up te and including 6” wide, will be labeled and paper packed, except that glass which 
AND is not for glazing will be furnished without labels when requested. Packed in boxes containing 

approximately 50, 100 or 300 — depending upon the size and thickness of the glass. Standard American 
PACKING Window Glass pallet packing also available at above prices. 


TOLERANCES Thickness tolerance: 3/16” — .187” to .199" 7/32” — .22” to .224" 1/4" — .245" te .261” 
Dimensional tolerance, Cut Sizes, plus or minus 1/16” 


TERMS All orders are to final acceptance at our General Office. 
All orders by us are on the basis of prevailing at date of shipment, except orders accempa- 
by Price Bookings = es 
(1) Orders binding upon all parties thereto for Cut Size Lustragray required for a specific structure or 


(2) Contracts or ‘for Cut Size Lustragray with the government of the United States or any of its de- 
partments or agencies, or with any State of political subdivision thereof. 
Price Protection Bookings the above must specifically designate the name and location of the project 
the appreximate quantities sizes required for such project. Invoices will be rendered on the basis of 
on date booking was accepted, provided we are authorized to all Lustragray covered 
within one yoar trom the date af becking. Shipments against bookings are subject te our abi 


Tax imposed by virtue of a sale hereunder shal! be added to the invoice 
purchaser discount. 

ee eae to strikes, lockouts, contingencies of transportation, failure of supply of fuel 
, accidents or other causes beyond our control; and we shall be relieved from responsibility 
of delivery arising out of any such causes. 


1% for cash payment within 10 days from date of invoice, or 30 days net. 


| 
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Payment: 


oY2 AMERICAN WINDOW GLASS COMPANY 
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EXHIBIT III -d 


June 28, 1956 
Clear Sheet Drawn 


Net Price Schedule 
TO OUR CUSTOMERS: 


We announce the following pet prices, effective this date, subject to 
change without notice: 


LAMIGLASS 


Packed in Pallets 


Net Price/50’ Unit 
40” Bracket . 3 ia 
so" 


n" See ska: ence 
= : . oO 7 °o ° © °° . . . . > — 
7 . * ° . s . ° oo . © . * °c 
BO" a © . ° oO ° ° o o - oO . ° oe 
100" e eo 6 0° @ 2:8 0 oe 4. € Ss 8.93 
120" " . * . om . oO * ca ° . a . 10.,29 
w608 " e €.056 a6 21.0'@ rece 13.56 


F.0.B. Factory. Freight. on carload shipments will be equalized with Mt. 
Vernon, Ohio at published rail, or rail and water rates, according to the 
way the shipment moves. Equalization on truck shipments will be based on 
truck rates. There will be no equalization in excess of rail equalization. 


The above prices include palletizing. 
NET FRACTIONAL CUTTING CHARGES 
LAMIGLASS < 1 fraction 35¢ per 50° unit 2 fractions 70¢ per 50° unit 
TOLERANCES 
LAMIGLASS ~ .104 to .112 inch 
TERMS 


Ali orders are subject %to final acceptance by the General Office. 

All orders accepted by us are on the basis of the price preveiling at date 
of shipment. 

Any Federal, State or Municipal Tax imposed by virtue of a sale hereunder 
shall be added to the invoice and paid by the purchaser without discount. 

All orders are accepted subject to strikes, lockouts, contingencies of trans- 
portation, failure of usual source of supply of fuel, materials, or labor, 
fire, accidents, cr other causes beyond our controls and we shall be re- 
lieved from responsibility for delay or failure of delivery arising out 
of any such causes. 

Payment: 30 daya net, or 1% for cash payment within 10 days from date of 
invoice. 


AMERICAN WINDOW GLASS COMPANY 





es ie 


450 INDEPENDENT FLAT GLASS DEALERS 


EXHIBIT Ul -e 


AM KR 1C a AN . GLASS CONINNY 


Z 
yee 
.% 


* 
FARMERS BANK BUILDING * PITTSBURGH 22, PENNA tab EXPRESS 4 


SALES DEPARTMENT 
January 1, 1956 


BULB EDGE GLASS 
NET PRICES 


TO OUR CUSTOMERS: 
We announce the following net prices per square foot, effective this date, subject to change without notice: 


BRACKET SINGLE DOUBLE 3/ 16" AND 7/32” 
Up to 5’ $.21 $.24 $.26 
5‘ to 7’ .27 

ADDITIONAL A packing charge of $.30 per 50’ box or $.60 per 100’ case will be made. 

CHARGES Net fractional cutting charges per 100’ case are listed as follows: 
Single Strength 1 fraction $.60 2 fractions $1.20 
Double Strength aod Crystal Sheet 1 fraction .80 2 fractions 1.60 
An additional charge of $1.15 per 50° box or $2.30 per 100’ case will be made on glass sizes containing less 
than 48 square i 

LIMITATIONS Bulb Edge will be limited to the following range of lengths and widths: 

ON SIZE 

THICKNESS LENGTH WIDTH 

Single and Double 12” — 44” incl. 214" — 4” incl 
3/16” and 7/32” 12” — 44’ incl.* 3” — 16” incl, 
*Our Okmulgee Factory can furnish 3/16” and 7/32” up to and including 48” long. 

TOLERANCE A cutting tolerance of plus or minus 1/16” on length and width dimensions is maintained. 

FREIGHT All prices are F.0.B. Factory, no freight equalization allowed. 

EQUALIZATION 

TERMS All orders are subject to final acceptance by our General Office. 


All orders accepted by us are on the basis of price prevailing at date of shipment. 

Any Federal, State or Municipal Tax imposed by virtue of a saie hereunder shall be added to the invoice and 
paid by the purchaser without discount. 

All orders are accepted subject to strikes, lockouts, contingencies of transportation, failure of supply of fuel 
or material, fire, accidents, or other causes beyond our control; and we shall be relieved from responsibility 
for delay or failure of delivery arising ovt of any such causes. 

Payment: 1% for cash payment within 10 days from date of invoice, or 30 days net. 


E+4 AMERICAN WINDOW GLASS COMPANY 
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EXHIBIT Ill -f 


™ 
AMERICAN WINDOW GLASS COMPANY 
a, EXPRESS 1.1745 
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FARMERS BANK BUILDING * PITTSBURGH 22, PENNA 





SALES DEPARTMENT June 11, 1956 


LUSTRAGLASS 
DOMESTIC DISCOUNT LIST 


TO OUR CUSTOMERS: 


We announce, effective this date, the following discounts applicable to our List Price dated October 26, 
1950, subject to change without notice: 


SINGLE DOUBLE 
“AA” Quality all brackets 61 -44-5% 65 - 40 - 5% 
“A” Quality — all brackets 66 - 32 - 5% 61 - 43 -5% 
“B” Quality — all brackets 61 - 43 - 5% 66 - 37 - 5% 
Double Strength “Greenhouse” Quality 
In sizes 16x18, 16x24, 18x20, 20x20, without labels 66 -37 - 5% 
ADDITIONAL An additional discount of 5% will be allowed for glass packed in standard American Window Glass 
Company pallets. ——— 
Fee mel Net fractional cutting charges per 50’ box are as follows: 
Single Strength — | fraction $.30 2 fractions $.60 
Double Strength — | fraction $.40 2 fractions $.80 
LIMITATIONS Prices for glass under 2" wide, or under 48 square inches, or for special shapes, will be quoted upon re- 
ON SIZE quest. 
LABELING All glass will be labeled, except that when glass is to be fabricated, ‘‘AA” and “A’’ Qualities will, 
upon request, be furnished without labels. 
FREIGHT All prices are F.O.B. factory. Freight on carload shipments will be equalized with the nearest compet- 


EQUALIZATION ing factory at published rail, or rail and water rates, according to the way shipments move. Equal- 
ization on truck shipments will be based on published truck rates, except that no equalization in excess 
of rail rates will be allowed. 


TOLERANCES Thickness tolerance — Single Strength .087" to .095’" Double Strength .121"" to .129”" 
Dimensional tolerance — Plus or minus 1/32” 
TERMS All orders are subject to final acceptance at our General Office. 


All orders accepted by us are on the basis of prices prevailing at date of shipment, except orders ac- 
companied by Price Protection Bookings covering the following: 
(1) Orders binding upon all parties thereto for Lustraglass required for a specific structure or con- 
struction project. 
(2) Contracts or orders with the government of the United States or any of its departments or 
agencies, or with any State or political subdivision thereof. 
Price Protection Bookings covering the above must specifically designate the name and location of the 
project and the approximate quantities and sizes required for such project. Invoices will be rendered 
on the basis of price prevailing on date booking was accepted, provided we are authorized to ship ali 
Lustraglass covered by such bookings within one year from the date of booking. Shipments against 


i bookings are subject to our ability to supply. 

Any Federal, State or Municipal Tax imposed by virtue of a sale hereunder shall be added to the 
i invoice and paid by the purchaser without discount. 
y All orders are accepted subject to strikes, lockouts, contingencies of transportation, failure of supply 


of fuel or material, fire, accidents, or other causes beyond our control; and we shall be relieved from 
responsibility for delay or failure of delivery arising out of any such causes. 


Payment: 1% for cash payment within 10 days from date of invoice, or 30 days net. 


7 Ww AMERICAN WINDOW GLASS COMPANY 














AMERICAN WINDOW GLASS CO. 


LUSTRAGLASS 


The Whitest, Clearest Window 
Glass Made 


LUSTRACRYSTAL 


Highest quality heavy sheet gloss 


LUSTRAGRAY 


Nevtral gray tinted, glare 
reducing sheet glass 


LUSTRAWHITE 


Picture glass of unexcelled 
whiteness and flatness 


SUPRATEST 


New Process Hi-Test Safety Glos 


1899 AWG 1953 
ALWAYS WHITER GLASS 
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AMERICAN | 
WINDOW GLASS COMPANY 


OCTOBER 26, 1950 


LIST PRICES 


GENERAL OFFICES 


Farmers Bank Building 
Pittsburgh 22, Penna 


ge 
as 
“2-54 
america 
engage 
DISTRICT OFFICES 


Atlanta, Ga. 
Baltimore, Md. 
Boston, Mass. 
Chicago, Ill. 
Detroit, Mich. 


Kansas City, Mo 
New York, N. Y 
Pittsburgh, Pa 
San Francisco, Cal 


DISTRICT REPRESENTATIVES 


Dallas, Texas 
Denver, Colo 


Los Angeles, Col 
Minneapolis, Minn 


PLANTS LOCATED | 


Arnold, Pa Ellwood City, Po 
leannette, Po Okmulgee, Okla | 
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EXHIBIT III - f( contd) 




















| OCTOBER 26, 1950 


AMERICAN WINDOW GLASS CO. 


SINGLE STRENGTH 


United | AA | a A le 8 
Inches 50 Foot Boxes 
40 28.00 | 23.70 | 21.15 
50 ~—|| 28.40 | 24.00 | 21.45 
60 30.05 | 25.45 | 22.80 
70 ‘|| 33.00 | 27.90 | 24.95 
80 37.15 | 31.45 | 28.00 


100 Foot Cases 


a 4 | 
100 =|} 88.00 | 75.00 | 67.00 


110 121.50 | 100.00 | 90.00 


130 || 150.00 | 130.00 | 115.00 







Fractional sizes will be billed at the 
next higher inch. 






OCTOBER 26, 1950 
AMERICAN WINDOW GLASS CO. 


DOUBLE STRENGTH 
United AM | a ie 
Inches 50 Foot Boxes 


40 39.65 | 33.50 | 29.90 
50 44.25 | 37.50 | 33.45 


60 || 45.50 | 38.50 | 34.40 


70 48.85 | 41.40 | 37.00 


80 || 53.45 | 45.30 | 40.40 


| 
| 


100 Foot Cases 


100 —_—|| 116.00 | 100.00 | 87.00 
120 ‘|| 120.00 | 101.00 | 89.50 
140 || 160.00 | 135.00 | 122.50 


Fractional sizes will be billed at the 


next higher inch. 
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August 5, 1957 


LUSTRAWHITE 
PICTURE GLASS 
DOMESTIC DISCOUNT LIST 


TO OUR CUSTOMERS: 


We announce, effective this date, the following discounts applicable to our List Price dated October 26 
1950, subject to change without notice: 


ADDITIONAL 
CHARGES AND 
ALLOWANCES 


LIMITATIONS 
ON SIZE 


LABELING 


FREIGHT 
EQUALIZATION 


TOLERANCES 


TERMS 


Lw—l! 


“AA” Quality, 48 square inches and over, all brackets 77-17-5 
“A” Quality, 48 square inches and over, all brackets 71 - 30-5’, 
“BY” Quality, 48 square inches and over, all brackets 79- 7 - 5‘; 


An additional discount of 5% will be allowed for glass 
Company pallets. 
An additional discount of 3% will be allowed for glass up to and including 80 united inches, when 
packed in 100’ cases. This additional discount does not apply to 100’ packing of sizes over 80 united 
inches. 
Net fractional cutting charges per 50’ box are as follows: 

1 fraction — $.30 per 50’ box or $ .60 per 100’ case. 

2 fraction — $.60 per 50’ box or $1.20 per 100’ case. 


packed in standard American Window Glass 


Prices for glass under 2’’ wide, or under 48 square inches, or for special shapes, will be quoted upon re 
quest. 


Glass will not be labeled, unless requested — quality will be identified on the boxes or cases. 


All prices are F.O.B. factory. Freight on carload shipments will be equalized with the nearest compet- 
ing factory at published rail, or rail and water rates, according to the way shipments move. Equaliza 
tion on truck shipments will be based on published truck rates, except that no equalization in excess 
of rail rates will be allowed. 


Thickness tolerance Thickness in inches Lights per inch Average ozs. per sq. ft. 


-068 to .076 13 — 15 15 


Dimensional tolerance — Plus or minus 1/32’’. 


All orders are subject to final acceptance at our General Office 

All orders accepted by us are on the basis of price prevailing at date of shipment. 
Any Federal, State or Municipal Tax imposed by virtue of a sale hereunder 
invoice and paid by the purchaser without discount. 

All orders are accepted subject to strikes, lockouts, contingencies of transportation, failure of supply 
of fuel or material, fire, accidents, or other causes beyond our control; and we shall be relieved from 
responsibility for delay or failure of delivery arising out of any such causes. 


shall be added to the 


Payment: 1% for cash payment within 10 days from date of invoice, or 30 days net. 


AMERICAN WINDOW GLASS COMPANY 
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EXHIBIT IV 





GLASS PRODUCTS, INC. 


SUBSIDIARY OF AMERICAN - SAINT GOBAIN CORPORATION 
GENERAL OFFICES - FARMERS BANK BUILDING, PITTSBURGH 22, PA. 





August 12, 1957 
(Revised June 2, 1958) 


SUPRATEST JOBBERS PRICE SCHEDULE 


TO OUR SAFETY GLASS DISTRIBUTORS: 


We announce the following net prices in dollars per square foot, terms and conditions, effective 
this date, and subject to change without notice: 


SQUARE FOOT BRACKETS 








eo 1—5 Incl. 5—7 Incl. 7-10 Incl. 10-15 Incl. 
Block Cut Block Cut Block Cut Block Cut 
Size Size Size Size Size Size Size Size 
SUPRATEST—STD. SHEET ORS &S 
6 to 250 Its. 70° @B 87 .98 91 1.13 1.15 1.29 
250 and over 66 .83 74 87 82 .96 95 1.09 
SUPRATEST—D & D SHEET 
6 to 250 Its. 90 1.06 .90 1.10 1.04 1.20 1.23 1.39 
250 and over 7a & 80 .94 .89 1.03 1.03 1.17 
KOOLVUE—STD. SHEET 
6 to 250 Its. SF Liz 1.03 1.21 1.10 1.32 1.16 1.39 
250 and over 83 .97 87 1.01 97 1.10 1.01 1.16 
SUPRATEST—THIN SHEET 
6 to 250 Its. 1.11 1.25 1.26 1.42 
250 and over 98 1.18 1.12 1.34 
SUPRATEST PLATE 
6 to 250 Its. 1.54 1.67 1.63 1.78 1.75 1.89 1.90 2.01 
250 and over 1.33 1.47 1.43 1.56 1.52 1.66 1.61 1.75 
KOOLVUE PLATE 7 
6 to 250 Its. 1.79 1.89 1.87 2.06 2.05 2.19 2.12 2.28 
250 and over 1.55 1.68 1.64 1.79 1.74 1.89 1.79 1.93 
CUT SIZES A charge of 20c per light will be applied regardless of size or quantity in addi- 
tion to the price per square foot as above. 
OTHER Prices furnished upon request for sizes exceeding 15 square feet in area. 
PRICES Special prices will be quoted on application for sizes under 3” wide or under 
1 square foot. 
FREIGHT These prices are F.O.B. our Factory, Ellwood City, Pa., freight equalized with 
EQUALIZATION Toledo, Ohio, Philadelphia, Pa., Chicago, Ill., Detroit, Mich., Wichita, Kan., 


and New York, N. Y., on shipments of 300 pounds or more. No equalization 
on shipments up to 300 pounds. 


BOXING No charge will be made for boxing if glass is ordered in accordance with our 
standard 6 light box. Irregular packing will be charged for at the rate of 
$2.00 per box. 
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GLASS PRODUCTS INC. 


SUBSIDIARY OF AMERICAN - SAINT GOBAIN CORPORATION 





MINIMUM CHARGE $25.00 per order, excluding boxing. 


CUT SIZES are furnished with or without edgework as specified, cut either to size or pattern. Supratest 
cut to fractional size, or odd inch dimension, or with edgework or pattern cutting is a Cut Size. 


BLOCK SIZES are furnished in even inch dimensions, not cut to pattern, without edgework, and not under 
one square foot in area. 


SUPRATEST STANDARD SHEET is made with two lights of glass, each of which averages .108” thick 


SUPRATEST SINGLE SHEET is made with two lights of Single Strength and will be furnished at the same 
price as Standard Sheet. 


SUPRATEST DOUBLE SHEET is made with two lights of Double Strength. 
SUPRATEST THIN SHEET Zephyrweight—oaverage overall thickness .111—made with two lights of Lantern 


Slide glass. Maximum recommended size is 24 x 18 inches. 


Featherweight—average overall thickness .137—made with two lights of Photo 
glass. Maximum recommended size is 24 x 18 inches. 


Lightweight—average overall thickness .159—made with two lights of Picture 
glass. Maximum recommended size is 30 x 24 inches. 


ALL SUPRATEST PRODUCTS ARE MANUFACTURED FROM APPROVED AUTOMOTIVE QUALITY GLASS. 


TOLERANCES AND Nominal Stinatid Aeae 
ree WSS __Thickness_in Inches __poxed Shipping Weight 
PRODUCTS Minimum Average Maximum _!n Pounds per Sq. Ft. 
Standard Sheet 7/32 15/64 1/4 3.0 
Plate 7/32 1/4 9/32 3.33 
Double Sheet 1/4 17/64 9/32 3.33 
Single Sheet 3/16 13/64 7/32 2.75 
Zephyrweight .105 JW 117 2.25 
Featherweight Thin Sheet -129 .137 145 2.25 
Lightweight } .149 .159 169 2.25 


Size Dimensions plus or minus 1/32” 


A change from the standard tolerance may result in increased footage; for 
example, 14 x 24 with a tolerance plus 1/16” minus 0” will be computed at 
16 x 26. 


GUARANTEE Supratest is gucranteed against manufacturing defects for a period of fifteen 
months from date of manufacture 


TERMS All orders are subject to final acceptance by the General Office. 


All orders accepted by us are on the basis of price prevailing at date of 
shipment. 


Any Federal, State or Municipal Tax imposed by virtue of a sale hereunder 
shall be added to the invoice and paid by the purchaser without discount. 


All orders accepted subject to strikes, lockouts, contingencies of transportation, 
failure of usual source of supply of fuel, material or labor, fire, accidents, or 
other causes beyond our control; and we shall be relieved from responsibility 
for delay or failure of delivery arising out of any such causes. 


Payment - 30 days net, or 1% for cash payment within 10 days from date of 
invoice. 


16-L Page 2 GLASS PRODUCTS, Inc. 
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EXHIBIT V 
Wuat Is THE PLACE OF THE JOBBER IN OUR ECONOMY 


An address by Otto G, Schwenk, president, American-Saint Gobain Corp., Pitts- 
burgh, Pa., June 25, 1958, before the Flat Glass Jobbers Association Annual 
Convention (National), Chicago, Tl. 


I was delighted to receive the invitation of your program chairman to speak 
before you here today. I know you have had many outstanding leaders in the 
flat glass industry talk to you about the position of the flat-glass jobber: men 
who through their long association with your industry undoubtedly are far 
more qualified than I am. Nevertheless, I welcome and appreciate this oppor- 
tunity to share with you some of the impressions I have gained of the flat-glass 
jobber and the function he performs—and should continue to perform—in this 
business of growing promise. 

The title suggested for my talk by your planning committe invites me to 
cover a very broad subject: for it implies a discussion of the entire field of 
primary wholesale distribution. I am certain, however, you would prefer that 
I confine my remarks to a consideration of the position of the flat-glass jobber— 
rather than all jobbers. Nevertheless, there is an interesting point to be ob- 
served by a brief review of what has happened in wholesale distribution gen- 
erally—other than in the glass industry. 

There was a time when every single replacement part for every automobile 
was handled by independent automotive parts jobbers. Replacement parts were 
stocked by jobbers and ultimately sold to repair shops and other users of replace- 
ments. Today, for the most part, the automotive parts jobber has disappeared. 
By far the bulk of repair parts are now handled by auto agency retail dealers, 
and one single large cooperative of former independent jobbers: The National 
Automotive Parts Association. In this industry, the jobber system proved to be 
uneconomical and the independent jobber disappeared. Too frequently, replace- 
ments had been made with parts not used by the car makers as original equip- 
ment; and, very frequently, the substitution was unsatisfactory. The auto 
manufacturers therefore created their own distributing system, and placed con- 
trol of replacement parts in the hands of their own agencies as insurance for 
satisfactory service. _ 

Only one group has maintained the prerogative of independent auto parts 
distribution: that group is the flat-glass jobbers. But, even with glass, the 
independent jobber’s franchise is not exclusive because, in many areas, replace- 
ment glass is handled currently by the retail dealer service organizations. 

Then, let us look for a moment at the broad field of building materials: an 
industry closely related to our own. Today, brand names and-trademarks are 
positive identification for all types of products. Increasingly, through manu- 
facturers’ advertising and promotion, these products and materials are pur- 
chased by brand preference. Rooting materials, paints, hardware, floor cover- 
ings, cement, heating equipment and even clay products carry the manufacturers’ 
trademark. Here again, products once distributed completely by independent 
jobbers now flow from manufacturer to consumer either directly through retail- 
ers, or through manufacturer-owned distributors. The same experience can 
be found in such diverse fields as shoes, food, drugs and a host of others. 

I can recall, although it now seems a long time ago, when as a student at 
the Harvard Graduate School of Business Administration, in a course in mar- 
keting, I first became impressed with the cost of distribution and the multi- 
plicity of links in the distribution chain of manufactured products from the 
maker to the user. Links which added nothing to the value of the product to 
the consumer; but contributed significantly to its cost to him. And, I reeall, 
that as students, we were cautioned that unless the service rendered by the 
intermediate stations—the jobber, the distributor, the wholesaler, the dealer, the 
retailer—could justify their existence, the function would disappear and progress 
would inexorably find a cheaper method of getting the product from the factory 
to the user. 

Is it possible for us to draw the conclusion from the business history to which 
[ have referred that the service rendered by these other jobbers—service to 
both consumer and manufacturer—failed to meet adequately the changing needs 
of the times? Is that the reason why in so many different industries manu- 
facturers have seen fit to set up their own factory-owned distribution system? 
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You are all fully aware of the fact that there exists a definite demonstrated 
difference in philosophy on this subject in the flat glass industry ; not all manu- 
facturers of flat glass subscribe to my appraisal of the flat-glass jobber. 

In our company, whether we are thinking in the past as American Window 
Glass Co. or in the present as American-Saint Gobain Corp., we think of the 
flat-glass jobber in a prime role. You are an essential part of the system to 
which we subscribe, one that performs all of the many necessary services which 
make flat glass satisfactorily available to the user. Thus, you are a vital con- 
necting link in the chain between the manufacturer and the end user. 

Except in very isolated instances for almost 60 years, longer than any other 
flat-glass manufacturer in this country, American’s association with glass 
jobbers has been mutually satisfactory. Were it not for the flat-glass jobber, 
American and others of us would have to expend many, many hundreds of 
thousands of hours contacting the multitude of users of glass: calling back 
time after time on repeat calls—selling, promising, cajoling—and even then we 
could not possibly serve them as you do. Were it not for you, we would have 
to set up a vast network of national warehousing facilities to keep our ultimate 
consumers supplied with American glass products. What a fund of intimate 
knowledge we would have to possess to know each area’s needs and changing 
moods in glass requirements. 

And yet, as manufacturers whose furnaces produce glass 24 hours a day, 7 
days a week, 365 days a year, we have glass to sell. Soon, we expect to 
broaden our glass line far beyond what it is at the present time. To get those 
commodities to the market, with the exception of isolated special cases, the job 
would be tremendously more difficult without the services you offer. We are 
committed to the jobbing system in the distribution of our products, and will 
support that system in every legal and reasonable manner. 

And as much as we, the manufacturer, need you, the consumer needs you 
too; for you represent the extension of his stockroom and inventory, the pool 
from which he draws to fill his requirements beyond what he has on hand—the 
people with the know-how, equipment, and ability to serve his needs. So, we at 
American are vitally interested in the well-being of the flat glass jobbing sys- 
tem; and we believe the consumer is equally interested in that well-being. But, 
to preserve it, you must contribute the business judgment and the management 
that will assure your independence, your freedom, and your success. 

Forces at work in the flat-glass jobbing industry today challenge your security 
and your future; just as, about 40 years ago, similar forces posed a like chal- 
lenge to the American Window Glass Co. Then—lulled into a false sense of 
security and invulnerability by large royalties and handsome profits from a uni- 
versal use of its process for making window glass, and a blind faith in its position 
as the sole owner of the only mechanical method for making sheet-drawn glass— 
our management was unable to see the developments taking place in the industry 
around it, was unable to see the termites at work on its foundation, and—through 
stubbornness and obstinacy or lack of vision learned the bitter lesson that no one 
has a monopoly on brains—finally saw its position of preeminence in the industry 
dwindle and disappear and its security and stability erode away. It has taken 
many years of hard work in the American Window Glass Co. to reestablish its 
position as a producer of fine quality products; to rebuild its factories and its 
organization ; and to turn it around and start it back up. I am very happy and 
proud to have been able to play a role in the final act which will restore American 
to a position of leadership in the flat-glass industry. To be sure, the job will 
not be an easy one; but, at least we are aware of the conditions under which 
we must make our fight and we believe we know how to prepare for it. There 
is a direct corollary between our position and something I read lately. It had to 
do with leadership, and the respons‘bilities of leadership, and made a very 
cogent and appropriate point. The writer pointed out that it is a characteristic 
of the American people to bring up a boy or a young man to face a fight unafraid. 
regardless of the probable outcome. We instill in our young men the code that 
one of George Eliot’s characters summarized by saying. “Any coward can fight 
a battle when he’s sure of winning; but give me the man who has the pluck to 
fight when he’s sure of losing.” And that’s quite right—for the individual— 
when he has nothing to risk but his own neck. 

But if a man is going to become a leader of others, he must be taught to modify 
his spirit and determination by a realization that not only his own interests are at 
stake, but those of perhaps unnumbered other people as well. Just as a military 
leader has to consider his men, his army and the nation, so an industrial leader 
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must never forget that he has stockholders, employees, distributors and dealers, 
a plant community, and all the rest whose fortunes ride on any fight he 
undertakes. 

The boy who used to fight at the drop of a hat, the combat soldier who excelled 
as a man-at-arms, now must become a general. And the difficult thing we have 
to teach him, if he is a man of spirit, is that as a general he has no business 
ever to get into a fight until, by careful planning and determined maneuver, he 
has created a position that favors his winning. That’s his job as a leader. 
Then, and only then, let him turn loose his talents as a fighter. 

To overcome the forces which are at work in your phase of the industry, it is 
my personal belief that you—each of you—have to fight to stay alive. You must 
fight and fight hard to maintain the importance of the link in the chain between 
our plant and the hardware store or the glazing contractor or the secondary 
account a thousand miles removed from our plant. But first, you must create 
the position that favors your winning the fight. This means that you have to 
justify your existence with service and sell both your goods and your service as 
you've never sold them before. 

Your primary function is to serve the manufacturer on the one side and the 
processors, retailers and various other consumers on the other. Moreover, you 
must do this faster and on «a more intimate personalized basis than the same 
function can be performed by the manufacturer. But, if as a result of your role, 
the product is not made available to the end user in the quantity, with the 
quality, and at the prevailing market price, then I believe you will have failed in 
your responsibility. Obviously, continued failure can only lead to elimination 
of the reason for your role. 

Your principal commodity is one of the most precious in today’s market. That 
commodity is personalized service ; the real difference between business as usual 
and no business at all. 

And your fight, like mine and the people in my company and the thousands 
of business people all over this country, must be waged on a different kind of 
battlefield than ever before. Cutthroat selling, the fast deal, the quick turnover 
may result in a temporary sales victory ; but, without the long look ahead and an 
acknowledgment that the customer must be brought back repeatedly, we are 
risking the kind of disaster that spells ultimate failure. This is one of the 
differences between the reckless fighter and the successful general. 

In the half century in which you have progressed, for most of your membership 
your history has been one of growth from a small one-man operation to a sub- 
stantial business of consequence. In the process, you have grown through many 
stages of development until you now operate a successful, complex business en- 
compassing many facets of enterprise. In many cases, 2 or 3 generations have 
passed during which you experienced full acceptance from both retailer and 
manufacturer. You have become a pipeline through which all flat glass passes. 
You have learned to direct this stream to a widening, struggling, growing market ; 
and you have prospered. In the last 15 years, you have seer whole segments 
of your market disappear through manufacturer-owned marketing outlets under 
the banner of what is called modern merchandising. Such nibbling away at your 
business has taken place as a natural consequence of the growth and expansion 
of large corporate enterprise with the capital and the power to force mass dis- 
tribution. And, therein lies a real challenge to the continued freedom, and suc- 
cess, and growth, and independence of the flat-glass jobber; therein lies the 
answer to the future position of the independent jobber. 

In a very real sense, your industry and this organization—the Flat Glass Job- 
bers Association—are an excellent example of private free enterprise at work in 
America. Many of your businesses are now in the hands of the second and third 
generation of the founding family. Many are being managed by younger mem- 
bers of the family who have enjoyed privileges of education and business train- 
ing made possible by the individual effort, the individual thrift, and the individual 
business sagacity of the men who started a private independent business before 
them. In other cases, many of you have started your own business and have 
worked hard to make it grow. It is for the preservation of this freedom of 
private enterprise that you must fight; for the individualism which thus far 
has been responsible for your success. You must preserve your right to make 
the maximum number of decisions for yourself, to exercise your qualities of 
self-control, of self-improvement, and of acceptance of responsibility for your 
own future. 
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I suggest that the future position of the independent flat-glass jobber depends 
upon his ability to render an individualized, personal service ; to preserve his free- 
dom through responsibility: and to reassert his independence of action. 

The product you sell is mass-produced through the advantages of a vast com- 
pany and organization; and yet it is highly individualized. It can be, and is, 
fitted to the needs of the individual user just as precisely as the hand-cobbled 
shoes of the fashionable bootmaker. You have the best of two philosophies. 
You can render a personalized service with a mass-produced product for you 
are not trying to sell people something they do not need. You are not trying 
to sell people a product unsuited to their particular problem. You do not impose 
“tail fins” and “365 horsepower” on a customer. He can get from you just as 
much or just as little “chromium” as he wishes, and a “wheelbase” suited to his 
needs. This is service, for it is salesmanship based upon the requirements of 
the individual. You work in a mass-production and mass-consumption industry 
where your service can be tailored to the needs of the individual customer. You 
must meet those needs—as a jobbing organization and as an individual—ready, 
able, and willing to extend yourself to satisfy a want on a personal, individualized 
basis. 

But, it is important to observe the difference between individualism and 
chaos. We live and work in society. We live by rules. We cannot trample on 
the rights of others. Social principles are as important as individual principles. 
The surest way to doom the status and future of the independent jobber is 
through selfishness. The degree of governmental regulation and control which 
prevails in this industry today is to a large extent the result of selfishness and 
irresponsible business leadership. Only the growth of a sense of social responsi- 
bility, along with a recognition of sound business principles, will save and 
regenerate and enrich it. 

No word, I believe, is more akin to the word freedom than the word responsi- 
bility. The voluntary acceptance of responsibility is the antithesis of stagnating 
control. It is the truest sense of individual freedom. The only way to preserve 
individual freedom of action is through unselfishness. And, responsibility is 
unselfishness. Your relationship with your suppliers and your customers is a 
delicate relationship. You must preserve a balance. You must not usurp your 
customers’ right to think and decide: that is not salesmanship, that is brain- 
washing. Salesmanship is helping the individual customer to fill a want with 
the materials best suited to his needs, not to do his thinking for him. You have 
to live with your customers, and you have to live with your suppliers in a way 
that some of your competitors do not have to do. You cannot have any qualms 
at seeing them tomorrow, or next year, or decade from now ; whcih cannot be said 
of all salesmen of flat glass. You must be, if I may say so, peculiarly responsible 
businessmen. If you are not, you will ultimately fail. And, so the word responsi- 
bility looms high in reading the future of the independent flat-glass jobbing in- 
dustry. 

The third consideration I feel to be of importance in fixing the position of 
your industry in our growing economy is the degree to which you reassert your 
independence of action. The other two considerations both unintentionally 
convey negative elements of selfishness and control. But independent action 
means just what it says: doing something of one’s own volition. I believe it 
goes to the heart of your problem. Independence in this country connotes action. 
Voluntary action always goes with doing something; and voluntary action is 
the best possible weapon with which to fight stagnation and the submergence 
of private, individual enterprise. It is your great tool as independent business- 
men. You must exercise your independent judgment based on the facts before 
you; you must decide and choose, uninhibited and uncontrolled, if you are to 
make the most of your opportunities. If you do, you will overcome the challenge 
you face, and you will find that it is not necessary to bury the individual enter- 
priser in the embrace of a great corporation. And it is important that you do, 
for from the viewpoint of my company, we see the independent flat-glass jobber 
playing a vital role in increasing the use of glass in daily living to a point never 
before imagined. 

That is why we in American-Saint Gobain are now engaged in the im- 
portant task of creating in this country a third, major producer of all flat-glass 
products. As you know, we have combined the American Window Glass Co. 
with the Blue Ridge Glass Corp. into a new company called American-Saint 
Gobain Corp. The objective of this merger is not merely the combination of 
two producers of complementary lines of products, but is the creation of a full- 
line producer of flat-glass products in the United States. That means our new 
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company intends to build a plate-glass plant which will employ the most modern 
techniques for the production of the highest quality plate glass, which when 
added to its present products will enable our company to service all of your 
flat-glass requirements. During the time the Department of Justice was re- 
viewing the proposed merger, a survey of suitable plant locations was made and 
preliminary engineering of the plant was undertaken. Both are now in their 
final stages, and when financing arrangements are completed, it is expected that 
construction will be started on the most modern plate-glass facility in the 
world. 

Partly by planning and partly because of influences beyond our control, we 
feel that the completion of the new plant will coincide with the beginning of 
a period of the greatest demand for glass of all types that this industry has 
ever faced. Statisticians and economists are agreed that the population has 
already been born, is already in existence, which will create an unprecedented 
demand for homes, schools, commercial buildings of all types, and all the things 
that go into them, in the early 1960's. This, plus an architectural trend to use 
ever-increasing quantities of glass as a dominant construction material, liter- 
ally sheathing buildings of all types, forecasts a market of unprecedented size 
and scope for our industry. And so—we have planned and created this new 
company so that we will be in a position to serve you with the finest flat-glass 
products made in the world at a time when you will need them most. 

So far, you’ve listened to my views of your position in the industry, and to 
an outline of a new company which shortly will become a major participant in 
the marketing of all types of flat glass in this country. Now, it appears reason- 
able that you may wonder what this new company’s policies will be regarding 
distribution. I’ve already told you that we are committed to the independent 
flat-glass jobber; but, to make our position clear, I’d like to quote a statement 
made by Mr. Wescott a few months ago when he addressed a group of you in 
Little Rock, Ark. He said: (quote) “I appear before you, our jobber friends, 
to make whatever contribution I might toward your present peace of mind and 
toward your continued prosperity as a necessary, desirable and deserving dis- 
tribution system for the products of this industry. * * * American-Saint 
Gobain shall continue to proudly hoist the banner of its trademarks above the 
establishment and behind the efforts of the independent glass jobbers. We have 
not employed, do not now employ, nor do we contemplate employing any policies 
that should disturb established distribution systems or practices.” (End of 
quote. ) 

This declaration is not, however, unconditional. 

American Window Glass Co. devised and worked hard at a program within 
our means to bring the name of our product before the public. Such a program 
has continued and is expected to continue: perhaps even stronger than ever 
before. Lustraglass, Lustragray, Lustracrystal, and other product names of our 
company appeared in paid advertisements and in prepared news and feature 
stories on nonadvertising pages of many of the country’s leading business, 
financial and general interest magazines. In addition, a sizable sum has been 
invested by American in paid promotion in glass industry market magazines. 
We have also concentrated in the promotion of American-Saint Gobain glass to 
builders, contractors, and architects. 

If you remember anything of what I have said here today, I hope you will 
remember this: Our promotion does not have the purpose of selling glass 
directly, but of selling our name on behalf of you independent jobbers. The 
success of this kind of promotion has been proven. The number of specifications 
calling for American glass are on the increase. 

The objective of American’s program has been and will continue to be the 
creation of a growing demand for American-Saint Gobain glass. The quality of 
our glass is well recognized ; its price is determined by normal competitive pric- 
ing practices; it will enjoy an increasing share of the market. 

While we recognize that some foreign glass—much of it of inferior quality— 
will be marketed to meet the demands of price-conscious end-users, we do not 
hold with the premise that this country’s tastes in quality will, over any ex- 
tended period, be lowered because of price. In the long run, and any successful 
business practice must be viewed over the long period, quality will be of prime 
importance in the choice of materials. That being the case, the products of 
American-Saint Gobain will be ever-increasing demand. 

Today, it is my firm opinion that any distributor who substitutes other prod- 
ucts in place of specialized American-Saint Gobain glass either to clear in- 
ventories or to realize a quick and inadequate profit on the basis of price will 
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take such action at the risk of weakening his position with both the supplier 
and the buyer. Certainly, it will negate our efforts spent to promote the use 
of American-Saint Gobain glass, and to improve the position of those who 
purchase and supply our products. 

In the past, during periods of high demand, there were some who retreated 
from this stand; and it may happen again. For their benefit, I will state now, 
clearly and unhesitatingly, the marketing policy of American-Saint Gobain in 
this respect. We will stand ready to supply in good times and bad the inde 
pendent flat-glass jobber who has maintained the practice of supporting the 
domestic manufacturer and serving the buyer fairly and equitably at all times. 
In those rare instances where independent jobbers act otherwise, they them- 
selves have forefeited the right to expect our wholehearted cooperation as a 
supplier. 

Naturally, I recognize that our relationship is a two-way street. While I 
have spoken mostly of your responsibilities, I assure you that we are keenly 
aware of our responsibilities. Any relationship between manufacturer and dis 
tributor, to be effective, must be based on mutual respect, confidence, and trust. 

I am sure you have thought a great deal about the effect of the size of a 
manufacturer on the profit potential for the independent jobber. I am also sure 
you will agree that the size of a supplier must be measured by more than vast 
warehouses, annual volume, and big buildings. In the final analysis, the size 
of any business is measured by the bigness of its people. 

What is the caliber of the people in this new company? Do they see the 
value of the independent jobber, utilizing him wherever possible to bring 
American products to market? Do American-Saint Gobain people measure a 
distributor by physical size alone, or by his stature in his relations with others’? 
Do they think of him as an individual and try to understand his position? 

Only you can supply the answers, and those answers will be determined 
by our ability to understand your problems and fit our operations into a busi 
ness concept where our mutual interests are being best served. You have been 
able to measure our day-in-day-out performance; our philosophy as to qual- 
ity. We invite you to measure us as men. We want you to visit us, our plants, 
talk with me and our executives, our salesmen and our production people 
There are no closed doors to you at American. 

The future of the glass industry is certain enough. Our part in that future 
yours and ours—can also be positive and clear. But—and I sincerely mean 
this—our paths lie together and to capitalize on the promise of that future, 
we must strengthen the relationship between us and honestly understand and 
appraise where we stand with each other. 

Gentlemen, you can depend upon us to help strengthen the position of the 
jobber in our economy. 

I thank you. 





APPENDIX XIV 


ARTICLE FROM BUSINESS WEEK, NOVEMBER 22, 1958, CONCERNING 
ST.-GOBAIN CORP. 


Oup Frency GLAssMAKER BREAKS GrounpDIN U.S. 


ST.-GOBAIN IS GAMBLING ON A NEW TWIN-POLISHING PROCESS TO ESTABLISH 
ITSELF AS THIS COUNTRY’S NO. 3 GLASS COMPANY 


For nearly a year, United States companies have been hurrying to 
Western Europe to get in on the ground floor of the six-nation Western 
European Common Market. Nowa top French company—encouraged 
by United States economic recovery—is planning a major penetration 
of the United States market. 

Next year, St.-Gobain, France’s largest glass producer and _ its 
third-ranking industrial company, will break ground for a $40 million 
plate glass pl: int in the Ohio valley. The new plant will come under 
the wing of American-St.-Gobain Corp.—a joint company formed 
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last May by the merger of St.-Gobain of France’s United States sub- 
sidiary, Blue Ridge Glass Corp., Kingsport, Tenn., and American 
Window Glass Co., of Pittsburgh, Pa. 

When this project is completed in 1961, it will represent— 

France’s largest manufacturing investment in the United States 
since the war. 

What St.-Gobain claims will be the most technically advanced 
plate glass plant in the world—outfitted with the company’s 
revolutionary new process for polishing plate. 

The culminating step in St.-Gobain’s scheme to establish itself 
as the third glass company in the United States—after Pittsburgh 
Plate Glass Co. and Libbey-Owens-Ford Glass Co.—producing a 
full line of flat glass products, and a company to be reckoned with 
in the $700 million United States plate glass industry. 

Planning big.—The French company isn’t shy when it comes to 
laying big plans—especially under the postwar leadership of 54- 
year- old Arnaud de V ogue, president and Saaeead and Rene Grand- 
george, managing director, the two-man team (picture) responsible 
for its current expansion program. 

But it has a basis for planning big. Founded 38 centuries ago, 
it’s already one of the world’s largest glass producers, making 15 
percent of the plate glass and about 12 percent of the sheet and rolled 
glass produced annually around the world. In continental Western 
Kurope, it has a firm grip on 50 percent of the entire plate glass 
market. Nearly all French perfumes and champagnes are put up in 
St.-Gobain bottles. 

Glass, however, accounts for roughly only half of St.-Gobain’s 
annual gross income, estimated conservatively at about $400 million 
in 1957. Chemicals account for the rest: a vast array of fertilizers, 
pesticides, fungicides, plastics, silicones, and petrochemicals. 

The expansion program that got under way in the early 1950’s has 
already carried St.-Gobain far. It has 32 plants and 65 subsidiaries 
in 9 countries, employs 40,000 and has licensing links with a host of 
companies all over the world. 


I. CAUTIOUS INVADER 


Although St.-Gobain’s United States plans are ambitious and broad, 
and its hopes high, it is treading warily at first, according to Vogue 
and Grandgeorge. “We're newcomers,” they say, “and don’t want to 
step on anyone’s toes. First we'll supply old customers—United States 
jobbers who imported 5-million square feet of St.-Gobain plate last 
year from plants in France and West Germany. Then we ‘ll look for 
new ones. 

Newcomer with a past—St.-Gobain’s officers could describe it as 
a newcomer to the United States only in a relative sense, however—a 
newcomer as far as the current push is concerned. It has actually 
had an office in New York since 1828, and has had an interest in United 
States glass for 3 decades, 

In 1927, acting jointly with a group of European glass companies, 
St.-Gobain set up Franklin Glass Corp., of Butler, Pa., and still has 
a 25-percent holding in this small plate glass producer. Its interest 
in Blue Ridge—which now produces almost 35 percent of United 
States rolled glass—dates back to 1925 
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Bold challenge.—Still, these interests are only minor factors in the 
United States industry, and only a takeoff point for the future St.- 
Gobain envisages in the United States. Despite its overseas accom- 
plishments and its established base in this country, St.-Gobain may 
find the big United States market hard to crac ‘+k. For one thing, 
it hasn’t yet completed the financing for its new plant. 

It has 40 percent ownership of American-St. Gobain’s stock, and it 
has agreed to invest another $10 million in cash to get 55 percent 
control. But to complete the financing of the new $40 million plate 
glass plant, it will have to raise more money—presumably from a 
group of United States insurance companies. 

The new plate glass venture is designed to round out its United 
States production in the flat glass field. In the four plants joined 
by the May merger, it already produces 35 percent of total United 
States output of rolled glass (rough, corrugated, and wire glass), and 
20 percent of sheet output (window glass and the like) 

Its aim now is a direct challenge to Pittsburgh Plate and Libbey- 
Owens-Ford, which up to now have dominated the United States 
market in plate glass (used in automobiles and high-class building 
construction ). 

What's it’s betting on.—St.-Gobain’s initial United States plate 
output is only expected to reach 40 million square feet annually, a 
mere fraction of total United States production. But it’s counting 
evidently on two things to tip the scales in its favor: (1) it figures 
that its revolutionary new twin-polishing process for plate will cut 
production costs drastically, and (2) it looks for large profits im an 
industry where some observers estimate the profit margin as high 
as 35 percent. 

With this expected cost advantage on top of an already Insh profit 
margin, St.-Gobain’s top management is betting that it will soon have 
the funds to justify a huge new expansion program that would boost 
its plate output to the level of its two big competitors. 

The French may have an ace in the hole, too, in the form of a new 
glass for the building industry. It’s made to be pierced by screws 
and nails, and it doesn’t break under hammer blows. 

Many ties.—St.-Gobain’s United States ambitions, and its ties with 
United States s industry, are not limited to glass. It is bound toa num 
ber of leading United States companies by a criss-cross of licenses that 
takes it from. glass products to chemicals and fertilizers. Its Euro 
pean chemic als branch makes polyester resin under license from Amer 
ican Cyanamid. SISS, a French subsidiary in which Dow Corning 
Corp. has an interest, produces silicones under Dow Corning patents. 
Under agreements with Fluor Corp., Ltd., of Los Angeles, Fluor 
engineers build fertilizer plants, using St.-Gobain patents and 
know-how. 

The licensing agreements are a two-way street. St.-Gobain, for 
example, has a 50 percent interest in American Security Corporation 
of New York, which handles licenses for Security, the tempered safety 
plate Glass St.-Gobain pioneered nearly 30 years ago. The Franch 
company’s champagne bottles, on the other hand, are made with ma 
chines bought or built under license from Lynch Corp., of Anderson, 
Ind., and Emhart Manufacturing Co., of Hartford, Conn. 
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Branching out.—In its new push, St.-Gobain aims as well to step 
up its United States activities in organic chemicals, glass products, 
and its bulk process for polyvinyl chloride, and to increase its ties 
with United States companies. 

Its two latest products: 

France’s first GRS synthetic rubber plant (Business Week— Sep- 
tember 13, 1958, p. 103), a $40-million joint venture with Boston’s 
Godfrey L. Cabot, Inc., Texas Butadiene & Chemical Corp., Royal 
Dutch /Shell, and France ’s top tire maker, Michelin. 

Coastal Chemical Corp’s $2 million phosphate fertilizer plant 
at Pascagoula, Miss.—a joint design and construction job with 
Fluor. 

Il. TECHNICAL PIONEER 


But St.-Gobain’s main United States bid is in glass—and the big- 
gest card it’s holding is its new twin-polishing process for plate glass. 

Trying for a technical edge is nothing new for St.-Gobain. It prides 
itself on being a pioneer—and in some fields, it has even been centuries 
ahead at times. It pioneered sick leave, medical care, and low-cost 
housing for its workers as far back as the 17th Century. 

Through its three centuries, St.-Gobain has put even more stress on 
research and development. At the end of the 17th century, St.- 
Gobain introduced the first casting process for large mirrors. In the 
20th century, it invented the first continuous casting process for glass— 
first for rolled glass, then for plate. 

At least once, though, St.-Gobain was caught napping. On the eve 
of World War II, Britain’s leading glassmaker, Pilkington Bros., Ltd., 
introduced a new twin-grinding process for working both sides of a 
a cast-glass ribbon simultaneously—St.-Gobain, however, used the 
process on license and claims to have improved on it (United States 
industry incorporated the British method about 3 years ago). 

Final step.—Now St.-Gobain seems to have grabbed the lead again; 
it claims to have developed the final step in the plate glass production 
cycle. 

Before St.-Gobain developed its twin-polishing process (“twin” be- 
cause it polishes both sides of the glass at the same time), the contin- 
uous production cycle stopped after the grinding stage. Polishing was 
a separate operation. In St.-Gobain’s new system, a ten-foot “wide 
ribbon of glass glides over a line of machines nearly half a mile long, 
while it is cooled, rolled, priate and polished in one integrated opera- 
tion. 

Britain’s Pilkington and Belgium’s biggest glassmaker, Glaceries 
de Saint Roch, have researched a similar tec hnique for years. But 

Saint-Gobain claims it’s the first to make the operation practic al on 
an industrial seale. Its process has been tested out ina pilot operation 
in Italy over the past 3 years, and is all set, Saint-Gobain says, for 
full-scale introduction in a French plant as well as in the new United 
States plant. 

Growth urge—Saint-Gobain has an urge for growth as well as 
pioneering. Big production boosts are run-of-the-mill in all depart- 
ments. Its French and West German plate glass output went up 75 
percent in 1956. Its overall production of organic chemicals rose 40 
percent last year. Next year there'll be a substantial hike in plate 
output in France and Its aly. 
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Saint-Gobain’s books list assets of about $250 million. It has 100,- 
000 shareholders, and is one of France’s most sought-after blue chips. 


Ill. FROM VERSAILLES TO ATOMS 


Saint-Gobain’s particular combination of ancestral pride and pio- 
neering spirit has guided its growth and is behind its current United 
States venture. 

You see the combination in its directing team. Chairman Vogue's 
family has been active in the company for three generations; he 
started as a director in 1947, became president in 1952. He picked for 
managing director Grandgeorge, a career employee who in 30 years 
has climbed from engineer in the glass ovens to No. 2 man. 
Saint-Gobain itself can boast of royal lineage. 
Founded by France’s Sun King, Louis XIV, in 1665 at the Chateau 
de Saint-Gobain, its first accomplishment was to break the 17th cen- 
tury Venetian glass monopoly. Then it was put to work supplying 
such royal luxuries as the giant mirrors of the Palais de Versailles. 
Louis and his Finance Minister, Colbert, named it the Royal Glass 
Factory of France. It has a much longer name today: Societe des 
Manufactures des Glaces et Produits C ‘himiques de Saint-Gobain, 
Chauny et Cirey. 

The fortunes of the } Napoleonic wars—and shortages of its primary 
materials—put Saint-Gobain in the chemical business in 1806. In 
no time, this Chauny plant became the leading alkali works in Europe. 
Less than 20 years later, Chauny’s director Joseph Louis Gay-Lussac 
France’s great chemist—developed the lead chamber process for sul- 
furic acid. 

Branching out—Saint-Gobain’s foreign operations began just. be- 
fore the Franco-Prussian War of 1870, when it bought Germany's 
leading glass enterprise. 

In quest of new things, Saint-Gobain entered petroleum refining in 
1928. After World War I], it took on plastics, more organic ¢ sens 
try, petrochemicals. Working closely with Royal Dutch/Shell, 
owns 40 percent of Cie, de Raflinage Shell-Berre, a leading French oil 
refiner, 30 percent of a big petroleum distributor, and 50 percent of 
Shell-Saint Gobain in petrochemicals. 

Now it’s also deep in atomic energy, Saint-Gobain’s French engi 
neers are building France’s first plutonium extracting plant. 





APPENDIX XY 
MATERIAL SUBMITTED BY PITTSBURGH PLATE GLASS CO. 


OCTOBER 7, 1958. 


(a) RESPONSE OF PITTSBURGH PLATE GLARS CO. TO THE SENATE 
SELECT COMMITTEE ON SMALL BUS!INESS, SUBCOMMITTEE ON 
MONOPOLY’? 


I. IMPORTANCE OF FLAT GLASS IN PGG’s OVERALL SALES AND EARNING PICTURE 
Pittsburgh Plate Glass Co. (PPG) manufactures glass, paints, fiber glass, 


plastics, brushes, and other products. Through a wholly owned subsidiary, it 
manufactures chemicals and cement. PPG was incorporated under the laws of 


‘ Pagination of original is shown in brackets in the text. 
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the Commonwealth of Pennsylvania in 1883 and maintains its general offices in 
Pittsburgh, Pa. The company is owned by some 20,000 shareholders, and it has 
approximately 35,000 employees. 

Flat-glass products manufactured by PPG consist of plate glass, window glass, 
laminated safety glass, and tempered glass. Other glass products manufactured 
by the company include structural glass, optical glass and ophthalmic glass, 
multiple-glazed units, mirrors, and various special glass products for military 
and other purposes. 

Consolidated net sales of the company in 1957 were $621 million. The com- 
parative figure in 1958 will be somewhat lower. The relative sales volume 
contributed by the several product groups of the [2] company varies with condi- 
tions in the industries that the company serves. Profit margins are not readily 
available by product groups because the primary determination of profits is by 
manufacturing functions and merchandising functions. It is clear, however, that 
profit margins within each product group vary with the levels of capacity 
operated, competitive situations affecting industries served, methods of distribu- 
tion utilized, and numerous other factors. In the past, sales of flat glass and 
other glass products in a normal year have contributed less than one-half of 
the total sales volume of the company and its consolidated subsidiaries. Sales 
of paints, brushes, and related products have contributed the next highest 
percent of total sales volume, with chemicals in third position. Other miscel- 
laneous products, such as fiber glass and cement, contribute less than 10 percent 
of total sales. 

In addition to selling its products, the company makes some product installa- 
tions. In bidding on any job involving installation PPG, like other installers, 
includes a profit margin on the labor component of the bid. There is no fixed 
or uniform billing practice regarding such installations. Installation services are 
to a degree accounted for separately from products; however they are a minor 
factor in PPG’s total sales, revenues, and earnings. 


Il. THE COMPANY'S MERCHANDISING FACILITIES AND METHODS 


It is not feasible to furnish the information requested under [3] this subdivi- 
sion in the exact detail and format requested by the subcommittee’s staff. In 
substance, however, the following information is believed to answer the principal 
uspects to which this section of the outline is directed. 


A. DESCRIPTION 


PPG’s factories and factory depots transfer glass to units of the company’s 
merchandising division. This division operates 73 warehouses, 140 service 
branches and 61 retail stores.” These merchandising division units in substance 
operate as follows: 

Each of the 73 warehouses is operated by a local manager who has a high 
degree of freedom in establishing sales and management policies within his 
market. Each manager in turn supervises the operation of what, in substance, 
are branches or physical extensions of his warehouse. A PPG warehouse man- 
ager, through his warehouse and the service branches under his supervision 
carries on a business which functions in much the same manner as that of a 
competing glass jobber who has a direct factory source of supply. On the other 
hand, the retail store operations conducted by PPG warehouses at separate 
locations more closely resemble the operations of a glass dealer. A few PPG 
warehouses and service branches carry on jobbing auto glass sales and local serv- 
ice operations at more than one location in their respective cities. Operations 
of this type have sometimes been referred to as “Servicenters.” [4] 

A list of the PPG merchandising division warehouse locations, in chronological 
order by approximate opening date (from 1896 to date), is attached and desig- 
nated exhibit II-A-1. Similar lists for service branch locations and retail stores 
are attached and designated, respectively, exhibit II-A-2 and exhibit II-A-3. 


B. CUSTOMERS 


At the factory level PPG follows a policy of selective distribution. This means 
that PPG, like most manufacturers realizes that maximum sales are not achieved 
by selecting all possible outlets as factory buyers of its products. Accordingly, 


?This does not include 41 Pacifie coast paint stores, which do not handle glass, operated 
by PPG's paint division. [This footnote in original.] 
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it will continue to sell existing factory buyers, as long as they demonstrate ability 
to promote and distribute its products, and it will add new factory buyers when 
in the judgment of PPG, the long-range promotion and distribution of PPG's 
products will be improved thereby. In reaching a decision, PPG considers among 
other things, the experience, facilities, personnel, and financial responsibility of 
the prospective factory buyer. PPG also weighs such additional factors as the 
growth and development of the area involved; the existing supply situation; the 
adequacy of the market coverage and sales promotion given by its existing factory 
buyers; its knowledge of the prospective factory buyer, including whether the 
prospective factory buyer would be a distributor account with whom a long-range 
profitable, and pleasant relationship, with a minimum of complaints and claims, 
might [5] be established. After an evaluation of all of the pertinent factors, 
a decision is made based primarily upon PPG’s judgment as to whether it would 
stand to gain more business in the long run than it would lose by selecting a 
prospective customer as a factory buyer. PPG's policy of selective distribution 
is further described in a brochure entitled “What Would You Do in Our Place,” 
a copy of which is attached and designated exhibit II—-B-1. 

In the operation of this policy of selective distribution as described in the 
above paragraph, in 1948 PPG shipped plate and/or window glass to 493 inde- 
pendently owned factory customer establishments. By 1957, this number had 
increased to 663, or an increase of 34.5 percent. 

At the distribution level each warehouse manager determines the distribution 
policies to be followed by his warehouse and the branches under his general 
supervision. Merchandising division units customarily sell to all comers at 
prices which give recognition to the functional character of the customer’s busi- 
ness. Classes of trade served, of course, differ from area to area depending upon 
the market structure of each locality. The company’s products are distributed 
at this level to such classes of trade as glazing contractors, glass dealers and 
shops, auto glass replacement shops, lumberyards, hardware stores, furniture 
stores, general contractors, maintenance accounts, insurance companies, and 
others. [6] 

Cc. PRICES 


In general, the methods of pricing used by PPG are historical in the flat-glass 
industry. The pricing methods described in this section reflect the manner in 
which PPG prices are quoted to independent outside customers at each distribu- 
tive level. It will be observed that all pricing at all distributive levels is not 
done on a basis of list prices. However, where list prices are used in pricing, 
the list prices normally express a relationship of values; e. g., as between sizes, 
rather than actual value. PPG does not issue suggested resale prices, and the 
great preponderance of its sales at all levels are made at discounts off list. 

Prices to factory buyers are determined at PPG's general offices in Pittsburgh. 
At the jobbing level individual warehouse managers independently determine 
the pricing method or methods to be employed, as well as the prices or discounts 
to be charged to each class of customer. This determination in each local market 
is necessarily influenced by such basic factors as local costs, demand, buying 
habits, customs, and competitive conditions. Accordingly, the discount or range 
of discounts charged by PPG branches are those which are currently prevalent 
in each of the local markets involved. 


1. Window glass 

(a) Factory pricing.—Historically, all thicknesses and qualities of window 
glass [7] have been sold by the factories on a list and discount basis. PPG's 
current list is dated January 1, 1950. <A copy of this list is attached and desig- 
nated exhibit II-C-1. This list states list prices for each bracket of single 
strength (and thinner) and for double strength window glass. These list prices 
are subject to substantial discounts. A copy of PPG's current discounts, dated 
July 30, 1958, is attached and designated exhibit II—-C-2. 

PPG's heavy sheet glass (three-sixteenths inch and thicker) is also sold on a 
list and discount basis. PPG’s current list prices and discounts for heavy sheet 
glass are contained in PPG's current schedule dated July 30, 1958, a copy of 
which is attached and designated exhibit II-C—3. 

PPG's factory prices for window glass and heavy sheet are applicable to car 
load sales to factory selected customers, called factory buyers, and to com- 
pany-owned branches. PPG's domestic window glass factory buyers include 
glass jobbers, sash and door manufacturers. lumber jobbers, hardware jobbers, 
specialty glass and mirror manufacturers, and safety glass manufacturers. 
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Transfers of window glass and heavy sheet glass from PPG factories to company 
branches are made at the same prices as those charged factory buyers. 

(b) Jobbing pricing—Sales of window glass by jobers and PPG branches 
at the jobbing level are made on many different bases which are determined 
for each [8] warehouse by the individual decision of the local warehouse 
manager. It is believed, however, that the largest number of sales at this 
level is on a list and discount basis. PPG’s window Glass List dated February 
1, 1950, is currently used by company branches. Discounts applicable to this 
list are independently determined by PPG’s warehouse managers and necessar- 
ily take into account local competitive conditions. A copy of PPG’s February 
1, 1950, Window Glass List (Pittsburgh warehouse) is attached and designated 
exhibit II-C-+4. 

Various buyers are often quoted net prices per square foot according to the 
applicable bracket, but there is no uniform practice in this respect. Still other 
buyers served at the jobbing level may withhold purchasing until their require- 
ments equal a truckload or carload quantity. Such buyers might be quoted a 
discount off list prices; some such buyers might also be quoted net prices per 
square foot. Again, there is no uniform pattern or method of quotation prevail- 
ing throughout the country. 

Heavy sheet glass is sold at the jobbing level either on a list and discount 
basis or on a net price per square foot basis. There is no uniform pattern 
or method of pricing employed throughout the country in the sales of heavy 
sheet. 

Some PPG branches, like other jobbers, engage in the business of installing 
window glass. The charges for such installations widely vary with local labor 
costs and the requirements of individual jobs. [9] 

(ce) Retail pricing—Some PPG branches make occasional sales of individual 
lights to customers. These retail sales are made on a list and discount basis. 
List prices per light are set forth in PPG’s Net Window Glass Light List book- 
let, dated July 1, 1950, a copy of which is attached and designated exhibit 
II-C-—5. This booklet contains list prices for enumerated sizes, together with 
a series of net prices which have been determined by the application of seven 
separate discounts (ranging from 55 percent to 85 percent off) to the list prices 
for such sizes. These discounts indicate the wide range which prices may take 
between the various local markets in the United States. 

?, Plate Glass 

(a) Factory Pricing—Plate glass is sold by the factories on a net price per 
square-foot basis. The basic products are 44-inch and -inch thickness plate 
glass. PPG’s current prices for 44-inch plate glass are contained in its schedule 
dated June 15, 1956, a copy of which is attached and designated exhibit II-C—6. 
Prices for 4-inch plate glass are stated in PPG’s schedule dated June 27, 1956, a 
copy of which is attached and designated exhibit II-C-7 (safety glass manu- 
facturers receive a 5-percent functional discount off these prices). [10] 

PPG's factory prices for plate glass are applicable to carload sales to factory 
selected customers, called ‘‘factory buyers” and to company-owned branches. 
PPG's domestic plate glass factory buyers include glass jobbers, safety glass 
manufacturers, mirror manufacturers and speciality manufacturers. Transfers 
of plate glass from VPG’s factories to company-owned branches are made at 
the same prices as those charged factory buyer jobbers. 

(b) Jobbing pricing.—Sales of plate glass by jobbers and PPG branches at 
the jobbing level are made on many different bases, e. g., list and discount, 
net price per square foot, and net price per piece. There is no uniform pattern 
or method of quotation which prevails throughout the country. The method 
or methods used, as in the case of window glass, are determined by the individual 
decision of each local warehouse manager. 

Company branches making sales of plate glass on a list and discount basis 
use PPG's Polished Plate Glass List Prices dated March 1, 1950, a copy of which 
is attached (Pittsburgh warehouse) and designated exhibit II-C—&. Net prices 
are determined by the application of substantial discounts to these list prices. 

At the jobbing level, plate glass is sold to glazing contractors, glass dealers and 
shops, lumber yards, hardware stores, furniture stores, general contractors, in- 
surance companies, maintenance accounts, etc. Plate glass is also sold on an 
installed basis by various PPG branches. [11] 

(¢) Retail pricing—Some PPG branches make occasional sales of individual 
lights of plate glass to consumers. These retail sales, for the most part, consist 
of furniture tops and shelves. Company branches making such sales utilize 
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PPG's List Prices June 1, 1957, Plain Glass Furniture Tops and Plate Glass 
Shelves, a copy of which is attached and designated exhibit II-C-9. Actual 
selling prices are independently determined by individual PPG branches in the 
local markets in which they compete. 


3. Tempered plate glass 








(a) Factory pricing.—Excluding tempered backlights (which are discussed 
infra under Automotive Replacement Glass), PPG’s principal tempered glass 
product is 44-inch Herculite. This product is sold to two separate classes of 
factory buyers, trade sales and industrial. Trade sales factory buyers include 
glass jobers, specialty manufacturers, mirror manufacturers and safety glass 
manufacturers. These sales are made from the factory on a net price per square 
foot basis. A copy of PPG’s factory schedule, dated September 27, 1957, is 
attached and designated exhibit II—-C-10. 

Factory sales of tempered plate glass to industrial accounts, for such uses 
as aircraft, railway, automotive, and television, are made from PPG's price 
schedule dated July 7, 1955, a copy of which is attached and designated exhibit 
II-C-11. This schedule quotes net prices per square foot, to which a basic 
charge per piece is added. [12] 

Transfers of tempered plate glass from PPG factories to PPG branches are 
made at the prices charged trade sales factory buyers. 

(b) Jobbing Pricing.—At the jobbing level, tempered plate glass is normally 
sold either on the basis of a net price per square foot or on the basis of a net 
price per piece. Once plate glass has been tempered, it cannot be cut, drilled or 
further processed. Accordingly, all basic fabrication must be done prior to 
tempering. Because of this technological fact and because tempered plate glass 
is usually tailored to the customer’s individual needs, jobbers and Pittsburgh 
Plate Glass branches often quote tempered place glass prices only upon appli- 
cation. 

(c) Retail Pricing.—At most, only a slight amount of tempered plate glass is 
sold direct to individuals. Any such sales would probably be priced on a net 
price per piece basis, and such prices would be determined separately to 
reflect the specifications and costs relevant to the particular order. 

4. Automotive replacement glass 

(a) Factory Pricing.—Automotive replacement glass consists of curved parts 
(windshields and backlights) and flat safety glass (sidelights). Factory replace- 
ment sales of curved parts are made to factory selected jobbers, [13] safety glass 
manufacturers and automobile manufacturers. Flat safety glass is sold to two 
separate classes of factory buyers, trade sales and industrial. Trade sales fac- 
tory buyers consist principally of glass jobbers although some sales are made to 
other safety glass manufacturers—sales of sizes those manufacturers are unable 
to make. Industrial factory buyers purchase flat safety glass from the factory 
for such uses as aircraft, railway, automotive, and television. 

Curved parts.—VPittsburgh Plate Glass’s basic quotations on curved parts to 
factory buyers normally state a net price for each part packed in a carton 
Copies of Pittsburgh Plate Glass’s basic quotations dated January 15, 1958, are 
attached and designated exhibit II-C—12 (curved windshields) and exhibit II-C 
13 (curved backlights). Minor corrections were made in exhibit II-C-12 under 
date of January 20, 1958, a copy of which is attached and designated exhibit 
II-C-14. The basic quotation on curved windshields was further reivsed on 
February 26, 1958. <A copy of this revised quotation is attached and designated 
exhibit II-C-15. 

In addition to being shipped on the basis of one light to a carton, curved 
windshields are also available in pallets and in boxes. Factory buyers receiving 
shipments from Pittsburgh Plate Glass factory depots in pallet or box quantities 
obtain carton allowances from the prices described in the preceding paragraph. 
Pittsburgh Plate Glass’s current carton allowance schedule on curved [14] 
windshields is dated August 27, 1958, a copy of which is attached and designated 
exhibit II-C-16. Similarly, curved backlights shipped in pallets from factory 
depots are subject to carton allowances and a copy of Pittsburgh Place Glass’s 
carton allowance schedule for curved backlights dated August 27, 1958, is 
attached and designated exhibit IJ—-C~—17. 

Prior to June 16, 1958, sales of Pittsburgh Plate Glass’s curved windshields 
and backlights to factory buyers were subject to a 4 percent quarterly credit plan. 
This plan was withdrawn on June 16, 1958, and, in order to meet competition, 
Pittsburgh Plate Glass on that date announced a 10 percent discount applicable 
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to its outstanding quotations. A copy of this announcement is attached and 
designated exhibit II-C-18. Subsequently, on August 27, 1958, Pittsburgh Plate 
Glass issued price quotations on curved parts for 1959 model cars. Copies of 
these quotations are attached and designated exhibit II-C-19 (curved wind- 
shields) and exhibit II-C—20 (curved backlights). 

Designated curved parts (for Ford Motor and Studebaker-Packard cars) are 
available in carload quantities from Pittsburgh Plate Glass factories. Copies 
of Pittsburgh Plate Glass’s quotations on such parts are attached and designated 
as indicated below : 

June 16, 1958 (curved windshields, Ford Motor, exhibit II—C-21) 

June 16, 1958 (curved backlights, Ford Motor, exhibit II-C—22) [15] 
June 16, 1958 (curved windshields, Studebaker-Packard, exhibit II-C—23 ) 
June 16, 1958 (curved backlights, Studebaker-Packard, exhibit II-C—24) 

Flat safety glass—Most of Pittsburgh Plate Glass’s factory sales of flat safety 
automotive glass are in block sizes which are sold on a net price per square foot 
basis. Cut sizes are sold at net prices per square foot to which a basic charge 
per piece is added. 

On May 5, 1958, Pittsburgh Plate Glass increased its prices on flat safety glass. 
However, this price increase did not stick and on May 29, 1958, Pittsburgh Plate 
Glass withdrew its quotation of May 5, 1958. At that time Pittsburgh Plate 
Glass reinstated its quotation dated July 10, 1957, a copy of which is attached 
and designated exhibit II-C-25. Pittsburgh Plate Glass’s factory prices for 
flat safety glass to industrial accounts appear in exhibit II—C—11. 


Jobbing pricing 


Curved parts.—Sales of curved parts by jobbers and Pittsburgh Plate Glass 
branches at the jobbing level are usually made either on the basis of a net price 
per light or on a list and discount basis. There is no uniform pattern or method 
of [16] pricing which prevails throughout the country. The method or methods 
used are determined largely by the individual decision of the local warehouse 
manager in the light of local costs, buying habits, and competitive conditions. 

Company branches making sales on a list and discount basis use Pittsburgh 
Plate Glass’s List Prices January 15, 1958, Curved Pittsburgh Auto Glass Parts, 
a copy of which is attached and designated exhibit II-C-—26. These list prices 
are supplemented from time to time as new parts become available. Net prices 
are determined by the application of substantial discounts to these list prices. 

At the jobbing level curved parts are sold primarily to auto glass replacement 
shops, body shops, and automobile dealers. Various large auto glass replacement 
shops, however, have been selected as factory buyers by one or more of Pittsburgh 
Plate Glass’s manufacturer competitors, and various automobile dealers, par- 
ticularly those of Ford and General Motors, are sold curved parts direct from 
their automotive sources of supply. This creates local competitive conditions 
which have influenced individual Pittsburgh Plate Glass warehouse managers in 
their local pricing. 

Flat safety glass.—Sales of flat safety glass by jobbers and PPG branches 
at the jobbing level are usually made either on the basis of a net price per square 
foot or on a list and discount basis. The method or methods used [17] are 
determined largely by local costs, buying habits, and competitive conditions, and 
no uniform pattern or method of pricing prevails throughout the country. ‘Most 
auto glass jobbers and auto glass replacement shops purchase block sizes of flat 
safety glass and do their own cutting of these sizes to the patterns desired. 
Various auto glass jobbers and larger auto replacement glass shops are direct 
factory buyers of one or more of PPG's manufacturer competitors. 

Sales of flat safety glass to body shops and automobile dealers are either on 
the basis described above or on a list and discount basis. For sales made on 
a list and discount basis, PPG branches use List Prices December 27, 1956, Flat 
Pittsburgh Auto Glass Parts, a copy of which is attached and designated “Exhibit 
II-C-27."" These list prices are for fabricated parts, i. e., parts cut to individual 
patterns, and include edgework. Net prices are determined by the application 
of substantial discounts to these list prices. 


Retail pricing 

Curved parts.—Curved parts are sold at retail to fleet owners and insurance 
companies. Most sales to insurance companies are on an installed basis, whereas 
sales to fleet owners may be either installed or uninstalled. 

Retail sales of curved parts uninstalled are generally made on [18] a list and 
discount basis and PPG branches making such sales will normally use the list 
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prices contained in exhibit II-C-27. Each manager independently determines 
the discount or discounts applicable to these list prices. 

Retail sales of curved parts installed are also generally made on a list and 
discount basis. PPG branches making such sales will normally utilize the list 
prices set forth in exhibit II—-C—27 for the glass portion of their quotations, to 
which labor charges are added. Here again these list prices are subject to 
discounts which are independently determined by branch managers. 

A number of different methods for determining labor charges are presently in 
use throughout the country. These include a list and discount method, a flat 
charge per curved part, a series of flat charges depending upon type or difficulty 
of installation, and an hourly rate basis. PPG branches making installed sales 
do not employ a uniform method in charging for labor, and each warehouse 
manager independently determines the method or methods to be used by his 
branch. If a list and discount method is used, the branch might construct its 
own list in quoting labor charges, or it might use Installation Labor List Prices 
January 15, 1958, Pittsburgh Auto Glass Parts, a copy of which is attached and 
designated “Exhibit II-C-28.” In either case, the warehouse manager again 
determines the discounts applicable to the list prices used by his branch. 

Finally, it is possible that certain branches might quote a single net price per 
part for insurance installations, which price [19] combines the charge for glass 
and the charge for labor. This method of quotation is also employed by P?PG’s 
competitors in various locai markets. 

Flat safety glass—Flat safety glass is also sold at retail to fleet owners and 
insurance companies. Fleet owners will buy either on an installed or uninstalled 
basis, whereas insurance companies usually purchase on an installed basis. 

Virtually all sales of flat safety glass at retail are made on a list and discount 
basis. Most PPG branches use the list prices appearing in exhibit II—C—27, in 
quoting on the glass portion of such sales. The methods employed by PPG 
branches in quoting labor for installations of flat safety glass are generally the 
same as those described above. It is believed, however, that the most common 
method employed throughout the industry in determining labor charges for 
installations of flat safety glass is the use of a series of flat charges depending 
upon the type or difficulty of the installation. 


D. SALES 


The subcommittee has requested PPG to submit extensions of schedules 16, 17, 
and 18 of stipulation No. 1, dated June 16, 1947. The subcommittee has also re- 
quested that a similar table be prepared with respect to tempered glass covering 
the years 1946 through 1957. While [20] PPG is willing to submit these data 
in full to the subcommittee, it respectfully requests that for competitive reasons 
none of the statistical information contained in this section II-D—with the 
exception of information respecting the percent of shipments to company-owned 
distribution outlets and the chart designated infra as exhibit II-D-—5J—be made 
public. 

The following schedules are attached and given the designations indicated 
below : 


Schedule 16, stipulation No. 1 (plate glass), with extension through 1957 
(exhibit II-D-1) 

Schedule 17, stipulation No. 1 (window glass), with extension through 1957 
(exhibit II-D-2) 

Schedule 18, stipulation No. 1 (laminated glass), with extension through 1957 
(exhibit II-D-3) 

Pittsburgh Plate Glass Co. percentage of shipments of tempered glass (square 
feet) made to company-owned distribution outlets, 1949-57 (exhibit II-D-4) 


It is apparent from exhibit II-D-1 that the percentage of PPG's plate glass 
which has been shipped to company-owned distribution outlets has declined 
steadily, from 24.21 percent in 1946 to 9.99 percent in 1957. Moreover, a com- 
parison of the data in exhibit II-D-1 with the data in [21] schedule 16 shows 
that the amount of square feet going to PPG’s company-owned outlets is appre- 
ciably less today than was the case in the late 1920's, e. g., 11,295,231 square feet 
in 1957, as compared with 15,826,602 square feet in 1928. In short, notwithstand 
ing the tremendous expansion in the total demand for plate glass since the end 
of World War II, the volume distributed through company-owned outlets, instead 
of expanding proportionately, has declined steadily. Similar observations with 
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minor variations may be made with respect to the percentage of shipments of 
window glass to company-owned distribution outlets (see exhibit II-D-2). 

The data contained in exhibit II-D-3 show that in only 1 year during the 
postwar period (1947) has PPG shipped as much as 20 percent of its laminated 
glass to company-owned distribution outlets. Two years later, in 1949, this 
percentage had declined to 9.44 percent. In 1949 curved windshields began 
to play an important role, first as half windshields and later as full windshields 
By 1953 all United States automobile manufacturers had curved windshields 
in their automobiles. Although the new product, like its predecessor, the flat 
windshield, performed the same function of keeping the weather out, all simi- 
larity between the old and the new ended there. The new product required 
not only different techniques in handling but also substantially larger storage 
facilities and complex new packaging and shipping procedures which many 
indenendent distributors have been unwilling to undertake. Of equal impor- 
tance, the dollar investment required for the maintenance of an adequate [22] 
inventory of curved parts, which parts differ from car to car and from model 
to model making obsolescence a substantial cost factor, is so great that many 
independent glass jobbers have preferred not to engage in this business. 

To be more specific, today an adequate inventory for a jobber would consist 
of about 2,000 curved windshields. The investment in this inventory would 
approximate $60,000. In addition, this stock would occupy 10,000 to 15,000 
square feet of floorspace. At present there are 308 different curved windshields 
ranging in area from 3.5 square feet to 18.22 square feet. Most of these 308 
windshields have different bends (curves). The attached chart, designated as 
exhibit II-D-3A, shows the dramatic growth in the number of registered auto- 
mobiles in the United States with curved windshields from 1950 to 1957. <A 
similar situation exists with respect to curved backlights, station wagon quarter- 
lights, curved sidelights, and vents. Each automobile model year witnesses an 
increasing number of curved parts, thereby adding to the very extensive inven- 
tory problem posed to the jobber. Some of these curved parts have a rapid 


turnover and others, to an increasing degree, a slow turnover. A jobber who 
does not maintain an inventory of the slow-moving parts as well as those 
that have a rapid turnover soon finds that his customers desert him. As a 


result, 20 percent of the glass jobbers handling other PPG products have elected 
not to stock curved parts. Because of this, PPG has been required to fill 
this gap and handle more of this new product by its company-owned distribution 
outlets. [23] 

In 1957 PPG shipped 9,130,358 square feet of laminated glass to its company- 
owned distribution outlets. This 9,130,358 square feet represented 17.31 per- 
cent of the company’s total domestic shipments of laminated glass. Company 
officials estimate that of this total at least SO to 85 percent was sold by 
company-owned outlets to auto-glass shops. On the other hand, only 408,714 
square feet, less than 4.5 percent were installed by PPG company-owned outlets. 

In 1957 we estimate total installed sales of automotive replacement glass at 
about $220 million. In that same year, PPG’s company-owned outlets had 
total installed sales of such glass in the amount of $2,351,459, about 1 percent. 

It is evident from exhibit II-D—4 that an insignificant amount of PPG's 
tempered glass shipments are made to company-owned distribution outlets. This 
amount has ranged from a low of 1.11 percent in 1950 to a high of 2.16 per- 
cent in 1954, during the period covered by the schedule (1949-57). Similar 
data for the years 1946 through 1948 are not available. 

The chart attached as exhibit II-D—5 shows the amount of all types of PPG's 
flat-glass shipments to PPG's company-owned distribution outlets and to inde 
pendent factory buyers during the period 1946-57. It is evident that during this 
postwar period there has been no increase in the amount shipped to company 
owned outlets although there has been a consistent increase in the amount 
shipped to independent factory [24] buyers. As a result, the percentage of 
PPG’s total shipments to its own outlets has declined from 32 percent in 1946 
to 19 percent in 1957. 

E. PROFIT RESPONSIBILITY 


The accounting system of PPG is designed to show profits by primary areas of 
responsibility. These primary areas of responsibility have been established for 
each of the several manufacturing divisions and for the merchandising division 
The responsibilities of the manufacturing divisions include both the manufactur 
ing and the selling of their products. The responsibility of the merchandising 
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division is solely that of distributing these products, glass, paint, brushes, related 
sundries, etc. 

In order to reflect profits attributable to each area of responsibility, products 
moving from a manufacturing division to the merchandising division are charged 
to the division at the same cost as sales to independently owned factory buyers. 
The company’s published reports conform with generally accepted accounting 
principles and do not include intracompany sales or profits. 

The net profit of the merchandising division as a whole is computed for each 
accounting period. Because this profit is an important competitive secret, it is 
not stated here. However, it cannot be too strongly emphasized that the merchan- 
dising division is required to earn—and over the years has earned—a net profit 
percentage of sales comparable to that of other companies engaged in dis- 
tribution. [25] 

Each company-owned distribution unit represents a separate investment of the 
company and, accordingly, a profit statement is prepared for each unit. Manage- 
ment control over each unit is maintained by comparing its figures with a stand- 
ard operating profit which experience has shown may be expected to achieve the 
net profit the merchandising division hopes to obtain. The gross profit to be 
earned by each unit must be maintained at a level appropriate for the functions 
performed by the individual unit. For example, a retail store is expected to 
show a substantially higher gross profit margin than a warehouse. 

In the case of new units profit is also used for management control. Company 
policy does not permit any unit either to develop a foothold or improve its position 
in the market by charging prices which produce a substandard gross profit. In 
addition, as a concrete incentive to each manager, his compensation varies to a 
significant degree in proportion to the profit which his unit earns. 

There is no factual basis whatsoever for the suggestion made by some of the 
witnesses before this subcommittee that PPG operates company-owned distribu- 
tion units on a profitless basis in order to move glass. The misleading nature of 
this and other aspects of the prior testimony is demonstrated in exhibit II-E. [26] 


III. THE COMPANY'S POLICIES AND PRINCIPLES IN THE DISTRIBUTION OF 
FLAT GLASS 


INTRODUCTION 


The company can assure independent glass dealers that it regards them as 
valued customers, and that it desires that their business will continue to grow 
and prosper. PPG believes that most glass dealers realize this fact. 

An example of PPG’s desire to strengthen the position of its auto glass dealer 
customers is the company’s AID program, which was initiated in January 1958 
AID stands for “Autoglass Installation Dealer,” and, of course, also spells “aid” 

As pointed out in PPG’s letter to the trade, dated January 27, 1958, a copy of 
which is attached and designated Exhibit III-A, the company has designed a dis 
tinctive AID emblem, around which an extensive national advertising and local 
promotional program has been prepared. A copy of this emblem is attached and 
designed exhibit III-B. Auto glass installation dealers participating in the AID 
program are the direct beneficiaries of this advertising, and each obtains a sign 
to put in his window and other materials which identify him locally as an AID 
dealer. 

A description of the various kinds of advertising used [27] in connection with 
the AID program appears in PPG’s letter to each warehouse and service branch 
manager, dated February 17, 1958, a copy of which is attached and designated 
exhibit III-C. Also attached, as exhibit III-D, are examples of the kind of ad 
vertising which has been used in the AID program, together with related mate 
rials which help explain the program. 

In addition, PPG publishes and circulates a quarterly periodical called Wind 
Shield. Copies are sent to all AID dealers and to others in the trade. Wind 
Shield gives publicity to independent dealers and also contains helpful hints 
on auto glass problems. The first issue was published in June 1957 for the 
purpose of compiling “news and views, statistics, shop tips and other material 
especially prepared for auto glass dealers * * * to help you become better 
dealers, to satisfy your customers more readily—in short, to help you make 
more money.” The June 1957 issue, together with subsequent issues, is attached 
and designated exhibit III—E. 

Thus far in 1958 Pittsburgh Plate Glass has spent in excess of $150,000 on 
AID. In 1959, $475,000 will be spent by the general [28] office, in addition 
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to which substantial expenditures by company warehouses for AID may be 
expected. Some indication of the success of the program is that of an estimated 
8,000 auto-glass dealers in the United States 2,003 have already joined. In the 
Philadelphia area, which produced 11 so-called complainants before this sub- 
committee, $4 out of an estimated 108 independent auto-glass dealers have 
joined the AID program. 

For many years Pittsburgh Plate Glass has sold auto-glass parts to its replace- 
ment shop customers at prices which have enabled them to resell to automobile 
dealers. On July 1, 1958, General Motors Corp. reduced prices on curved-glass 
parts to its dealers and as a result, on July 8, 1958, Pittsburgh Plate Glass 
manager of safety-glass sales wrote each warehouse manager as follows: 

“Deak Str: The General Motors Corp. has published lower list and net prices 
on the popular glass parts shown on the attached sheets. These new prices, 
which we have picked up in the trade, are effective July 1, 1958. 

“The new General Motors prices would appear to make it virtually impossible 
for our best warehouse and service branch customers—the auto-glass replace- 
ment shops—to compete with General Motors, as they have in the past, in sales 
of these parts to Chevrolet and Pontiac dealers. We think this is unfortunate 
and do not know what factors prompted General Motors to take this action. [29] 

“We offer no suggestions or recommendations on how to meet this situation. 
We do, however, suggest that you forward to us any information you pick up 
in the field which indicates that the business and profits of your auto-glass 
shop customers are being adversely affected.” 

A copy of this letter was offered as an exhibit by Jerome Doyle, counsel for 
Pittsburgh Plate Glass, at the July 31, 1958, hearings of this subcommittee 
(Tr. 195). This letter is another indication of Pittburgh Plate Glass positive 
attitude toward its auto-glass replacement customers. 

The following answers are now submitted to the questions contained in sec- 
tion III of the suggested outline sent to Pittsburgh Plate Glass. 


A. ALTERNATIVE MARKET STRUCTURE 


Pittsburgh Plate Glass does not believe that the economy would be 
strengthened or that the distribution system would be made more efficient if 
the independent glass jobbers and dealers were “expunged from the distribution 
system.” 

The question prepared by the subcommittee staff implies that when two differ- 
ent distribution systems are employed—i. e., vertically integrated outlets and 
independents—in the long run only one system will survive. [30] Pittsburgh 
Plate Glass believes that both systems have important roles to play in the 
distribution of Pittsburgh Plate Glass products and that both will survive. 

As a manufacturer, P?G has a vital interest in obtaining market acceptance 
of new products and ideas. With its merchandising division branches, PPG 
has direct access to various markets and through these units can accelerate 
acceptance of new products. This does not mean that PPG withhold new prod- 
ucts from independent competitors, because it does not. Rather, it does mean 
that as market acceptance is obtained, the independents also gain because they 
share in the benefits of a venture through which PPG has created a new market 
and in which PPG alone took the risk. 

On the other hand, PPG merchandising division units cannot hope to obtain 
all, or even a substantial portion, of the total market. Many jobbers have been 
in the glass distribution business for years—indeed, a number of them antedate 
PPG's founding. Over the years these jobbers have developed strong market 
followings. Accordingly, these jobbers have an entree with their customers 
Which also helps PPG to obtain market acecptance of new products as well as 
continued sales of old products. [31] 

By engaging in various retail functions, the smaller merchandising division 
units experience the same problems which confront PPG's dealer customers. 
With this knowledge the company is better able to give its dealers the kind of 
assistance they need so that the dealers are enabled to better service their 
customers. Examples of the kind of information which PPG passes on to its 
dealers appear in the issues of Wind Shield discussed above. 

Finally, experience has demonstrated that both PPG’s merchandising division 
units and the independents—jobbers and dealers—are needed to insure the most 
efficient distribution of flat glass products in a free enterprise economy, 
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B. PPG’S LONG RANGE GOAL 


PPG is willing to adopt the first assumption of the subcommittee’s staff: 
The company’s long range goal is a “continually expanding volume of sales of the 
company’s flat glass products.” It rejects the second assumption for the reasons 
statedin“A” above. [32] 


C, DISTRIBUTION OF PPG’S FLAT GLASS PRODUCTS 


Although PPG does not compile the precise information called for in this 
question, from its knowledge and experience it can state that PPG’s own outlets 
generally distribute a larger volume of the company’s window glass and auto- 
motive replacement glass than that distributed by jobbers. Plate and flat-tem 
pered glass, on the other hand, are distributed in greater volume by PPG's inde- 
pendent jobbers 

In PPG’s view the more significant question is the amount of competition in 
PPG's flat glass products which exists between company-owned outlets and inde- 
pendent factory buyers. PPG’s best estimate is that the volume received by 
the independents exceeds that going to company outlets. It should be remem 
bered in this connection that large quantities of PPG's flat glass products go to 
safety glass manufacturers, mirror manufacturers, hardware and lumber job 
bers, and others, as well as glass jobbers. In each of these categories many 
independents compete directly. and vigorously with PP?’G-owned outlets. 

The extent of this competition is not susceptible to precise measurement 
because PPG cannot and does not control end use after sale. [33] 


D. RETAIL, WHOLESALE-RETAIL DEALER, AND GLAZING CONTRACTOR DISTRIBUTION O} 
PPG’S FLAT GLASS PRODUCTS 


Here again PPG does not compile the information requested by the subcom- 
mittee staff. However, from its experience PPG knows that a substantially 
larger volume of PPG's flat glass products is distributed at this level by inde 
pendent distribution outlets than that distributed by P?G-owned outlets. 


E. POLICIES AND DECISIONS 


Policies and decisions relating to PPG's merchandising division are made by 
the vice president in charge of that division. They, of course, are subject to 
review by the company’s president and board of directors 

In opening new outlets or adding additional functions at old outlets, the 
principal considerations are the market potential and efficiency of distribution 
and service. New outlets are opened only where present distribution is not 
keeping pace with the growth and development of the market area and where a 
reasonable expectation exists that the operation of the new unit will be profitable 
In arriving at a decision of this kind PPG relies heavily upon its experience in 
other markets throughout the country. [34] 

Because of the fact that the population of the United States has increased 
and become more decentralized and because of the increasing congestion in 
the large cities, Pittsburgh Plate Glass has found it necessary also to decen 
tralize its distribution system. Accordingly, since World War II, it has opened 
many new distribution units which have taken over part of the volume for 
merly distributed through its larger warehouses. This trend is reflected in 
exhibit II-D—5 to which reference has been made previously. This chart shows 
that notwithstanding a sizable increase in the number of company outlets 
during the postwar period, this has not resulted in Pittsburgh Plate Glass’ 
shipping a larger volume of its flat-glass products to these outlets. 


F. THE FUTURI 


Based upon its experience, Pittsburgh Plate Glass cannot visualize a situation 
where the independent glass jobbers and dealers are “rendered extinct.” This 
could occur only if some other distribution system supplanted them. In the 
inconceivable event that the independents should be supplanted, Pittsburgh 
Plate Glass’ competitive position would be seriously weakened. 
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The attached schedule shows the information requested [35] to the extent 


that company records contain 


Plate Glass units. 
H. 


In a free enterprise economy, competition will insure efficiency in the dis- 


tribution of flat-glass products. 


strength. 


this 


information 


RECOM MENDATIONS 


(exhibit III-G). 
be kept in mind, in connection with these figures, that new units when opened 
to a large degree take over distributive functions from existing Pittsburgh 


It should 


per resoras ro 


Legislation which would attempt to prescribe 
one system of distribution would tend to destroy efficiency because it would 
tend to destroy the flexibility of the American economy, which is its great 


It is respectfully submitted that any attempt by legislation to curtail 


competition by proscribing any specific structure of distribution in American 
industry would do our economy much more harm than good. 


EXHIBII 


PITTSBURGH PLATE GLAss Co. 


II—A-1 


PITTSBURGH PLATE GLASS Co, MERCHANDISING DIVISION 


Warehouse locations as of Sept. 


Location 


Brookiyn, NuoYu 22. = 
UOBICGNO, Filnsees acts. 
Cincinnati, Ohio 
Davenport, Ilowa_____- 
Detroit, Mich. ' 
Minneapolis, Minn__ 
St. Louis, Mo__ 
Boston, Mass_ 
Philadelphia, Pa.*_ 
Milwaukee, Wis__- 
Cleveland, Ohio 
Buffalo, N. Y_-- 
Pittsburgh, Pa 
Atlanta, Ga_ 
Savannah, Ga 
Kansas City, Mo. 
Omaha, Nebr-_ 
sJaltimore, Md 
Birmingham, Ala 
High Point, N. C 
Grand Rapids, Mich 
Dallas, Tex 
Oklahoma City, Okla 
Rochester, N. Y....-.- 
Denver, Colo__ 
New Orleans, La 
Toledo, Ohio 
Houston, Tex =i ; 
Memphis, Tenn____-_- 
San Antonio, Tex 
Des Moines, Lowa *___- 
Columbus, Ohio 
Newark, N. J 
Jacksonville, Fla 
Fort Worth, Tex 
Akron, Ohio ‘ 
New Haven, Conn______-___ 
Washingon, I). C__ 
Albany, N. Y 
Indianapolis, Ind 
Tampa, Fla 
Shreveport, La 


30140 O 59 oe 


opening date) 


. January 1918. 


1, 1958 (listed chronologically by approximate 


Approximate opening date 
May 1896. 
May 1896. 


_ May 1896. 


May 1896. 

May 1896. 

May 1896. 

May 1896. 

June 1896. 

May 1897. 
August 1900. 
October 1900. 
January 1901. 
July 1901. 
September 1901. 
September 1901. 


. September 1902. 


February 1903. 
March 1904. 
April 1905. 


. July 1905. 


January 1906. 
May 1907. 
July 1909. 


. August 1909. 


September 1909. 
May 1911. 
Octeber 1911. 
September 1912. 


April 1913. 


_ March 1915. 


January 1917. 


. July 1917. 


June 1918. 
April 1919. 
June 1919. 
September 1919. 
April 1921. 
January 1922. 
October 1922. 
March 1923. 
January 1924. 
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Warehouse locations as of Sept. 1, 1958 (listed chronologically by approximate 
opening date) —Continued 


Location Approximate opening date 
RIE ooo tk. Aas FE) na estleeeed ss 3 ee et nee February 1924. 


July 1924. 
August 1924. 
September 1925 


Harrisburg, Pa__-_-- 
Springfield, Mass a ee : 
Charlotte, N. C- " Sig gs hak eee a ese 


I aaa armiicnlan stale September 1925. 
Lewievitie ER 9.2 2cL 2. Peer eee February 1926. 
ee ee tee ee SL on a May 1927. 
eente. se 2 ee ate: Soo ee SWE ceeds. August 1927. 
Peoria, Ti) 2. 2. Wife cee gee eee July 1928. 
South Ben) Ind so 2 te. aitegee mat .._.._._, March 1929. 

mas 33s Sere ee Se er ie ee 25 ey 820: 
Saginaw, Mich Sete ae SESS Fes. Seuid July 1929. 

PE BR sii enn ‘ January 19380. 


Wilkes-Barre, Pa______- ee j 
Youngstown, Ohio__-_-_ tee te eae ate Ee 
Nashville, Tenn ee ‘ = 

TONE. SMO os ics Sheen 


January 1930. 
January 1930. 
June 1930. 

October 1930. 


Mineola, N. Y__- 
El Paso, Tex___- 
Knoxville, Tenn 


Little Rock, Ark_ 
Butte, Mont z 
Richmond, Va. a... 
Miami, 
Providence, B.i...—...-- 
Wichita, Kans...___-_~- 
SGiRCNET). EBIOND Fee Po 

Sioux Falls, S. Dak__-_- ae 
Fort Wayne, Ind__-_ 
Lubbock, Tex___-_ 
DOG, TOR i seis ~~ =~. : 


RS Se a ee ee 


October 1930. 
November 1930. 
November 1930. 
June 1931. 
August 1934. 
August 1935. 
January 1937. 


_ July 1938. 


December 1938. 
June 1939. 
January 1940. 


_ January 1945. 


July 1950. 
March 1950. 


1 Also performs auto glass sales and service operations at two additional locations. 
2 Also performs auto glass sales and service operations at four additional locations. 
3 Also performs auto glass sales and service operations at an additional location. 


EXHIBIT 


PITTSBURGH PLATE GLAss Co. 


MERCHANDISING 
LOCATIONS AS OF SEPT. 1, 


II-A-2 


1958 


DIVISION 


SERVICE BRANCH 


(Listed chronologically by approrimate opening date) 


Location 


Lag ee 
Berane eet oe ale... einen 


ROGeOe, Nee eee i 


Pane, Seeea a ceed oe 
Oy Os EO 


Mansfield, Ohio_____________ 


Terre tieute, faa S222... 2 


Paducah, Ky 
St. Joseph, Mo 


Greenville, S. C 


Springfield, Ill 
Madison, Wis 
Bers, Cat Sern ee. 
Montgomery, Ala 
Zanesville, Ohio____________ 
Topeka, Kans--_- 


InN Pe eens 
Pee UIE, SRN 


OS die ES a 7 


Approrimate opening date 
May 1896. 
January 1930. 
January 1930. 
March 1936. 
March 1936. 
March 1936. 
March 1936. 
April 1936. 

May 1936. 

May 1936. 

June 1936. 

June 1937. 
September 1937. 
September 1937. 
September 1937. 
January 1938. 
February 1938. 
March 1938. 


April 1988. 
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(Listed chronologically by approximate opening date)——Continued 


Location 


Oshkosh Wis. __- tidy 


Lynchburg, Va 
Durham, N. C._-- 


Muskegon, Mich___- 


Springfield, Mo__- 
Charleston, S. C__- 
Mobile, Ala____-_~ 
Rockford, Ill__-- 
Dubuque, lowa_ 
Columbia, 8S. C__- 
Manchester, N. H 
Decatur, Ill 
Erie, Pa 

La Crosse, Wis_ 
Aurora. Il. ceck-- 
Hammond, Ind__-_- 
Corpus Christi, Tex 
Johnstown, Pa__ 
Macon, Ga-. 
BN SBS icc ance 
Ann Arbor, Mich__- 
Lexington, Ky__- 
Galesburg, Ill____- 
Hamilton, Ohio_- 
Kittanning, Pa__ 
Parkersburg, W. Va 
Washington, Pa 
Iowa City, Iowa 
New Castle, Pa 
Burlington, Vt 
Jackson, Mich 
Lima, Ohio 
Jeaumont, Tex 
Portsmouth, Ohio 
Jeannette, Pa 


Mason City, Iowa__- 


Wilmington, Del 
Worcester, Mass 
Salina, Kans 
Racine, Wis 
Joplin, Mo.’ 
Atlantic City, N. J 
Kalamazoo, Mich 
Homestead, Pa 
Tallahassee, Fla 
Trenton, N. J 
Galveston, Tex 
McKeesport, Pa 
Reading, Pa 
Austin, Tex 
Lancaster, Pa 
Binghamton, N. Y 
Lafayette, Ind 
Fort Dodge, Iowa 
Altoona, Pa 
srownsville, Pa 
Canonsburg, Pa_ 
Cumberland, Md 
Fairmont, W. Va 
Uniontown, Pa_ 
Quincy, Mss 
Beaver Falls, Pa 


479 


Approrimate opening date 


ons Seiancoiarreens’ AE eee 

: April 1988. 

ets ‘ April 1938. 
— April 1988. 

—— May 1938. 

. May 1938. 

-. May 1938. 

. August 1938, 
October 1938. 
November 1988. 
February 1939. 
March 1939. 
April 1939, 
May 1939. 

_. July 1939. 
...._. August 1939, 
September 1939. 
March 1940. 
February 1941. 
‘ ; June 1941. 

* January 1943. 
February 1944. 
June 1944. 
June 1944. 
wa ; July 1944. 
Bais ows _... July 1944. 
July 1944. 
O ‘tober 1944. 
: . December 1944. 
January 1945. 
e _.. January 1945. 
January 1945. 
February 1945. 
March 1945. 
= June 1945. 
ie July 1945. 


smoasmenbetcias . July 1945. 


September 1945. 
October 1945. 
November 1945. 
.._.... January 1946. 
ca _ February 1946. 
November 1946, 
ee eee April 1947. 
indian se ws | 
July 1947. 
August 1947. 
----. August 1947. 
September 1947. 
January 1948. 
January 1948. 
May 1948. 
July 1948 
... September 1948. 
January 1949. 
_.. January 1949. 
January 1949. 
.-.---. January 1949: 
.~ January 1949. 
saci eo January 1949. 
_— February 1949. 
. April 1949. 


Also performs auto glass sales and service operations at an additional location 
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(Listed chronologically by approximate opening date )—Continued 


Location Approximate opening date 
Ne US ie Se scsscosscuscns MUU 2Ue. 
i eee ee eo eee nae een kane e eee July 1949. 
eR Sennen Ses. i SS ES Fas Se eel ras November 1949. 
a I a eee ee ee eee January 1950. 
be 8 ee ee ee ee February 1950. 
aR ER ee February 1950. 
I Teg ee ee eo May 1950. 
SP tte fetee se cceaa cee S aa Sceaes Sasaas ae me ks LN 
Cedar Rapids, Iowa___--------~-- emetehsscsese=. cc ae. 
en ea eo Se Ae a a aan October 1950. 
Ra el ed Sl I a ee ee _._... December 1950. 
eee a eS Serene et een eee February 1951. 
NR ce Rete ae eee see June 1951. 
OS Re ee eee Ie 
a aN lS SR oe Rll eer ~ June 1951. 
a seca Salen erect ee September 1951. 
a a ec ec sesh ce asesiae sae September 1951. 
a ge, i ee ae October 1951. 
a ries aininmmmiin a mmannmeins December 1951. 
liars Sel SE le le na ~~ December 1951. 
a ei SSA ee February 1952. 
Soareeo wetmes, S00 —- Se eee April 1952. 
tee ec aahins ease aan canceae - April 1952. 
NG FONE oc eter eee ak diag meeeta pe mnagaiae es Scene ore May 1952. 
ee Ecc nie ung eer ee ee emo a June 1952. 
i IR ee June 1952. 
RNP NN abelian biitiescenenucpies _ November 1952. 
titrate tee erg ~ February 1953. 
I in eite Seiwa enn ee March 1953. 
LS | Sarre Ra eathense tae ceeasciaotiahanakeao sieoteesk May 1953. 

I a esse mim _...._. August 1953. 
NET, Bidets eee sch alle hla nicola Miata cai August 1953. 
UN, Riad tie Seen _.. September 1953. 
PHheenix, ‘ATi: —..--+~_==-- sees Sieh ee spac iater mgood _-. January 1954. 
eo SS ES ee <sconns eanuary, 1054. 
WRUEOWE, | Mian ~~ + Renee tees: ORE BOI 
DN ND oie asta caiivealsicnl ia cacasaeven ATO Lae 
STI FI oe i =------— January 1055: 
RD AN MRO iil nici ine ene ==... January 1955: 
Re Peta c ooo. ek de 
IID SIRI ehpesas at es ne May 1955. 
EES ren a ee eee July 1955. 
RINE WW TN oe i pane enn cr essai sca» 
Clarkebarg, W. Va...-_.-- a ee ee nr oo January 1956. 
ES Se ee ee inimsmminen, MECH BO67. 
Ee ammacieece aren BOOST: 
Is alae ane ie etic .- May 1957. 
Es onion top eimnnemnionmmneimes May 1957. 
I ccd mmnenistlbunasaesasccieaaims June 1957. 

cect reer _.-. July 1957: 
Baton Rouge, La__________- CEE SR ena Orem ee sarc eae ais August 1957. 
Charleston, W. Va____- ieee Osc el acelin hss August 1957. 
I i eset emi September 1957. 
i ieee September 1957. 
Rey Peer ir aose iniiobsapirecacuananng ic November 1957. 
I ere ererrlebiornes _.. November 1957. 
IN Us craic aseniaran ae es September 1957. 
Lorain, Ohio_____ ace iat hs ct ica ian eeicesetnk ace Ac nS _. November 1957. 


NN re i treaties _.. May 1958. 
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Exursit II—-A-3 
e PITTSBURGH PLATE GLASS (Co. MERCHANDISING DIVISION 


Retail stores locations as of Sept. 1, 1958 (listed chronologically by approrimate 
opening date) 


Location Approximate opening date 
RIT Pace a screencast Staaten eieatad i March 1936. 
Ne kn March 1936. 

ORL ENS SO ea ee a peer eds .. 1946. 
Little Rock, Ark_--~_~- eee PGRN sindnk Settee totem eins nk Rehan eis RO ee 


Davenport, Iowa___- eee 
Indianapolis, Ind. : 


smc niahtaciccicuas’ ie Rae - 


ee Bs sine cence bse ilian iinet June 1950. 

irvingtee «2... 3242-522 - ed teenie ______. February 1953. 
Di TCORADET EG Ws Saad Sein kbnek Gems eeamteusutowss August 1953. 
WenweteD. Soo nwsee See Ae ee ee January 1954. 
MGRREN GON No ae cncgdhuandda ce cae aus brennan January 1954. 


eee TN Re ec oe Pee 
Pittsburgh, Pa. : 
Michel, East Ohio Street 


ee tee January 1954. 


et Sa aa __. January 1954. 


Rr eA RONG) SOE OG sins > incase Se eteerdicind le m eee we June 1954. 
Angereson, na... er So ee oh eee es ___.. June 1954. 
UI ora ni kM as dst ch ol al cue aad os ota ot hie nc ed June 194. 


Middletown, Ohio______- Se 
Tuscaloosa, Ala___.-- <4 


Bd ctacececois waetelncs Ss Ses aa al 
eS Te a ee 


Se A ¢ aR ORR eee es 5 __.. October 1954. 
Ore Be, BOR so en oe ine wap akenennss eeu January 1955. 
GRA i I a icine ae ie dept ra ki ln SLE as ee 
Pittsburgh, Pa.—Michel, Broad Street_____--_-____~_ -. May 1955. 
Bay Shore (Milwaukee), Wis areieG May 1955. 


Greeley, Colo iii acne ee ee es 5 ee July 1955. 

H >mestead, Fla : nan de 3 os wt pe = conn Sn, A 
Pormmouth, V&.2.-.--5... anit ....-.-~ November 1955. 
Pasadena, Tex- adi Slane i ep abet nior c= aemewchiee a EE, 


Anniston, Ala es --.--. March 1956. 
Panama City, Fla__---- ss Sie signe ecianceaet = tei Babee eee March 1956. 
DOG RTs DA he ia hc sre een akin ase See eee 
RUNNIN nso as geht Reed ss ae S ine i ig teow eke chat April 1956. 


Peeeeneare V Bien sascha cet et 
Pittsburgh, Pa.—Michel, Castle Shannon__-_ 
Pe eeTENns RNS ooo ee en oc ip ead oan September 1956. 
Odessa, Tex Sees ts Ness gee nag Rail Pasar _. September 1956. 
McAllen, Tex Soa Cacia eae eee October 1956. 
Portsmouth, N. H ; December 1956. 
Rochester, Minn _- ae ee ee March 1957. 


aa 
tht: astbcuws wee 


Lebanon, Pa- (oe. 2 ae ‘ March 1957. 
Greenville, Miss__-_- eer ee 0 re ~ March 1957. 
Battle Creek, Mich wa April 1957. 
Marietta, Ga Las: ; April 1957. 
sristol, Conn saad April 1957. 
Sumter, S.C ee ; April 1957. 
West Allis, Wis___- ; ; : ; May 1957. 
Marion, Ind : 7 May 1957. 


Lakeland, Fla ee = June 1957. 


Texarkana, Ark 
Pampa, Tex_-_- 
Gainesville, Pla_. 
Port Huron, Mieh__ 
Shelbyville, Ind 
Meridian, Miss 
Benton Harbor, Mich 
Elkhart, Ind 
Belleville, I11 
Elmira, N. Y 


August 1957. 
August 1957. 
September 1957. 
December 1957. 
February 1958. 
March 195s. 
April 1958. 
April L958. 
April 1958. 

May 1958. 
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Retail store locations as of Sept. 1, 1958 (listed chronologically by approximate 
opening date )—Continued 


Location ipproxrimate opening date 
Cevanmton tg oss. lelsic2 WESSEL Soe an bute _. May 1958. 
RE NN rience inn eee __. May 1958. 
SS eee ee s May 1958. 


Claremont, N. H 
Sandusky, Ohio 


sprees ; June 1958. 
ssleihaatailitaalci thie = July 1958. 


ExHIBIT II-B-1 
WHat Wovutp You Do IN Our PLACE? 
THE POLICY OF THE PITTSBURGH PLATE GLASS CO. 


In the distribution of our flat glass products, we follow a policy of selective 
distribution. This policy necessarily means that we will not sell direct from 
the factory to all applicants. We will continue to sell our old factory buyer 
customers so long as they demonstrate ability to promote and distribute our 
products. We will add new factory buyer customers as they demonstrate 
ability to improve the promotion and distribution of our products. This policy, 
coupled with our own overall promotional activities, will keep us abreast of 
ever-changing market conditions. 

This is not a new policy with us. It is based on years of experience in the 
distribution of flat glass products. Statements of leading marketing authorities, 
including the United States Department of Commerce, lend support to our pol- 
icy. These authorities agree that a policy of selective selling and selective dis- 
tribution may well enable a manufacturer to reduce substantially his distribu- 
tion costs. 

The following questions are pertinent. The answers are from accepted publi- 
cations on the subject, judicial decisions, and governmental reports. 


WHAT IS SELECTIVE SELLING? 


“A policy of directing or confining marketing efforts as much as possible to 
profitable customers, order sizes, sales territories, commodity lines, and so on, 
is often called selective selling, as opposed to a laissez-faire or complete-coverage 
policy.” Sevin, Distribution Cost Analysis, Economic Series No. 50, United 
States Department of Commerce, Bureau of Foreign and Domestic Commerce, 
page 5 (1946). [Emphasis supplied. ] 


WHAT IS SELECTIVE DISTRIBUTION * 


“It may be defined as the selection of only those distributors or outlets that 
are able best to serve the manufacturer or wholesaler making the selection.” 
Maynard and Beckman, Principles of Marketing (4th edition, 1946, p. 561). 


WHY SELECTIVE SELLING OR SELECTIVE DISTRIBUTION ? 


“Manufacturers have greatly reduced their costs and increased their profits 
by abandoning indiscriminate distribution, or a policy of 100 percent coverage 
in favor of a policy of selective distribution.” Sevin, How Manufacturers Re- 
duce Their Distribution Costs, Economic Series No. 72, United States Depart- 
ment of Commerce, Office of Domestic Commerce, p. 7 (1948). [Emphasis 
supplied. ] 

“Building a sound distribution system means more than geographical distri- 
bution and introductory work. The maintenance and improvement of dealer 
distribution, goodwill, and customer, as well as dealer, service are even more 
important.”” Reed, Planned Marketing, pp. 182-183 (1929). 





e 


>. 
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HOW DOES SELECTIVE SELLING AFFECT THE ECONOMY AS A WHOLE? 


“If past experience furnishes any guide, such a policy of selective selling offers 
to many businesses an important opportunity for reducing distribution costs, 
lowering prices, and increasing net profits. For the economy as a whole, a 


widespread adoption of selective-selling policies may lead to an overall reduc- 
tion in distribution costs and in prices, thus facilitating an expanding volume 
of production and employment.” Sevin, Distribution Cost Analysis, Economic 
Series No. 50, United States Department of Commerce, Bureau of Foreign and 
Domestic Commerce, p. 51 (1946). 


BUT WON'T WIDESPREAD SELECTIVE SELLING RESULT IN FORCING SMALL 
DISTRIBUTORS OUT OF BUSINESS ? 


“What would be the results if many firms established a policy of selective 
selling and directed or concentrated their marketing efforts on their profitable 
sales?’ Would small stores, for example, be cut off from sources of supply and, 
therefore, be forced out of business? 

“Such fears are groundless. One wholesaler, who had been following this 
policy for 15 years, stated : 

“‘It is a fallaey to assume that selective selling would cut off food outlets from 
a source of supply if generally adopted. If each retailer concentrated his pur- 
chases with a relatively few sources of supply, then, instead of retailers buying 
from many wholesalers, and instead of wholesalers selling a large number of 
retailers, each retailer would have a few sources, each wholesaler would have 
fewer customers, and there would be closer relationships between wholesalers 
and retailers—and lower wholesaler operating costs—to the benefit of all.’ ” 
Sevin, Distribution Cost Analysis, Economic Series No. 50, United States Depart 
ment of Commerce, Bureau of Foreign and Domestic Commerce, p. 5 (1946). 
[Emphasis supplied. ] 

IS SELECTIVE DISTRIBUTION LEGAL 


‘It is the right ‘long recognized,’ of a trader engaged in an entirely private 
business, ‘freely to exercise his own independent discretion as to the parties with 
whom he will deal.” Federal Trade Commission v. Raymond Bros. Clark Co. 
(263 U.S. 565, 573 (1924) ). 

“* * * the manufacturer's right to choose his dealers is unquestioned * * *” 
Federal Trade Commission Report on Manufacture and Distribution of Farm 
Implements, p. 135 (1948). 

“* * * nothing contained in this judgment shall be deemed to eliminate the 
general legal right of any defendant to select its own customers in good faith in 
bona fide transactions.” Final judgment in United States v. Libbey-Oiwens-Ford 
Glass Company, et al. (C. C. H. Trade Reg, Serv. Par. 62, 823 (N. DD. Ohio 1948) ). 

With these authoritative statements and our own experience, we are convinced 
that if we did not select our customers but rather sold from the factory to all 
comers indiscriminately, our present distributors would lose interest in our 
products—would not give them the sales effort and promotion required. Our 
factory costs would inevitably increase in the handling of many small orders. 
Our distribution costs would increase and our sales decrease. 

This is our position. It is explained in some detail so that you may have a 
clearer understanding of our problem. But, we are interested in your reaction 
What would you do in our place? 

Do you agree with us?) Or, would you have us sell direct from the factory to 
all distributors and dealers in your territory? Would you have us sell direct to 
the classes of trade that are now your customers ? 

We really would be pleased to have your reply to these questions. How 
would you reason out the answers to this problem? DPittsburgh Plate Glass Co., 
2000 Grant Building, Pittsburgh, Pa. 
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EXHIBIT IJ—C-1 


Pennuernon 
WINDOW GLASS 


LIST PRICE 
January 1, 1950 


* 


PITTSBURGH 
@ PLATE GLASS COMPANY 


Factories at 
MT. VERNON, OHIO CLARKSBURG, W. VA. 
HENRYETTA, OKLA, 
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Pennuernon 


LIST PRICE 
January 1, 1950 


All sizes up to the 80 united inch bracket, inclusive, 
packed in 50 foot boxes. 


"United Inches—Single Strength and Thinner | AA-A-B 
Up to and including 40 $18.00 
Over 40 up to and incl. 50 18.25 
Over 50 uptoand incl. 60 19.35 
Over 60 up toand incl. 70 21.20 
Over 70 up to and incl. 80 23.90 


100 FOOT BOXES 


Over 80 upto and incl. 100 56.95 
Over 100 up to and incl. 110 75.75 
Over 110 up to and incl. 130 103.15 


Fractional sizes will be charged at the next higher inch. 





” 
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Pennuernon 


LIST PRICE 
January 1, 1950 


All sizes up to the 80 united inch bracket, inclusive, 
packed in 50 foot boxes 


United Inches—Double Strength AA-A-B 
Up to and including 40 $25.50 
Over 40 up toand incl. 50 28 .50 
Over 50 uptoand incl. 60 29.30 
Over 60 upto and incl. 70 31.45 
Over 70 upto and incl. 80 34.40 


100 FOOT BOXES 


Over 80 up to and incl. 100 74.15 
Over 100 up to and incl. 120 76.30 
Over 120 up to and incl. 140 | 104.25 


| 
| 





Fractional sizes will be charged at the next higher inch. 
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PENNVERNON 
Window Glass 


Manufactured by a spe- 


cial process developed 
by Pittsburgh Plate Glass | 
Co., Pennvernon is un- | 
usually transparent with 
both sides equally bril- 


liant and reflective. 


Its denser, smvother sur- 
faces insure longer life 
of beauty and usefulness. 





PRINTED IN U.S.A, 8186 REV. 8M-10-17-49 
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EXHIBIT II—C-2 


PITTSBURGH 
PLATE GLASS COMPANY 





SON JR MANAGER. PENNVERNON SALES 


TO THE TRADE: 


The attached schedules of discounts on PENNVERNON Window 
and Heavy Sheet Glass supersede previous quotations on these products. 
These new discounts are effective at once. 


Window Glass discounts apply to our list prices dated 
January 1, 1950. 


Heavy Sheet Glass discounts apply to list prices shown on 
the attached schedules. ‘ 

_The temporary terms of sale announced in our letter of 
June 6, 1958, will apply to attached quotations during the period of 
that offer. 


For the first time, you will note a quotation on PREMIUM 
QUALITY PENNVERNON. Specifications for this quality are attached. 


PITTSBURGH PILATE GIASS COMPANY 


= = * y 

[5 ip SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS -- 

ler Ee acing ena eeeseametsiee antineptecridiietere i 
=e G 
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SPECIFICATIONS FOR PREMIUM QUALITY PENNVERNON 


PREMIUM PENNVERNON meets all the requirements of Federal Specification 
DD-G-45la for "A" Quality Clear Sheet Glass. In addition, it must 
also pass & wave measurement reading of 30 inches or better in the 
"PENNVERNON Pattern Test." 


In this test, using a beam light and screen 25 feet apart, as described 
in American Standard Safety Code 2Z26.1-1950, a 17" x 30" sample is 

moved away from the screen and towards the light so that the wave pattern 
can be evaluated and measured in terms of inches from the screen. The 
better the quality for wave, the higher the pattern reading will be. 


In reading the pattern, the glass is held parallel to the screen, and moved 
away from it until a complete shadow pattern develops on the screen. The 
glass is then turned at an angle great enough to locate clearly a prominent 
dark or light spot. After this is determined, the glass is again held 
parallel to the screen and moved slowly toward the screen, with a slight up 
and down motion, until the predetermined spots just disappear. The distance 
from the screen is then measured, and in the case of PREMIUM PENNVERNON 
this distance must be at least 30 inches. 





PITTSBURGH PLATE GLASS COMPANY 


July 30, 1958 





* 
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PITTSBURGH 
PLATE GLASS COMPANY 


490) 





July 30, 1958 
PENNVERNON WINDOW GLASS 


TO FACTORY BUYERS OF \!INDOW GLASS: 





We have pleasure in quoting you, effective July 1958, the 
following prices, terms and ditions on PENNVERNON Window Glass in carload 
lots, subject to change without notice: 

SINGLE STRENGTH PREMIUM QUALITY, All Bracket Sizes 62- 8-5% 
SINGLE STRENGTH AA QUALITY, All Bracket Sizes 5- 3-55 
SINGLE STRENGTH A QUALITY, All Bracket Sizes O- 5-5 
SINGLE STRENGTH B QUALITY, All Bracket Sizes 1-10-5% 


DOUBLE 
DOUBLE 
DOUBLE 


STRENGTH 
STRENGTH 
STRENGTH 


PREMIUM 
AA 


A 


QUALITY, 
QUALITY, 
QUALITY, 


Bracket Sizes 
Bracket Sizes 
Bracket Sizes 











DOUBLE STRENGTH B QUALITY, All Bracket Sizes 
DOUBLE STRENGTH GREENHOUSE QUALITY 52 -34 -5% 
(Note: Greenhouse Quality will be cut only in sizes 





16x24, 18x20 and 20x20, which sizes 


16x18 ’ 1 
furnished without labe ls.) 


will be 


Discounts apply to our list of January 1, 1950. 


In view of the 
roduct will 





remarkably distortion-free pattern of FRE 
not be selected with respect to wave d 





ced in standard 





THE FOLLOWING CHARGES 


Ot iy a cnt 


SINGIE STRENGTH 1 fraction 30¢ per 2 fractions per 50' box. 
DOUBLE STRENGTH 1 fraction 40¢ per fra s & er 50° box. 
charges for fractional cutting are net & n to an C 

SIZES UNDER 14 UNITED DICHES WILL NOT BE FURNISH 
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PENNVERNON WINDOW GLASS -2- July 30, 1958 


PENNVERNON Window Glass is paper packed, and each light of PREMIUM, AA, A and B 
qualities is labeled. Glass in PREMIUM, AA and A Qualities will be furnished 
without labels upon request. 


TERMS: 30 days net, or 1% for cash in ten days from date of invoice. 


All shipments F.0.B. Factory, (Clarksburg, W.Va., Mt. Vernon, 0., and Henryetta 
Okla.) freight equalized with nearest competing factory at either published 
rail rates, or combined rail and water rates, in accordance with the manner in 
which the shipment is made. Shipments by truck will be equalized with truck 
rates, but the meximum equalization will not exceed that allowed on rail 
shipments. 


The minimum unit of sale is the minimm carload weight stated in the effective 
railroad freight tariff applicable to the destination to which shipment is made, 
whether shipped by rail or by truck. 


All orders are subject to acceptance upon receipt of specifications at General 
Office, Pittsburgh, Pennsylvania. Orders will be invoiced at prices in effect 


on date of shipment, with the following exceptions: 


1 - Orders for Window Glass required for specified building 
projects will be protected at prices in effect on date 
orders are accepted, provided that we are furnished the 
name and location of the building project and the approx- 
imate sizes and quantities needed for that project. 


2 - Contracts and orders with the Federal Government or any 
Department or Agency thereof, or with any State Government 
or any political sub-division thereof will be protected at 
prices in effect on date orders are accepted. 


Any tax of other Governmental charge upon the production, sale, and/or ship- 
ment of goods sold under this quotation now imposed by Federal, State, or 
Municipal authorities, or hereafter becoming effective within the period that 
such quotations remain in force, shall be added to each invoice and shall be 
paid by the buyer. The amount of any tax or charge so added to each invoice 
shall not be subject to any cash or other discount. 


All orders accepted subject to strikes, lockouts, contingencies of transporta- 
tion, failure of usual source of supply of fuel, materials or labor, fire, 
accidents or other causes beyond our control; and we shall be relieved from 
responsibility for delay or failure of delivery arising out of any such 
causes. 


We anticipate the pleasure of serving you. 


PITTSBURGH PLATE GLASS COMPANY 
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EXHIBIT II—C-3 


PITTSBURGH 
PLATE GLASS COMPANY 





ENERA 
E RICHARDSON JR MANAGER PENNVERNON SALES aT 


July 30, 1958 
PENNVERNON HEAVY SHEET GLASS 
TO FACTORY BUYERS OF WINDOW GLASS: 


We have pleasure in quoting you, effective July 30, 1958, the following 
prices, terms and conditions on PENNVERNON Heavy Sheet Glass in carload lots or 
with other thicknesses of PENNVERNON Window Glass in carload lots subject to change 
without notice: 


STOCK SHEETS 

BRACKET WIDTH 1 7/32" 1/4" 

Over 25' to 50' Incl. Up to 66" Incl. $1.00 sq.ft. $1.67 sq.ft. $2.05 aq.ft. 
Over 25' to 50' " Over 68" to 76" gz oe oan. 
Over 50' Up to 68" Incl. an 2c wee A ae 
Over 50' Over 58" to 76" a o37 «* ae 


Stock Sheets may be ordered in exact sizes or with maximum leeways of 6 inches on 
widths and 12 inches on lengths. 


Stock Sheets will not be furnished in fractional dimensions. 
The above prices are subject to the following discounts: 


A QRLItY cccccescscsccvccscces TOW 
B Quality ....... pan cdrehuness 0, QO e= Pp 


Stock Sheets will be supplied only in sizes over 25 sq.ft. 
Stock Sheets will be packed in approximately 300 sq.ft. cases, as nearly as sizes 
will permit. 


CUT_SIZES 

BRACKET 3716" 1/32" 1/4" 

Up to 2'8” Incl. $1.23 sq.ft. $1.35 sq.ft $1.53 sq.ft. 
Over 2'8" to 5" Incl. co in” —_ 
Over 5" to 10' ™ 1.49 =" Loo aS 
Over 10' to 25" " 1.55 “* io 6|6* 106 6° 
Over 25' to 50' " 2.1 * as 6 2%, * 
Over 50° eg: * 2.95 " au |C* 


The above prices are subject to the following discounts: 


PREMIUM Quality Se sizes only) ...... 15- 9-5% 
AA Quality (Cut sizes only) ...... 71-24 -5% 
A Quality ...ccscccecccce Seeneons 78-10-5% 


D GURL SEY  60.0.00605040060600000000. B0615=5h 
All above :prices~include boxing. 


SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 
5 a ceca iaeeeaieaoenvasneeiomeneommaciontcnsanmeno oma 








anaes mary 
wa) 1988 
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PENNVERNON HEAVY SHEETS GLASS -2- July 30, 1958 


In view of the remarkably distortion-free pattern of PREMIUM PENNVERNON, this 
product will not be selected with respect to wave direction. 


Cut Sizes up to and including 10 sq.ft. Will be packed in boxes containing 
approximately 50 sq.ft. 


Cut Sizes over 10 sq.ft. will be packed in cases containing approximately 100 or 
300 sq.ft. 


Cut Sizes packed in standard PENNVERNON pallets - 5% discount. Maximum size which 
may be palletized cannot exceed 100 united inches nor 66 inches in length. i 


Only one dimension of a Stock Sheet or @ Cut Size may exceed 76 inches and neither 
dimension may exceed 120 inches. 


THE FOLLOWING CHARGES FOR FRACTIONAL CUITING WILL HE MADE: 


1 Fraction - - - - - - - - - - $ .008 per sq.ft. 
2 Fractions -------+-- ,016: * ” 


Charges for fractional cutting are net and not subject to any discount. 
Sizes under 2 inches wide or under 14 united inches will not be furnished. 


PENNVERNON Heavy Sheet Glass is paper packed, except strips up to and including 
6 inches in width. PENNVERNON Heavy Sheet Glass is labeled, except strips up to 
and including 6 inches in width. Labels on PREMIUM, AA and A Qualities will be 
omitted when requested. 


TERMS: 30 days net, or 1% for cash in 10 days from date of invoice. 


All shipments F.0.B. Factory (Clarksburg, W.Va., Mt.Vernon, Ohio and Henryetta, 
Okla.) freight equalized with nearest competing factory at either published rail 
rates, or ccmbined rail and water rates, in accordance with the manner in which 
the shipment is made. Shipments by truck will be equelized with truck rates, but 
the maximum equalization will not exceed that allowed on rail shipments. 


The minimum unit of sale is the minimum carload weight stated in the effective 
railroad freight tariff applicable to the destination to which shipment is made, 
whether shipped by rail or by truck. 


30140 O—59———-33 
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PENNVERNON HEAVY SHEET GLASS -3'- July 30, 1958 


All orders are subject to acceptance upon receipt of specifications at General 
Office, Pittsburgh, Pennsylvania. Orders will be invoiced at prices in effect on 
date of shipment, with the following exceptions: 


1 - Orders for Cut Sizes of Heavy Sheet Glass required for specified 
building projects will be protected at prices in effect on date 
orders are accepted, provided that we are furnished the name and 
location of the building project and the approximate sizes and 
quantities needed for that project. 


2 - Contracts and orders for Cut Sizes of Heavy Sheet Glass with the 
Federal Government or any Department or Agency thereof, or with 
any State Government or any political sub-division thereof, will 
be protected at prices in effect on date orders are accepted. 


Any tax or other Governmental charge upon the production, sale, and/or shipment 
of goods sold under this quotation now imposed by the Federal, State or Municipal 
authorities, or hereafter becoming effective within the period that such quota- 
tions remain in force, shall be added to each invoice, and shall be paid by the 
buyer. The amount of any tax or charge so added to each invoice shall not be 
subject to any cash or other discount. 


All orders accepted subject to strikes, lockouts, contingencies of transportation, 
failure of usual source of supply of fuel, materials or labor, fire, accidents 

or other causes beyond our control; and we shall be relieved from responsibility 
for delay or failure of delivery arising out of any such causes. 


We anticipate the pleasure of serving you. 


PITTSBURGH PLATE GLASS CCMPANY 
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EXHIBIT II—C—4 


WINDOW GLASS 
LIST 


FEBRUARY 1, 1950 





PITTSBURGH 
PLATE GLASS COMPANY 


R. G. CUNNINGHAM 
MANAGER 
632 FORT DUQUESNE BLVD. 
PITTSBURGH 22, PA. 
PHONE ATLANTIC 1-5100 
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42.75 
42.79 
42.75 
42.75 
42.79 
42.75 
42.75 
42.75 
42.75 
42.79 
42.75 
42.75 
42.75 
42.75 
42.75 
42.79 
42.75 
42.79 
42.75 
42.75 
42.75 
42.75 
42.75 
42.75 
42.75 
43.25 
43.25 
43.25 
43.25 
43.25 
45.75 
45.75 
45.75 
45.75 
45.79 


SIZES IN LIGHT FACE TYPE PACKED IN 50’ BOXES. 
SIZES IN BOLD FACE TYPE PACKED IN 100’ BOXES. 
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SINGLE 
PER BOX 


37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
3760 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
38.00 
38.00 
38.00 
38.00 
38.00 
40.25 
40.25 
40.25 
40.25 
40.25 


| 


| SIZES 


PER || 
45. 44 


1.00 
1.08 
1.15 
1.30 
1.43 
1.58 

79 

95 
1.04 
1.12 
1.19 
1.27 
1.43 
1.50 || 
1.60 
1.76 
1.90 
2.08 
2.25 
2.41 
2.51 
2.78 
2.94 
3.11 
3.27 
3.59 
3.81 | 
3.94 
4.07 
4.36 








6x 8 
7x 9 
8x 8 
10 
12 
13 
14 
15 
16 
18 
20 
24 
26 
28 
9x 9 
11 
12 
13 
14 
15 
16 
18 








50 || 


PER 
LT. 
03 

.70 

71 

89 
1.07 
1.16 
1.25 
1.33 
1.43 
1.61 
1.78 
2.16 
2.29 
2.50 

-90 
1.10 
1.20 
1.29 
1.40 
1.51 
1.61 
1.82 
2.00 
2.22 
1.11 
1.33 
1.46 
1.57 
1.67 
1.78 
2.00 
2.11 
2.23 
2.46 
2.67 
2.90 
3.16 


3.37 | 


3.83 
4.19 
4.48 
4.71 
5.00 
9.33 
5.67 
5.86 
6.05 
6.48 


DOUBLE 


PER BOX 


A 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
60.00 
66.00 
66.00 
66.00 
66.00 
66.00 
68.00 
68.00 





68:00 


68.00 | 
68.00 | 





B 


92.75 
92.75 
92.75 
52.75 
92.75 
92.75 
52.75 
92.75 
52.75 
92.75 
92.75 
92.75 
92.75 
52.75 
92.75 
92.75 
92.75 
92.75 
52.75 
92.75 
92.75 
52.75 
92.75 
52.75 
92.75 
92.75 
92.75 
52.75 
52.75 
92.75 
92.75 
92.75 
92.75 
92.75 
52.75 
92.75 
92.75 
92.75 
58.00 
58.00 
58.00 
98.00 
58.00 
99.75 
99.75 
59.75 
99.75 
99.79 
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SINGLE 


PER BOX 





A 


42.75 | 


42.75 
42.75 
42.75 
42.75 
42.75 
42.75 
42.75 
42.75 
42.75 
42.75 
42.75 
43.25 
43.25 
43.25 
43.25 
43.25 
45.75 
45.75 
45.75 
45.75 
45.75 
49.75 
42.75 
42.75 
42.75 
42.75 
42.75 
42.75 
42.75 
42.75 
42.75 
42.75 
42.75 
42.75 
43.25 


43.25 | 


43.25 
43.25 
43.25 
45.75 
45.75 


45.75 | 
45.75 | 


45.75 


49.75 | 
49.75 | 


49.75 


SIZES IN LIGHT FACK TYPE PACKED IN 50’ BOXES. 
SIZES IN BOLD FACE TYPE PACKED IN 100’ BOXES. 





B 


37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
38.00 
38.00 
38.00 
38.00 
38.00 
40.25 
40.25 
40.25 
40.25 
40.25 
43.75 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 
37.50 


37.50 | 
38.00 | 


38.00 
38.00 
38.00 
38.00 
40.25 
40.25 
40.25 
40.25 


40.25 | 
43.75 | 
43.75 | 


43.75 





PER 
] st. 


1.05 
1.14 
1.21 
1.32 
1.39 
1.58 
1.68 
1.76 
1.95 


2.11 | 


2.28 
2.48 
2.62 
2.88 
3.04 
3.24 
3.42 
3.81 
3.95 
4.13 
4.4] 
4.59 
5.10 
1.15 
1.24 
1.33 
1.43 
1.52 
1.73 
1.80 
1.90 
2.11 
2.30 


2.51 | 


2.72 


2.94 | 


3.18 
3.33 
3.61 


3.77 | 


4.07 
4.39 


4.59 | 
4.82 || 


5.08 
5.53 
5.78 
6.03 

















8.43 
8.79 





DOUBLE 
PER BOX 








A 


72.50 
72.50 
72.50 








B 
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SINGLE DOUBLE = 
PER BOX PER || SIZES |! ppp |. _PER BOX — PER 
A | BILT | tTt.| a | B [BOX 
49.75 | 43.75 | 6.37 || 12x56 || 9.30] 72.50| 63.50] 11 
49.75 | 43.75] 6.69|} 58 || 9.75] 72.50] 63.50] 10 
55.50 | 48.75] 7.40 60 || 10.50} 78.75} 69.00} 10 
42.75 | 37.50} 1.56 || 13x15 || 2.19} 60.00] 52.75] 37 
42.75 | 37.50] 1.63 | 16 || 2.29} 60.00| 52.75] 35 
42.75 | 37.50| 1.84 | 18 |} 2.58} 60.00| 52.75] 31 
42.75 | 37.50] 2.08|} 20 || 2.90} 60.00] 52.75] 28 
42.75 | 37.50! 2.28|| 22 || 3.20] 60.00| 52.75} 25 
42.75 | 37.50] 2.51 || 24 || 3.52} 60.00] 52.75} 23 
42.75 | 37.50] 2.74|| 26 || 3.83} 60.00] 52.75] 21 
43.25 | 38.00| 2.97|| 28 || 4.52] 66.00] 58.00} 20 
43.25 | 38.00/ 3.20|} 30 || 4.89] 66.00/ 58.00] 18 
43.25 | 38.00} 3.39 | 32 || 5.18] 66.00] 58.00] 17 
43.25 | 38.00; 3.68|} 34 || 5.60| 66.00/ 58.00] 16 
43.25 | 38.00} 3.85|} 36 || 5.87] 66.00] 58.00} 15 
45.75 | 40.25| 4.27|| 38 || 6.35 | 68.00] 59.75} 15 
45.75] 40.25] 4.52|] 40 || 6.73] 68.00| 59.75] 14 
45.75 | 40.25| 4.75 || 42 || 7.08) 68.00) 59.75] 13 
45.75 | 40.25| 5.04 | 44 || 7.50] 68.00] 5975] 13 
45.75 | 40.25] 5.27|| 46 || 7.84] 68.00] 59.75} 12 
49.75 | 43.75] 5.78|| 48 || 843] 72.50] 63.50] 12 
49.75 | 43.75| 6.06|} 50 || 883] 72.50] 63.50] 11 
42.75 | 37.50} 1.97 |/13'9x18)}} 2.76 | 60.00) 52.75] 29 
42.75 | 37.50} 2.19|} 20 || 3.08] 60.00] 52.75] 26 
42.75 | 37.50| 2.38|| 22 || 3.33} 60.00| 52.75] 24 
42.75 | 37.50| 2.59|| 24 || 3.64] 60.00| 52.75] 22 
42.75 | 37.50| 2.84|| 26 || 3.98] 60.00] 52.75] 21 
43.25 | 38.00/ 3.08|} 28 || 4.70] 66.00| 58.00] 19 
43.25 | 38.00} 3.31 30 || 5.06} 66.00] 58.00} 18 
43.25 | 38.00| 3.61 || 32 || 5.50] 66.00| 58.00} 16 
43.25 | 38.00} 3.99|| 36 || 6.08] 66.00] 58.00] 15 
42.75 | 37.50] 1.55 || 14x14 || 2.20} 60.00] 52.75] 37 
42.75 | 37.50| 1.78 16 || 2.50| 60.00] 52.75] 32 
42.75 | 37.50! 2.02 18 || 2.83} 60.00| 52.75] 29 
42.75 | 37.50} 2.14/| 19 || 3.00} 60.00} 52.75] 27 
42.75 | 37.50} 2.25|} 20 || 3.16} 60.00] 52.75] 26 
42.75 |. 37.50} 2.48 || 22 || 3.48 | 60.00) 52.75} 23 
42.75 | 37.50} 2.72|| 24 || 3.81] 60.00} 52.75] 21 
42.75 | 37.50! 291 || 26 || 4.08] 60.00] 52.75) 20 
43.25 | 38.00| 3.22]; 28 || 4.91) 66.00] 58.00] 18 
43.25 | 38.00} 3.45|| 30 | 5.26] 66.00/ 58.00] 17 
43.25 | 38.00| 3.72|| 32 || 5.66] 66.00] 58.00] 16 
43.25 | 38.00} 3.91|} 34 || 5.96] 66.00| 58.00] 15 
43.25 | 38.00| 4.12|| 36 || 6.29] 66.00! 58.00) fr 
45.75 | 40.25] 4.62 || 38 || 6.88} 68.00) 59.75} 14 
45.75 | 40.25| 4.91|| 40 || 7.30] 68.00| 59.75] 13 
45.75| 40.25| 5.18 || 42 7.71 | 68.00| 89.75) 12 

| 











SIZES IN LIGHT FACE TYPE PACKED IN 50’ BOXES. 
SIZES IN BOLD FACE TYPE PACKED IN 100’ BOXES. 
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4 


SINGLE | Le 


PER BOX | 
A | B 


45.75 | 40.25 
45.75 | 40.25 
49.75 | 43.75 
49.75 | 43.75 
49.75 | 43.75 
49.75 | 43.75 
49.75 | 43.75 
55.50! 48.75 
55.50} 48.75 
42.75 | 37.50 
42.75 | 37.50 
42.75 | 37.50 
42.75 | 37.50 
42.75 | 37.50 
42.75 | 37.50 
43.25 | 38.00 
43.25 | 38.00 
43.25 | 38.00 
43.25 | 38.00 
43.25 | 38.00 
45.75 | 40.25 
45.75 | 40.25 
45.75 | 40.25 
45.75 | 40.25 
45.75 | 40.25 
49.75 | 43.75 
49.75 | 43.75 
49.75 | 43.75 
42.75 | 37.50 
42.75 | 37.50 
42.75 | 37.50 
42.75 | 37.50 | 
42.75 | 37.50 
43.25 | 38.00 
38.00 
38.00 
38.00 | 
38.00 | 
40.25 | 
40.25 
40.25 
40.25 
40.25 | 
43.75 | 
43.75 
43.75 | 
43.75 








SIZES IN LIGHT FACE TYPE PACKED IN 50’ BOXES. 
SIZES IN BOLD FACE TYPE PACKED IN 100’ BOXES. 


PER 
LT. 


2.85 
3.00 
3.39 


3.72 || 


3.94 
4.19 


4.48 | 
5.08 | 


5.36 


5.63 || 


5.87 


6.12 || 


7.07 
7.37 
7.68 
7.98 








48 
50 
52 


56 
58 
60 
15x15 
16 
18 
20 
22 
24 
26 
28 
30 
32 
34 
36 | 
38 
40 
42 
44 
46 
48 
50 
16x16 
18 
20 








26 


32 
34 
36 
38 
40 


44 
46 
48 
50 








54 


54 || 


22 || 
24 


28 || 
30 | 


42 || 


52 || 














DOUBLE 





! 418. 
, | PER BOX |PER 


| , 
in|, at eae 
= a ‘ — 
| 8.06 | 68.00} 59.75] 12 
| 8.40| 68.00} 59.75] 11 
| 9.30 | 72.50| 63.50] 11 
9.81 | 72.50} 63.50] 10 
10.19 | 72.50] 63.50} 10 
10.58 | 72.50! 63.50] 10 
10.96 | 72.50| 63.50} 9 
| 11.67 | 78.75| 69.00] 9 
| 12.16 | 78.75| 69.00] 9 
2.51 | 60.00} 52.75] 32 
2.67 | 60.00] 52.75] 30 
3.08 | 60.00! 52.75| 27 
3.37 | 60.00| 52.75] 24 
3.72 | 60.00} 52.75} 22 
4.05 | 60.00} 52.75] 20 
4.89 | 66.00] 58.00} 18 
5.26 | 66.00! 58.00} 17 
5.69 | 66.00} 58.00] 16 
6.01 | 66.00! 5800] 15 
6.37 | 66.00! 58.00] 14 
6.98 } 68.00} 59.75] 13 
7.46 | 68.00} 59.75] 13 
7.86 | 68.00} 59.75| 12 
8.24 | 68.00] 59.75} 11 
8.59 | 68.00} 59.75] 11 
9.67 | 72.50} 63.50} 10 
10.08 | 72.50| 63.50] 10 
10.49 | 72.50] 63.50} 10 
2.86 | 60.00] 52.75} 28 
3.22 | 60.00] 52.75] 25 
3.60 | 60.00} 52.75] 23 
4.00 | 60.00] 52.75] 20 
4.21 | 60.00} 52.75] 19 
518| 66.00] 58.00} 17 
5.66 | 66.00] 58.00} 16 
6.01 | 66.00} 58.00] 15 
6.40 | 66.00] 58.00} 14 
6.83 | 66.00] 58.00] 13 
7.56 | 68.00} 59.75] 13 
7.96 | 68.00} 59.75} 12 
| 8.361 68.00] 59.75} 11 
8.72 | 68.00] 59.75} 11 
9.10 | 68.00} 59.75] 10 
| 10.30 | 72.50} 63.50] 10 
10.74 | 72.50} 63.50] 9 
11.19 | 72.50] 63.50] 9 
11.63 | 72.50! 63.50} 9 
|| 12.081 7250! 63501 8 


13 
16 





499 












45.75 
49.75 
49.75 
49.75 
49.75 
49.75 


42.75 
43.25 
43.25 
43.25 
43.25 
43.25 


SIZES IN LIGHT FACE TYPE 
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B 


37.50 
37.50 
37.50 
38.00 
38.00 
38.00 
38.00 
38.00 
40.25 
40.25 
40.25 
40.25 
40.25 
43.75 
43.75 
43.75 
43.75 
43.75 


37.50 
38.00 
38.00 
38.00 
38.00 
38.00 


SINGLE 
PER BOX 


PER 
LT. || 


2.59 


3.17 
3.61 | 
3.85 | 
4.12 | 
4.44 || 
4.80 | 
5.39 | 
5.69 | 
5.96 | 
6.28 
6.64 | 





8.29 || 
8.70 
9.11 





3.20 | 
3.66 || 
3.94 | 
4.26 
4.64 
5.05 





26 
28 
30 





| 





8.01 
8.45 
8.86 
9.38 


| 10.01 
!! 11.08 
| 11.58 


| 


| 
| 





| 
| 


| 


12.08 
12.68 


| 13.28 


| 
| 


|| 15.00 


15.62 


16.25 } 


16.87 


|| 17.50 | 
i] 21.26 


21.92 


|| 22.86 


23.80 
24.45 
25.10 


1! 25.75 


4.48 


6.01 


6.50 | | 
| 66.00 


7.08 
7.61 


PACKED IN 


DOUBLE 


DEALERS 





¥ | A 


78.75 
78.75 
78.75 
| 78.75 

78.75 
| 187.00 


187.00 
187.00 
187.00 


60.00 
60.00 


| 66.00 
66.00 
| 66.00 
66.00 
66.00 


68.00 
68.00 


| 72.50 
72.50 
72.50 
72.50 
78.75 
78.75 
78.75 
78.75 
78.75 


187.00 
187.00 
|187.00 
|187.00 
187.00 
|187.00 


66.00 
66.00 


66.00 





187.00 | 


187.00 | 


60.00 | 


68.00 | 
68.00 | 


68.00 | 
72.50 


187.00 | 


| 60.00 | 
5.58 | 
66.00 | 


PER BOX 





50’ BOXES. 


SIZES IN BOLD FACE TYPE PACKED IN 100’ BOXES. 





























INDEPENDENT FLAT GLASS DEALERS 501 
6 
SINGLE 

LTS. 
PER BOX | ppp || SIZES|| ppp R 
A | B | LT. LT. p |BOX 
45.75 | 40.25| 5.63 || 20x32 || 8.36 ll 
45.75 | 40.25| 5.70 34 || 8.82 il 
45.75 | 40.25] 6.28 36 || 9.38 10 
45.75 | 40.25| 6.78 38 || 10.08 9 
45.75 | 40.25! 7.11 40 || 10.56 9 
49.75 | 43.75| 8.06 42 || 11.75 9 
49.75 | 43.75| 8.47 44 || 12.35 8 
49.75 | 43.75! 8.93 46 || 13.01 8 
49.75 | 43.75] 9.39 48 || 13.68 8 
49.75 | 43.75| 9.81 50 || 14.29 7 
55.50 48.75 | 10.57 52 || 16.18 7 

Je Ian a8 54 || 16.87 7 18 
[09, 56 || 17.57 6 

58 || 18.26 6 2? 
60 || 18.94 6 
62 || 23.28 12 
64 || 24.16 "1 
66 || 24.88 11 
68 || 25.60 11 
70 || 26.36 10 
72 || 27.27 10 
74 || 28.18 10 
76 || 29.09 9 
78 || 29.90 9 
80 || 30.71 9 
| 82 || 31.30 9 
84 || 31.90 9 
86 || 33.78 8 
88 || 34.67 8 
90 || 35.56 8 
43.25 | 38.00] 3.97 || 22x22 || 6.06 15 
43.25 | 38.00] 4.33 24 || 661 14 
43.25 | 38.00! 4.76 26 || 7.27 13 
43.25 | 38.00] 5.21 28 || 7.80 12 
45.75 | 40.25| 5.78 30 || 8.59 11 
45.75 | 40.25| 6.12 32 || 9.10 10 
45.75| 40.25] 6.56 34 || 9.87 10 
45.75 | 40.25] 7.04 36 || 10.46 9 
45.75 | 40.25| 7.40 38 || 10.99 | 68. 9 
49.75 | 43.75| 8.47 40 || 12.35| 7250} 63.50] 8 
49.75 | 43.75| 8.98 42 || 13.08| 72.50| 63.50] 8 
i975 | 43.75| 9.48 44 || 13.81 | 72.50] 63.50] 7 
49.75 | 43.75| 9.93 46 || 14.48! 7250] 63.50] 7 
49.75 | 43.75 | 10.56 4g || 15.14] 7250] 63.50] 7 
55.50| 48.75 | 11.59 50 || 17.22! 78.75| 69.00! 7 
55.50! 48.75 | 12.33 52 || 17.98 | 78.75| 69.00} 6 
NS) UL wereg taver fy 0 Gay 1874 78.75 | 69.00] 6 
setae 56 || 19.49| 78.75! 69.00! 6 








i1HT FACE 





TYPE PACKED IN 50’ BOXES, 
SIZES IN BOLD FACE TYPE PACKED IN 100’ BOXES. 
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7 
SINGLE DOUBLE 
per ee LTS. 
PER BOX Il sizes | -R BOX |pE 
_PER BOX | ppp || SIZES || ppp |_PER B me PER 
A B | LT. | | LT. | a | B 


22x58 || 20.25 | 78.75/ 69.00} 6 
x 8 | 24.88 |187.00 |163.75} 11 
— , : 62 || 25.68 |187.00 |163.75| 11 
_: || 64 || 26.54 |187.00 1163.75] 10 
ma D ogeaial 66 || 27.54 |187.00 |163.75] 10 
nt .....|| 68 || 28.54 |187.00 |163.75| 10 
is -..}......]} 70 |) 29.49 |187.00 |163.75} 9 
thes ....]......]] 72 || 30.38 |187.00 |163.75] 9 
adhe 74 || 31.27 |187.00 |163.75] 9 
|| 76 || 32.16 |187.00 |163.75]} 9 

'| 78 || 33.06 |187.00 163.75} 8 
| 4 
8 

8 

8 

7 


oa 
Oo 

















80 || 34.67 |193.00 |169.00 
|| 35.65 |193.00 |169.00 
84 || 36.64 |193.00 | 169.00 
86 || 37.62 |193.00 | 169.00 
88 || 38.60 |193.00 |169.00 


co 
rm 





3 | 90 || 39.60 |193.00 |169.00] 7 
43.25 | 38.00} 4.81 || 24x24 || 7.33) 66.00| 58.00] 12 
43.25 | 38.00} 5.29 26 || 7.89} 66.00} 58.00} 12 














45.75 | 40.25| 5.64 28 || 8.72} 68.00| 59.75} 11 
45.75 | 40.25) 628|| 30} 9.38) 68.00} 59.75] 10 
45.75 | 40.25| 685|| 32 || 10.18) 68.00} 59.75 
45.75 | 40.25| 7.24|| 34 || 10.75 | 68.00| 59.75 
45.75 | 40.25) 7.63|| 36 || 11.33] 68.00) 59.75 
49.75 | 43.75) 8.84)| 38 || 12.88] 72.50} 63.50 
49.75 | 43.75} 9.39|/ 40 || 13.68| 72.50) 63.50 
49.75 | 43.75 | 9.90 || 42 || 14.42 | 72.50} 63.50 
49.75 | 43.75| 10.39 || 44 || 15.14 | 72.50} 63.50 
49.75 | 43.75] 10.89|| 46 || 15.87 | 72.50} 63.50 
55.50] 48.75 | 12.44 || 48 || 18.12 | 78.75] 69.00 
55.50} 48.75/13.12|} 50 |) 18.94 | 78.75} 69.00 
55.50} 48.75| 13.79 || 52 || 19.77] 78.75| 69.00 
55.50} 48. 75 | 14.46 || 54 || 20.59} 78.75 | 69.00 
59.50 | 48.75| 15.14 |] 56 | 21.28 | 78.75 | 69.00 
143.75 133.25 | 20.13 | 58 || 26.18 |187.00 163.75 
143.75 |133.25 | 20.77 || 60 |, 27.27 |187.00 | 1163.75 


62 || 28.36 187.00 |163.75 


| 
| | .....|| 64 || 29.41 |187.00 |163.75 
a || 66 || 30.38 |187.00 |163.75 
| |... || 68 || 31.35 |187.00 |163.75 
| 70 | 32.33 |187.00 |163.75 
gS 72 | 33.31 |187.00 |163.75 
i 





74 || 34.31 |187.00 |463.75 
ca 76 | 35.32 |187.00 |163.75 
78 37.17 193.00 |169.00 
| 80 38.24 |193.00 |169.00 
82 39.32 193.00 169.00 
84 || 40.41 193.00 169.00 


SIZES IN aa FACE TYPE PACKED IN 50’ BOXES. 


——_— = 
NN OWOOOAWWO DO BOWOOOOUAAAAAAANNN ®© WO WO WO 0 


SIZES IN BOLD FACE TYPE PACKED IN 100’ BOXES. 
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8 

SINGLE | DOUBLE 
2 BOX | | PER BOX oes 
PER BOX |...) || SIZES || pp ER BOX |PER 
———— PER | PER | ane 


A Bry Ere i LT. A | B 
| 24x86 || 41.50 |193.00 | 169.00 
88 || 42.58 |193.00 | 169.00 

| 90 || 43.67 |193.00 |169.00 
45.75 | 40.25} 5.901] 26x26 || 8.77! 68.00} 59.75 
45.75| 40.25! 6.10|! 27 || 9.07] 68.00} 59.75 
45.75 | 40.25] 6.36 | 28 || 9.52} 68.00} 59.75 
45.75 | 40.25] 6.94 30 || 10.32 | 68.00} 59.75 
45.75 | 40.25] 7.37|| 32 || 10.95 | 68.00; 59.75 
45.75 | 40.251 7.79 34 || 11.75 | 68.00} 59.75 
49.75 | 43.75} 9.11 | 36 || 13.28 | 72.50} 63.50 
49.75 | 43.75] 9.69 38 || 14.11 | 72.50} 63.50 























et pt 
ADMDOnNNNWWWOWOOK NNN 





49.75 | 43.75 | 10.23 | 40 || 14.90} 72.50} 63.50 
49.75 | 43.75 | 10.77 42 || 15.69 | 72.50} 63.50 
49.75 | 43.75| 11.31 || 44 || 16.57 | 72.50| 63.50 
55.50} 48.75} 13.06 46 || 18.87 | 78.75} 69.00 
55.50! 48.75| 13.79|! 48 || 19.77} 78.75| 69.00 
55.50 | 48.75| 14.52 || 50 || 20.66 | 78.75! 69.00 
55.50 | 48.751 15.25!! 52 || 21.37 | 78.75) 69.00 

| || 54 || 21.97 | 78.75 69.00 


® || 56 || 27.63 187.00 |163.75 

|| 58 || 28.82 |187.00 | 163.75 

‘| 60 || 29.90 |187.00 | 163.75 

| | 30.95 |187.00 | 163.75 
| | 32.00 |187.00 |163.75 
|| 66 || 33.06 |187.00 |163.75 
| | 34.15 187.00 |163.75 
70 || 35.23 |187.00 |163.75 
72 || 36.32 | 187.00 |163.75 
74 || 37.40 187.00 |163.75 


AOnNINWWDWWOWWOOCAMANNNNNN@WAOWAMWOWwWoov'”YV 


d4 
18 


a a@ 
> rm 


a 
ce 


76 || 39.51 |193.00 |169.00 
78 || 40.68 |193.00 |169.00 
80 || 41.86 /193.00 '169.00 
| | 82 || 43.04 |193.00 |169.00 
| | 84 || 44.21 |193.00 |169.00 


|| 86 || 45.39 |193.00 |169.00 
|| 88 || 46.55 |193.00 |169.00 
|| 90 || 47.71 |193.00 |169.00 
45.75 | 40.25| 6.64 || 27x28 || 10.01 | 68.00} 59.75 


_ 


45.75 | 40.25; 7.19 || 30 || 10.68 | 68.00 | 59.75 
45.75 | 40.25} 6.98 || 28x28 || 10.37 | 68.00} 59.75 
45.75 | 40.25] 7.43 || 30 || 11.04 | 68.00 | 59.75 
45.75 | 40.25! 7.89 || 32 || 12.04 | 68.00 | 59.75 


49.75 | 43.75} 9.30|| 34 || 13.54] 72.50! 63.50 
49.75 | 43.75| 9.90|| 36 || 14.42 | 72.50] 63.50 


49.75 | 43.75 | 10.48 || 38 || 15.26 | 72.50} 63.50 
49.75 | 43.75 | 11.06 40 || 16.11 | 72.50) 63.50 


49 = 43.75 | 11.64 || 42 || 17.18 | 72.50| 63.50 
| tl | 

SIZES IN LIGHT FACE TYPE PACKED IN 50’ BOXES. 

SIZES IN BOLD FACE TYPE PACKED IN 100’ BOXES. 


~ 


















A 


95.50 
55.50 
55.50 
55.50 
55.50 


45.75 
49.75 
49.75 
49.75 
49.75 
49.75 
55.50 
55.50 
55.50 
55.50 
55.50 
143.75 
143.75 





SINGLE 
PER BOX 


PER 
B LT. 


48.75 | 13.56 


48.75 | 14.35 
48.75 | 15.14 
48.75 | 15.92 
48.75 | 16.71 


40.25 
43.75 
43.75 | 10.02 
43.75 | 10.49 
43.75 | 11.27 
43.75 | 11.89 
48.75 
48.75 
48.75 
48.75 
48.75 
133.25 
133.25 


7.92 
9.39 


14.80 
15.64 
16.48 
17.33 
22.36 
23.56 





aan 6s 
aah eo. 
1 
iad 

aa: 


13.96 | 








| 
ti 


INDEPENDENT FLAT 


on 
bo 


o mn 
co de 


~N 
re 





~ 
co 


co 
an 


Ww 

oO 

a 
Ww 
NO 


> 
c 





or 
rm 


o 
+e 





SIZES IN LIGHT FACE TYPI 
SIZES IN BOLD FACE TYPE PACKED IN 100’ BOXES. 


GLASS DEALERS 


PER 
LT. 


19.49 


20.45 
21.28 
21.92 


|| 22.57 | 


28.91 
30.06 
31.19 
32.33 
33.48 
34.65 
35.82 
36.98 
38.11 
39.21 
41.68 


|| 42.95 
|| 44.21 
| 45.48 
| 46.72 
|| 47.97 
|| 49.22 
| 50.47 
|| 51.72 
| 1208 


13.68 
14.60 
15.50 


|| 16.49 


17.64 


23.07 


DOUBLE 


| 187.00 | 





LTS 


PER BOX |PER 


A B 
69.00 
69.00 
69.00 
69.00 
69.00 

163.75 

163.75 

163.75 

163.75 

163.75 

163.75 


78.75 
78.75 
78.75 
78.75 
78.75 | 


187.00 
187.00 
187.00 
187.00 | 
187.00 | 


187.00 |163.75 





| 
| 


|| 19.97 | 
'| 21.00 
| 21.69 
|| 22.38 


| 
| 


1 


187.00 |163.75 
187.00 |163.75 
187.00 |163.75 
193.00 | 169.00 
193.00 |169.00 
193.00 |169.00 
193.00 169.00 
193.00 |169.00 
193.00 |169.00 
193.00 |169.00 
193.00 | 169.00 
193.00 '169.00 
68.00 | 59.75 
72.50 | 63.50 
72.50 | 63.50 
72.50 | 63.50 
72.50 | 63.50 
72.50 | 63.50 
78.75 | 69.00 
78.75 | 69.00 
78.75 | 69.00 
78.75 | 69.00 
78.75 | 69.00 








| 29.90 | 187.00 | 163.75 
|) 31.11 |187.00 | 163.75 
|| 32.33 |187.00 | 163.75 


33.56 | 187.00 |163.75 


|| 34.82 |187.00 | 163.75 
|| 36.07 |187.00 | 163.75 
|| 37.32 |187.00 |163.75 


38.50 |187.00 163.75 
39.69 | 187.00 | 163.75 
40.87 | 187.00 |163.75 


|| 43.67 |193.00 |169.00 


45.03 io 169.00 
| 


BOX 


ae 


OnNNNN OOOO WOOOUUNNUNUNHDDOANNWOAAAAAGDANNNNN OOOaOwewweouUnn 


* PACKED IN 50’ BOXES. 
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10 
SINGLE | | DOUBLE 
—— | | LTS. 
kK OX 1] QIZES || 2 OX Wh 
_ PER BOX | PER || SIZES | PER | PER BOX PER 
A B | LT. || |} LT. | A | B 


|| 30x76 || 46.37 |193.00 |169.00 

78 || 47.71 |193.00 | 169.00 
| 80 || 49.04 193,00 |169.00 
| 82 || 50.38 |193.00 |169.00 
84 || 51.72 |193.00 |169.00 
| 53.06 |193.00 | 169.00 
88 || 54.35 |193.00 |169.00 
|| 90 || 55.52 |193.00 |169.00 
49.75 | 43.75 | 10.06 || 32x32 || 14.66 | 72.50| 63.50 
49.75 | 43.751 10.73 || 34 || 15.63] 72.50] 63.50 








ao 
a 





49.75 | 43.75 | 11.39 | 36 || 16.72 | 72.50} 63.50 
49.75 | 43.75| 12.06 || 38 || 17.95 | 72.50] 63.50 
55.50 | 48.75 | 14.24 || 40 || 20.31 | 78.75} 69.00 
55.50| 48.75} 15.14|| 42 || 21.28 | 78.75| 69.00 
55.50| 48.751 16.03 || 44 || 22.01 | 78.75 | 69.00 
55.50} 48.75| 16.93 || 46 || 22.75 | 78.75} 69.00 
55.50} 48.75] 17.83 || 48 || 23.49 | 78.75} 69.00 
143.75 |133.25 | 23.16 50 || 30.71 |187.00 |163.75 


143.75 |133.25 | 24.44 || 52 || 32.00 |187.00 |163.75 
|| 84 || 33.31 |187.00 |163.75 








| 56 || 34.65 |187.00 |163.75 
58 || 35.98 |187.00 |163.75 
60 || 37.32 |187.00 |163.75 


‘| 62 || 38.58 |187.00 |163.75 
64 || 39.85 |187.00 |163.75 
| || 66 || 41.11 |187.00 | 163.75 
68 || 42.37 |187.00 |163.75 
70 || 45.48 |193.00 |169.00 


| || 72 || 46.90 |193.00 ree 


30 
34 


| || 74 |) 48.33 }193.00 |169.00 
| 76 || 49.76 |193.00 |169.00 
| | || 51.18 |193.00 |169.00 
|| 80 || 52.61 |193.00 |169.00 
| 82 || 54.04 |193.00 | 169.00 
‘| 84 || 55.28 |193.00 | 169.00 
| ‘| 86 || 56.52 |193.00 |169.00 
49.75 | 43.75 | 11.43 || 34x34 || 16.80 | 72.50} 63.50 








DMD BMBMMMMMVNNVNNAWOSBBDODGONMNMNMNHHANNAIAWAAMAMAAAAAMH 





49.75 | 43.75/12.14|| 36 || 18.10} 72.50} 63.50 

55 50 | 48.75| 14.41 || 38 || 20.52 | 78.75 | 69.00 
55.50} 48.75] 15.36 || 40 || 21.46) 78.75] 69.00} 5 
55.50] 48.751 16.31 |} 42 || 22.24) 78.75] 69.00} 5 
55.50 | 48.75 | 17.27 44 || 23.03} 78.75) 69.00] 5 
55.50 | 48.75 | 18.22 46 || 23.81 | 78.75} 69.00} 5 
143.75 133.25 | 23.80 48 31.35 187.00 163.75} 9 
143.75 133.25 | 25.16 50 | 32.73 |187.00 163.75} 8 
| 52 || 34.15 |187.00 |163.75] 8 
8 


| 54 || 35.57 |187.00 | 163.75 
| 1 | | 

SIZES IN LIGHT FACK TYPE PACKED IN 50’ BOXES 
SIZES IN BOLD FACE TYPE PACKED IN 100’ BOXES. 
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11 












SINGLE | | DOUBLE Fen 

a —_ ne | | | a ~ 

al a Tae eo can 
_PER BOX | PER |! SIZES || ppp |_PER BOX [PER 
efi Be | LT, fl or. | ke) By TOA 


58 || 38.35 187.00 163.75 


|| 39.69 | 187.00 |163.75 
62 || 41.03 |187.00 | 163.75 
64 || 42.37 |187.00 |163.75 
|| 66 |) 43.89 | 187.00 |163.75 
|| 68 || 47.08 |193.00 |169.00 
| 70 || 48.60 |193.00 | 169.00 
|| 72 || 50.11 |193.00 |169.00 
|| 74 || 51.63 |193.00 |169.00 
| || 53.15 |193.00 | 169.00 
| | | || 54.58 |193.00 | 169.00 
Awan || 80 || 55.90 193.00 |169.00 
soe || 82 || 57.22 |193.00 | 169.00 
| | || 84 || 58.54 |193.00 |169.00 
| | || 86 || 59.86 |193.00 | 169.00 
55.50 | 48.75 | 14.46 || 36x36 || 20.59 | 78.75 | 69.00 





aD 
Oo 





aN 
oO 








55.50 | 48.75 | 15.47 || 38 || 21.55 | 78.75 | 69.00 
55.50 | 48.75| 16.48}; 40 || 22.38} 78.75! 69.00 
55.50 | 48.75 | 17.47 | 42 || 23.21 | 78.75] 69.00 
55.50| 48.75| 1850]; 44 || 24.04 78.75] 69.00 
143.75 133.25 | 24.28 || 46 || 31.84 187.00 |163.75 


143.75 |133.25 | 25.72 |; 48 || 33.31 |187.00 |163.75 
| ‘| 50 || 34.82 |187.00 |163.75 

| 52 || 36.32 |187.00 |163.75 

| 54 |, 37.79 |187.00 163.75 
| 56 || 39.21 187.00 |163.75 
| || 58 || 40.63 |187.00 |163.75 
| 60 | 42.05 |187.00 | 163.75 

| | | 62 || 43.63 |187.00 |163.75 
bore, || 64 || 45.17 |187.00 | 163.75 
| || 66 | 48.51 193.00 |169.00 

|| 68 || 50.11 |193.00 169.00 

|| 70 || 51.72 193.00 |169.00 

' || 72 || 53.33 |193.00 169.00 

|| 74 || 54.82 |193.00 |169.00 
76 | 56.21 |193.00 |169.00 
| 78 || 57.61 |193.00 | 169.00 

80 || 59.01 |193.00 |169.00 

82 | 60.41 |193.00 |169.00 

| 84 | 61.80 (193.00 169.00 

86 | 72.17 |257.75 224.75 

| 38x38 || 22.43 78.75! 69.00 

| ...../| 40 || 23.30! 78.75 | 69.00 

42 || 24.18 | 78.75! 69.00 

44 || 32.16 |187.00 163.75 

46 33.73 187.00 163.75 


CONN AAMNMNMNMNAMAMMOMMONNNNDODOUNNNDAUGUAAAIAAMABMBMHMRHBNNNNO® | 


SIZES IN LIGHT FACE TYPE PACKED LN 50’ BOXES 
SIZES IN BOLD FACE TYPE PACKED IN 100’ BOXES. 
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12 
SINGLE DOUBLE 
oe a ——_iLTS. 
»E 30X 1] SIZES |] ) OX . 
Bs. 2, rh OS RE 
A | B LT. || 1 ur. | an) BPO 
| | 38x48 | 35.32 |187.00 |163.75 
50 36.90 187.00 |163.75 
38.43 |187.00 |163.75 


| 41.42 | 187.00 | 163.75 
| 42.92 | 187.00 | 163.75 
60 |, 44.65 | 187.00 | 163.75 
62 || 46.28 | 187.00 163.75 
|| 49.76 | 193.00 | 169.00 
66 || 51.45 | 193.00 | 169.00 
68 || 53.15 | 193.00 | 169.00 

| 70 || 54.74 | 193.00 | 169.00 
| 72 || 56.21 |193.00 | 169.00 


| 
54 || 39.92 |187.00 163.75 
| 
} 
| 


a 
- 


74 || 57.69 |193.00 |169.00 
76 || 59.16 |193.00 |169.00 
|| 60.64 |193.00 | 169.00 
|| 80 || 62.11 |193.00 |169.00 
| 82 || 63.59 |193.00 | 169.00 
|... |} 84 |) 82.24 |257.75 |224.75 
| (| 86 |, 90.21 |257.75 |224.75 
|| 40x40 || 24.22 | 78.75 | 69.00 
42 || 32.33 |187.00 |163.75 
44 || 33.98 |187.00 |163.75 
46 || 35.65 |187.00 |163.75 
48 || 37.32 |187.00 163.75 


50 || 38.90 |187.00 |163.75 











52 || 40.48 187.00 163.75 
54 || 42.05 |187.00 |163.75 
56 || 43.80 |187.00 |163.75 


58 || 45.72 |187.00 | 163.75 
60 || 47.22 |187.00 |163.75 
62 || 50.83 |193.00 |169.00 
64 || 52.61 |193.00 |169.00 
| 66 || 54.35 |193.00 | 169.00 
|| 68 || 55.90 |193.00 | 169.00 
|......|| 70 || 57.46 |193.00 | 169.00 
|......|) 22 || 59.01 |193.00 |169.00 
| 




















36 
42 


74 || 60.56 |193.00 |169.00 
76 || 62.11 |193.00 |169.00 
78 || 63.67 |193.00 |169.00 
80 || 65.22 |193.00 |169.00 
82 || 90.60 |257.75 |224.75 


| 84 || 93.22 |257.75 |224.75 
| 42x42 || 34.06 |187.00 |163.75 
44 || 35.82 |187.00 |163.75 


46 || 37.56 |187.00 |163.75 
|| 39.21 | 187.00 |163.75 
|| 50. || 40.87 |187.00 |163.75 
SIZES IN LIGHT FACE TYPE PACKED IN 50’ BOXES. 
SIZES IN BOLD FACE TYPE PACKED IN 100’ BOXES. 
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508 INDEPENDENT FLAT GLASS DEALERS 
13 
SINGLE | | DOUBLE 
— | | : LTS. 
PER BOX | SIZES PER BOX [PER 


fe | PER | || PER 
a | B | LT. | cr. | A) piqeex 
42x52 || 42.53 |187.00 | 163.75 

54 || 44.40 |187.00 |163.75 
56 || 46.19 |187.00 |163.75 


58 || 47.98 |187.00 | 163.75 
60 || 51.72 |193.00 | 169.00 
62 || 53.59 |193.00 | 169.00 


|| 56.91 |193.00 |169.00 
'| 58.54 |193.00 | 169.00 
| 60.17 |193.00 |169.00 
72 || 61.80 |193.00 | 169.00 
|| 74 || 63.43 |193.00 | 169.00 
76 || 65.06 |193.00 | 169.00 
78 || 69.44 |193.00 | 169.00 
80 || 93.22 |257.75 |224.75 
| 44x44 || 37.64 |187.00 |163.75 
46 || 39.37 |187.00 |163.75 
|| 41.11 |187.00 |163.75 
|| 42.84 |187.00 |163.75 
| 52 || 44.83 |187.00 |163.75 
| 54 || 46.66 |187.00 |163.75 
| 56 || 48.58 |187.00 |163.75 
'| 58 || 52.43 |193.00 |169.00 
| | 60 || 54.35 |193.00 |169.00 
| 62 || 56.06 |193.00 |169.00 

|| 64 || 57.77 |193.00 | 169.00 
| 66 || 59.47 |193.00 |169.00 


64 || 55.28 |193.00 | 169.00 





ae 
Oo eo 











68 || 61.18 |193.00 | 169.00 
70 || 62.89 |193.00 |169.00 
72 | 64.60 |193.00 | 169.00 
74 | 68.77 |193.00 |169.00 
76 || 71.74 |193.00 |169.00 
78 || 95.58 |257.75 |224.75 
| BO || 98.47 |257.75 |224.75 
|| 46x46 || 41.19 |187.00 |163.75 
48 || 43.00 |187.00 |163.75 
50 || 45.08 |187.00 |163.75 
|| 52 || 47.04 |187.00 |163.75 
|| 54 |) 49.01 |187.00 |163.75 
|| 56 || 52.97 |193.00 | 169.00 

58 || 54.89 |193.00 | 169.00 
|| 60 || 56.68 |193.00 | 169.00 
|| 62 || 58.47 |193.00 | 169.00 
|| 64 || 60.25 |193.00 | 169.00 
66 || 62.04 |193.00 |169.00 
68 || 63.82 193.00 |169.00 
|| 70 || 67.55 |193.00 |169.00 
72 || 70.66 |193.00 |169.00 
SIZES IN LIGHT FACE TYPE PACKED IN 50’ BOXES. 
SIZES IN BOLD FACE TYPE PACKED IN 100’ BOXES. 
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INDEPENDENT FLAT GLASS DEALERS 








SINGLE 























DOUBLE 




































































_PER BOX | ppp || SIZES || ppp |_PER BOX |PER 
gl os Pe LT.| a | B {BOX 
46x74 || 73.77 |193.00 |169.00| 4 
DOR 76 || 97.68 |257.75 |224.75| 4 
hk 78 ||100.69 |257.75 |224.75| 4 
go ||103.71 |257.75 |224.75| 4 
lk 48x48 || 45.17 |187.00 |163.75| 6 
50 || 47.22 |187.00 |163.75| 6 
52 || 49.26 |187.00 |163.75+ 6 
54 || 53.33 |193.00 |169.00| 6 
56 || 55.28 |193.00 |169.00| 5 
ok 58 || 57.15 |193.00 |169.00| 5 
eas 60 || 59.01 |193.00 |169.00] 5 
62 || 60.87 |193.00 |169.00] 5 
64 || 62.74 |193.00 |169.00] 5 
66 || 64.60 |193.00 |169.00] 5 
68 || 69.04 |193.00 |169.00] 4 
| 70 || 72.28 |193.00 |169.00] 4 
72 || 75.52 |193.00 |169.00| 4 
all | 74 || 99.51 |257.75 |224.75] 4 
|| 7g ||102.66 1257.75 |224.75| 4 
a 78 ||105.80 |257.75 |224.75| 4 
‘. go ||108.95 |257.75 |224.75] 4 
"ll 50x50 || 49.35 1187.00 [163.75] 6 
Bs 52 || 53.50 |193.00 |169.00| 6 
+ 54 || 55.52 |193.00 |169.00| 5 
¥ 56 || 57.46 |193.00 |169.00| 5 
| 58 || 59.40 |193.00 |169.00| 5 
| 60 || 61.34 {193.00 |169.00] 5 
3 62 || 63.28 |193.00 |169.00] 5 
. 64 || 65.22 |193.00 |169.00] 5 
Ea 66 || 70.25 |193.00 |169.00] 4 
| 68 || 73.63 |193.00 |169.00] 4 
a 70 || 77.01 |193.00 |169.00] 4 
. 72 ||101.09 |257.75 |224.75| 4 
- 74 ||104.36 |257.75 |224.75| 4 
|| 50x52 || 55.59 1193.00 |169.00] 5 
oz 54 || 57.61 |193.00 |169.00] 5 
| 56 || 59.63 |193.00 |169.00] 5 
| 58 || 61.65 1193.00 |169.00] 5 
60 || 63.67 |193.00 |169.00} 5 
62 || 67.69 |193.00 |169.00] 4 
64 || 71.20 |193.00 |169.00] 4 
66 || 74.71 {193.00 |169.00] 4 
68 || 78.22 |193.00 |169.00] 4 
70 ||102.40 |257.75 |224.75] 4 

72 ||105.80 |257.75 |224.75| 4 44 
54x54 || 59.71 |193.00 169.00] 5 
61.80 |193.00 169.00] 5 

63.90 |193.00 169.00! 5 60 
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SIZES IN LIGHT FACE TYPE PACKED IN 50’ BOXES. 
SIZES IN BOLD FACE TYPE PACKED IN 100’ BOXES. 
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510 INDEPENDENT FLAT GLASS DEALERS 
15 
SINGLE || | DOUBLE h 
PER BOX Ca | PER BOX IpreR 
Fe PER || SIZES |! pep | ERS Ser 
A B | LT. || or. [ard oe 
193.00 |169.00 


62 || 71.87 |193.00 |169.00 
64 || 75.52 |193.00 |169.00 
rn ....|| 66 || 79.17 |193.00 |169.00 
aries 68 ||103.45 |257.75 | 224.75 
| 70 ||106.98 |257.75 |224.75 
72 ||110.52 |257.75 |224.75 
| 56x56 || 63.98 |193.00 | 169.00 
58 || 68.50 |193.00 | 169.00 
| 60 || 72.28 |193.00 |169.00 
62 || 76.06 |193.00 | 169.00 
|| 64 || 79.85 |193.00 | 169.00 
|| 66 |/104.23 | 257.75 |224.75 
68 ||107.90 |257.75 |224.75 
70 ||111.57 |257.75 |224.75 
72 ||115.24 |257.75 |224.75 
58x58 || 72.41 |193.00 | 169.00 
| 60 || 76.33 |193.00 | 169.00 
|| 62 || 80.25 |193.00 |169.00 
| 64 ||104.76 |257.75 |224.75 
| 66 ||108.56 |257.75 |224.75 
| 6B ||192.36 |257.75 |224.75 
|} 70 ||116.16 |257.75 |224.75 
| 
| 


54x60 || 68.23 




















72 ||120.28 |257.75 |224.75 
60x60 || 80.39 |193.00 | 169.00 





|| 62 ||105.02 |257.75 |224.75 
{| 64 ||108.95 |257.75 |224.75 
|... 4] 66 ||192.88 |257.75 |224.75 
| || 68 |/116.81 |257.75 |224.75 
70 ||124.79 |257.75 224.75 








Wl hl hhh wpahh ah Hhh AAA A HAHA LA LLL aH 


SIZES IN LIGHT FACE TYPE PACKED IN 50’ BOXES. 
SIZES IN BOLD FACE TYPE PACKED IN 100’ BOXES. 


Printed in U.S.A. 
By 
The A. L. GARBER CO. 
ASHLAND, OHIO 
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EXHIBIT II-—C-—5 


Net Window Glass 
Light List Book 


Based on Window Glass List Prices 


dated February 1, 1950 


July 1, 1950 





G 


PITTSBURGH 
PLATE GLASS COMPANY 


R. G. CUNNINGHAM 
MANAGER 
632 FORT DUQUESNE BLVD 
PITTSBURGH 22, PA. 
PHONE ATLANTIC 1-5100 





512 INDEPENDENT FLAT GLASS DEALERS 
SINGLE 
.17| .15} .13) .11] .10} .08| .06| .38] 6x 8 
23} .20} .18) .15) .13) .10| .08| .50] 7x 9 
.23| .20) .18) .15| .13|} .10) .08) .51] 8x 8 
28} .25) .22| .19| .16| .13)} .09 10 


28} .25| .22| .19] .16] .13| .09| .63 
'34| |30| .27| .23] .19] .15| .11| .76] 12 
‘40| .36} .31| .27| .22| .18| .13| .89] 14 
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ww 
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ho 
Go 
Cty. 
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80} .71) .62| .53) .45| .36| .27 28 
29} .26| .22| .19| .16| .13| .10} .64] 9x 9 
35| .31| .27] .23| .20| .16| .12] .78] 911 
38| .34| .30] .26) .21| .17| .13| 85] 12 
41| .37| .32} .28| 23] .18] .14] .92] 13 
45| .40| .35) .30| .25| .20| .15/1.00] 14 
49} .43) .38] .32| 27] .22| .16}1.08] 15 
52} .46| .40| .35| .29| .23| .17/1.15] 16 
59} .52| .46| .39| 33) .26| .20/1.30] 18 
64} .57| .50| .43| .36| .29] .21/1.43] 20 
71} 63) .55) .47| 40) .32| .24)1.58] 22 
as .32| .28] .24| .20} .16| .12| .79} 10x10 
43} .38) 33) .29) .24| .19| .14] .95} 12 
47| .42| .36| .31| .26] .21| .16/1.04] 13 
50) .45| .39| .34) .28/ .22| 17/112) 14 
54) .48) .42| 36) .30| .24| .18)/1.19] 15 
57) 51| .44| .38) 32] .25| .19]1.27] 16 
64| .57) 50] .43) .36| .29| 21/143] 18 
68| .60| .53) .45| .38) .30; .23/1.50] 19 
.72| .64| .56| .48| .40) .32| .24/1.60] 20 
.79| .70| 62) 53) .44| .35| ,26|1.76] 22 
86) .76| 67] .57| .48| .38| .29/1.90} 24 
94| .83| .73| .62| 52] .42| .31/2.08} 26 
1.01} .90| .79| .68| .56| .45| .34/2.25] 28 
1.08} .96| .84| .72| .60| .48| .36/2.41] 30 
1.13/1.00| .88] .75| .63| .50/ .38/2.51] 32 
1.25/1.11| .97| .84] .70| .56| .42/2.78] 34 
1.32/1.18|1.03| .88| .74| 59| .44/2.94] 36 
1.40/1.24/1.09} 93) .78| .62| .47/3.11] 38 
1.47/1.31/1.14| .98] .82| .65| .49/3.27] 40 





6x 8 
7x 9 
8x 8 


INDEPENDENT FLAT GLASS DEALERS 


DOUBLE 


53} .08} .11) .13) .16] .19} .21] .24 


'70| .11| .14| .18] .21| .25|} .28] .32 
‘711 .11} .14] .18} .21| .25] .28] .32 
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514 INDEPENDENT FLAT GLASS DEALERS 


SINGLE 


sen xlon[onexpor[in] se 
. T2h |: 


1.62 | 1.44|1.26)1.08| .90 54/3.59] 10x42 
1.71} 1.52 | 1.33}1.14; .95| .76| .57/3.81 a4 
1.77} 1.58 | 1.38/1.18| .99| .79| .59/3.94 46 
1.83} 1.63} 1.42|1.22|}1.02| .81)} .61)4.07 48 
1.96| 1.74} 1.53 rae Oe .87| .65/4.36 50 
47| .42| .37) .32) .26|) .21) .16/)1.05] 11x12 
51} .46] .40) .34) .29) .23) .17/1.14 13 
54} .48) .42) .36; .30} .24| .18/1.21 14 
59} .53| .46; .40| 33) .26] .20)1.32 15 
.56| .49| .42| .35] .28 
.63 
67 
.70 
.78 
































$s 69} 61} 52) .43| 35) .26|1.73] 18 
81| .72| 63; 54) .45| .36| .27/1.80} 19 
86) .76| .67) 57) 48} .38) .29/1.90]} 20 
95| .84| .74| .63| 53} .42| .32/2.11] 22 
1.04} .92| .81| .69) 58} .46) .35/2.30] 24 
1.13] 1.00 88) .75| .63| 50} 38/251] 26 
1.22}1.09| .95) .82) 68) 54] .41/2.72] 28 
1.32} 1.18/1.03| .88| .74| .59| .44/2.94] 30 
1.43} 1.27/1.11| .95| .80| 64) .48/3.18} 32 
1.50} 1.33}1.17/ 1.00} .83| .67} .50)3.33] 34 
1.62} 1.44/1.26/1.08} .90) .72|} .54/3.61] 36 
1.70|1.51/1.32!1.13} 94] .75| .57/3.77] 38 
1.83} 1.63} 1.42|1.22|1.02|} .81| .61/4.07] 40 
1.98 | 1.76) 1.54 1.32) 1.10} .88) .66/4.39] 42 
2.07 | 1.84/1.61|1.38)1.15| 92; 69/459] 44 
2.17| 1.93|1.69| 1.45} 1.21] .96| .72|4.82] 46 
2.29/2.03] 1.78 1.52/1.27/1.02| .76|5.08) 48 
2.49) 2.21 | 1.94 | 1.66} 1.38/1.11| .83)5.53] 50 
2.60) 2.31 | 2.02 1.73) 1.45/1.16) .87/5.78] 52 
2.71|2.41/2.11/ 1.81) 1.51/1.21| .90/6.03} 54 
2.87 | 2.55| 2.23) 1.91/1.59)1.27| .96|6.37] 56 
3.01 | 2.68 | 2.34 | 2.01 | 1.67|1.34|1.00|6.69] 58 
4 





INDEPENDENT FLAT GLASS DEALERS 


DOUBLE 


or 
— 
ot 









































10x42] 5.33) .80)1.07) 1.33) 1.60| 1.87|2.1312.40 
44| 5.67| .85/1.13/1.42| 1.70) 1.98/2.27/2.55 
46| 5.86| 88/1.17/1.47 1.76|2.05 2.34 2 64 
48| 6.05| 91/1.21/151| 1.82|2.12 2.42|2.72 
50| 6.48! 97/1.30|1.62) 1.94|/2.27/2.59|2.92 
11x12] 1.48| .22| .30| .37 al 52| 59] .67 
13] 1:60| 24] 32] 40] ‘48! '56| 164| .72 
14] 1.70| 26] 34] (43) 51. 60 68| .77 
15] 1:84! 28! 37] “46| '55| 64. 174| (83 
16| 1.95| 29| 39] ‘49| '59| 68 .78| 88 
18} 2:22| '33| (44| 56) 67\ (78. '89/1.00 
19] 2.35| 35| 47| 59) (71| 82) (94/1.06 
20| 2.46| 37| 49] 62) 74| 86) 98/1.11 
22| 2.68| 40] 54! 67/ 80 94/1.07/121 
40] 5.67| .85/1.13| 1.42 1:70) 1.98|227|2'55 
42| 5.88) (88/1.18| 1.47) 1.76 2.06 | 2.35| 2.65 
12x12] 1.61, .24| .32| .40| .48 .56| .64) .72 
13] 1.74| 26] '35| ‘44| 52 61| .70| 178 
14] 1.86) 28] |37| 47| 56 165) .74| .84 
15] 2:00] 30| 140} .50/ 160, .70| ‘80| .90 
16] 2.14| 132) 43| 54| ‘64 (75| (86| 96 
18] 2.43| '36| 49) 611 .73| 85! 971.09 
19] 2.53| 38] [51| 63) (76! '89/1.01/1.14 
20| 2.67| 40| 53| 67| '80| .93/1.07/ 1.20 
221 2.96| 144| .59| (74) (g9/1/04/ 1.181 1.33 
24 3.22| .48| \64| ‘81| 97|1.13/1:29|1.45 
96] 352! 53| 70] (88\ 1.06/1.23/1.41/1.58 
98] 381) 57| .76| .95| 1.14| 133/152! 1.71 
301 4.48| 67| 90/1/12) 1.34/1'57\1.79|2.02 
321 4.79| °72| 96| 1.20) 1.44| 1.68| 1.92 2.16 
34] 5.09| .76/1.02| 1.27) 153/ 1.78|2.04| 2.29 
36] 5.50 83/1.10/ 1/38] 1.65| 1.93/2.20|2.48 
38] 5.75| .86/1.15| 1.44| 1.73] 2.01 2.30/2.59 
40] 6.05) 91/121| 1.51) 1.82|2.12'2.42|272 
42| 653) 98/1/31/1.63| 1.96|2.29 2.61/2.94 
44] 6.83. 1.02|1.37/ 1.71 2:05| 2.39 |2.73| 3.07 
46| 7.17 1.08) 1.43) 1.79] 2.15|2.51|2.87/ 3.23 
48] 7.56 |1.13| 1.51| 1.89| 2:27| 2.65) 3.02| 3.40 
50| 8.06 1.21) 1.61) 2.02] 2.42| 2.82/3.22| 3.63 
52| 8.43| 1.26| 1.69|2.11| 2.53|2.95| 3.37| 3.79 
54] 8.79 1.32| 1.76| 2.20| 2.64) 3.08| 3.52| 3.96 
56| 930/140, 1.86| 2.33] 2.79 3.26 3.72 4.19 
§8| 9.75 | 1.46) 1.95| 2.44] 2.93) 3.41 | 3.90| 4.39 
5 
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INDEPENDENT FLAT GLASS DEALERS 
DOUBLE 
12x 60} 10.50) 1.58| 2.10) 2.63] 3.15] 3.68] 4.20] 4.73 
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38} .50)} .63) .75| .88)1.00} 1.13 


15x15} 2.51 
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.33| 2.19 
.70| 4.69 
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90} 1.25) 1.00} .75) 5.01 
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.76| .67| .57) .48) .38| .29) 1.90]15x16 
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sin [nor ow] ws 


36x62] 43.63) 6.54) 8.73)10.91/13.09]15.27|17.45) 19.63 
64) 45.17) 6.78] 9.03) 11.29}13.55/15.81/18.07/20.33 

















66}48.51) 7.28) 9.70)12.13)14.55/16.98)19.40)21.83 
68/50.11) 7.52/10.02/12.53)15.03/17.54|20.04/22.55 
38x38}22.43) 3.36) 4.49) 5.61) 6.73) 7.85} 8.97) 10.09 
40}23.30) 3.50) 4.66) 5.83) 6.99} 8.16} 9.32) 10.49 
42/24.18) 3.63) 4.84) 6.05) 7.25} 8.46; 9.67) 10.88 
44)32.16) 4.82) 6.43) 8.04) 9.65)11.26) 12.86 14.47 
46|33.73| 5.06; 6.75) 8.43)10.12}11.81) 13.49 15.18 
48)35.32| 5.30) 7.06} 8.83) 10.60) 12.36) 14.13 15.89 
§0}36.90) 5.54) 7.38 9.23)11.07| 12.92) 14.76 16.61 
§2}38.43) 5.76) 7.69) 9.61) 11.53)13.45) 15.37) 17.29 
§4/39.92) 5.99} 7.98 9.98 11.98) 13.97) 15.97) 17.96 
56/41.42) 6.21) 8.28 10.36) 12.43) 14.50) 16.57) 18.64 
58/42.92) 6.44) 8.58) 10.73) 12.88) 15.02) 17.17/ 19.31 
60} 44.65; 6.70) 8.93) 11.16) 13.40) 15.63) 17.86)20.09 
62}46.28) 6.94) 9.26) 11.57) 13.88) 16.20) 18.51/20.83 
64/49.76) 7.46) 9.95) 12.44) 14.93} 17.42/19.90}22.39 
66}51.45) 7.72)10.29) 12.86) 15.44) 18.01/20.58 23.15 
68}53.15) 7.97) 10.63) 13.29 15.95] 18.60 21.26/23.92 
40x40)24.22) 3.63) 4.84) 6.06; 7.27) 8.48) 9.69)10.90 
42/32.33| 4.85) 6.47| 8.08) 9.70)11.32)12.93) 14.55 
44/33.98) 5.10) 6.80) 8.50) 10.19)11.89) 13.59) 15.29 
46}35.65) 5.35) 7.13} 8.91) 10.70) 12.48) 14.26) 16.04 
48}37.32| 5.60! 7.46) 9.33) 11.20) 13.06) 14.93} 16.79 
50}38.90) 5.84) 7.78) 9.73) 11.67/13.62) 15.56)17.51 
52/40.48) 6.07) 8.10)10.12)12.14/14.17)16.19}18.22 
54/42.05| 6.31) 8.41) 10.51/12.62)14.72/ 16.82) 18.92 
56} 43.80 6.97 8.76) 10.95) 13.14) 15.33) 17.52) 19.71 
58/45.72) 6.86 9.14)11.43)13.72 16.00| 18.29) 20.57 
6047.22) 7.08) 9.44/11.81) 14.17) 16.53) 18.89)21.25 
62/50.83) 7.62/10.17) 12.71) 15.25) 17.79|20.33) 22.87 
64 ae-Gl 7.89 10.52 13.15) 15.78) 18.41/21.04)23.67 
66/54.35) 8.15,10.87) 13.59! 16.31) 19.02/21.74/24.46 
68/55.90 8.39}11.18 13.98) 16.77) 19.57/22.3625.16 
70}57.46) 8.62)11.49) 14.37) 17.24/20.11 22.98 25.86 
42x42/34.06) 5.11) 6.81 5) 10.22) 11.92) 13.62) 15.33 
44/35.82| 5.37) 7.16) 8.96) 10.75) 12.54) 14.33) 16.12 
46)37.56| 5.63) 7.51 9.39 11.27 13.15) 15.02) 16.90 
48}39.21) 5.88) 7.84) 9.80)11.76) 13.72) 15.68 17.64 
50) 40.87 oan 8.17 102 12.26) 14.30) 16.35 18.39 
§2}42.53) 6.38) 8.51)/10.63) 12.76) 14.89} 17.01) 19.14 
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42x54] 44.40) 6.66) 8.88)11.10 13.32) 15.54| 17.76 19.98 
56/46.19| 6.93] 9.24/11.55) 13.86 16.17/ 18.48 20.79 
58147.98| 7.20) 9.60)12.00 14.39 16.79) 19.19 21.59 | 





60}51.72) 7.76) 10.34) 12.93) 15.52) 18.10}20.69 23.27 | 

62/53.59| 8.04) 10.72) 13.40 16.08) 18.76,21.44/24.12 

64/55.28) 8.29) 11.06) 13.82) 16.58 19.35/22.11/24.88 

66]56.91) 8.54) 11.38) 14.23 17.07) 19.92)22.76 25.61 

68)58.54) 8.78/11.71) 14.64) 17.56 20.49 23.42) 26.34 

70}60.17| 9.03) 12.03) 15.04) 18.05 21.0624.07 27.08 

72}61.80) 9.27) 12.36) 15.45 18.54/21.63,24.72)27.81 | 
44x44/37.64) 5.65) 7.53) 9.41) 11.29 13.17) 15.06 16.94 

46|39.37) 5.91) 7.87) 9.84) 11.81) 13.78 15.75 17.72 

48/41.11) 6.17) 8.22)10.28 12.33) 14.39 16.44 18.50 

50} 42.84) 6.43) 8.57/10.71/ 12.85 14.99 17.14 19.28 

52) 44.83) 6.72) 8.97/11.21) 13.45) 15.69 17.93,20.17 

54} 46.66) 7.00! 9.33) 11.67) 14.00 16.33} 18.66 21.00 

56] 48.58) 7.29) 9.72)12.15)14.57| 17.00 19.43)21.86 

§8/52.43) 7.86/ 10.49) 13.11! 15.73] 18.35)20.97) 23.59 

60]54.35| 8.15|10.87/13.59| 16.31) 19.02/21.74)/24.46 

62}56.06| 8.41)11.21)14.02) 16.82) 19.62)22.42)25.23 

64157.77| 8.67|11.55) 14.44) 17.33}20.22)23.11)26.00 

66}59.47) 8.92)11.89)14.87) 17.84/20.81/23.79 26.76 

68}61.18) 9.18)12.24/15.30) 18.35)21.41/24.47|27.53 

70}62.89| 9.43)12.58)15.72) 18.87/22.01/25. 1628.30 

72|64.60| 9.69) 12.92/16. 15) 19.38)22.61/25.84)29.07 
46x46/41.19) 6.18) 8.24/10.30) 12.36) 14.42) 16.48) 18.54 

481/43.00| 6.45) 8.60/10.75) 12.90) 15.05} 17.20) 19.35 

§0/45.08) 6.76) 9.02)11.27) 13.52) 15.78) 18.03)20.29 

§2147.04| 7.06) 9.41/11.76)14.11)16.46)18.82/21.17 

54/49.01) 7.35) 9.80)12.25) 14.70) 17.15}19.60)/22.05 

§6]52.97| 7.95)10.59) 13.24) 15.89) 18.54/21.19)/23.84 

58]54.89) 8.23/10.98/13.72) 16.47) 19.21/21.96|/24.70 

60]56.68} 8.50/11.34)14.17) 17.00) 19.84|22.67/25.51 

62)58.47| 8.77/11.69}14.62/17.54)20.46/23.39)26.31 

64/60.25} 9.04/12.05) 15.06} 18.08)21.09)24.10)/27.11 

66/62.04) 9.31/12.41)15.51)18.61/21.71/24.82)27.92 

68]63.82| 9.57|/12.76}15.96| 19. 15)22.34/25.53)28.72 

70}67.55)10.13}13.51/16.89)20.27|23.64/27.02|30.40 

72] 70.66/10.60/}14.13/17.67|21.20|24.73)28.26)31.80 

74] 73.77|11.07/14.75|18.44/22. 13)25.82/29.51/33.20 
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EXHIBIT II-—C-—6 


PITTSBURGH 


PLATE GLASS COMPANY 


(‘ez 
Hip) 


UG 


TO THE TRADE: 


We are pleased to enclose a revised quotation on our 1/4" Polished 
Plate Glass dated June 15, 1956, effective as of this date. This quotatior 
supersedes our quotation of June 30, 1955. 


This advance on Plate Glass is attributable to increases in costs 
of materials and lebor incurred subsequent to our quotation of June 30, 1955. 


PITTSBURGH PLATE GLASS COMPANY 
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PITTSBURGH 
PLATE GLASS COMPANY 





ENERAL OFFICES 
BLASS SALE NE GATEWAY CENTER, PITTSBURGH 22 PA 


June 15, 1956 


TO THE TRADE: 


We are pleased to quote the following prices, terms and conditions on 
Polished Plate Glass, 1/4" thickness (tolerance on thickness - plus or minus 1/32"; 
tolerance on dimension - plus or minus 1/16"), subject to change without notice: 


STOCK SHEETS CUT SIZES 
M{£RROR MIRROR 
GLAZING GLAZING TAZING GLAZING SILVERING 
BRACKETS QUALITY QUALITY QUALITY QUALITY QUALITY 

Up to 1 sq. ft. - - 227 34 36 
1 - 2.67 (incl. 12"x12")- - 34 38 40 
2.67 - 5 - - 46 49 51 
5-7 - - 51 54 -56 
7-10 - - 58 -60 .62 
10 - 15 51 -57 -60 63 065 
15 - 25 -51 -59 -60 66 .68 
25 - 50 -53 -63 065 -69 is 
50 - 75 -56 -66 -69 -80 82 
75 - 100 o5T «70 °75 - - 
100 - 120 .62 - .82 - - 
*120 - 200 -91 - 1.16 - - 


*Sizes up to 130" x 218" only. For all sizes exceeding either of these dimensions, 
if available in the 1/4" thickness, prices will be quoted on application. 


Glazing Quality Cut Sizes and Stock Sheets are not selected for Mirrors. 


Strip Sizes (sizes not over one square foot in area, not including 
12" x12") - 1000 light lots of the same size, special prices will be quoted 
upon application. 


Stock Sheets may not be specified within narrower limits than the follow- 
ing leeways: 


1B” ta 90" csvcsaevs . We Wi SO csacisins 5" 
20" te BS" cs ccscacs 4" nO” taAe” noses neces 6' 
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The factory, insofar as possible, will undertake to supply 4@ general 
assortment of sizes within the range specified: 


Example 1: - Against an order specifying Stock Sheets to Cut 16 x %, 
we will supply an assortment of sizes ranging from 16/19 x 96/106. 


Example 2: - Against an order specifying Stock Sheets to Cut 30 x 50, 
we will supply an assortment of sizes ranging from 30/35 x 50/60. 


Odd and fractional inches on all cut sizes over 1 sq. ft. will be 
charged at the next higher even inch. 


CUTTING TO DIAMETER - See our current quotation on Fabrication. 


(Diameters which are less than 1/4" below an even inch dimension will be computed 
at the square of the next higher even inch greater than the diameter of the circle.) 


Example 


A 2k" diameter will be computed as a 26 x 26 
A 23-3/4" diameter will be computed as a 24 x 2h 
A 23-7/8" diameter will be computed as a 26 x 26 


BOXING CHARGES - Cases will contain approximately 800 sq. ft. which amount is con- 
sidered a full case of Plate Glass. The following Boxing Charges will be made for 
full cases: 


Up to and including 120 united inches "Glass Size" $ 8.00 per case 
Over 120 united inches up to 50 sq. ft. " 6 9.00 " e 
Over 50 sq. ft. up to 120 aq. ft. “4 12.00 " e 
Over 120 sq. ft. . . 16.0 " " 


A MINIMUM CHARGE of $10.00 plus boxing will be made on all orders amounting to less 
than that amount. 


All shipments of Polished Plate 1/4" thickness, f.0.b. Ford City, 
Penna., or Crystal City, Missouri, freight equalized at carload rate with Rossford, 
Ohio and Butler, Penna. 


The unit of sale under this offer will be for carloads of not less than 
the minimum carload weight stated in the effective railroad freight tariff or clas- 
sification applicable to the zone to which shipment is made. As a special accon- 
modation, orders for Plate Glass cut sizes, for specific requirements, will be 
accepted for shipment in less than carload quantities. 


All orders are subject to acceptance upon receipt of specifications at 
our General Office, Pittsburgh, Pennsylvania. Orders will be invoiced at prices 
in effect on date of shipment, with the following exceptions: 
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1. Orders for Plate Glass, cut sizes, required for specified building 
projects will be invoiced at prices in effect on the date orders 
are accepted, provided that we are furnished with the name and loca- 
tion of the building project, and the approximate quantities and 
sizes involved. 


2. Contracts and orders with the Federal Government or any Department 
or Agency thereof, or with any State Government or any Political Sub- 
division thereof, will be invoiced at prices in effect on the date 
orders are accepted. 


All orders are accepted subject to strikes, lockouts, contingencies of 
transportation, failure of usual source of supply of fuel, materials or labor, fire, 
accidents or other causes beyond our control, and the Pittsburgh Plate Glass Company 
will be relieved from responsibility for delay or failure of delivery arising out of 
any such causes. 


Any tax or other Governmental charge upon the production, sale and/or 
shipment of goods sold under this quotation now imposed by Federal, State, or 
Municipal authorities, or hereafter becoming effective within the period that such 
quotation remains in force, shall be added to each invoice, and shall be paid by 
the buyer. The amount of any tax or charge so added to each invoice shall not be 
subject to any cash or other discount. 


TERMS : 30 days net or 1% discount for cash in ten days from date of invoice. 


PITTSBURGH PLATE GLASS COMPANY 








534 INDEPENDENT FLAT GLASS DEALERS 


EXHIBIT [I—C-—7 


PITTSBURGH 
PLATE GLASS COMPANY 





June 27, 1956 


TO THE TRADE: 


We are pleased to attach a revised quotation on our 1/8" Polished 
Plate Glass dated June 27, 1956, effective as of this date. This quotatio 
supersedes our quotation of July 12, 1955. 


sases in costs 


This advance on Plate Glass is attributable to incr C 
July 12, 1955. 


of materials and labor incurred subsequent to our quotation of 


PITTSBURGH PLATE GLASS MPANY 
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PITTSBURGH 
PLATE GLASS COMPANY 


TO THE TRADE: 





We are pleased to quote the llowing prices, terms and conditions on 
lished Plate Glass, 1/8" thickness (tolerance on thickness - plus or minus 1/32"; 
lerance on dimension - plus or minus 1/16"), subject to change without notice: 


++ 





STOCK CUT SIZE ia 
MIRROR MIRROR 


GLAZING GLAZING GLAZING GLAZING SILVERING 
BRACKETS QUALITY QUALITY QUALITY QUALITY QUALITY 








Up to 1 sq. ft. - - 27 3h - 36 
l-@2 (4ncl. 12"x12") - - ~ 34 38 40 
_ - - + 4 «Jt 
) - - - 2 +? 
ej ~ . @) 62 
* € cS) A 2 és 
» 5) C ( . 
Glazing Quality Cut Sizes and Stock Sheets are not selected for Mirrors. 
trip Sizes (sizes not over one square fvot in area, not including { 
x 12") - on 1000 light lots of the same size, special prices will be quoted i 
ys application. { 
t k eets ma t e specif hi nary er mi r the l { 
> 3} a Ww 1 OF wer iM 4D vl LLOW= 
leeways: 
" ' j 
$6 AF ccddane an 3 OF ie iain eee / 
2 SO cy sacar een 4" +4 LO SY cweces eee 
j 
Over 5 ee i } 
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Ou 


The factory, insofar_as possible, will-undertake to supply 6 general 
assortment of sizes within the range specified: 


Example 1: - Against an order specifying Stock Sheets to Cut 16 x 9, 
we will supply an assortment of sizes ranging from 16/19 x 96/106. 


Example 2: - Against an order specifying Stock Sheets to Cut 30 x 50, 
we will supply an assortment of sizes ranging from 30/35 x 50/60. 


Odd and fractional inches on all cut sizes over 1 sq. ft. will be 
charged at the next higher even inch. 


CUTTING TO DIAMETER - See our current quotation on Fabrication. 


(Diameters which are less than 1/4" below an even inch dimension will be computed 
at the square of the next higher even inch greater than the diameter of the circle.) 


Example 


A 2k" diameter will be computed as a 26 x 26 
A 23-3/4" diameter will be computed as a 24 x 2h 
A 23-7/8" diameter will be computed as a 26 x 26 


BOXING CHARGES - Cases will contain approximately 1000 sq. ft. which amount is con- 
sidered a full case of Plate Glass. The following Boxing Charges will be made for 
full cases: 


Up to and including 120 united inches "Glass Size" $ 8.00 per case 
Over 120 united inches up to 50 sq. ft. " 9.00 " 


A MINIMUM CHARGE of $10.00 plus boxing will be made on all orders amounting to less 
than that amount. 





All shipments of Polished Plate 1/8" thickness, f.o.b. Ford City, 
Penna., or Crystal City, Missouri, freight equalized at carload rate with Rossford, 
Ohio and Butler, Penna. 


The unit of sale under this offer will be for carloads of not less than 
the minimum carload weight stated in the effective railroad freight tariff or clas- 
sification applicable to the zone to which shipment is made. As a special accom- 
modation, orders for Plate Glass cut sizes, for specific requirements, will be 
accepted for shipment in less than carload quantities. 


All orders are subject to acceptance upon receipt of specifications at 
our General Office, Pittsburgh, Pennsylvania. Orders will be invoiced at prices 
in effect on date of shipment, with the following exceptions: 
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projects will be invoiced at-prices in effect on the date orders 
are accepted, provided that we are furnished with the name and loca- 
tion of the building project, and the approximate quantities and 
sizes involved, 


1. Orders for Plate Glass, cut sizes, required for specified building | 
t 


2. Contracts and orders w’.th the Federal Government or any Department 
or Agency thereof, or with any State Government or any Political Sub- 
division thereof, will be invoiced at prices in effect on the date 
orders are accepted. 


All orders are accepted subject to strikes, lockouts, contingencies of 
transportation, failure of usual source of supply of fuel, materials or labor, fire, 
accidents or other causes beyond our control, and the Pittsburgh Plate Glass Company 
will be relieved from responsibility for delay or failure of delivery arising out of 
any such causes, 


Any tax or other Governmental charge upon the production, sale and/or 
shipment of goods sold under this quotation now imposed by Federal, State, or 
Municipal authorities, or hereafter becoming effective within the period that such 
quotation remains in force, shall be added to each invoice, and shall be paid by 
the buyer. The amount of any tax or charge so added to each invoice shall not be 
subject to any cash or other discount. 





TERMS: 30 days net or 1% discount for cash in ten days from date of invoice. 





PITTSBURGH PLATE GLASS COMPANY 
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EXHIBIT IJ—C-8 









POLISHED PLATE GLASS 
LIST PRICES 


With Superficial Measurements 
a 
MARCH 1, 1950 


iG 


Pat tSBURGH 
PLATE GLASS COMPANY 


B. J. CASSADY 
MANAGER 
632 DUQUESNE WAY 
PITTSBURGH 22, PA. 
PHONE ATLANTIC 1-6600 
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WIDTH» 








































































































= 
- 
Z . ——<—$—$$<$——_ 
z 
[ey 
= 
6 
8 
10 
12 
14 / 1. 
_ 0.5833 | 0.6806 
16 | 1.72 2.01 
0.6667 | 0.7778 
18 1.94 2.26 
_| 0.75 | 0.875 
20 | 2.15 | 2.51 
0.8333 | 0.9722 
22 | 2.37. | 3.15 
_| 0.9167 | 1.0694 
24 | 2.58 | 3.45 
Ae 1.1667 
26 | 3.20 | 3.70 
__| 1.0833 | 1.2639 
28 | 3.45 4.00 
| 1.1667 | 1.3611 
30 | 3.65 | 4.30 
‘1.25 | 1.4583 
32 | 3.90 | 4.55 
1.3333 | 1.5566 
34 | 4.15 | 4.85 
1.4167 1.6528 
36 | 4.40 | 5.15 
~ V5 1.75 
38 | 4.65 | 5.40 
_| 1.5833 | 1.8472 
40 | 4.90 5.70 
_| 1.6667 | 1.9444 
42 5.15 
175. 
44 | 5.35 6.25 
__| 1.8333 | 2.1389 
46 | 5.60 | 6.55 
1.9167 | 2.2361 
48 | 5.85 | 6.85 
2. 2.3333 
50 | 6.10 | 7.10 
2.0833 | 2.4306 
52 | 6.35 _ | 7.40 
2.1667 2.5278 
54 | 6.60 | 7.70 
2.25 2.625 








Lower line of figures represents feetage in decimals. 
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| 


























Lower line of figures represents Senda in decimals. 
2 
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——— ee 




















































- amine 
ro WIDTH 
“ 6 

106 | 15.40 

_| 4.4167 12 

108 | 15.70 1g 

bas 

110 | 15.95 

4.5833 

112 | 16.25 

_| 4.6667 
114 | 16.55 
475 
116 | 16.85 
4.8333 
118 | 17.15 
4.9167 34 

120 17.40 1.00 
x 
-_ 
© 
z 
had 
-—_ 

12 
14 ~ 4.00 
1.3611 
16 4.55 
1.5556 
18 5.15 
ATS 
20 5.70 
1.944 
22 6.25 
__ 2.138 
24 6.85 
2.3333 
26 7.40 
2.5278 
28 9.50 
2.7222 
30 10.15 
2.9167 
32 10.85 

3.1111 
34 1.50 
sa 3.3056 
36 12.20 

3.5 


3 


830140 © ov 36 
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5 WIDTH 
© neh 
uw 12 14 16 18 
38 | 11.05 | 12.90 14.70 16.55 
__ | _3.1667_ | 3.6944 | 4.2222 | 4.75 
40 | 11.60 13.55 15.50 17.40 
3.3333 3.8889 4.4444 
42 | 12.20 14.25 16.25 18.90 
om 3.5 4.0833 4.6667 5.25 
44 | 12.80 14.90 17.05 19.80 
3.6667 4.2778 4.8889 5.5 
46 | 13.35 18.40 20.70 


15.60 
3.8333 | 4.4722 | 5.1111 | 5.75 


48 | «#13.95 16.25 19.20 21.60 
4, 4.6667 5.3333 6 


50 | 14.50 16.95 20.00 22.50 
4.1667 | 4.8611 5.5556 6.25 


52 | 15.10 18.20 20.80 23.40 
4.3333 5.0556 5.7778 6.5 


54 | 15.70 18.90 21.60 | 24.30 
4.5 5.25 6. 





56 | 16.25 19.60 22.40 25.20 
4.6667 5.4444 6.2222 . 
23.20 27.30 
6.4444 | 7.25 _ 
24.00 28.20 
6.6667 y 


58 
60 













62 29.15 
7.75 

64 30.10 
8. 

66 31.05 
8.25 

68 32.00 
8.5 

70 32.90 
8.75 

72 35.05 
z 

74 36.00 
9.25 

76 22.80 27.80 37.00 

6.3333 7.3889 95 
78 28.55 37.95 
7.5833 9.75 





80 ; 29.25 33.45 38.90 
J 7.7778 j 10. 
os, | ome [hme | 
6.8333 7.9722 10.25 
25.20 30.75 ree. 40.85 
7. 8.1667 


10.5 


84 
86 26.95 31.45 35.95 41.85 
___| _7.1667_| 8.3611 | 9.5556 | 10.75 


Lower line of figures represents feetage in decimals. 
4 





INDEPENDENT FLAT GLASS DEALERS 543 





WIDTH 
16 | 18 
36.80 42.80 
9.7778 11. it 
i 10. 11.25 
92 28.85 33.65 38.65 44.75 
7.6667 8.9444 10.2222 11.5 
39.50 


$| LENGTH 







8 





94 29.45 34.40 45.75 
7.8333 9.1389 11.75 
; 8 12. 
47.65 
12.25 


4 





48.65 
12.5 





49.60 
12.75 


om, 
13. 


5 51.55 
8 


39.00 
10.3056 
39.70 bee 52.55 
10.5 13.5 
40.45 ee 53.50 
10.6944 13.75 
20 


11.7778 13.25 





2. 
44.55 
) . 47.05 54.50 
5 .888 12.4444 14. 
9.5 11.0833 12.6667 14.25 _ 
116 | 36.35 42.65 48.75 56.45 
9.6667 | 11.2778 | 12.8889 | 14.5 
e 22 
9.8333 11.4722 tease 14.75 
f 44.10 58.35 
; 11.6667 15. 
46.15 52.75 61.65 
11.8611 13.5556 15.25 
124 60 62.65 
12.0556 33.5 
47.65 63.65 
12.25 15.75 
8.45 


126 





ae 
; 12,4444 16. 

130 42.15 49.20 56.20 65.65 

10.8333 | 12.6389 | 14.4444 | 16.25 
132 42.80 49.95 57.05 66.70 

11. 12.8333 | 14.6667 | 16.5 
134 43.45 50.70 57.95 67.70 

11.1667 | 13.0278 | 14.8889 | 16.75 


Lower line of figures represents feetage in decimals. 
5 
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WIDTH 
14 16 18 
52.20 | 59.65 69.70 
13.4167 | 15.3333 | 17.25 _ 
52.95 60.55 70.70 
13.6111 | 15.5556 “9 
142 | 46.05 53.70 61.40 71.75 
11.8333 | 13.8056 | 15.7778 | 17.75 | 
144 | 46.70 54.50 62.25 72.75 
12. 14, 16. 18. 
146 | 47.35 55.25 63.10 73.75 
i 12.1667 | 14.1944 | 16.2222 | 18.25 | 
148 | 48.00 56.00 64.00 74.75 
12.3333 | 14.3889 | 16.4444 8.5 
150 | 48.65 56.75 64.85 75.75 
12.5 14.5833 | 16.6667 | 18.75 
152 | 49.30 57.50 65.70 76.80 
12.6667 | 14.7778 | 16.8889 Se ahaa 
154 | 49.95 58.25 66.60 77.80 
12.8333 | 14.9722 | 17.1111 | 19.25 _ 
50.60 59.00 67.45 78.80 
13. 15.1667 | 17.3333 | 19.5 | 
158 | 51.25 59.75 68.30 79.80 
13.1667 | 15.3611 | 17.5556 | 19.75 _ 
51.90 60.55 69.20 80.80 
13.3333 | 15.5556 | 17.7778 | 20. | 
54.55 63.65 72.75 83.45 
13.5 15.75 18. 20.25 _ 
55.25 64.45 73.65 84.50 
13.6667 | 15.9444 | 18.2222 | 20.5 | 
55.90 65.20 74.55 85.50 
13.8333 | 16.1389 | 18.4444 | 20.75 | 
56.60 66.00 75.45 86.55 
14. 16.3333 | 18.6667 | 21. 
170 | 57.25 66.80 76.35 87.55 
14.1667 | 16.5278 | 18.8889 | 21.25 
WIDTH 
20 | 22 | 24 | 26 | 28 








13.85 | 15.10 | 16.35 
3.9722 | 4.3333 | 4.6944 


Lower line of figures represents feetage in decimals. 


6 

































































































41.10 | 45.20 
10.5556 {11.6111 


49.30 


3.40 


5 56.65 
12.6667 | 13.7222 |14.7778 


beues line of figures represents feetage in decimals. 
7 
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c WIDTH 
g |—_-_- ae 
uw i 20 22 24 2% 28 
28 | 13.55 | 14.90 | 16.25 | 18.20 | 19.60 
| 3.8889 | 4.2778] 4.6667| 5.0556| 5.4444 
30 | 14.50 | 15.95 | 17.40 | 19.50 | 21.00 
__| 4.1667 | 4.5833] 5. 5.4167 | 5.8333 
32 | 15.50 | 17.05 | 19.20 | 20.80 | 22.40 
| 4.4444 | 4.8889] 5.3333| 5.7778] 6.2222 20 
34 | 16.45 | 18.70 | 20.40 | 22.10 | 23.80 28 
| 4.7222 | 5.1944| 5.6667} 6.1389| 6.6111 
36 17. .40 | 19.80 | 21.60 | 23.40 | 25.20 
5.5 6. 6.5 7. 
38 a 00 | 20.90 | 22.80 | 24.70 | 27.80 
| 5.2778 | 5.8056] 6.3333| 6.8611] 7.3889 
40 | 20.00 | 22.00 | 24.00 | 27.20 | 29.25 
| 5.5556 | 6.1111) 6.6667] 7.2222) 7.7778 
42 | 21. 23.10 | 25.20 | 28.55 | 30.75 
| 5.8333 | 6.4167] 7. 7.5833 | 8.1667 
44 | 22.00 | 24.20 | 27.60 | 29.90 | 32.20 
| 61111 | 6.7222] 7.3333] 7.9444] 8.5556 
46 | 23.00 | 26.45 | 28.85 | 31.25 | 33.65 
; 6.3889 | 7.0278| 7.6667| 8.3056| 8.9444 
48 | 24.00 | 27.60 30. 10 | 32.60 | 35.10 
6.6667 | 7.3333 8.6667 | 9.3333 
50 | 25.00 | 28.75 ais 33.95 | 36.60 
| 6.9444 | 7.6389| 8.3333] 9.0278| 9.7222 
52 | 27.20 | 29.90 | 32.60 | 35.30 | 38.25 
_| 7.2222 | 7.9444) 8.6667) 9.3889 /10.1111 
54 | 28.20 | 31.05 33. 85 | 36.70 | 39.70 
| 7 | 825 | % | 975 1105 
56 | 29.25 | 32. a 10 | 38.25 | 41.20 
| 7.7778 | 8.5556) 9.3333] 10.1111 |10.8889 
58 | 30.30 | 33.35 | 36.35 | 39.60 | 42.65 
8.0556 | 8.8611| 9.6667 | 10.4722 |11.2778 
60 | 31.35 | 34.50 | 37.60 | 40.95 | 44.10 
8.3333 | 9.1667|10. —_ | 10.8333 |11.6667 
62 | 32. 35.65 | 39.10 | 42.35 | 45.60 
| 8.6111 | 9.4722] 10.3333 | 11.1944 |12.0556 
64 | 33.45 .80 | 40.35 | 43.70 | 47.05 
8.8889 | 9.7778 | 10.6667 | 11.5556 |12.4444 
66 | 34.50 | 38.15 41 .60 | 45.05 | 48.55 
, 9. 1667 10.0833 f 11.9167 |12.8333 
68 | 35.55 | 39.30 — 46.45 | 50.00 
9%. 4444 10.3889 1 1.3333 1 2.2778 13.2222 
70 | 36.60 | 40.45 | 44.10 | 47.80 | 51.45 
_| 9.7222 |10.6944 | 11.6667 | 12.6389 |13.6111 
72 38. 90 42.80 46.70 | 50. 60 | 53.65 
74 os 44.00 | 48.00 — 55.15 
10.2778 11.3056 | 12.3333 |13.3611 |14.3889 
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WIDTH 


20 | 22 | 24 | 26 | 28 
42.15 50.60 | 54.80 | 58.15 
10.8333] 11.9167 | 13. 14.0833 | 15.1667 
80 tied ati: 51.90 | 56.20 | 59.60 
12.2222 | 13.3333 | 14.4444 | 15.5556 


> LENGTH 












82 48.75 | 53.20 | 57.60 | 61.10 
11.3889] 12.5278 | 13.6667) 14.8056 15.9444 
84 | 45.40 | 49.95 | 54.50 | 59.00 | 62.60 
11.6667 | 12.8333 | 14. 15.1667 16.3333 
86 | 46.50 beta 55.80 | 60.40 | 64.10 
11.9444 15.5278 16.7222 








61.85 | 65.60 
.222 15.8889 | 17.1111 


48.65 | 53.50 | 58.35 | 63.25 | 67.10 
12.5 13.75 | 15. 16.25 |17.5 _ 


92 | 49.75 | 54.70 | 59.65 | 64.65 | 68.55 
___| 12.7778] 14.0556 | 15.3333 | 14.6111 | 17.8889 
55.90 | 60.95 | 66.05 | 70.05 
14.3611 | 15.6667 | 16.9722 | 18.2778 
67.45 | 71.55 
17.3333 | 18.6667 





47.55 
12.2222 



















50.80 
13.0556 


51.90 
13.3333 
















52.95 68.85 | 73.05 
13.6111 17.6944 | 19.0556 

















100 | 54.05 70.25 | 74.50 

___| 13.8889 18.0556] 19.4444 

102 | 55.15 | 60.65 71.65 | 76.00 

14.1667 | 15.5833 | 17. 18.4167 | 19.8333 

104 | 56.20 | 61.85 73.05 | 77.50 

___ | 14.4444} 15.88 18.7778 | 20.2222 

106 74.45 | 79.00 

19.1389 | 20.6111 

108 ae | 75.90 | 80.50 
19.5 21. 

110 | 59.45 | 6 77.30 | 82.00 

15.2778 19.8611 21.3889 

112 78.70 | 83.45 

1 556 20.2222 21.7778 

80.10 | 84.95 







20.5833 | 22.1667 


5.5 

114 67.75 

15.8333 | 17.4167 | 19 

116 | 62.70 | 68.95 
16.1111 


118 | 63.75 | 70.15 


81.50 5 
20.9444 | 22.5556 
87.95 





82.90 
.6667 | 21.3056 
64.85 | 71.35 | 77.80 | 84.30 
16.6667 | 18.3333 | 20. 21.6667 


122 | 68.50 | 75.30 | 82.15 | 89.00 
16.9444] 18.6389 20.3333 22.0278 


124 | 69.60 | 76.55 | 83.50 | 90.45 
17.2222 | 18.9444 | 20.6667 | 22.3889 


126 | 70.70 | 77.80 | 84.85 | 91.95 
17.5 19.25 es 22:75 


120 











8 








INDEPENDENT FLAT GLASS DEALERS 


_ WIDTH © 
20 | 22) 24 | 26 | 28 


71.85 | 79.00 | 86.20 | 93.40 
17.7778} 19.5556/| 21.3333 | 23.1111 























LENGTH 


98.70 
24.8889 







































130 | 72.95 | 80.25 | 87.55 | 94.85 | 101. 
18. 0556/19. 8611/21 6667 23.4722 25.2778 

132 | 74.10 | 81.50 | 88.90 | 96.30 | 104. 
_| 18.3333 | 20.1667 | 22 23.8333 | 25.6667 

134 | 75.20 | 82.75 | 90.25 | 97.75 | 106. 
| 18.6111 | 20.4722 | 22.3333 | 24.1944 | 26.0556 

136 | 76.35 | 83.95 | 91.60 | 99.20 | 107. 
__| 18.8889 | 20.7778 | 22.6667 |24.5556 | 26.4444 

138 | 77.45 | 85.20 | 92.95 | 101. | 109. 
19.1667 | 21.0833 | 23 24.9167 | 26.8333 

140 | 78.60 | 86.45 | 94.30 | 102. | 110. 
A 19.4444| 21 3889 23. 3333 25. 2778 27.2222 

142 | 79.70 | 87.65 | 95.65 | 104. | 112. 
19.7222|21 6944 | 23.6667 25. 6389 27.6111 

144 80. 80 88. 90 | 97.00 105. | 113. 
_|24 26. ts 28. aa 

146 | ii 7 aT 98.35 | 107. | 115. 
| 20.2778 | aa 3056 24. 3333 26. 36] u (28.3889 

148 | 83.05 | 91.35 | 99.65 | 108. | 117. 
_| 20.5556 | 22.6111 | 24.6667 |26.7222| 28.7778 
150 | 84.20 | 92.60 101. | 110. | 118. 
___| 20.8333 | 22.9167|25. _|27.0833| 29.1667 

152 | 85.30 | 93.85 | 103. | 111. | 120. 
4} 2a 23.3222 | 25.3333 27.4444 | 29.5556 

154 | 86.45 | 95.05 | 104. | 113. | 121. 
21.3889 | 23.5278 | 25.6667 | 27.8056| 29.9444 

156 | 87.55 | 96.30 | 105. | 114. | 123. 
| 21.6667 | 23.8333 | 26 28.1667 | 30.3333 

158 8. 70 | 97.55 | 107. | 116. | 124. 
21.9444 | 24.1389 | 26.3333 | 28.5278) 30.7222 

160 | 89.80 | 98.80 | 108. | 117. | 126. 
; é 22.222 2 24. 4444 26. 6667 28. 8889 a, W 

162 | 92.70 | 102. | 112. | 121. | 130. 
; r 22.5 ra 24. 75 _| 27. ay, 29. 25 31. 5 Da: 

164 | 93.85 | 104. | 113. | 122. | 132. 
_| 22.7778 25.0556 | 27.3333 |29.6111| 31 6889 

166 | 95.00 | 105. | 114. | 124. | 133. 
| 23.0556 | 25.3611 | 27.6667 |29.9722 |32.2778 

168 | 96.15 | 106. | 116. | 125. | 135. 
| 23.3333 | 25.6667|28. | |30.3333| 32.6667 

170 | 97.30 | 107. | 117. | 127. | 136. 
| 23. 6111 25. 9722 28. 3333/30. 6944 33. 0556 





Lower line of figures régresenhs feetage in decimals. 








548 


INDEPENDENT F 























LAT 


WIDTH 

2 . ; 

w | 30 36 

30 | 22.50 
6.25 | , 

32 | 24.00 | 26.75 
6.6667 | 7.1111 . 

34 | 26.65 | 28.45 | 30.20. 

7.08 7.5556} 8.0278| 

36. 28. 20 30. 10 32: 00 33.85 

38 pan < 75 - 75 | 35.75 

| aweee. 8.4444| 8.9722] 9.5 
40 | 31.35 | 33.45 | 35.55 37.60 
__ | 8.3333} 8.8889) 9.4444]10. 
42 | 32.90 | 35. 19,| 37.30 39.70 
{ee 8,10] 9.9167|10.5 | 
44 | 34.50 | 36.80 | 39.30 41 60 
| 9.1667 | 9.7778} 10.3889 

46 | 36.05 | 38.65 | 41.05 43, 50 
9.5833 10.2222) 10.8611 

48 37. 60 | 40.35 | 42.85 45. 40 
pee cue 

50 | 39.40 47, 25 

’ 10.4167 minh 118036 

52 | 40.95 | 43.70 | 46.45 ws 15 
10. 8333 |11.5556| 12.2778) 13. ; 

54 | 42.55 | 45.40 . 48.20 51 25 
11.25 (12, 112.75 113 

56 | 44.10 50.00 52. So 

11 6667 Pinta] Wake. | 
58 | 45.70 | 48.75 | 51.80 85 
(12.0833 | 12.8889 | 13.6944 |14.5 

60 | 47.25 | 50.40 53. 55 56. 70 
12.5 |13.3333 

62 | 48.85 | 52.10 7 ar 38, 60 
12.9167 13.7778 14.6389 

64 | 50.40 | 53.80 | 57.12 60. 50 

__| 13.3333 | 14.2222] 15.1111 
66 | 52.00 | 55.45 | 58.90 63 40 
Oke 13.75 114.6667 | 15.5833 

68 | 53.55 | 57.15 | 60.70 64. 30 
14.1667 | 15.1101) 16.0556 

70 | 55.15 | 58.80 | 62. 50, 66 15 
14.5833 | 15.5556 | 16.5278 

72 | 56.70 | 60.50 a aes 
A A. 18, 

74 | 58.30 | 62.20 | 66.05 | 69.95 
15.4167 |16.4444)| 17.4722 |18.5 
59.85 | 63.85 | 67.85 | 71.85 
15.8333 |16.8889 17.9444 |19. 

78 | 61.45 | 65.55 | 69.65 | 73.75 
16.25 17.3333 | 18.4167 |19.5 








GLASS DEALERS 


37.95 
10.0278 


39.90 
10.5556 
41.90 
11.0833 
43.90 


11.6111 


45.90 
12.1389 
47.90 
12.6667 


49.90 


13.1944 


51.90 
13.7222 
53.90 

14.25 


55.90 
(14.7778 
57.90 
15.3056 
59.85 
15.8333 
61.85 
16.3611 
63.85 
16.8889 
65.85 


17.4167 


67.85 
17.9444 


69.85 
18.4722 


71.85 
19. 


73.85 
19.5278 
75.85 
20.0556 


77.80 
20.5833 


Lower line of figures represents feetage in decimals. 


10 











= | 
- 
O | coca 
Zz 
uw | 30 | 32 
80 | 63.00 | 67.20. 
16.6667 | 17.7778 
82 | 64.60 | 68.90 
| 17.0833 | 18.2222 
84 | 66.15 | 70.60 
17.5 | 18.6667 
86 | 67.75 | 7%.25 
[17.9167 19.1101 
88 | 69.30 | 73.95 
18.3333 | 19.5554 
90 | 70.90 | 75.60 
118.75 | 20. | 
92 | 72.45 | 77.30 
| 19.1667 | 20.4444 
94 | 74.05 | 79.00 
| 19.5833 | 20.8889 
96 | 75.60 | 80.65 
| 20. | 21.3333 
98 | 77.20 | 82.35 
| 20.4167 | 21.7778 
100 | 78.75 | 84.00. 
| 20.8333 | 22.2222 
102 | 80.35 | 85.70 
[21.25 | 22.6667 
104 | 81.90 | 87.40 
21.6667 | 23.1111 
106 | 83.50 | 89.05 
| 22.0833 | 23.5556 
108 | 85.05 20.75 
| 22.5 ee 
110 | 86.65 Sie 
| 22.9167 | 24.4444, 
112 | 88.20 | 3A 10 
| 23.3333 | 24.8889 
114 | 89.80 | 98.55 
| 23.75 128 3333 
116 91.35 101. 
24.1667 | 25.7778 
118 | 92.95 1 102. 
24.5833 | 26.2222 
120 | 94. 50 T 104. 
26.6667 
122 7 7 90 106. 
L2pater 27.1111 
124 | 100. 107. 
| 25. 8333 | 27.5556 
126 | 102. | 109. 
[26.25 |28. 
128 | 104. 111. 





| 


INDEPENDENT 























FLAT 



















26.6667 | 28.4444 30.2222 | 32. 








GLASS DEALERS 


WIDTH 
34 | 36) 38 
71.40 | 75.60| 79.80 
18.8889|20. =| 21.1111 
73.20 | 77.50| 81.80 
19.3611} 20.5 | 21.6389 
75.00 | 79.40! 83.80 
19.8333/21. | 22.1667 
76.80 | 81.30| 85.80 
20.3056|21.5 | 22.6944 
78.55 | 83.20| 87.80 
20.7778|22. | 23.2222 
80.35 | 85.05| 89.80 
21.250 [22.5 | 23.75 _ 
82.15 | 86.95| 91.80 
21.7222|23. | 24.2778 
83.90 | 88.85| 93.80 
22. 1944 pe 24. 8056 
85.70 | 90.75| 98.55 
22.6667|24. | 25.3333 
87.50 | 92.65| 101. 
23.1389|24.5 | 25.8611 
89.25 94.50 103. 
23.6111|25. | 26.3889 
91.05 | 99.20/| 105. 
24.0833|25.5 | 26.9167 
92.85 | 101. | 197. 
24,5556|26. | 27.4444 
97.40 | 103. | 109. 
25.0278|26.5 | 27.9722 
99.20 | 105. | 111. 
25.5 427. | 285 
101. | 107. | 113. 
25.9722| 27.5 | 29.0278 
103. | 109. | 115. 
26.4444 28. 29.5556 
is. | 341. | 297. 
26.9167| 28.5 | 30.0833 
107. | 113. | 119. 
27.3889|29. | 30.6111 
109. | 115. | 121. 
27.8611/29.5 | 31.1389 
199. |. 997. | 228. 
28.3333 | 30. (31.6667 
112. | 119. | 126. 
28.8056/30.5 | 32.1944 
114. | 121. | 128. 
29.2778) 31. 32.7222 
116. | 123. | 130. 
29.75 aio 33.25 
118. | 125. | 132. 
Se.7770 


Lower line of figures represents feetage in decimals. 


im 


30 
38 


549 


i 
i 
| 








550 














INDEPENDENT FLAT GLASS DEALERS 
x | 
= | WIDTH 
S| - 
wu | 30 32 | | 36) 38 
130 | cet eth 120. eee | 134. 
| 27.0833 28.8889 | 30.6944 | 32.5 | 34.3056 
132 | 111. | 119. | 126. | 134. | 141. 
|27.5 | 29.3333] 31.1667|33. | 34.8333 
134 | 113. | 121. | 128. | 136.[ 143. 
_ | 27.9167 | 29.7778 | 31.6389/33.5 | 35.3611 
136 | 115. 122. | 130. | 138.| 145. 
28.3333 | 30.2222|32.1111|34. | 35.8889 
138 | 116. | 124. | 132. | 140.| 147. 
; 28.75 = 30.6667 | 32.5833) 34.5 36.4167 
140 | 118. | 126. | 134. | 142./ 150. 
129.1667] 31.1111 | 33.0556) <i | 36.9444 
142 | 120. | 128. | 136. | 144. | 152. 
| 29.5833 | 31.5556 |33.5278|35.5 "| 37.4722 
144 | 121. 130. | 138. | 146.| 154. 
138 Paw ie | 34. _ | 36. | 38. 
146 | 123. | 131. | 140. | 148.| 156. 
| 30. 4167 | 32. 4444 34. 4722| 36.5 | 38.5278 
148 | 125. | 133. | 141. | 150.| 158. 
| 30. 8333] 34: 8889 34. 9444 | 37. | 39.0556 
150 | 127. | 135. | 143. | 152.| 160. 
babes, | 33.3333 | 35.4167|37.5 | 39.5833 
152 | 128. | 137. | 145. | 154.| 162. 
| 31.6667 | 33.7778 | 35.8889/ 38. | 40.1111 
154 | 130. | 139. | 147. | 156. | 164. 
| 32.0833 | 34.2222 |36.3611|38.5 | 40.6389 
156 | 132. | 140. | 149. | 158.| 167. 
: [325 __| 34.6667 | 36.8333|39. | 41.1667 
158 | 133. | 142. | 151. | 160.| 169. 
| | 32.9167 35.1111 |37.3056|39.5 | 41.6944 
160 | 135. | 144. | 153. | 162.| 171. 
133.3333] 35. 5556|37.7778| 40. | 42.2222 
162 | 139. | 149. | 158. | 167.| 176. 
|33.75 |36. | 38.25 {40.5 | 42.75 
164 | 141. | 150. | 160. | 169.| 179. 
S 434.1867] 36.4444 |38.7222/41. | 43.2778 
166 | 143. | 152. | 162. | 171.| 181. 
34. 5833 | 36. oer tees 1944/41. > _| 43.8056 
168 | 144. | 154. | 164. | 173.| 183. 
rs jo pea Steed 147. | 44.3333 
170 | 146. | 156. | 166. | 175. | 185. 
| 35.4167 | 37.7778 | 40. 1389 | 42. J =§ 44.8611 








Lower line of figures represents leckans in decimals. 








1 


INDEPENDENT 


FLAT GLASS DEALERS 

















































Bag 60 


3 70 
20.5556 


79.80 
21.1111 











77.20 
ioiasa 20.4167 


sae 








78 | 81.90 


21.6667 


22.75 





92.40 





a 






99.45 






23.6389 


x 
re WIDTH 
z 
i | 40 42. 44 46 | 48 
40 | 42.00 | + he oo 
oe “eo 2 ~s 
42 10 | 46.35 
re < 6667 12.25 : 2 bo 
44 | 46.20 | 48.55. 50.85 
ot 12.2222 12. 8333 13.4444 hak! 
46 | 48.30 | 50.75 | 53.15 | 55.55 
12.7778 | 13.4167 | 14.0556 | 14.6944 * 
48 | 50.40 | 52.95 | 55.45 | 58.00 | 60.50 
|. 13.3333] 14. 14.6667 | 15.3333] 16. 
50 | 52.50 | 55.15 | 57.75 | 60.40 | 63.00 
| 13.8889 | 14.5833 | 15.2778 | 15.9722 | 16.6667 
52 | 54.60 | 57.35 | 60.10 | 62.80 | 65.55 
| 14,4444 | 15.1667 | 15.8889 | 16.6111 | 17.3333 
54 56. 70 59. 55 62. 40 | 65.25 | 68.05 
i 17.25 | 18. 

56 ta 80 33 7 oa 70 | 67.65 | 70. 
—_ | 15.5556 | 16.3333 | 17.1111 | 17.8889 | 18.6667 
58 | 60.90 | 63.95 | 67.00 | 70.05 | 73.10 

| 16.1111 | 16.9167 | 17.7222 | 18.5278 | 19.3333 
60 | 63.00 | 66.15 69. 30 72.45 75.60 
; 16.6667|17.5 _ 18.3333 | 19.1667 | 20. 

62 | 65.10 | 68.35 | 71.65 | 74.90 | 78.15 
__| 17.2222 | 18.0833 | 18.9444 | 19.8056 | 20.6667 
64 | 67.20 | 70.60 | 73.95 | 77.30 | 80.65 
___| 17.7778} 18.6667 | 19.5556 | 20.4444 | 21.3333 
66 | 69.30 | 72.80 | 76.25 83.20 

—_| 18.3333} 19.25 | 20.1667 22. 

68 | 71.40 | 75.00 | 78.55 85.70 
UL 19.5889 19.8333 02778 22.6667 
70 


oe 
21 ees a 3611 

86. 95 90.75 
Sale 
4 a 22.6111 


” i607 Pot 3990 


23.3333 


= 25 
24.6667 


98.55 
25.3333 
101. 

26. 
104 


.00 
22.2222 | 23. 3333 


86.10 | 90.45 
22.7778 | 23.9167 


88.20 | 92.65 
23.3333 24.5 





24,4444 | 25.5556 | 26.6667 
102. 107. 
26.1944 | 27.3333 
105. 109. 


99.85 
25.6667 | 26.8333 | 28 


90.30 | 97.60 | 103. | 107. 112. 
23.8889 | 25.0833 | 26. 2778 27.4722 | 28.6667 


97.50 
25.0556 








92.40 | 99.85 | 105. 110. 114. 
24.4444 | 25 6667 | 26.8889 | 28.1111 | 29.3333 





Lower line of figures represents feetage in decimals. 
13 


40 
48 








552 


40 


94.50 
25. 







99.45 
25.5556 







105. 
26.8333 


INDEPENDENT FLAT 







110. 
28.1111 






29.3889 





46 
142. 

28.75 _ 
115. 








GLASS DEALERS 


48 


117. 


30. 


120. 
30.6667 


122. 
31.3333 


125. 


32. 












































































94 | 102. | 107. 112. 117. 
| 26.1111 | 27.4167 | 28.7222 | 30.0278 
96 | 104. | 109. 114. | 120. 
| 26.6667|28. | 29.3333 | 30.6667 
98 | 106. 111. 117. 122. 
27.2222 | 28.5833 | 29.9444 | 31.3056 
100 | 108. 114. 119. | 125. 
| 27.7778] 29.1667 | 30.5556 |31.9444 
102 | 111. 116. 122. | 127. 
| 28.3333] 29.75 | 31.1667 | 32.5833 
104 | 113. 11 124. | 130. 
___ | 28.8889 | 30.3333 | 31.7778 | 33.2222 
106 | 115. 121. 126. | 132. 
___| 29.4444 | 30.9167 | 32.3889 | 33.8611 
108 | 117. 123. 129. 135. 
ae 31.5 a. 1365") 
110 | 119. 125. so4.¢] tae. 
___ | 30.5556 | 32.0833 | 33.6111 | 35.1389 
112 | 121. | 127. 133. 139. 
| 31.1131 | 32.6667 | 34.2222 | 35.7778 
114 | 123. 130. 136. | 142. 
| 31.6667] 33.25 | 34.8333 | 36.4167 
116 | 126. 132. 138. | 144. 
___ | 32.2222 | 33.8333 | 35.4444 | 37.0556 
118 | 128. 134. 141. | 147. 
____| 32.7778] 34.4167 | 36.0556 | 37.6944 
120 | 130. 4136 143. | 149. 
| 33.3333] 3 36.6667 |38.3333 
122 | 132. a 145. | 152. 
| 33.8889 | 35.5833 | 37.2778 | 38.9722 
124 | 134. 141. 148. 154. 
___| 34.4444 | 36.1667 | 37.8889 | 39.6111 
126 | 136. 143. 150. | 157. 
: 35. {36.75 |38.5  |40.25 
128 | 139. | 146. | 152. 159. 
| 35.5556] 37.3333] 39.1111 | 40.8889 
130 | 141. 148. 155. 162. 
| 36.1111 | 37.9167 | 39.7222 | 41.5278 
132 | 148. | 156. 163. | 171. 
| 36.6667/38.5 | 40.3332 | 42.1667 
134 | 151. 158. 166. | 173. 
____| 37.2222] 39.0833 | 40.9444 | 42.8056 
136 | 153. 161. | 168. | 176. 
____| 37.7778 | 39.6667 | 41.5556 |43.4444 
138 | 155. 163. 171. | 178. 
38.3333| 40.25 | 42.1667| 44.0833 



























































127. 
32.6667 
130. 
33.3333 


133. 
34. 


135. 
34.6667 


138. 
35.3333 


4140. 


— 
36.6667 


146. 
37.3333 


148. 
38. 


‘151. 
38.6667 


153. 
39.3333 


156. 

ao. 

158. 
40.6667 


161. 
41.3333 


164. 
42. 
166. 
42.6667 
169. 
43.3333 
178. 

4A. 


181. 
44.6667 


183. 
45.3333 


186. 
46. 


Lower line of figures manent feetage in decimals. 
14 











INDEPENDENT FLAT GLASS DEALERS 553 





WIDTH a | 
44 46 | 48 | 


181. 189. 
“0 #333 a 7778 “ a 46.6667 







8 LENGTH 





1 157. 
38.8889 




















142 | 160. 192. 
: 39.4444) 41.4157] 43.3889 | 45.3611 | 47.3333 
144 194. 
' Fr 
146 | 164. i 3 1. 197. 
40.5556| 42.5833| 44.6111 45.6389| 48.6687 
148 | 166. 200. 
AlN 49.3333 
150 | 169. | 202. 
| 41.6667 50. . 
152 | 171. 205. 
| 42.2222 50.6667 
154 | 173. 208. 
| 42.7778 51.3333 | 
156 | 175. 210. 
__| 43.3333 52. 
158 | 178. 186. 195. 204. 213. | 
43.8889| 46.0833 | 48.2778 | 50.4722| 52.6667 | 
160 | 180. 189. 198. 207. 216. 
| 44,4444} 46.6667 | 48.8889 | 51.1111 | 53.3333 
162 | 186. 204. 214. 223. 
45. 49.5 |51.75 | 54. 


164 | 188. 197. | 207. | 216. | 226. 
45.5556| 47.8333 | 50.1111} 52.3889) 54. 6667 


166 | 190. | 200. | 209. | 219. | 228. 
46.1111] 48.4167| 50.7222) 53.0278) 55. 3333 


168 | 193. | 202. | 212. | 221. | 231. 
46.6667 | 49. 51.3333| 53.6667] 56 


170 | 195. | 205. | 214. | 224. 234. 
47.2222| 49.5833] 51.9444] 54.3056] 56.6667 


172 | 197. | 207. | 217. | 227. | 237. 
47.7778| 50.1667 | 52.5556 | 54.9444] 57.3333 


174] 199. | 209. | 219. | 229. | 239. 
48.3333 50.75 53.1667| 55.5833) 58. 


176 | 202. | 212. | 222. | 232. | 242. 
48.8889) 51.3333) 53.7778) 56.2222| 58.6667 


178 | 204. | 214. | 224. | 233. | 24S. 
ic 49.4444| 51.9167] 54.3889] 56.8611} 59.3333 
180 | 206. | 217. | 227. | 237. | 247. 
a 50. 52.5 55. / 57.5 * 60. 
182 | 209. | 219. | 229. | 240. | 250. 
50.5556| 53.0833| 55.6111] 58.1389] 60.6667 


184 | 211. | 221. | 232. | 242. | 253. 
SV.1111 Ss. 6667 56.2222) 58.7778) 61 3333 


186 | 213. | 224. | 234. | 245. | 256. 

| 51.6667] 54.25 | 56.8333] 59.4167] 62. _ 

188 | 215. | 226. | 237. | 248. | 258. 
52. 2222 54. 8333 57. 4444 60.0556 62. 6667 


























tee line of figures represents feetage in decimals. 


15 








INDEPENDENT FLAT GLASS DEALERS 


WIDTH 


_ 
ee - 
z 
g| 40 | 42| 44| 46 | 48 
190| 218. | 229. | 239. | 250. | 261. 
52.7778) 55.4167| 58.0556| 60.6944] 63.3333 
2 | sti PHB 
58.6667 64. 
53.8889 59.2778) 61.9722 64.6667 
54.4444) 57.1667| 59.8889) 62.6111) 65.3333 
198 | 227. | 238. 272. 
55. 5775 66. 
20 | PBs PAF |i 
58.3333 63.8889) 66.6667 
202 243. | 255. | 266. | 278. 
58.9167| 61.7222| 64.5278] 67.3333 
204 245. 7 269 
56.6667 | 59.5 
206 | 236. | 248. | 260. | 271. | 283. 
57.2222 | 60.0833)| 62.9444] 65.8056 68.6667 
66.4444 69.3333 
61.25 64.1667)| 67.0833) 70. 
212 | 243. 267. | 279. | 296. 
58.8889 64.7778) 67.7222) 70.6667 
214 | 245. | 257. | 270. | 282. | 299. 
59.4444 | 62.4167) 65.3889) 68.3611) 71.3333 
£ 60. 66. 69. 7a. 
60.5556 | 63.5833 | 66.6111 | 69.6389) 72.6667 


17.3611 
mI 
82.35 
21.7778 







257. ° 280. 
62.3333} 65.1667| 68. 








208 
















LENGTH 











68.25 1 
18.0556 |1 
73.75 | 76.55 
18.75 19.5 20.25 






85.30 | 88.30 
22.5556| 23.3611 





91.35 
24.1667 
94.40 
24.9722 


88.20 
23.3333 








Lower line of figures represents feetage in decimals. 
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INDEPENDENT FLAT GLASS DEALERS 


WIDTH 


Barta ese 58 
90.75 
24, 


LENGTH | 


















































































































64 | 84.00 | 87.40 94.10 | 101. 
22i2cea teat hi 24.8889 25.7778 
66 | 86.65 | 90.10 | 93.60| 99.85 | 104. 
J 22.9167 | 23.8333 |24.75 25.6667 | 26.5833 
68 | 89.25 | 92.85 | 99.20| 103. | 107. 
{23.6111 | 24.5556 {25.5 26.4444 | 27.3889 
70 | 91.90 | 98.35 , 110. 
___ | 24.3056 | 25.2778 28.1944 
72 109. | 113. 
: 28. 29. 
74 112. | 116. 
-. 28.7778 | 29.8056 
76 115. | 119. 
Bike 29.5556 | 30.6111 
78 | 106. 118. | 123. 
___ | 27.0833 30.3333 | 31.4167 
8o | 108. 121. | 126. 
__| 27.7778 31.1111 | 32.2222 
82 | 111. 124. | 129. 
28.4722 | 29.6111 31.8889 | 33.0278 
84 | 114. 118 127. | 132. 
__| 29.1667 | 30.3333 32.6667 | 33.8333 
86 | 116. | 121. 130. | 135. 
| 29.8611 | 31.0556 33.4444 | 34.6389 
ss | 119. | 124. 138. 
___ | 30.5556 | 31.7778 |3 35.4444 
90 | 122. | 127. 141. 
ie 31.25 32.5 36.25 _ 
92 | 125. | 130. 144. 
___ | 31.9444 | 33.2222 1.7778 | 37.0556 
94 | 127. | 132. 142. | 148. 
__ | 32.6389 | 33.9444 36.5556 | 37.8611 
96 | 130. | 135. 146. | 151. 
___ | 33.3333 | 34.6667 37.3333 | 38.6667 
98 | 133. | 138. 149. | 154. 
34.0278 | 35.3889 38.1111 | 39.4722 
100 | 135. | 141. 152. 157. 
; 34.7222| 36.1111 38.8889 | 40.2778 
102 | 138. | 144. 155. | 160. 
; 35.4167 | 36.8333 39.6667 | 41.0833 
104 | 141. | 146. 158. | 163. 
—__ | 36.1111 | 37.5556 40.4444| 41.8889 
106 | 143. | 149. 161. | 166. 
___ | 36.8056 | 38.2778 41.2222| 42.6944 
108 | 146. | 152. 164. | 170 
ae 375 39. . 43.5 
110 | 149. | 155. 1 173. 
38.1944 139.7222 42.7778 | 44.3056 


112 | 152. 158. 164. 170. 177. 
38.8889 | 40.4444 | 42. 43.5556| 45.1111 


Lower line of figures represents feetage in decimals. 
17 





50 
58 


jt 


—_ 


yt 


- 
~ 








556 


INDEPENDENT FLAT 


























































GLASS DEALERS 


_ 
- 

=| 50| 52 56 | 58 

1141 154. | 160. | 173. | 180. 
—|39.5833 | 41.1667 |4 44.3333 | 45.9167 

116 | 157. | 163. 177. | 184. 
{40.2778 4] .8889 _AS. 1] 1 | 46.7222 

118 | 160. | 166. 180. | 188. 
| 40.9722 | 42.6111 |. 45.8889 | 47.5278 

120 | 162. | 169. 184. | 192. 
{41 6667 43. 3333 4 46. 6667 | 48.3333 

122 | 165. | 172. 188. | 196. 
_ | 42. 3611 4A, 0556 47.4444 | a 1389 

124 | 168. | 174. 192. | 200. 
| 43.0556 44 7778 48.2722 | 42 9444 

126 | 170. | 178. 195. | 205. 

[43.75 | 45.5 _ 49. 50.75 

128 | 173. | 182. 199. | 209. 
4 | 44. 4444 46.2222 49.7778 §$4.355¢6 

130 | 177. | 185. 205. | 212. 
(45.1389 | 46.9444 |. 50.5556 | 52.3611 

132 | 185. | 193. 208. | 215. 
45.8333 | 47.6667 | 4 51,3333 | 53.1667 

134 | 188. | 196. 211. | 218. 
46. 5278 48.3889 _ 352. 1111}53.9722 

136 | 191. | 199. 214. | 222. 
| 47. 2222 49. 1 _52. 8889 | 54.7778 

138 | 194. | 202. 217. | 225. 
_| 47.9167 | 49.8333 53.6667 | 55.5833 

140 | 197. | 205. 220. | 228. 
| 48.6111] 50.5556 54.4444} 56.3889 

142 | 199. | 207. 223. | 231. 
49.3056 51.2778 35. 2222 | 57.1944 

144 | 202. | 210. 227. | 235. 

50. ae 56. 58. 

146 | 205. | 213 230. | 238. 
| 50.6944 | 52.7222 56.7778 | 58.8056 

148 | 208. | 216. 233. | 241. 
51.3889 53. 4444 57.5556 | 59.6111 

150 | 211. | 219. 236. | 244. 
32. 0833 54. 1667 58.3333 | 60.4167 

152 | 214. | 222. 239. | 248. 
| 52.7778] 54.8889 | 57 59.1111 | 61.2222 

154 | 216. | 225. 242. | 251. 
33. 4722 55.611 1 : 59.8889 |62.0278 

156 | 219. | 228. | 237. | 245. | 254. 
54.1667 | 56.3333 |58.5 | | 60.6667 | 62.8333 

158 | 222. | 231. | 240.| 249. | 257. 
_ | 54.8611 | 57.0556 | 59.25 | 61.4444 | 63.6389 

160 | 22 234. | 243. | 252. | 261. 
___| 55.5556 | 57.7778 | 60. 62.2222 | 64.4444 

162 | 232. | 241. | 251. | 260. | 269. 

56.25 58.5 60. 7S 63. 65. a3 


Lower line of figures ceerniaate feetage in decimals. 
18 








30140 0O 


INDEPENDENT 







































FLAT GLASS DEALERS 




















































— ea 
e WIDTH 

2 |— vhs ous filet i 

“| 50 | 52! 54! 56) 58 
164 | 235. | 244. | 254.| 263. | 272. 
56.9444 |59.2222|61.5 | 63.7778| 66.0556 

166 | 238. | 247. | 257. 266. | 276. 
| 57.6389 | 59.9444 162.25 | 64.5556] 66.8611 

168 | 241. | 250. | 260.| 269. | 279. 
_| 58.3333 | 60.6667 |63. | 65.3333] 67.6667 

170 | 243. | 253. | 263.| 273. | 282. 
| 59.0278 | 61.3889 | 63.75 | 66.1111| 68.4722 

172 | 246. | 256. | 266.| 276. | 286. 
| 59.7222 |62.1111|64.5 | 66.8889] 69.2778 

174 | 249. | 259. | 269.| 279. | 294. 
60.4167 | 62.8333 |65.25 | 67.6667] 70.0833 

176 | 252. | 262. | 272.| 282. | 297. 
61.1111 |63.5556|66. | 68.4444] 70.8889 

178 | 255. | 265. | 275.| 285. | 301. 
61.8056 |64.2778|66.75 | 69.2222| 71.6944 

180 | 258. | 268. | 278.| 289. | 304. 
‘| 62.5 65.: 0 /07.S.4 WOKas ea 

182 | 261. | 271. | 281.| 297. | 307. 
| 63.1944 | 65.7222|68.25 | 70.7778| 73.3056 

184 | 264. | 274. | 285.| 300. | 311. 
63.8889 |66.4444/69. = | 71.5556] 74.1111 

186 | 266. | 277. | 288.| 303. | 314. 
i 64.5833 | 67.1667 | 69.75 S 72.3333 74.9167 

188 | 269. | 280. | 296.| 307. | 318. 
65.2778 | 67.8889 | 70.5 73.1111] 75.7222 

190 | 272. | 283. | 299.| 310. | 321. 
65.9722 |68.6111|71.25 | 73.8889) 76.5278 

192 | 275. | 286. | 302.| 313. | 324. 
66.6667 | 69.3333 |72. 74.6667 | 77.3333 

194 | 278. 294. | 305.| 316. | 328. 
67.3611 |70.0556|72.75 | 75.4444] 78.1389 

196 | 281. | 297. | 308./ 320. | 331. 
68.0556 |70.7778|73.5 | 76.2222| 78.9444 

198 | 284. | 300. | 311.| 323. | 334. 
60.75 }71.5: 174.28 | 77. 2. 7075 _ 

200 | 286. | 303. | 315.| 326. | 338. 
69.4444 |72.2222|75. (77.7778) 80.5556 

202 | 294. | 306. | 318.| 329. | 341. 
70.1389 |72.9444|75.75 | 78.5556] 81.3611 

204 | 297. | 309. | 321.| 333. | 345. 
_|70.8333 |73.6667|76.5 | 79.3333] 82.1667 

206 | 300. | 312. | 324.| 336. | 348. 
‘| 71.5278 |74.3889]77.25 | 80.1111} 82.9722 

208 | 303. | 315. | 327.| 339. | 351. 
72.2222|75.1111]78. | 80.8889] 83.7778 

210 | 306. | 318. | 330.| 342. | 355. 
72.9167 |75.8333 178.75 | 81.6667] 84.5833 

212 | 309. | 321. | 333.| 346. | 358. 
73.6111 |76.5556}79.5 | 82.4444] 85.3889 


Lower line of figures represents feetage in decimals. 
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a | 


Jt 


~I 








INDEPENDENT FLAT GLASS DEALERS 











_ WIDTH 
54 56 | 58 
337. | 349. | 361. 
7A. 3056 77. 2778 80.25 83.2222 86.1944 
340. 935? 365 
1. Z B4. 87. ad 
343. "356, 368. 














































































































a WIDTH 
© Wi re sf 
“| 60 | 62 | 64)! 66 | 68 
60 | 94. . rent 
62 | 101. | 7 a ' 
64 10 111. ; 
ae 28.4444) 
WW. | 114. | 118. 
7 |29.3333 | 30.25 y 
118. | 122. | 125. 
30.2222| 31.1667 |32.1111 
121. | 125. | 129. 
389 |31.1111| 32.0833 | 33.0556 
125. 4129. 133. 
32. el 
128. = 136. 
32.8889 | 33.9167 |34.9444 
132. | 136. | 140. 
33.7778 | 34.8333 |35.8889 
135. | 139. | 144. 
34.6667|35.75 |36.8333 
139. 143. | 147. 
sf 5556 36. 6667 37. 7778 
142. | 146. | 151. 
36.4444 | 37.5833 |38.7222 
146. | 150. | 155. 
37.3333 | 38.5 39.6667 
149. | 154. | 158. 
38.2222 | 39.4167 |40.6111 
152. | 157. | 162. 
39.1111 | 40.3333 |41.5556 
156. | 161. | 166. 
meee fas 
159. | 164. | 169. 
40.8889 | 42.1667 43.4444 
163. | 168. | 173. 
41.7778 | 43.0833 |44.3889 
sa a Sfi7[a7™ 178. 
42.6667 | 44 45.3333 


Lower line of omen represents feetage in decimals. 
20 








INDEPENDENT FLAT GLASS DEALERS 


| 


3 S LENGTH | 





_____-CWIDTH 
60 | 62 | 64 | 66 | 68 


159. | 164. | 170. | 175. 182. 
40.8333 | 42.1944 | 43.5556 | 44.9167 | 46.2778 
187. 
47.2227 


192. 
48.1667 


196. 
49.1111 














203. 
50.0556 








210. 
51.9444 





192. 199 208 214. 
48.2222 52.8889 
° 196. 205. ° 218. 

5 | 49.0833 | 50. 25 | 53.8333 
222. 
54.7778 





225. 
55.7222 
229. 
56.6667 


233. 
57.6111 











237. 
58,5556 
241. 

59.5 


244. 
60.4444 


248. 
61.3889 
252. 
62.3333 


256. 
63.2778 














260. 
64.2222 
264. 
65.1667 
267. 
66.1111 


271. 
67.0556 


Lower line of figures represents feetage in decimals. 
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60 
68 


559 








184 


186, 


188 
190 
192 
194 
196 





INDEPENDENT FLAT GLASS DEALERS 


258. 
63.7222 
261. 
64.5833 
» 265. 
3| 65.4444 


268. 
66.3056 | ¢ 


272. 
67.1667 


. 275. 
3 | 68.0278 


_ | 2. 
§ | 70.6111 
300. 

71.4722 

. | 303. 
_|72,3333 


307. 
73.1944 


311 
314. 
74.9167 
318. 
75.7778 
1. | *321. 

f 76.6389 


325. 
77.5 


318. | 329. 
75.8333 | 78.3611 
322. | 332. 
76.6667 |79.2222 
325. | 336. 
77.5 | 80.0833 
329. 339. 
78.3333 | 80.9444 
332. 343. 
79.1667 | 81.8056 
4335: 347. 

_| 82.6667 
“$39. 350. 
80.8333 | 83.5278 


342. 354. 
81.6667 84.3889 


74.0556 




















WIDTH | 
64 66 
266. | 274. 
65.7778] 67.8333 
270. | 278. 
66.6667 | 68.75 
273. | 282. 
67.5556 69.6667 
277. 286. 
68.4444 | 70.5833 
280. | 291. 
69.3333|71.5 
285. | 295. 
70.2222] 72.4167 
289. | 299. 
71.1111| 73.3333 
302. | 311. 
Ra: 74.25 
306. | 315. 
72.8889 | 75.1667 
309. | 319. 
73.7778 | 76.0833 
313. | 323. 
74.6667|77. 
317. | 327. 
75.5556 77.9167 
321. | 331 
76.4444 | 78.8333 
324. | 334. 
77.3333|7975 _ 
328. | 338. 
78.2222 80.6667 
332. | 342. 
79AVI 81.5833 
335. | 346. 
80.  —‘| 82.5 
339. | 350. 
80.8889 | 83.4167 
343. | 354. 
81.7778| 84.3333 
347. | 357. 
82.6667 | 85.25 
350. | 361. 
83.5556 86.1667 
354. | 365. 
84.4444 | 87.0833 
358. | 369. 
85.3333) 88. 
362. | 373. 
86.2222 | 88.9167 
365. | 377. 
87.1111 | 89.8333 









68 


283. 
69.8889 


287. 
70.8333 
292. 
71.7778 


296. 
72.7222 


301. 
73.6667 
305. 
74.6111 


312. 
75.5556 


321. 
76.5 


325. 
77 4444 


329. 
78.3889 


333. 


(| 79.3333 


337. 
80.2778 
341. 
81.2222 


345. 
82.1667 


349. 
83.1111 


352. 


84.0556 


356. 
85. 

360. 
85.9444 


364. 
86.8889 
368. 


| 87.8333 


372. 
88.7778 


376. 
89.7222 


380. 
| 90.6667 


384. 
91.6111 


395. 
92.5556 


Lower line of figures represents feetage in decimals. 


22 


y 





INDEPENDENT FLAT GLASS DEALERS 










WIDTH 





| LENGTH 


“— 
0) 
a 


200 























361. 
86.1111 


365. 
86.9722 





202 











204 | 356. | 368. 
85. 87.8333 
372. 
88.6944 





206 






360. 
85.8333 




















208 376. 
| 86.6667] 89.5556 
210 379 
187.5 | 90.4167 
212 383 
ross 91.2778 
214, 393. 12. 
89. 1667 2: 1389 95.11 11 
mat 377. | 396. 462. 
=~ 90. = , 102. 
218 | 381. | 400. 27. 467. 
___| 90.8333] 93.8611 | 96.8889 














148. 
38.0278 
152. 


a 
40.0833 41, 


. | 160. | 165. 
‘| AlV11 | 42.2222 














164. 169. 173. 
42.1389 | 43.2778) 44.4167 
168. 178. 


43.1667 
172. 
44.1944 
177. 

45.2222 
182. 
46.25 


45.5 


183. 
46.5833 
189. 
47.6667 









178. 
45.3889 
183. 
46.4444 












‘towel We of figures represents aaa in decimals. 
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561 


70 
78 


SERED ANE VTE ST - 








562 INDEPENDENT FLAT GLASS DEALERS 





WIDTH 


| 74 | 76 | 78 


193. 
zd zie 48.5556 


70 | 7 


Nw 






| LENGTH 
> 
Dm 
NL 
we 
NR 
>» 
On 
‘“@ 
oe 


199. 
49.8333 


so 
a 
~ 
oo 
un 


198. 
48 3356 “ as 1 


ee 197. 
49.3333 stb6é7 5 


2 

2 
204. 21 

3 


be 
wn 
o 
o 
~ 
> 


x 

o 

> 

> cent | 7 cet 
aeRieies 
Sai Le 
N 

> 
ee 






















nem | 
98 18 i 
78389 50.3611 s17222 53.0833 
100 19 208. 219. 
ae 51.3889 saa776 54.1667 
102 19 218. 224. 
ib teas gi 55.25 
104 228. 
s4bso 56.3333 
106 | 208. 232. 
51.5278 st 22 sf yen 57.4167 
108 237. 
58.5 
110 216. 241. 
53.4722 sieve se pess 59.5833 
112 245. 
s73386 59.1111 | 60.6667 
114 | 224. Sar 250. 
55.4167 | 57 523033 60.1667161.75 
116 228. 248. 254. 
56.3889 | 58. 61.2222 | 62.8333 
118 232 259. 
57.3611 sbsais 62.2778 | 63.9167 
120 263. 
696057 63.3333|65. 
122 240. ; 260. 267. 
59.3056 |61. | | 62.6944| 64.3889 | 66.0833 
124 272. 
63.7222 areas zesbe? 
126 
a sb 
128 eee. 
6 5e56 93983 
130 277. 
eb ads 68.6111 roar 


132 | 260. 267. 282. ; 
64.1667 | 66. 7 2333 . oo 7 3 











134 pee. 271. 

65.1 67. 6a bei 1 76 7242 7 3833 
136 275. 283. 

66.1111 | 68. 69.8889 7 798 73 ssi7 
138 7 


7 3333 74 75. 





288. 
S a 67 


oa 

| Sno 
oN | —- Oo) — 
= “le 
we 

Ww 

oa 

oO 


140 | 275. 283 
68.0556 |70. 77 oi 73 3389 73 8333 


Lower line of figures represents feetage in decimals. 
24 





LENGTH 


142 
144 
146 
148 
150 
152 
154 
156 
158 
160 
162 
164 
166 
168 
170 
172 
174 
176 
178 
180 
182 
184 
186 
188 


INDEPENDENT FLAT GLASS DEALERS 


70 74 
69.0278 7788 7a87aa\ 74 
se 





797222 8 





205, 
769722 a 


“297 
"302. 
7D 





ale 
79388 

322. 348. 
8.1667 89.3333 84.5 


= 
0 
—_ 
= 


rain 


348. 
ae 


6 4 eis 83.3056 


sh. 4667 
e289 
ea 
84.5833 
88.3978 


im 


884722 





geate7 


v1.38 


93.3611 


Bee. 
o” 


er 


356. 
86.3333 


360. 
ae 


oo). 
~ 


s3689 


894167 


379. 
90.4444 


ay 
4722 


fas 

83 
oe 

a 

bas 


93.5278 
4 

nee 
95.3633 
seat 


978389 


se 


3| N 


eae 


317. 
749444 76.9167 
sais. ea2. 


326. 
770886 79.0833 


331. 
78088 7a 80.1667 


335. 


77.0883 791067 81.25 


340. 
82.3333 


344. 
sia77s 83.4167 


w 
* 
> 


353. 
83.3889 | 85.5833 
357. 
86.6667 
362. 
87.75 


366. 
se3856 88.8333 


371. 
erent 89.9167 


366. 382. 
88.6667) 91. 


370. 393. 

89.7222) 92.0833 
397. 

90.7778| 93.1667 


408. 
91.8333 94.25 


ae 
Oi nO 
Oo 


413. 
92.8889| 95.3333 


400. 425. 

93.9444) 96.4167 
429. 
97.5 


441. 

96.0556] 98.5833 
446. 

97.1111] 99.6667 
457. 
98.1667100.75 
44. 462. 

99.222201.8333 


n> 
Sa Se—3i=8 
wn ed 


467. 
100.2778N02.9167 


Lower line of figures represents feetage in decimals. 
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563 











INDEPENDENT FLAT GLASS DEALERS 



































.| 548. | 563. | 578. 
‘|.112.0278|115.0556|118.0833 
























184. 
46.6944 

















184. | 189. | 195. 
46.6667 | 47.8333 | 49. e 
86 | 189. 195. 203. 208. 
| 47.7778 | 48.9722 | 50.1667] 51.3611] 
88 | 194. | 203. | 208. | 213. | 218. 
48.8889 | 50.1111 | 51.3333 | 52.5556 | 53.7778 
200. | 207. | 212. | 217. | 222. 
___ se 51.25 |525 |53.75 |55._ 
92 | 207. 212. 217. 22. 227. 
51.1111 | 52.3889 | 53.6667 | 54.9444 | 56.2222 











211. 217. 


2: 
53.5278 | 54. 8333 36. 1389 57. 4444 


Lower line of figures represents feetage in decimals. 
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INDEPENDENT FLAT GLASS DEALERS 565 





























86 | 88 


237. 
58.6667 
242. 
59.8889 


247. 
61.1111 


252. 
62.3333 


257. 
63.5556 


262. 
64.7778 


232. 
57.3333 

237. 
58.5278 

242. 
59.7222 


aig 
153.3333 
















































































220. 226. 31. 
54.4444 | 55.8056 |57.1667 





225. | 230. | 236. 
55.5556 | 56.9444 | 58.3333 
229. 


102 235. 
56.6667 | 58.0833 











104 240. 45. 
59.2222 60.6667 
244. 
60.3611 


234. 
57.7778 

238. 
58.8889 


106 250. 
61.8333] 63. 


108 | 243. | 249. 4255: 261. | 267. 
60. . 61 > v3 64.5 a 43 66. — = 

110 | 247. | 253. a 266. | 272. 
61.1111 | 62.6389 | 64.1667 | 65.6944 | 67.2222 


112 | 252. 


62.2222 


258. 
63.7778 


271 


. 277. 
66.8889 


264. 
65.3333 68.4444 








114 | 256. | 263. | 269. | 275. | 282. 
63.3333] 64.9167 |66.5 | 68.0833 | 69.6667 
116 | 261. | 267. 274. 280. 287. 
| 64.4444 | 66.0556 | 67.6667 | 69.2778 | 70.8889 
118 | 265. 272. 278. 286. 294. 
| 65.5556] 67.1944 | 68.8333) 70.4722| 72.1111 
120 | 270. 276. | 283. | 291. 299. 
_| 66.6667 | 68.3333 | 70. 71.6667 | 73.3333 
122 | 274. 281. | 289. | 297. | 305._ 
67.7778| 69.4722 | 71.1667] 72.8611 | 74.5556 
124 | 279. 286. 295. 303. | 312. 
68.8889 | 70.6111 |72.3333| 74.0556 | 75.7778 80 


126 292. 


7175 


297. 
72.8889 


7318. 88 


ee 
78.2222 


310. 
75.25 


315. 
T64444 


283. 300. 
70. [rae 
306. 
eee 


289. 
7.1111 


128 





130 | 294. | 303. | 313. | 320. | 328. 
72.2222 | 74.0278 | 75.8333] 77.6389 | 79.4444 

132 | 299. | 310. | 318. | 325. | 333. 
73.3333| 75.1667|77. _| 78.8333 | 80 6667 

134 | 305. | 315. | 322. | 330. | 338. 
74.4444 | 76.3056 | 78.1667] 80.0278 | 81.8889 

136 | 312. | 319. | 327. | 335. | 343. 
75.5556| 77.4444 | 79.3333} 81.2222 | 83.1111 

138 | 316. | 324. | 332. | 340. | 348. 
‘| 76.6667 | 78.5833 |80.5 | 82.4167 | 84.3333 

140 | 321. | 329. | 337. | 345. | 353. 
77.7778| 79.7222 | 81.6667| 83.6111 | 85.5556 

142 | 325. | 333. | 342. | 350. | 358. 
78.8889 | 80.8611 | 82.8333| 84.8056 | 86.7778 

144 9330- 338. | 346. | 355. | 363. 

82. 84. 86. 88. 


Lane a of figures represents feetage in decimals. 
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INDEPENDENT FLAT GLASS DEALERS 

















































82 84) 86 88 
. | 343. | 351. | 360. | 368. 
81.1111) 83. 1389 85.1667 | 87.1944] 89. 2222 













































339. 348. | 356. 364. | 379. 
| 82.2222| 84.2778] 86.3333| 88.3889] 90.4444 
150 44. 352. 361. 369. | 384. 
“| 83.3333 | 85.4167] 87.5 _ | 89.5833] 91.6667 
152 | 348. 357. 366. 381. 396. 
"| 84.4444] 86.5556] 88.6667 | 90.7778] 92.8889 
154 | 353. | 362. | 370. | 386. | 408. 
"| 85.5556 | 87.6944| 89.8333 | 91.9722| 94.1111 
156 | 357. 366. 382. 397. 413. 
| 86.6667| 88.8333| 91. _| 93.1667] 95.3333 
158 | 362. 371. 393. | 409. 425. 
| 87.7778| 89.9722 94.3611] 96.5556 
160 | 367. 382. 414. 431. 
88.8889| 91.1111 95.5556| 97.7778 
393. 426. | 443. 
92-25 A Bh 
398. 431. | 454. 
93.3889| 95.6667| 97.9444]100,2222 


410. 443. | 460. 
94.5278] 96.8333| 99.1389|101.4444 























415. . | 455. | 465. 
95.6667| 98. _|100.3333/102.6667 
426. 444. 460. 471. 
96.8056] 99.1667 /101.5278|103.8889 
431. 466. 476. 
eee eee! 
443. 471. 482. 
99.0833/101.5 _ 103.9167/106.3333 
465. 476. 488. 
97.7778 N00.2222|102.6667 |105.1111]107.5556 
459. 482. 493. 
98.8889 101.361 1|103.8333|106.3056/108.7778 
465. 487. | 499. 
102.5 107.5 |N0. | 
470. 493. 558. 
03.6389/106.1667 [108.6944|1 11.2222 
475 8 498. | 617. 
102.2222 /104.7778|107.3333/109.8889|112.4444 
480. 557. 676. 
103.3333]105.9167|108.5 _|111.0833|113.6667 
485. 49 16 735 
104.4444 |107.0556|109.6667]112.2778|11 4.8889 
4 675. 794. 
105.5556 (108.1944);10.8333/113.4722/116.1111 
4 73 853. 
106.6667 |109.3333|112 114.6667117.3333 


Lower line of figures repbenent Sietaget in dedanch. 
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INDEPENDENT FLAT GLASS DEALERS 










































5 WIDTH 
@ | —__ stceic ae ae 
wii 80 82 84; 86) 88 
196 | 494. | 602. | 733. | 852. | 971. 
(|108.E 8889 111 6111 114.3333 117.0556/119.7778 
198 | 499. | 655. | 792. | 911. | 1031 
110. (4112.75 [115.5 [118.25 121. 
200| 553. | 708. | 851. | 970. | 1042. 
111.1111]113,8889|116.6667|119.4444|122.2222 
202 | 606. | 761. 1028. | 1052. 
112. 2222)115. 0278 117. 8333 120.6389|123.4444 
204 | 659. | 814. | 969. | 1038. | 1062. 
1113.3333]116.1667|119. —_|121.8333]124.6667 
206 | 712. | 867. | 1024. | 1048. | 1073. 
114. 4444 117. 3056 120. 1667 123.0278 125. 8889 
208 920. | 1034. | 1059. | 10 
5.5 5556 118.4444 121 3333 124.2222 127. 11 1 1 
210| 818. | 973. | 1044. | 1069. | 1094. 
116.6667)119,.5833|122.5 — |125.4167|128.3333 
212| 871. | 1029. | 1054. | 1079. 04. 
Hiv. 7778 120. 7222 123. 6667|126.61 1 ] 129. 5556 
214 | 1039. | 1064. | 1089. 
1118. 8889 121 .86] 1 124. 8333/1127. 8056 130. 7778 
216| 977. | 1048. | 1074. | 1099. | 1125. 
120." |123. | /126. | f129. | wea 
218 | 1032. | 1058. | 1084. | 1110. | 1135. 
j121. ] | | | 124. 1389 127. 1667 130. 1944 133. 2222 
x | = = aaa aaa am = 
B WIDTH 
|- > . , 4 initdiceanteeniintl ahaa tetas sie dhs 
z 
a 90° 92 94 96 
| 228. | iid. OBE 103 Lf oe ia 
$6.25 RAL 12s OOS 8 . Ua 
233. 238. 
57.5. | 587778 | _ mE ESE 
238. | 243. 248. 
oles eae Lae: 60. 0556 i 61. 3611 pe ) ORR) 
i 248. 253. 259. 
of ac $6) .3333 . 62. 6667 — 4 64. ie 
_ 248. 253. 259. 264. 
| 61.25 | 62.6111 | 63.9722 | 65.3333 
100 253. 258. 264. 270. 
| 62.5 _ 63.8889 | 65.2778 | 66.6667 
102 258. 264. 269. 275. 
63.75 65.1667 | 66.5833 | 68. 
104 263. 269. 275. 280. 
| 65. | 66.4444 | 67.8889 | 69.3333 
106 268. 274. 280. 286. 
| 66.25 67.7222 | 69.1944 | 70.6667 
108 | 273. 279. 286. 293. 
67.5 69. 70.5 72. 


Lower line of figures represents feetage in decimals. 
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567 


90 
96 








568 


INDEPENDENT 








FLAT GLASS DEALERS 





= WIDTH 
: ies! 
r 92 | 94 | 9% 
110 285. 292. | 299. 
_ 70.2778 | 71.8056 | 73.3333 
112 291. 299. | 306. 
‘ara 71.5556 | 73.1111 | 74.6667 
114 297. 305. | 313. 
_ 72.8333 | 74.4167 | 76. | 
116 303. 312. | 319. 
74.1111 | 75.7222 | 77.3333 
118 311. | 318. | 324. 
ae 75.3889 | 77.0278 | 78.6667 
120 316. 323. | 330. 
poi _ 76.6667 | 78.3333 | 80. 
122 321. 328. | 335. 
77.9444 | 79.6389 | 81.3333 
124 327. 334. | 341, 
oe 79.2222 | 80.9444 | 82.6667 
126 332. 339. 346. 
80.5 82.25 | 84. 
128 337. 345. | 352. 
81 7778 83. 5556 a 85.3333 
130 342. 350. | 357. 
; 83.0556 | 84.8611 | 86.6667 
132 348. 355. 363. 
i __ 84.3333 | 86.1667 | 88. 
134 353. | 361. | 368. 
“ 85.6111 | 87.4722 | 89.3333 
136 358. 366. 380. 
. : S rae a — | 90.6667 
138 | 386 
ser 900833 | 92. 
140 398. 
a Sage ror sistas | 933533 
142 380. 395. | 410. 
7 a “ar | ai6 
144 | 416. 
is ; _| 96. 
146 a mas ' 429. 
_ 93. 2778 © 95.3056 | 97.3333 
148 410. 425. | 441. 
f “le, | 96.61 ] 1 | 98.6667 
150 415. | 431. | 447. 
| 95.8333 | 97.9167 | 100. 
152 428. | 444. 459. 
97.1111 | 99.2222 | 101.3333 
154 440. | 456. | 465. 
ek 98.3889 | 100.5278 |102.6667 
156 446. 462. | 471. 
_ | 99.6667 |101.8333 |10 
158 458. | 468. | — 
| 100-9444 [103.1389 | 105.3333 


Lower line of figures represents feetage in decimals. 
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INDEPENDENT FLAT GLASS DEALERS 569 




































































x | ——— 
r | WIDTH 
© nisin an Re 
uw 90 92 94 96 
160 | 447 463. | 473. | 483. 
| 100. 102.2222 | 104.4444 | 106.6667 
162 | 459 469. 479. 490. 
101.25 © | A0SSP40575 PIOK 
164 | 465. 475. 485. 496. 
| 102.5 | 104.7778 | 107.0556 | 109.3333 
166 | 470. 481. 491. 556. 
103.75 | 106.0556 | 108.3611 | 110.6667 
168 | 476. 487. 497. 616. 
105. _ 107.3333 | 109.6667 | 112. 
170 | 482. 492. 563. 676. 
| 106.25 | 108.6111 | 110.9722 | 113.3333 
172 | 487. 498. 629. 736. 
| 107.5 | 109.8889 | 112.2778 | 114.6667 
174 493. 564. 695. 796. 
| 108.75 | 111.1667 | 113.5833] 116. 
176| 499 630. 761. 856. 
110. 112.4444 | 114.8889 | 117.3333 
178 | 558. 696. 827. 916. 
{111-25 | 113.7222 | 116.1944 | 118.6667 
180 | 617 762. 893. 976. 
112.5 15. _ | W275 nee. ; 
182 | 676. 828. 959. 1034. | 
113.75 | 116.2778 | 118.8056 | 121.3333 
184 | 735 894. 1024. 1045. 
_ ANS. _117.5556 120.1111 122.6667 
1861 794 960. 1035. 1057. 
(116.25 | uae 121.4167 | 124. | 
188 | 853. 1046. 1068. 
V7.5 voit 122.7222 | 125.3333 
190 | 912. tae 1057. 1079. 
a 18.75 12) 3889 124.0278 126.6667 
ont 971. 1045. 1068. 1091. 
120. 122.6667 | 125.3333 | 128. 
194 | 1033. | 1056. 1079. 1102. 
(121.25. | 123.9444 | 126.6389 | 129.3333 
196 | 1044. 1067. 1090. 1114. 
(122.5 | 125.2222 | 127.9444 | 130.6667 
198 | 1055. 1078. 1102. 1125. 
“Sea7o. | Sane. (Fenn, tee 
200 1065. 1089. 1113. 1136. 
7 _ 127. 7778 130. 5556 133. 3333 4 
aaa | 1100. 1124. 1148. 
| 20 25 4 129. 0556 131. 8611 134. 6667 
204 | 1087. 1111. 1135. 1159. 
127.9 . 130. 3333 133. 1667 136. a 
206 l 1097. | 1122. 1146. 1170. 
128.75 V3V.6109 134.4722 137. 3333 
208 | 1108. 1133. 1157. 1182. 
130. 132.8889 | 135.7778 | 138.6667 





Lower line of figures represents feetage in decimals. 
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570 INDEPENDENT FLAT GLASS DEALERS 
+ ; . - 
r WIDTH 
S| . a ae 4 
wi 90 | 92 94 | 96 
210| 1119. | 1143. 1168. | 1193. 
| 131.25" | 134.1667 | 137.0833 | 140. 
212| 1129. | 1154. 1179. | 1204 
{132.5 "| 135.4444 | 138.3889 | 141.3333 
214| 1140. | 1165. | 1190. | 1216. 
| 133.75 | 136. 7222, : 139.6944 | 142.6667 
216| 1150. | 1176. 1202. | 1227. 
| 135. | 138. | 141. aa 
218| 1161. | 1187. 1213. | 1239. 
| 136.25 | 139.2778 | 142.3056 | 145.3333 
= 
r | WIDTH 
eer l 
=! 98 | 100 | 102 | 104 
— - —+ - + - 
98| 270. | | 
66.6944 | 
100 | 1 275. | 
56 | 2 Ry cad a ) 
102 | a | _287. 294. | 
: 69.4167 70.8333 | Za 25 | 
104| 287. | 294. | 301. | 310. 
| 70.7778 | e wee | 73 6667 be Ff 11 
106 | 294. 310. | 316. 
| 72. 1389 Tee 18 11 75.0833 e 76.5556 
108 | 300. 307. 315. | 322. 
| _ 73.5 75. 76.5 a! 78 
110 | 306. Se ae 
| 74.8611 | 76.3889 | 77.9167 | 79.4444 
112| 314. a:, 4. . b ae 
| 76.2222 | 77.7778 | 79.3333 | 80.8889 
114| 320. | | 333. | 340. 
eee 5833 | 79.1667 | 80.75 | 82.3333 
116| 326. | 332. 339. | 345. 
| 78.9444 | 80.5556 | 82.1667 | 83.7778 
118 | 331 | 338 345. | 351. 
| 80.3056 | 81.9444 | 83.5833 | 85.2222 
120 | ag | 344. | 350. | 357. 
| 81.6667 | 83.3333 | 85. | 86,6667 
122| 342. 349. | 356. | 363. 
___| 83.0278 | 84.7222 | 86.4167 | 88.1111 
124 348. 355. | 362. | 369. 
_| 84.3889 | 86.1111 | 87.8333 | 89.5556 
126 | 354. 361. | 368. | 382. 
| 85.75 | 87.5 89.25 | 7. 
128 | 359. | 367. | 380. | 394. 
| 87.1111 | 88.8889 | 90.6667 | 92.4444 
130! 365. | 379. | 393. | 400. 
88. 4722 L 90.2778 | 92.0833 | 93.8889 


‘ein line of figures represents feetage in decimals. 
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INDEPENDENT FLAT GLASS DEALERS 





WIDTH 










































































































































= 
= 
a 98 100 102 104 
132 | 370. 384. 399. 413. 
| 89.8333 | 91.6667 | 93.5 95.3333 
134 382. 397. 411. 426. 
| 91.1944 | 93.0556 | 94.9167 | 96.7778 
136 395. 409. 424. 439. 
| 92.5556 | 94.4444 | 96.3333 | 98.2222 
138 400. 415. 430. 446. 
| 93.9167 | 95.8333 | 97.75 99.6667 
140 413. 428. 444. 458. 
| 95.2778 | 97.2222 | 99.1667 | 101.1111 
142 426. 441. 456. 465. 
| 96.6389 | 98.6111 | 100.5833 | 102.5556 
144 431. 447. 462. 471. 
” dei 100. 102. 104. 
146 444. 460. 469. 478. 
| 99.3611 | 101.3889 | 103.4167 | 105.4444 
148 457. 466. 475. 484. 
___| 100.7222 | 102.7778 | 104.8333 | 106.8889 
150 463. 472. 482. ' 491. 
| 102.0833 | 104.1667 | 106.25 108.3333 
152 469. 478. 488. 498. 
| 103.4444 | 105.5556 | 107.6667 | 109.7778 
154 475. 485. 494. 565. 
| 104.8056 | 106.9444 | 109.0833 | 111.2222. 
156 481. 491. 632. 
| 106.1667 | 108.3333 112.6667 
158 487. 497. 628. 699. 
| 107.5278 | 109.7222 | 111.9167 | 114.1111 
160 494. 564. 695. 766. 
| 108.8889 | 111.1111 | 113.3333 | 115.5556 
162 554. 631. 762. 833. 
| 110.25 112.5 | 114.75 117. 
164 614. 698. 829. 900. 
111.6111 | 113.8889 | 116.1667 | 118.4444 






























166 674. 765. 896. 967. 
___| 112.9722 | 115.2778 | 117.5833 | 119.8889 
168 734. 832. 1034. 
; 114.3333 | 116.6667 121.3333 
170 794. 899. 1026. 1046. 
__+ | 115.6944 | 118.0556 | 120.4167 | 122.7778 
172 854. 966. 1038. 1059. 
___| 117.0556 | 119.4444 | 121.8333 | 124.2222 
174 914. 1030. 1071. 
os ag 118.4167 120.8333 d 125.6667 
176 | 974. 1042. 1062. 1083. 
| 119.7778 | 122.2222 | 124.6667 | 127.1111 
178 | 1032. 1053. 1075. 1096. 
__ | 121.1389 | 123.6111 128.5556 
180 | 1044. 1065. : 1108. 
122.5 chee 127.5 130. 


Lower line of figures represents feetage in decimals. 
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98 
104 


571 


pana re ae 








572 


INDEPENDENT FLAT GLASS DEALERS 































































































= WIDTH 
9 aia : —_ 
wl 98 100 102 104 
182 | 1056. | 1077. | 1099. | 1120. 
ee 123.8611 126.3889 128. 9167 131.4444 
184 067. 1089. 1111. 1133. 
___| 125.2222 | 127.7778 | 130.3333 | 132.8889 
186 1079. 1101. 1123. 1145. 
__ | 126.5833 | 129.1667 | 131.75 134.3333 
188 1090. 1113. 1135. 1157. 
| 127.9444 | 130.5556 | 133.1667 | 135.7778 
190 1102. 1124. 1147. 1169. 
___ | 129.3056 | 131.9444 | 134.5833 | 137.2222 
192 1114. 1136. 1159. 1182. 
____ | 130.6667 | 133.3333 | 136. |: 138.6667 
194 1125. 1148. 1171. 1194. 
__ 132.0278 | 134.7222 137. 4167 | 140.1111 
196 1137. 1160. 1183. 206. 
—_ | 133.3889 | 136.1111 | 138.8333 | 141.5556 
198 1148 1172. 1195. 1219. 
| 134.75 | 137.5 (140.25 | 143. 
200 1160. 1184. 207. 1231. 
136.1111 | 138.8889 | 141.6667 | 144.4444 
202 1172. 1195. 1219. 1243. 
____| 137.4722 | 140.2778 | 143.0833 | 145.8889 
204 1183. 1207. Tao. 1256. 
__| 138.8333 | 141.6667 | 144.5 | _ 147.3333 
206 1195. 1219. 1244. 1268. 
: 140.1944 | 143.0556 | 145.9167 | 148.7778 
208 1206. 1231. 1256. 1280. 
pa 141.5556 (144.4444 (147.3333 150.2222 
210 1218. 1243. 1268. 1292. 
142.9167 | 145.8333 | 148.75 | 151.6667 
212 1230. 1255. 1280. 1305. 
__| 144.2778 | 147.2222 | 150.1667 | 153.1111 
214 1241. 1266. 1292. 1317. 
__| 145.6389 | 148.6111 | 151.5833 | 154.5556 
216 1253. 1278. 1304. 1329. 
147. 150. ca 153. ree (156. 
218 1264. 1290. 1316. 1342. 
148.3611 _ (151.3889 154.4167 157.4444 
a _ WIDTH 
uw | 106 108 110 112 
106 se eee Ta r 
a 78. 0278 a = z 
108 328. 334. 
a ee ei 
110 334. 340. 346. 
. 80. 9722 82.5 84. 0278 


owed line of dawrer represents feetage in decimals. 
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INDEPENDENT FLAT GLASS DEALERS 
























































= Aieiciin 
i WIDTH 
g au ae 
w | 106 108 112 
112 | 340. 346. 359. 
es 82.4444 | 84. 85.5556 | 87.1111 
114 6. 352. 359. 366. 
; 83.9167 | 85.5 87.0833 | 88.6667 
116 352. 359. 365. 378. 
| 85.3889 | 87. 88.6111 | 90.2222 
118 358. 365. 378. 385. 
86.8611 | 88.5 90.1389 | 91.7778 















































120 | 364. 398. 
¢ | 88.3333 | 90. 93.3333 
122 | 370. 384. 411. 
| 89.8056 | 91.5_ 93.1944 | 94.8889 
124 383. 396 110. 425. 
= | o ORaRe f:.98." 94.7222 | 96.4444 
126 395. 409. 424. 431. 
i 94.5, 96.25 98. 
128 408. 416 431. 445. 
__ | 94.2222 | 96. 99.5556 
130 415. 429. 458. 


95.6944 1OV.1101 





















132 | 428. 465. 
| 97.1667 | 99. 160.8333 102.6667 

134 441. 456. 464. 472. 
| 98.6389 | 100.5 102.3611 | 104.2222 

136 454. 462. 471. 479. 
| 100.1111 | 102. 103.8889 | 105.7778 

138 460. 469. 478. 487. 
101.5833 | 103.5 105.4167 | 107.3333 

140 467. 476. 485. 494. 
| 103.0556 | 105. — 106.9444 | 108.8889 

142 | 474. 483. 492. 562. 
104.5278 | 106.5 | 108.4722 | 110.4444 


144 630. 


480. 4 
106. 108. 110. 112. 
487. . 
107.4722 | 109.5 

494. 
108.9444 


146 575. 698. 
_111.5278 | 113.5556 
148 


651. 766. 
113.0556 | 115.1111 














150 561. 630. 727. 834. 
110.4167 | 112.5 _ 114.5833 | 116.6667 
152 697 


628. 803. 902. 
111.8889 116.1111 | 118.2222 













154 695. 64. 879. 970. 
| 193.3611 | 115.5 117.6389 | 119.7778 

156 762. 831 955. 1034. 
_| 114.8333 | 117. | 119.1667 | 121.3333 

158 829. 898. 1029. 1047. 
| 116.3056 | 118.5 120.6944 | 122.8889 

160 896. 965. 1042. 1061. 
117.7778 | 120. 122.2222 | 124.4444 


heneer line of figures represents feetage in decimals. 
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0140 0 ov o8 


573 








574 


INDEPENDENT FLAT 





GLASS DEALERS 


= WIDTH 
=| 106 | 108! 110 
162 963. 1035. | 1055. 


119.25 121.5 






1041. 
122.1944 





164 | 1029. 1048. 1068. 
a __ | 120.7222 123. 125.2778 


123.75 _ 


1081. 
126.8056 







1087. 
127.5556 


1100. 
129.1111 




















1054. 1094. 1114. 
Senee”’ 128.3333 | '130.6667 
1066. 1107. 1127. 
125.1389 129.8611 | 132.2222 
1079. 1120. 1140. 
126.6111 131.3889 | 133.7778 
1092. 1133. 1153. 
128.0833 132.9167 | 135.3333 











1179. 
138.3889 


3 


9 
1227. 

144, 

7 

056 

4) 


——s 
o 
a 
20 
“nw 
Om 





1192. sae | 1237. 
139.8611 145.1389 


167. 1189. 1211. 
136.9167 | 139.5 142.0833 


1224. 
143.6111 


1250. 
146.6667 


126 
148.1944 


196 | 1230. 1253. 1276 
144.277 147. 149.7222 


198 | 1242. ; 
: 145.75 
200 | 1255. 
147.2222 | 15 
202 | 1267. 
| 148.6944 
204 1280. 
___| 150.1667 
206 1292. 
| 151.6389 
208 | 1305. | 1329. 
153.1111 | 156. 


1317. 1342. 
154.5833 | 157.5 









3. 
1289. 
151.25, 





1302. 
152.7778 
1315. 
154.3056 
1328. 
155.8333 
1341. 
157.3611 
1354. 
158.8889 


1367. 
160.4167 


1104. 1146. 1167. 
129.5556 134.4444 | 136.8889 
1117. 1159. 1180. 
131.0278 135.9722 | 138.4444 

1172. 1193. 
137.5 140. 
1142. 1185. 1206. 
133.9722 139.0278 | 141.5556 
: 1198. 1220. 
140.5556 | 143.1111 


1233. 
144.6867 


1246. 
146.2222 


1259. 
147.7778 


1273. 
149.3333 


1286. 
150.8889 
1299. 
152.4444 
1312. 

154. 
1326. 
155.5556 
1339. 
157.1111 
1352. 
158.6667 
1365. 
160.2222 





1379. 
161.7778 


1392. 
163.3333 





Lower line of figures represents feetage in decimals. 
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GLASS DEALERS 









































































































































































= _ 

2 WIDTH 

9 | ___ ia Saale 

wii 106 108 110 112 
212 | 1330. (1355. 1380. 405. 

156.0556 | 159. _ 161.9444 | 164.8889 

214 | 1342. 1368. 1393. 1418. 
_| 157.5278 | 160.5 | 163.4722 | 166.4444 

216 | 1355. 1381. 1406. 1432. 
a, 162. . 165. 168. 

218 | 1368. 1393. 1419. | 1445. 
| 160.4722 | 163.5 _—_|_ 166.5278 | 169.5556 

- Set ores ao 

5 WIDTH 

© Pe ak . 

“ 114 116 118 120 
114| 378. oe a i “are. 

90.25 — ih y A 6a.Fa 
116 385. 398. 
97 8333 | - _93. 4444 SSCL PENS ERO GT 
118 398. 412. 426. 
_ 93.4167 | 95.0556 | 96.6944 | 
120 412. 426. 440. 447. 
95. | 96.6667 | 98.3333 | 100. _ 
122 425. 440. 447. 461. 
96.5833 | 98.2778 | 99.9722 | 101.6667 
124 439. 447. 461. 468. 

| 98.1667 | 99.8889 | 101.6111 | 103.3333 

126 446. 460. 468. 476 
7 9975 10 1.5 d 103. 25 105. ei 

128 459. 467. 475. 483. 
101.3333 | 103.1111 | 104.8889 | 106.6667 

130 467. 475. 483. 491. 
_| 102.9167 | 104.7222 | 106.5278 | 108.3333 

132 474. 482. 490. 11499. 
104.5 | 106.3333 | 108.1667 or 

134 481. 489. 498. aa 

106. 0833 107. 9444 109.8056 7 111 6667 
136 488. 497. 575. 653. 

107.6667 | 109.5556 | 111.4444 | 113.3333 
138 | 495. 573. 652. 730. 

| 109.25 | 111.1667 | 113.0833 | 115. 

140 571. 649. 729. 807. 
110.8333 | 112.7778 | 114.7222 | 116.6667 
142 | 647. 725. 806. 884. 

a 112.4167 114.3889 116.3611 118.3333 
144 723. 801. 883. 961. 
wert 114. 116. 118. 120, 
146 799. 877. 960. 1037. 

115.5833 | 117.6111 | 119.6389 | 121.6667 
















875. 


953. 
117.1667 | 119.2222 


1034. 
121.2778 







1051. 
123.3333 











Lower line of figures represents feetage in decimals. 
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e WIDTH 
- 116 118 120 
150 1030. | 1048. | 1065. 
ae 8.75 120. 8333 122.9167 125. 7. 
152 1026. 1044. 1062. 79. 
120.3333 | 122.4444 | 124.5556 | 126.6667 


1057. 1075. 
124.0556 
1071. 
125.6667 


1039. 
121.9167 
1053. 
123.5 


1094. 
128.3333 
1108. 
130. 


1122. 


1075. 
126.1944 


1089. 
127.8333 


1103. 











1066. 1085. 
125.0833 | 127.2778 














re (129.4722 | 131.6667 

160 1079. 1098. 1117. 1136. 

___| 126.6667 | 128.8889 | 131.1111 | 133.3333 

162 | 1093. | 1112. 1131. 1150. 

| 128.25" | 130.5 132.75 | 135. 

164 | 1106. 1126. | 1145. | 1165. 
129.8333 | 132.1111 | 134.3889 | 136.6667 


















































166 | 1120. 1140. 1159. 1179. 
___| 131.4167 | 133.7222 | 136.0278 | 138.3333 
168 | 1133. 1153. 1173. 1193. 
; 133. 135.3333 | 137.6667 | 140. 
170 | 1147. 1167. 1187. 1207. 
__| 134.5833 | 136.9444 | 139.3056 | 141.6667 
172 | 1160. 1181. 1201. 1221. 
___| 136.1667 | 138.5556 | 140.9444 | 143.3333 
174 | 1174. 1195. 1215. 1236. 
___ | AarzS 140.1667 | 142.5833 | 145. 
176 | 1187. 1208. 1229. 1250. 
___| 139.3333 | 141.7778 | 144.2222 | 146.6667 
178 | 1201. 1222. 1243. 1264. 
___| 140.9167 | 143.3889 | 145.8611 | 148.3333 
180 | 1214. 1236. 1257. 1278. 
_ | 142.5 | 145. 147.5 a 
182 | 1228. 1249. 1271. ny 
___| 144.0833 | 146.6111 | 149.1389 | 151.6667 
184 | 1241. 1263. 1285. 1307. 
___| 145.6667 | 148.2222 | 150.7778 | 153.3333 
186 | 125 1277. 1299. 1321. 
__| 147.25 _| 149.8333 | 152.4167 | 155. 
188 | 1268. 1291. 1313. 1335. 
148.8333 | 151.4444 | 154.0556 | 156.6667 
190 282. 1304. 1327. 1349. 
| 150.4167 | 153.0556 | 155.6944 | 158.3333 
192 | 1295. 1318. 1341 1363. 
___| 152. 154.6667 | 157.3333 | 160. 
194 | 1309. 1332. 1355. 1378. 
___| 153.5833 | 156.2778 | 158.9722 | 161.6667 
196 | 1322. 1346. 1369. 1392. 
, 155.1667 | 157.8889 | 160.6111 | 163.3333 
198 | 1336. 1359. 1383. (1406. 
156.75 159.5 162.25 165. 





Lower line of figures represents feetage in decimals. 
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= 
~ 
S seis canc actA Mate an 4 
a 114 116 118 120 
200 | 1349. | 1373. | 1397. | 1420. 
| 158.3333 | 161.1111 | 163.8889 | 166.6667 
202 | 1363. 1387. 1411. 1434. 
159.9167 | 162.7222 | 165.5278 | 168.3333 
204 | 1376. 1400. 1425. 1449. 
161.5 | 164.3333 | 167.1667 | 170. 
206 | 1390. 1414. 1439. 1463. 
(163.0833 | 165.9444 | 168.8056 | 171.6667 
208 | 1403. 1428. 1452. 1477. 
164.6667 | 167.5556 | 170.4444 | 173.3333 
210 | 1417. 1442. | .1466. 1491. 
(166.25 | 169.1667 | 172.0833 | 175. 
212 | 1430. 1455. 1480. 1505. 
_| 167.8333 | 170.7778 | 173.7222 | 176.6667 
214 | 1444. 1469. 1494. 1520. 
169.4167 | 172.3889 | 175.3611 | 178.3333 
216 | 1457. 1483. 1508. 1534. 
. 171. “pe 174, V7. i! 180. RA ad 
218 | 1471. 1496. 1522. 1548. 
172.5833 | 175.6111 | 178.6389 | 181.6667 
= ‘or aes hen ieee 
: WIDTH 
© |- A ; . ih Bi Sh 5 1 
wi} 122 124 126 128 
$98 [ecaee.  itace | frac’ =| tesc? 
(103.361 V bs pe. 
124 476. 484. 
»SOROSSE | TORTIE TE. =>) ah cht 
126 484. 492. 569. 
106.75 108.5_ Seman (Peer 
128 492. 568. 646. 723. 
108.4444 | 110.2222 | 112. —_—|_:‘1:13.7778 
130 568. 644. 723. 800. 
110.1388 111.9444 11375 (115.5556 
132 644. 720. 800. 877. 
{111.8333 | 113.6667 | 115.5 | 117.3333 
134 720. 796. 877. 954. 
113.5278 115.3888 | 117.25 _ TVG 
136 796. 872. 954. 1030. 
315.2222 Tigavie 119. 120.8889 
138 872. 948. 1029. 1045. 
1 16.9166 118.8334 120.75 } 122.6667 
140 948. 1027. 1044. 1061. 
| 118.6112 | 120.5556 | 122.5 | 124.4444 
142 | 1025. 1042. 1059. 1076. 
120.3056 | 122.2778 | 124.25 | 126.2222 
144 | 1040. 1057. 1074. 1091. 
122. 124. 126. 128. 


Lower line of figures represents feetage in decimals. 
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5 WIDTH | 

2 aide 

wi | 122 124 1 2% 128 
146 | 1054. 1971. 1089. 1106. 

| 123.6944 7222 | 127.75 129.7778 
148 | 1069. Tas. 1104. 1121. 

125.3888 | 127.4444 | 129.5, 131.5556 
150 | 1083. 1101. 1119. 1136. 
___ | 127.0833 | 129.1667 | 131.25 133.3333 
152 | 1097. 1115. 1133. 1151. 
on 128.7778 | 130.8889 | 133. 135.1111 
154 | 1112. 1130. 1148. 1167. 

. 130.4722 | 132.6111 | 134.75 | 136.8889 
156 | 1126. 1145. 1163 1182. 
__| 132.1667 | 134.3333 | 136.5 | 138.6667 
158 | 1141. 1159. 117 1197. 
___| 133.8611 | 136.0556 | 138.25 140.4444 
160 | 1155. 1174. 1193 1212. 

" 135.5556 | 137.7778 | 140. |_ 142.2222 
162 | 1170. 1189. 1208 1227. 
____| 137.25 139.5 141.75 | 144. | 
164 | 1184. 1204. 1223. 1242. 
__| 138.9444 | 141.2222 | 143.5 145.7778 
166 | 1199. 1218. 1238. 1257. 
__| 140.6388 | 142.9444 | 145.25 147.5556 
168 | 1213. 1233. 1253. 1273. 
o 1 42.3333 ] 44.6667 47. 149.3333 
170 | 1227. 1248. 1268. 1288. 
___| 144.0278 | 146.3889 | 148.75 151.1111 
172 | 1242. 1262. 1283. | 1303. 
| 145.7222 | 148.1111 | 150.5 152.8889 
174 | 1256. 1277. 1297. 1318. 
7 147.4166 | 149.8333 | 152.25 154.6667 
176 | 1271. 1292. 1312 333. 

149.1111 151.5556 154. 156.4444 
178 | 1285. 1306. 1327. 1348. 
i 150.8056 | 153.2778 | 155.75 158.2222 
180 | 1300. 1321 1342. 1363. 
152.5 55. 157.5 160. 
182 | 1314. 1336. 1357. 1379. 
__| 154.1944 | 156.7222 | 159.25 | 161.7778 
184 | 1328. 1350. 1372 1394. 
155.8889 | 158.4444 | 161. 163.5556 
1343. 1365. 1387. 1409. 
157.5834 | 160.1667 | 162.75 165.3333 
1357. 1380. 1402. 1424. 
159.2778 | 161.8889 | 164.5 167.1111 
1372. 1394. 1417 1439. 
160.9722 163.6111 166.25 168.8889 
1386. 1409. 1432. 1454. 
162.6667 | 165.3333 | 168. 170.6667 
194 | 1401. 1424. 1447. 1470. 
164.3611 | 167.0556 | 169.75 | 172.4444 





Lower line of figures represents feetage in decimals. 
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- ee as 
4 WIDTH 
= l ; iii, 
& | 122 BA 124 | 126 | 128 
i + in — 
196 | 1415. | 1461. 1485. 
166.0556 | ae 78 | 12m 174.2222 
198 | 1430. | 1453. 1476. | 1500. 
| 167. 75 170.5 | 173.25 | 176. 4 
200 | 1444. | 1468. 1491. | 1515. 
a 169.4444 | | 172. 2222 | 175. _177.7778 
202 | 1458. | 1482. | 1506. | 1530. 
| 17.1. 1388 173. 9444 | 176.75 179. 5556 
204 | 1473. | 1497. 1521. 1545. 
| iy 2. 8333 | 175. 6667 | 178.5 18] .3333 
206 | 1487. | 1512. | 1536. | 1560. 
_| 174.5278 | 177.3888 | 180.25 | 183.1111 
208 | 1502. | 1526. | 1551. | 1576. 
+ FFE 2292 PF 479. VT 182. | 184.8889 
+ ot —t+— —+ - - 
210 1516. | 1541. 1566. | 1591. 
177.9166 q 180.8334 | 183.75 | L 186. 6667 
212 | 1531. | 1556. | 1581. | 1606. 
| 179.6111 | 182.5556 | 185.5 | 188.4444 
214 | 1545. | 1570. | 9e [ 1621. 
18] 3056 184. 2778 7 187. 25 | ae 2222 
216 r 1559. 1585. | 1611. 1836. 
| - - —_ 
218 | ame +" cae teams “aaa 
| 184.6944 | 187.7222 if 190.75 | 193.7778 


Lower line of figures represents feene in decimals. 


Printed in U.S.A. 
by 
The A. L. GARBER CO. 
ASHLAND, OHIO 


4] 
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EXHIBIT IJ—C-9 


Glass 


LIST PRICES 
JUNE 1, 1957 
PLATE GLASS FURNITURE TOPS 
and 


PLATE GLASS SHELVES 
* SS, 


MANTEL MIRRORS 





and 
WALL MIRRORS 


PITTSBURGH 
PLATE GLASS 


MADE IN U.S.A. 





THE MARK OF QUALITY PLATE GLASS 


PITTSBURGH 
PLATE GLASS COMPANY 
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LIST PRICES 


OF 
PLATE GLASS FURNITURE TOPS AND 
SHELVES 
(POLISHED PLATE '%4’’) 
e 
PLATE GLASS MANTEL & WALL 
MIRRORS 
(Fabricated from Polished Plate 1/4’’) 

eo 


These PPG list prices are subject to 
discounts which may change from time 
to time, and no dealer is requested or 
expected to follow them in making re- 
sales. Any direct or indirect pressure by 
any PPG representative to establish or 
maintain these list prices as resale prices 
ts contrary to the policy of this Company 
and should be reported to the main office 
of the Company, One Gateway Center, Pitts- 
burgh 22, Pennsylvania. 


JUNE 1, 1957 


PITTS BURG A 
PLATE GLASS COMPANY 
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PLATE GLASS 
FURNITURE TOPS AND 
SHELVES 


General Information 


List Prices shown are for Glass cut to 
fit a specified size or pattern, with all 
edges smoothed to a gleaming finish. 


Odd and fractional parts of inches are 
listed at the next even inch; thus 21” x 
4014” will be considered as 22” x 42”. 


The size of irregular shaped glass or 
glass cut to pattern will be established 
by measuring the longest and widest points 
of the area involved and applying the 
List Price as shown. 


Difficult patterns requiring notches will 
be quoted on application. 








INDEPENDENT FLAT GLASS DEALERS 


HOW TO MAKE A PATTERN 
FOR A PLATE GLASS 
TABLE TOP 





1 Cover top of table with a lightweight Kraft 
paper (preferably something stronger than news- 
paper). In case of large tables, paste several sheets 
securely together to make the pattern. Hold flat 
by resting books or other weights near edges. 

Trace around outside edge with a pencil. Be sure 
to have continuous legible line indicating edge. For 
a rectangular table, the over-all dimensions plus an 
exact pattern of one corner will suffice. Do not 
cut pattern with scissors along penciled pattern 
line. 





Roll paper and give pattern to your local dealer. 
Remember that the finished top will be exactly the 
same as the paper pattern, and that the supplier 
of the pattern assumes all responsibility for the fit. 
Take time to make sure your pattern is a perfect fit! 


w 
i. 
o 
a 
w 
w 
a] 
i do | 
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GLASS TOPS AND SHELVES 


\Y%4"’ Thickness—Clear Polished Plate Glass 
Including Finished Edges 








Gr Gy 
QO o> 


WIDTH 








2.57 
3.10 
3.64 
4.17 
4.70 
5.24 
5.78 
6.3 
6. 
7.3 

8.32 

8.89 

9.41 

9.98 
10.55 


11.12 
11.69 
12.26 


12.83 | 


13.35 


13.92 
14.49 
15.06 
15.63 


17.16 | 


1 
85 | 
8 








17.76 | 


| 18.36 
| 18.92 


pes age 
22.87 | 


“ 


3.71 
4.31 
4.92 
5.53 


6.13 


6.74 | 


7.73 
8.40 
9.02 


9.69 | 


10.31 
10.98 
11.60 
12.27 


12.89 
13.56 
14.18 


14.85 | 


15.47 


16.14 
16.76 
18.98 
20.61 
21.36 


22.11 


23:57 











10 





| 
| 
| 


4.99 | 


5.67 
6.35 


7.41 
8.13 
8.90 
9.62 
10.34 


11.06 
11.78 
12.50 
13.22 
13.94 


14.66 
15.43 


12 


6.42 
7.61 


8.38 
9.20 
10.02 


10.79 | 


11.61 


12.43 
13.25 
14.02 





14.84 | 


17.26 


18.13 
19.05 


17.70 | 19.92 
18.47 | 20.84 
19.29 | 21.76 


20.11 


22.63 


20.88 | 24.51 
22.66 | 25.41 
| 23.51 | 26.36 
24.31 | 27.32 


195.17 | 28.22 
26.02 | 31.41 
29.06 | 32.38 


| 33.99 


| 


| 


14 





8.48 


9.35 
10.27 
k1.14 
12.01 
12.93 


13.80 
16.22 
17.19 
18.21 
19.18 


20.20 
21.22 
22.19 
| 23.21 
| 24.18 





26.16 
27.16 
| 28.21 
| 29.82 
30.87 


| 


| 34.16 
| 35.28 
| 36.39 
| 3a.51 


| 35.01 | 38.62 
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GLASS TOPS AND SHELVES 


Y%"' Thickness—Clear Polished Plate Glass 
Including Finished Edges 
































e 5 WIDTH 
S| 6 | 8 | 10 | 12 | 14 
66 | | 36.02 | 42.30 
68 39.60 | 43.48 
70 40.68 | 44.66 
72 41.76 | 45.84 
74 | 42.84 | 48.17 
76 | 43.92 | 52.28 
78 47.88 | 53.57 
80 | 49.02 | 54.82 
82 | 50.17 | 56.11 
84 51.31 | 57.41 
86 | | 53.61 | 65.05 
88 | 61.20 | 66.47 
90 | 62.47 | 67.84 
92 | | 63.79 | 69.27 
94 | | 65.07 | 70.69 
| | | 
96 | | 66.39 | 79.10 
E WIDTH 
“4, 16 | 18 | 20 | 22 | 24 
16 | 10.32 
18 | 11.29 12.36 
20 | 12.26 | 13.38 16.10 
22 | 13.23 16.00, 17.37 | 18.74 
24 14.20 17.17 18.64 20.16 21.63 
26 | 16.77 18.39 | 19.96 | 21.53 | 23.10 
28 | 17.89 19.56 | 21.23 22.90 | 24.57 
30 | 18.96 20.73 22.50 24.27 26.04 
32 | 20.08 | 21.95 23.82 | 25.69 | 28.16 
34 | 21.15 | 23.12 | 25.09 | 27.66 | 29.68 


ee A A RRR RN TE RT A TT 


6-24 
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GLASS TOPS AND SHELVES 
Y%' Thickness—Clear Polished Plate Glass 
including Finished Edges 











18 


24.34 


25.51 


26.68 | 
| 31.91 | 


29.46 
30.71 


31.96 | 
33.22 | 


34.47 
37.96 
39.28 


40.59 | 


43.11 


| 44.42 
| 48.35 | 
49.78 | 


| 51.21 
| 52.64 
| 54.02 | 
| 59.53 | 
| 61.02 


| 62.57 | 


64.06 
65.56 


73.50 


75.12 | 
| 76.79 | 


78.42 
80.09 
88.795 


90.55 | 


92.30 


WIDTH 


20 


26.36 
| 28.28 
30.56 


| 33.26 





42.18 
43.59 


00.55 
52.08 
03.61 


| 55.14 
56.67 


63.92 


| 65.57 | 


67.21 


68.81 | 
76.85 | 
78.57 | 


80.34 


82.12 
83.84 
92.65 
94.55 
96.40 


98.30 





34.62 | 
35.97 | 
39.56 | 


45.06 | 
46.52 | 


61.08 | 


| @2 | 
ome 
31.46, 
32.91 
34.36 
35.82) 





38.42 
42.16 
43.73) 
| 45.29 
46.86) 

| 


48.42) 
52.55) 
54.18 
55.81) 
57.44! 


59.27| 
63.78 
65.47 
68.37 
70.11 | 


71.86 
80.00 
81.87 
83.69 
85.57 


87.44 
96.30 
98.30 

/ 100.30 
102.30 


104.25 


24 





32.16 
33.71 
35.26 
36.82 
39.57 


43.41 
45.08 
46.74 
48.41 
50.07 


54.30 
56.03 
57.76 
59.74 
61.47 


66.08 
67.87 
69.67 
72.81 
74.66 


82.90 
84.87 
86.84 
88.82 
90.79 


99.80 
101.85 
103.95 
106.05 
108.15 


117.93 
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GLASS TOPS AND SHELVES 


V4’ Thickness—Clear Polished Plate Glass 
Including Finished Edges 
































=< 

tS ; WIDTH _ 
4 26 |. 28 [130 32 34 
=. joe a 

26 | 24.67 

28 | 26.84) 28.56 

30 | 28.46 30.28) 33.06 

32 | 30.08) 32.96) 34.91) 38.01 

34 | nr 34.71| 37.91} 40.07) 42.17 
36 | 34.31) 36.46) 39.82) 42.07) 46.56 
38 | 35.96 39.42) 41.77| 46.31] 48.73 
40 | 38.82) 41.22) 45.91) 48.43) 50.94 
42 | 40.52) 45.31| 47.88 50.49) 53.11 
44 | ie 47.18 oa eet 55.52 
46 | 46.23) 49.05) 51.86) 54.87) 60.25 
48 | 47.99) 50.91) 53.82) 59.55) 62.53 
50 | 49.76) 52.82) 58.60) 61.68) 64.81 
52 | 51.52) 57.45) 60.63) 63.86) 67.09 
54 | 55.90) 59.38) 62.71) os 69.32 
56 | 57.93) 61.36) 64.74) 68.17) 74.48 
58 | 59.76, 63.29| 66.82) 73.23) 76.82 
60 | 61.59) 65.22) 71.73) 75.42) 79.12 
62 | 63.47) 70.08) 73.87; 77.67) 81.46 
64 | 68.18) 72.07) 75.97) 79.91) 83.78 
66 | 70.07) 74.12) 78.11] 82.11) 92.50 
68 | 72.02) 76.11) 80.21) 90.75) 94.97 
70 | 73.91) 78.11) 88.75) 93.07] 97.44 
72 | 77.26 87.25} 90.97, 95.44| 99.92 
74 | 85.60; 89.42) 93.24) 97.82) 102.34 
76 | 87.67) 91.59} 95.47) 100.14) 111.85 
78 | 89.74} 93.77| 97.74) 109.55) 114.45 
80 | 91.82) 95.89) 107.00) 112.00) 117.00 
82 | 93.89) 105.10) 109.40) 114.50) 119.60 
84 | 103.00) 107.40) 111.75) 117.00) 122.20 





16-34 
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GLASS TOPS AND SHELVES 


4,’ Thickness—Clear Polished Plate Glass 
Including Finished Edges 


| WIDTH 





Cy 


105.20} 109.70 114.15) 
107.45 112.00) 116.50! 


109.65) 114.30! 126.58 


111.85) 124.23) 129.06 


32 34 
119.45) 132.48 
129 63! 135.16 
132.21) 137.89 
134.84 140.61 








36 








48.83 
51.14 
53.41 


55.92) 
60.80) 


63.18 
| 67.89 


82.81 
85.26 





121.73) 
124.06) 


65.56) 


| 70.27) 
75.53) 


| 80.42! 


94.10) 


| 
| 


| 


| 





126.66) 
| 


129.09 


131.59) 137.46) 143.29 


| 


esis 156.42 





134.06) 


WIDTH 


38 


53.76 
56.12 
61.10, 
63.58 


66.06 
68.54) 
71.02 
76.38) 
78.92! 


81.47 


84.01) 
86.51) 
95.45) 





98.12 


— 


40 | 


| 
—_————— 


42 | 44 








61.20 
63.78) 
66.36, 


66.51 
oe 71.97 
77.63 
80.47 
83.32 
86.21 
89.06 


68.94 | 
71.52 
76.98) 
79.62) 
82.27| 


71.87) 
77. 43) 
80. 17) 
82. 92 
85.66) 
84.91) 88. . 98.30 
87.56 97. 55| 101.27 
96.60) 100. 42! 104.24 
99.37) 103. 29| 107.27 
102.14 106.22) 110.24 





96.67| 100. 79 104, 92) 109.09 120.25 
99,24! 103. 47) 107.69] 119.00! 123.35 
| 101.77) 106.14! 117. 50) 122. 00 126.45 
104. 34! 115.85) 120. 40, 125.00) 129.60 
113. 95) 118. oa 123. 30) 128.00) 132.70 





INDEPENDENT FLAT GLASS DEALERS 


GLASS TOPS AND SHELVES 


V4'’ Thickness—Clear Polished Plate Glass 
Including Finished Edges 








116.65 
119.35 
122.00 
124.70 
135.08 


137.91 
| 140.74 
| 143.51 

146.34 


159.57 


| 
| 
| 


46 
80.57 
83.57 
86.51 

52 | 89.46 


101.92 
104.99 
108.07 
62 1111.19 
121.30 
66 | 124.50 
68 | 127.75 
70 1130.95 
72 1134.15 
74 |145.08 


Gr 


| 162.56 


98.85} 102.32 


121.45) 126.20 


124.20 
127.00 
137.48 
140.41 


129.10 
139.68 
142.71 
145.74 


143.34 
146.26 
149.19] 165.22 
162.52] 171.26 
165.61) 174.90 


148.76 
151.79 


171.45 177.98) 
| 


WIDTH 


50 


4g | 


86.61 
89.66 
99.15 


99.25 
102.52 
105.84 


105.54 
108.72 
111.89 
122.15 
125.48 


109.12 
112.44 
122.40 
126.20 
129.60 


133.05 
0} 136.45 
147.58 
151.11 
)} 157.49 


131.00] 143.48 
141.68] 146.71 
144.81] 149.94 
147.99) 155.96 
151.11) 159.24 


156.99] 173.72 
170.57| 176.81 
173.81} 179.90 
177.90} 183.98 
180.98] 187.07 


184.07) 203.60 


54 


52 


105.94 
109.37} 112.84 
112.74 
123.20 
126.70 
130.25 
133.80 


123.40 
127.05 
130.65 
134.30 
137.95 


137.30 
148.53 
154.96 
158.54 
162.46 


149.28 
155.81 
159.54 
163.46 
167.39 
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46 


| 


| 


178. 81 184.90) 189.98 


WIDTH 


“ | 48 50 | 52. : 
148.41) 156.09] 161.46) 166.39] 181.72 
151.74 159.46) 165.39] 180.72) 185.81 


157.91| 163.39) 178.72 
161.39 177.72) 182.81 
175. w 180.81) 186.90 
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GLASS TOPS AND SHELVES 


Y%"’ Thickness—Clear Polished Plate Glass 
Including Finished Edges 













54 





81.72 


184.81| 189.90 
187.90) 193.98 
191.98) 198.07 








196. 07 215.60 


182.90) 187.99) 194. 07 213. 60 219.88 
185. 98) 192. 07| 
190. 07 209. 60) 
206.60, 212.88) 219. 16| 225. ss 2 





217. 88) 224.16 
222.16) 228.44 





215.88| 


ee 217.16) 223.44 220,72} 248.00 
| 




















56 
58 
60 
62 
64 


66 
68 
70 
72 
74 


76 
78 
80 
82 
84 


127.15 
130.90 
134.60 
138.35 
149.78 


156.46 
1160.54 
164.46 
168.39 
ae 


186.81 
190.90 





161.54 
165.46 
169.39 
183.72 
187.81 


191.90 





150.18 
157.61/ 161.54 
161.54} 165.46} 170.39 


165.46} 170.39) 184.72 
170.39} 184.72) 189.81 
184.72) 189.81) 193.90 
188.81) 193.90) 198.98 
192.90} 197.98] 203.07 


196.98] 203.07| 221.60 


196.98} 202.07} 220.60} 225.88 


194.98] 201.07) 219.60) 224.88) 231.16 


199.07} 218.60) 223.88] 230.16) 235.44 
216.60] 222.88) 228.16/ 234.44) 240.72 


| 
\ 


| 


10 





INDEPENDENT FLAT GLASS DEALERS 


GLASS TOPS AND SHELVES 


V4’ Thickness—Clear Polished Plate Glass 
Including Finished Edges 





H 


WIDTH 


56 | 58 us | 62 | 64 
| 


86 | 220.88 227.16) 233.44] 238.72| 257.00 
88 | 225.16) 231.44) 237.72) 256.00 361.44 
90 | 229.44] 235.72] 254.00) 260.44] 266.88 
92 | 233.72] 252.00! 258.44] 264.88] 271.32 
94 | 250.00) 257.44. 268.88) 270.32 276.76 





_ {bene 








| 
| « 








| 
96 | 255.44| 261. 88 268. 32! 274.76] 281.20 


1] 


46-64 
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INDEPENDENT FLAT GLASS DEALERS 


STRUCTURAL 
WALL AND MANTEL 
MIRRORS 


* 
General Information 


Clear Plate Glass Mirrors, unframed, 
with all edges smoothed to a gleaming 
finish, cut-to-size or pattern, ready to in- 
stall. 


Size: Specify the width as the first di- 
mension on your order. Example: A mir- 
ror 40” wide by 30” high should be or- 
dered as 40” x 30”. 


We can supply any size required, cut- 
to-pattern, odd or fractional inch dimen- 
sion in which the glass from which it is 
to be fabricated is available. 


Prices for sizes not listed and for mir- 
rors with beveled edges or surface decora- 
tion will be quoted upon application. Odd 
and fractional parts of inches will be 
charged at the next higher even inch; 
thus: 39” x 41%” will be considered as 
40” x 42”. The size of irregular shaped 
glass, or glass cut-to-pattern will be es- 
tablished by measuring the longest and 
widest point of the mirror. 


12 











INDEPENDENT FLAT GLASS DEALERS 


INSTALLING STRUCTURAL WALL 
AND MANTEL MIRRORS 





x PLASTER 
ca LATH 
| WING NUT 


BuO ee Pet MOM 


ROSETTE a 

TOGGLE BOLT 

FELT SLEEVE 

FELT WASHER 

MIRROR / 


The above details illustrate the installation 


on walls with toggle bolts and rosettes. 


13 
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INSTALLING STRUCTURAL WALL | 
AND MANTEL MIRRORS 


MIRROR 





The above details illustrate the installation 


on walls with toggle bolts and clips. 
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MANTEL AND WALL MIRRORS 


Including Finished Edges 
Plate Glass Mirrors 





WIDTH 
10 12 14 16 








10 5.90 

12 6.67 7.64 

14 7.39 8.56 9.63 

16 8.36 9.53 10.50 11.62 
18 9.18 10.45 11.52 12.74 


20 10.05 11.22 12.54 13.76 
22 10.72 12.14 13.46 14.88 
24 11.54 13.06 14.48 16.00 
26 12.36 13.88 15.50 18.32 
28 13.18 14.80 17.67 19.54 


30 13.90 15.72 18.74 20.76 
32 14.72 16.64 19.86 21.98 
34 15.54 18.76 20.98 23.20 
36 16.36 19 73 22.05 24.42 
38 17.18 20.75 23.17 25.59 


40) 19.85 21.72 24.29 26.81 
42 20.72 22.69 25.36 28.03 
df 21.64 23.71 26.48 30.21 
46 22.56 24.68 28.56 32.06 
48 23.48 26.66 29.66 33.36 


50 25.36 27.66 30.81 34.62 
52 26.31 28.66 32.57 35.87 
54 27.21 29.72 33.72 39.41 
56 28.17 30.72 37.11 40.73 
58 29.12 34.01 38.33 42.09 


60 32.31 36.28 39.54 43.41 
62 33.33 37.39 40.76 44.72 
64 34.34 38.51 41.97 49.90 
66 35.31 39.67 45.75 51.38 
68 36.32 43.35 47.03 52.81 


70 39.90 44.53 48.31 54.24 
72 40.98 45.71 49.64 55.67 


10-16 


15 
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INDEPENDENT FLAT GLASS DEALERS 


MANTEL AND WALL MIRRORS 


Including Finished Edges 
Plate Glass Mirrors 


WIDTH 
18 20 22 24 


LENGTH 





18 13.86 
20 15.08 17.55 
22 17.45 19.02 20.54 


24 | 18.77 20.44 22.11 23.78 
26 20.09 21.86 23.63 25.40 
28 21.41 23.33 25.20 27.07 
30) 22.73 24.75 26.72 28.74 
32 24.10 26.17 28.29 31.06 


34 25.42 27.64 30.46 32.73 
36 26.74 29.06 32.03 30.41 
38 28.06 31.13 34.61 37.11 
40 29.38 33.56 36.21 38.46 
42 32.31 39.06 37.81 40.62 


44 33.66 36.56 39.47 43.67 
46 39.06 38.07 42.32 47.66 
48 36.47 39.57 46.26 49.53 
50 37.82 43.31 47.98 01.39 
a2 41.46 46.18 49.69 03.26 


ot 42.93 47.79 51.46 35.12 
56 44.39 49.41 03.17 09.50 
58 47.11 51.02 97.50 61.43 
60 48.62 55.20 09.28 63.36 
62 52.70 06.88 61.06 68.99 


64 54.23 58.56 62.89 71.02 
66 55.81 60.24 68.32 75.98 
68 57.34 61.92 73.08 78.07 
70 58.92 66.48 79.07 80.17 


72 63.38 68.22 77.07 2.26 


16 
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MANTEL AND WALL MIRRORS 


Including Finished Edges 
Plate Glass Mirrors 


WIDTH 
26 | 28 | 930 32 


| LENGTH 


26 27.17 | 
28 29.59 | 31.51 
30 | 31.36} 33.43 | 36.41 | 

32 33.18 | 36.31 | 38.51 | 41.96 

34 | 35.96 | 38.26 | 41.86 | 44.27 

| | 18-32 
36 | 37.81 | 40.26 | 44.02 | 46.52 

38 39.66 | 43.52 46.17 51.06 

40 | 42.82 | 45.57 90.56 | 53.38 

42 | 44.72 | 49.86 |} 52.78 | 55.69 

44 | 48.86 | 51.93 | 54.99 58.06 











46 | 50.88| 54.04] 57.21 | 64.07 
48 | 52.84| 56.11 | 59.42 | 69.10 
50 | 54.81 | 58.22] 67.95 71.68 
52 | 56.77 | 66.50| 70.38 | 74.26 
54 | 61.30 | 68.83 | 72.81 | 76.79 





56 | 66.98 | 71.11 | 75.24 | 79.37 
58 | 69.16 | 73.44 77.67 | 84.78 
60 | 71.34 | 75.72 | 82.98 87.42 
62 | 73.52 | 80.88 | 85.47 | 90.07 
64 | 78.58 | 83.27 | 87.97 | 92.66 





66 | 80.77 | 85.62 | 90.46 | 95.31 
68 | 83.02 | 88.01 | 92.96 | 106.15 











70 | 85.26 | 90.36 | 101.85 | 108.92 
72 | 87.51 | 99.10 | 104.47 | 111.74 
74 | 101.62 | 108.94 | 114.57 
76 | 104.09 | 111.62 | 117.34 
78 | 108.42 | 114.29 | 127.20 
80 | 110.94 | 124.00 | 130.15 
82 | 120.55 | 126.80 | 133.05 
84 123.20 | 129.60 | 136.00 
| 
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MANTEL AND WALL MIRRORS 

Including Finished Edges 
Plate Glass Mirrors 

5 WIDTH | 

S| 26 | 28 | | le | 

86 126.85 | 132.40 | 138.95 

88 129.55 | 135.20 | 149.53 

90 132.25 | 145.68 | 152.61 

92 142.63 | 148.61 | 155.69 

94 | 145.46 | 151.54 | 158.71 

96 | | 148.24 | 154.46 | 161.79 

= WIDTH 

lh eee ee ie lime eens 

4 | 34 | 36° 38 | 40 — 

34 46.67 


36 51.26 53.88 

38 03.73 06.44 62.76 
40 596.19 59.01 65.62 ea 
42 | 58.66 65.37 71.05 7 


44 | 64.82 70.70 | 74.03 | 77.36 
46 | 70.05 73.48 | 76.96 | 80.44 
48 | 72.73 76.31 79.94 83.52 
50 | 75.41 79.14 | 82.87 89.48 
52 | 78.09 | 81.97 88.68 


w 
o> 


ot | 80.77 87.68 91.72 | 95.77 
56 | 86.38 | 90.52 94.72 | 100.76 
o8 89.12 93.42 99.56 | 104.01 
60 | 91.87 96.31 | 102.66 | 113.60 
62 94.61 | 101.06 | 112.15 | 116.92 


64 | 99.21 | 110.40 | 115.32 | 120.29 
66 | 108.40 | 113.47 | 118.54 | 123.62 
68 | 111.382 | 116.54 | 121.77 | 126.94 
70 | 114.29 | 119.62 | 124.94 | 137.35 
72 | 117.22 | 122.69 | 135.20 | 140.80 
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MANTEL AND WALL MIRRORS 
Including Finished Edges 
Plate Glass Mirrors 


| 


| WIDTH 


2 iS 38 | 40 
| 





| LENGTH 


| 





74 | 120. 14 | | 132.80 ra 138.55 | 144.25 
76 | 130.15 | 136.00 | | 141.85 | 147.75 
78 | 133.20 | 139.20 | 145.20 | 151.20 
80 | 136.25 | 142.40 | 148.55 | 162.33 
82 | 139.35 | 145.60 | 159.53 | 165.96 
| | | 26-48 
84 | 142.40 | 156.48 | 163.01 | 169.54 
86 | 153.13 | 159.81 | 166.49 | 173.11 
88 | 156.36 | 163.14 | 169.91 | 176.74 
90 | 159.54 | 166.46 | 173.39 | 190.72 
92 | 162.71 | 169.79 | 187.27 | 208.26 


J 


94 | 165.94 | 183.52 | 190.86 | 212.35 
96 | 179.52 | 187.08 | 208.20 | 216.38 


| 


WIDTH 
42 44 | 46 48 


42 77.51 

44 | 80.69 84.02 

46 | 83.92 90.28 93.77 

48 89.98 93.67 99.17 | 102.91 


00 93.27 98.92 102.76 106.66 
o2 98.37 102.36 106.41 116.80 
54 | 101.71 105.86 116.40 120.67 
56 | 105.06 115.75 | 120.12 | 124.54 
58 | 114.80 | 119.32 | 123.89 | 128.42 


60 | 118.27 | 122.94 | 127.62 | 1382.29 
62 | 121.74 | 126.57 | 131.84 , 143.20 
64 | 125.22 | 1380.14 | 142.15 | 147.20 
66 | 128.69 140.80 146.00 151.20 
68 | 1389.20 | 144.55 149.85 | 155.20 


i oo 
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INDEPENDENT FLAT GLASS DEALERS 


MANTEL AND WALL MIRRORS 


Including Finished Edges 


Plate Glass Mirrors 














E _ WIDTH 
re 42 | 44 46 | 48 
ee ee, 
| | 

70 | 142.80 | 148.25 | 153.75 | 159.20 
72 | 146.40 | 152.00 | 157.60 | 170.88 
74 | 150.00 | 155.75 | 169.13 | 175.01 
76 | 153.60 | 167.13 | 173.16 | 192.84 
78 | 164.88 | 171.01 | 177.14 | 197.31 
80 | 168.61 | 174.89 | 194.91 | 201.79 
82 | 172.34 192.26 | 199.29 | 216.67 
84 | 176.06 | 196.44 | 214.02 221.31 
86 | 193.34 | 211.02 | 218.51 | 226.00 
88 | 207.77 | 215.41 | 223.00 | 230.63 

| 
90 | 211.96 | 219.75 | 227.48 | 235.27 
92 216.20 224.08 | 232.02 | 253.35 
94 | 220.38 | 228.47 | 249.95 | 258.18 
96 | 224.57 | 246.25 | 254.63 | 263.06 
S | WIDTH : 
a 50 52 54 56 
50 | 116.95 
52 120.92 125.09 
54 124.94 | 129.22 133.49 
56 | 128.97 | 133.34 | 144.80 , 149.35 
58 | 132.94 | 144.55 | 149.20 | 153.85 
60 | 144.00 148.80 | 153.60 | 158.40 
62 | 148.15 153.05 | 158.00 | 162.95 
64 | 152.25 | 157.35 | 162.40 | 175.13 
66 | 156.40 161.60 174.48 193.66 
68 | 160.55 , 173.53 192.76 | 198.74 
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MANTEL AND WALL MIRRORS 


Including Finished Edges 
Plate Glass Mirrors 


= | WIDTH 
z= $j 
wi | 50 52 54 56 
—F ) 
70 | 172.33 | 191.61 | 197.69 | 203.81 
| 72 | 176.61 | 196.39 | 202.66 | 208.89 


: 74 | 194.74 | 201.16 | 207.59 | 224.37 
76 | 199.36 | 205.94 | 222.92 | 229.66 
78 | 203.99 | 221.12 | 228.01 | 234.90 42-64 


80 | 219.07 | 226.06 | 233.10 | 240.13 
82 | 223.86 | 231.00 | 238.18 | 245.37 
84 | 228.65 | 235.98 | 243.27 | 264.05 
86 | 233.43 | 240.92 | 261.80 | 269.48 
| 238.22 | 259.30 | 267.08 | 274.91 


Qo 
Go 


90 | 256.45 | 264.43 | 272.36 | 280.34 
92 | 261.48 | 269.56 | 277.69 | 285.77 
94 | 266.46 | 274.69 | 282.97 | 303.20 
96 | 271.44 | 279.82 | 300.25 | 308.79 











WIDTH 
58 60 62 64 


58 | 158.55 
60 | 163.20 | 175.68 
62 | 175.53 | 194.56 | 200.09 
64 | 194.26 | 199.94 | 205.61 | 211.29 
66 | 199.49 | 205.31 | 211.14 | 227.37 











68 | 204.71 | 210.69 | 227.07 | 233.21 
70 | 209.94 | 226.47 | 232.76 | 239.05 
| 72 | 225.57 | 232.01 | 238.45 | 244.88 
| 74 | 230.96 | 237.55 | 244.13 | 250.72 
76 | 236.35 | 243.08 | 249.82 | 269.95 
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MANTEL AND WALL MIRRORS 


Including Finished Edges 
Plate Glass Mirrors 


E | WIDTH 
s } 58 | 60 | 62 64 

Si leseiat niall inaamteriiasl lémiteeaceniteeesoamants 

| | | 

78 | 241.73 | 248.62 | 268.95 | 275.98 
80 | 247.12 | 267.60 | 274.83 | 282.01 
82 | 265.95 273.33 | 280.71 | 288.04 
84 | 271.53 | 279.06 | 286.59 | 294.07 
86 | 277.11 | 284.79 | 292.47 | 312.10 


88 | 282.69 | 290.52 | 310.35 | 318.29 
90 | 288.27 | 308.25 | 316.34 | 324.48 
92 | 305.90 | 314.14 | 322.38 | 330.67 
| 311.64 | 320.03 | 328.42 | 336.86 
96 | 317.38 | 325.92 | 334.46 | 343.05 


D 
— 

















338.91 | 347.20 | 399.44 


| 
345.25 | 353.69 362.08 370.52 


377.26 


= WIDTH 

S a 

ws 666 6 (|«CBB 70 | 72 

66 | 233.36 | | 
68 | 239.35 | 245.43 | | 
70 | 245.28 | 251.57 | 271.30 | | 
72 | 251.27 | 271.15 | 277.78 | 284.41 | 
74 | 270.70 | 277.48 | 284.26 | 291.04 | 
76 | 276.88 | 283.81 | 290.74 | 297.62 | 
78 | 283.06 | 290.14 | 297.17 | 316.25 

80 | 289.24 | 296.47 | 315.65 323.04 

82 | 295.42 | 314.80 | 322.29 329.83 

84 | 313.60 | 321.24 | 328.93 336.62 

86 | 319.94 | 327.73 | 335.57 | 343.36 

88 | 326.28 | 334.22 342.21 | 350.15 

90 | 332.57 | 340.71 | 348.80 | 356.94 | 
92 | 363.73 | 





351.59 | 360.18 | 368.72 
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INDEPENDENT FLAT GLASS DEALERS 


MADE FROM 


PITTSBURGH 
aU NA SEC ee 





Look for this label 


... the mark of 


Quality Plate Glass 


When you are shopping for glass 
products — door mirrors, framed mir- 
rors, structural mirrors, Plate Glass fur- 
niture tops, or anything made of Plate 
Glass for your home — remember to 
look for this blue and silver Pittsburgh 
Label. It is your assurance that you are 
getting genuine Pittsburgh Plate Glass 
in what you buy. 


23 
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G 


PLATE GLASS, 


the Aristocrat of 


Transparent Flat Glasses 


Pittsburgh Polished Plate Glass is 
mechanically ground and polished to 
a true, flat surface and a perfect bril- 
liance and reflectivity of finish. Wher- 
ever clarity of vision, beauty and 
dignity are desired, Polished Plate 
Glass is ideal. Objects viewed through 
Polished Plate Glass, or reflected from 
it, are undistorted and perfectly natu- 
eT MM dil) ee 
parts to all rooms in which it is used a 
tone, a distinction, a charm, that en- 
hances their appearance and adds im- 


measurably to their eye-appeal. 
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EXHIBIT II—C-10 


PITTSBURGH 
PLATE GLASS COMPANY 





ENERA FFICES 


SATEWAY CENTER PITTSBURGH 22 PA 


September 27, 195 


—~] 


TO THE TRADE: 


We are pleased to enclose a revised quotation on Herculite 
Tempered Plate Glass dated September 27, 1957, which is effective 
as of this date, and which supersedes cur quotation of March 16, 
1955. 


Because of lack of demand, we are no longer quoting on 
Heavy Rough 3/4" and 1", Heat-Treated Flesh Tinted and Blue Plate 
Glass 13/54" and Herculite Water White Plate Glass 1/4". 


PITTSBURGH PLATE GLASS CCMPANY 


30140 O—59——40 
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PITTSBURGH 
PLATE GLASS COMPANY 





GENERAL OFFICES 
W A GORDON MaAnaGeR PLATE GLASS SALES INE GATEWAY CENTER. PITTSBURGH 22. PA 


September 27, 1957 


TO THE TRADE: 


We are pleased to quote the following prices, terms and conditions on 
Glazing Quality Tempered 1/4" Plate Glass and Commercial Quality Tempered Heavy 


Plate Glass: 
HERCULITE-TEMPERED POLISHED PILATE GLASS 
A basic charge per piece will apply, ir- 
respective of size or quantity, plus the 
square foot prices indicated. 
UNIT CHARGE 
PER PIECE PRICES PER SQUARE FOOT 
Up to 
Glass All Brackets 2.07 2.67/5 5/10 10/15 15/25 25/50 50/over 
1/4" 20¢ $1.05 $1.10 $2.37 $2.42 $12,455 $32.57 $1.65 
3/8" 20¢ 1.71 1.87 1.98 2.12 2.23 2.40 2.5 
1/2" 30¢ 2.56 2.72 2.87 2.97 3.12 3.25 3.40 
3/4" 35¢ 3.59 3.75 3.89 4.05 4.17 4.56 4.95 
i” Log 74S 7.83 8.21 8.50 9.17 9.51 9.86 
1-1/4" 45¢ 10.29 10.81 11.33 11.87 12.55 13.26 14.0 


Herculite in 1/4" thickness can be supplied in Mirror Glazing Quality at 
an extra cost of 10%, or Silvering Quality at the extra charge of 15%. 


Heavy Polished Plate Herculite can be supplied in Select Quality for an 
extra charge of 25%. Select Quality would include any special attention to one or 
more surfaces, metal, thickness tolerances, warp or kink. 


We do not furnish Herculite in thicknesses over 3/8" without at least 
ground edges. 


HERCULITE 1/4" SOLEX PLATE GLASS AND HERCULITE 1/4" SOLARGRAY PLATE GLASS 


FRICES PER SQUARE FOOT 


UNIT CHARGE PER PIECE 
ALL BRACKETS Up to 2.67 2.67/5 5/10 10/15 15/25 25/50 = 50/over 


ong $1.20 $1.25 $1.55 


1.85 $2.05 $2.12 $2 . 33 


BJ 
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e@t 
HERCULITE ROUGH PLATE GLASS 


Thickness L/h" i/e" 5/8" 7/8" 1-1/8" 1-3/8" 


Unit Charge Per Light $ .20 @ 290" 6) .300-8 we $ .45 $ .50 

Plus Net Price Per Sq. Ft. 1.62 2.01 2.45 3.21 5.41 6.94 
HEAT -TREATED HEAT -TREATED 
7/32" TAPESTRY POLISHED 2" TAPESTRY 

Unit Charge Per Light $ .20 $ .20 

Plus Net Price Per Sq. Ft. 1.35 1.6 


FABRICATION OF ABOVE ITEMS 


Thickness Minimum Edgework Price 
1/4" Swiped or seamed No charge 
3/8" Seamed Current fabrication schedule 
Over 3/8" Ground or polished Current fabrication schedule 


For all other fabrication, see current Fabrication Schedule. 


Note: For Portlights per Navy Specification 12G6, use prices for circle cutting 
and for Type E edge in our current Fabrication Schedule. 


CUTTING TO DIAMETER 


Diameters which are less than 1/4" below an even inch dimension will be 
computed at the square of the second higher even inch size greater than the diameter 
of the circle. 


Example 


A 4-1/2" diameter will be computed as a6 x 5. 
A 24" diameter will be computed as a 26 x 26. 
A 23-3/4" diameter will be computed as a 24 x 2k. 
A 23-7/8" diameter will be computed as a 26 x 20. 


Caution: Herculite cannot be cut, drilled or further processed. All fabrication 
must be done prior to tempering. 


Sandblasting reduces the strength of Tempered Plate Glass to a large 
degree. Tempered Plate Glass with sandblasted decorations or with one or both 
surfaces sandblasted should not be expected to meet the tests of Tempered Plate 
Glass without sandblasting. 


Due to the nature of Herculite there are many restrictions on the fabrication of 
holes, notches, bevels, etc.; those restrictions are fully covered in the current 
Herculite Fabrication Manual. 








608 INDEPENDENT FLAT GLASS DEALERS 


-3- 


Tolerances - See Herculite Fabrication Manual for tolerances on thickness, size, 
holes, warp, etc. 


Tong Marks - Will be found along one edge which results from the method of support- 
ing the glass in the Heat Treating Furnace. 


BOXING CHARGES 


Same as for Polished Plate Glass 


A minimum charge of $10.00 excluding boxing will be made on all orders amounting to 
less than that sun. 


All shipments f.o.b. Ford City, Pennsylvania, freight equalized with Rossford, Ohio. 


All orders are subject to acceptance upon receipt of specifications, and are entered 
only at the price in effect on date of shipment. 


All orders accepted subject to strikes, lockouts, contingencies of transportation, 
failure of usual source of supply of fuel, materials or labor, fire, accidents or 
other causes beyond our control; and we shall be relieved from responsibility for 
delay or failure of delivery arising out of any such ceuses. 


Any tax or other Governmental charge upon the production, sale and/or shipment of 
goods sold under this quotation now imposed by Federal, State or Municipal author- 
ities, or hereafter becoming effective within the period that such quotations re- 
main in force, shall be added to each invoice, and shall be paid by the buyer. The 
amount of any tax or charge so added to each invoice shall not be subject to any 
cash or other discount. 


TERMS: 30 days net or 1% discount for cash in ten days from date of invoice, 


PITTSBURGH PLATE GLASS COMPANY 
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EXHIBIT II-—C-11 


PITTSBURGH 
PLATE GLASS COMPANY 





GENERAL OFFICes — ONE GATEWAY CENTER 
PITTSBURGH 22. PA 


July 7, 1955 


TO OUR INDUSTRIAL GLASS CUSTOMERS: 


Attached is a copy of our quotation released today and 
effective August 8, 1955. 


This revised price schedule is necessary because of higher 
costs of transportation, fuel and raw materials, and our recent substantial 
increase in labor costs. 


It had been our policy for a mmber of years to quote firm 
prices for calendar quarters on finished glass parts. However, our letter 
of June 13, 1952 revised our terms to "all prices are subject to change 
following a thirty day notice". Therefore, our quotation released today 
will become effective with shipments on and after August 8, 1955. This 
schedule also reinstates our calendar quarterly price guarantee. 


PITTSBURGH PLATE GLASS COMPANY 








AW MARSHA MANAGER 'n 
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PITTSBURGH 
PLATE GLASS COMPANY 


le 





GENERAL OFFICES — ONE GATEWAY CENTER 
PITTSBURGH 22. PA 


TO OUR INDUSTRIAL GLASS CUSTOMERS: 


The following prices, terms and conditions on finished glass parts of 
Clear as well as Solex Duplate, Duolite, Flat Herculite, Curved Herculite and 
Clear Aerolite, are effective August 8, 1955 and supersede those offered in our 
quotation of October 20, 1950 for Clear Safety Glass and March 7, 1952 for Solex 
Safety Glass. 


A basic charge of 20¢ per piece will apply, irrespective of sizes or 
quantity, plus the square foot prices which follow: 





= Se eee 
Material Sizes to & Over 5 sq.ft. Over 7 sq. Over 10 sq.ft. 
including to & includ- ft. to& to & including Over 15 
5 sq.ft. not ing 7 sq.ft. including 15 sq. ft. sq. ft. 
under 3" wide 10 sq. ft. 
Flat Duplate $ 1.30 $ 1.40 $ 1.60 $ 1.70 $ 2.20 
Flat Solex 
Duplate 1.45 1.55 1.75 1.85 2.35 
Flat Duolite -80 .85 95 1.35 
Flat Duolite 
D.S & D.S 85 -90 1.00 1.20 
Flat Solex 
Duolite 95 1.00 1.10 1.30 
Flat Aerolite 1.25 
Flat Herculite .87 
Flat Solex 
Herculite 1.02 
Curved Herculite 1.05* 1.05* 1.05* 
Curved Solex 
Herculite 1.20* 1.20* 1.20% 


*Applies only to bends such as current model automobile rear windows, with seamed 
edges, produced in large quantities. Special prices will be quoted for smaller 
sizes, difficult bends, additional edgework, small quantities -- or any combination 
thereof. 
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es, 

Duplate ~ Laminated Plate Glass 

Solex Duplate - Laminated Heat Absorbing Plate Glass 
Duolite - Laminated Window Glass 

Solex Duolite - Laminated Solex Heat Absorbing Window Glass 
Aerolite ~ Laminated Picture Glass 

Herculite - Tempered Plate Glass 


Solex Herculite - Tempered Heat Absorbing Plate Glass 


Prices for flat glass apply only to parts cut to size to simple 
patterns with ground or polished edges when required. Parts having more com- 
plicated patterns such as notches or unusual cutting, or those with special 
fabrication, such as holes or other than typical edgework, will be quoted on 
request. 


On application, we will be glad to furnish quotations per piece on 
specific parts. 


Prices include boxing and are F.0.B. factory, freight equalized with 
Toledo, Ohio, on Herculite and Solex Herculite; with Toledo, Ohio, and Phila- 
delphia, Pennsylvania, on Duplate, Solex Duplate, Duolite, Solex Duolite and 
Aerolite. 


Computation of Footage 


The footage of fractional sizes is based on the next higher inch. 
Example: 13-1/2 x 42-1/2 computed as 14 x 43 or 4.18 sq. ft. The area of 
pattern sizes is determined by squaring to the smallest possible rectangular 
size. 


Taxes 


Any tax or other governmental charge upon the production, sale and/or 
shipment of goods sold under this quotation now imposed by Federal, State or 
Municipal Authorities, or hereafter becoming effective within the period that 
such quotations remain in force, shall be added to each invoice and shall be 
paid by the buyer. The amount of any tax, or charge, so added to each invoice 
shall not be subject to any cash or other discount. 


Terns 


Thirty (30) days net or one percent (1%) discount for cash in ten (10) 
days from date of invoice. 


All orders are subject to acceptance upon receipt of specifications, 
and are entered only at the price in effect on date of shipment. 


All orders accepted subject to strikes, lockouts, contingencies of 
transportation, failure of usual source of supply of fuel, materials or labor, 
fire, accidents or other causes beyond our control; and we shall be relieved 
from responsibility for delay or failure of delivery arising out of any such 
causes. 
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Dimensional Tolerances -- Flat Glass 


Plus or minus 1/32". Any deviation from these normal tolerances 
may result in an increase in footage computation. Example: 13 x 43 with a 
plus 1/16" minus 0" tolerance will be computed as 14 x 44. 


Dimensional Tolerances -- Curved Glass 

Tolerances vary depending on size, shape and curvature. Regardless 
of applicable tolerance, the footage computation will be determined as in the 
case of flat glass. 


Thickness Tolerances and Weights 
Unpacked Weight Packed Weight 


Average Thickness Per Foot Per Foot 

Product Thickness Tolerance Rectangular Rectangular 

Duplate & 17a" 7732" to 9/32" 3.19 lbs. 3.47 Ibs. 
Herculite 

*Duolite 15/64" 13/64" to 17/64" 2.86 lbs. 3.22 lbs. 
(Standard) 

Duolite 7/32" 3/16" to 1/4" 2.42 lbs. 3.08 lbs. 
(S.S. & S.S.) 

Duolite 17/64" 15/64" to 19/64" 3.2 lbs. 3.73 lbs. 
(D.S. & D.S.) 

Aerolite 9/64" 1/8" to 5/32" 1.70 lbs. 2.12 lbs. 


(Picture Glass) 
(*) Furnished as standard Duolite product if not otherwise specified. 
Guarantee 


Our laminated Glass Products are guaranteed against manufacturing 
defects for a period of fifteen months from date of manufacture. 


Quarterly Price Guarantee 


These prices will remain firm for all shipments from August 8, 1955 and 
prior to October 1, 1955, and thereafter from calendar quarter to calendar quarter 
unless, two weeks prior to the expiration of any calendar quarter, we give you 
notice of a change in price to be applicable to shipments in the subsequent 
calendar quarter and until further notice of like character. 


PITTSBURGH PLATE GLASS COMPANY 
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EXHIBIT II—C-—12 


PITTSBURGH 


PLATE GLASS COMPANY 


(iP) ) 


GENERAL OFFICES 
ONE GATEWAY CENTER. PITTSBURGH 22 PA 


P A KETCHUM MANAGER SAFETY GLASS SALES MERCHANDISING DIVISION 


Janmry 15, 1958 


TO THE TRADE: 


We take pleasure in attaching our quotation of January 15, 1958, 
effective as of this date on Curved Windshields in Clear, "Solex" and 
"Sunshade Solex Duplate". This quotation now becomes our basic quotation 
on Curved Windshields. These sheets should replace those in your 
Pittsburgh Auto Glass Parts Manual as indicated. 


This quotation reflects our row pricing policy which gives effect 
to the popularity of each individual part. For example, prices of fast 
selling parts have generally been decreased, whereas prices of slow selling 
parts have been increased. No change has been made in our prices of Half 
Windshields, 


There is no change in the packing, transportation, terms or other 
conditions as outlined in our letter of December 27, 1956. 


Our carton allowance schedule dated December 27, 1956, will now 
apply against this new quotation. 


Our quarterly credit plan as announced on December 27, 1956, and 
amended on March , 1957, will remain in effect until further notice, 


PITTSBURGH PLATE GLASS COMPANY 


se ( [5 ip ‘~SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS | = 
_— — manner |G) = a ow 
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PAGE 1 JANUARY 15, 1958 
PRICE PER LIGHT PRICE PER LIGH 
SUNSHADE SQ.FT. SUNSHADE SQ.FT. 

NAGS CLEAR SOLEX SOLEX EACH NAGS CLEAR SOLEX SOLEX EACH 
NO. DUPLATE DUPLATE DUPLATE LIGHT NO. DUPLATE DUPLATE DUPLATE LIGHT 
ww22 $15.90 $ - $ - 6.25 wies $12.05 $15.30 $ - 4.89 

W 186 12.05 15.30 4.89 
wW35 15.60 - 6.25 

W187 25.00 32.75 7.78 
ww4s 23.20 25.25 6.94 

W188 23.90 23.90* 7.00 
WwW63 9.10* 12.90 4.00 
WW64 9.10* 12.90 4.00 W189 23.90 - 7.00 
ww6s 9.88 9.88* : 3.89 W193 26.05 26.05* 34,40 8.33 
WW69 9.88 9.88* - 3.89 

W206 24.3) 33.97 7.25 
ww73 9.22 9.22* 3.75 
WW74 9.22 9.22* 3.75 W214 24.05 33.50 8.33 
ww79 8.45 8.45* 3.1 W215 10.02 10.02* 14.26 3.7 
wW80 8.45 8.45* 3.11 W216 10.02 10.02* 14.26 3. 
wwess 24,85 27.15 8.06 W220 24.05 33.50 8.33 
Www9o4 24.00 26.10 7.25 
WwW97 20.40 22.15 - 6.00 W234 26.10 26.10* 34,45 8.33 
wio9 9.07 9.07* 13.03 3,50 W244 23.15 25.20 8.33 
wil0 9.07 9.07* 13.03 3.50 

W245 21.65 27.10 7.50 
will 8.61 8.61* 12.35 3.50 
W112 8.61 8.61* 12.35 3.50 W246 27.85 30.60 9.47 
W113 8.93 8.93" 12.67 3.50 W247 26.05 29.75 8.33 
wild 8.93 8.93* 12.67 3.50 

W261 27.50 30.00 8.61 
Wiis 10.36 10.36* 14.76 3.89 
W116 10.3% 10,36* 14.76 3.89 W270 9.45 10.20 3.75 

W271 9.45 10.20 3.75 
W130 10.85 10.85* 15.48 4.44 
Wwi31 10.85 10.85* 15.48 4.44 W276 27.74 29.98 10,33 
Wi4) 26.20 26.2* 35.70 9.47 W277 21.9 27.70 8.33 
W142 14.70 15.75 6.75 W278 25.25 27.70 8.33 
W146 24.75 24,75* 33.35 8.61 W279 21.45 23.50 8.33 
W147 26.60 35.75 9.17 W280 24.40 27.05 9.17 
wi55 18.10 19,50 4.86 w28! 24,20 26.85 9.17 
P174 52.01 W282 25.25 26.75 8,33 

Revision A Replaces Page |] Dated December 27, 1956 
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JANUARY 15, 1958 





PRICE PER LIGHT PRICE PER LIGHT 








SUNSHADE SQ.FT. SUNSHADE SQ.FT, 
NAGS CLEAR SOLEX SOLEX EACH NAGS CLEAR SOLEX SOLEX EACH 
NO. DUPLATE DUPLATE DUPLATE LIGHT NO. DUPLATEDUPLATE DUPLATE LIGHT 
W283 $23.60 $25.90 $ - 8.61 W356 $30.70 $ $38.36 10.56 
W305 25.20 27.55 8.25 W358 29.50 36.51 9,50 
W306 23.95 26.15 - 7.50 W361 47.59 9.17 
W309 21.90 20.85 6.25 W362 19,90 25.70 5.78 
W312 27.90 27.90 37.10 9.17 W363 20.20 22.20 6.25 
W316 19.10 20.50 6.00 W368 20.15 22.90 - 6.00 
W317 21.00 28.00 7.00 W371 40.10 9.17 
W318 21.35 28.35 7.00 W374 38.50 41.35 10.00 
W319 23,80 31.50 7.78 W376 27.50 29.75 9.25 
W325 21.51 23.13 8.33 W378 29.55 31.90 - 10.28 
W326 36.94 10.33 | W382 28.85 31.30 9.72 
W327 28.15 7.50 | W384 28.90 31.55 10.69 
W328 91.11 109.10 10.00 W389 34,90 38.05 11.00 
W329 = 89.93 107.02 10.00 W391] 29.35 32.05 11,00 
W330 -22.55 24.50 8.06 | w394 27.55 35,30 9.72 
P33) Clear-Price Upon Application 1.11 W396 27.70 34,70 8.75 
P33 Clear-Price Upon Application 1.11 Q399 11.17 11.97 5.33 
W33 22.70 24.80 8.06 | Q400 11.17 11.97 5.33 
W334 20.15 21.9 6.75 Q401 9.82 10.51 4.66 
W338 22.70 30.45 7.75 Q402 9.82 10.51 4.66 
W347 21.90 23.90 8.06 Q403 10.97 11.64 4,44 
W349 25.25 25.40 8.33 Q404 10.97 11.64 4,44 
P350 68.40 W407 =. 27.55 35.30 9.72 
W351 34.75 42.00 10.56 | w4i3 32.35 35,25 42,35 10,00 
W353 32.05 39.50 10.56 W414 =. 30.57 32.05 10.08 

Revision A Replaces 2 dated December 1956 
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PRICE PER LIGHT PRICE PER LIGHT 








SUNSHADE SQ.FT. SUNSHADE SQ.FT, 

NAGS CLEAR SOLEX SOLEX EACH NAGS CLEAR SOLEX SOLEX EACH 
NO. DUPLATE DUPLATE DUPLATE LIGHT NO. DUPLATE DUPLATE DUPLATE LIGHT 
W4l6 $31.65 $33.20 $41.70 9.00 W513 $27.90 $ - $36.05 9.72 
W417 43.95 47.00 - 10.69 W514 34.18 - 42.01 W091 
W420 31.95 33.60 - 10.28 w518 37.29 - 45.90 12.22 
W425 31.10 32.65 - 9.00 W523 36.16 : 43.90 11.39 
W430 46.30 47.60 - 7.58 W525 39.44 . 47.95 12,53 
W431 46.30 47.60 - 7.58 

W530 - - 121.26 14.08 
P432 Price Upon Application 7.78 

W534 33.10 34.75 - 10.28 
W433 39.95 43.00 - 11.92 

*Q535 23.65 26.40 - 8.00 
W436 27.60 29.45 - 8.75 

*Q536 23.65 26.40 - 8.00 
W438 28.65 30.20 - 10.00 

W540 57.10 - 63.65 11.92 
W450 43.99 - - 8.25 

W542 61.40 - 70.40 16.33 
w451 32.05 33.50 38.20 12.33 

W545 28.62 - 36.50 9.50 
W453 50.25 52.10 58.00 14,78 

W547 30.41 : 38.83 10.56 
W454 32.05 33.50 38.20 12.33 

W557 32.65 34,40 - 9.44 
W457 - - - 9.78 
W458 - - - 11,31 
W465 48.00 - 55.40 14,08 
W486 29.85 31.00 - 9.50 
W489 29.85 31.00 - 9.50 
W496 30.85 32.05 . 9.25 
W498 23.50 24.40 7. 
w499 23.50 24.40 - 7.00 *When present factory stocks are exhausted, 

these items will be discontinued. For this 
w 500 - 55.61 13.33 reason the ‘‘Solex Duplate’’ Windshields 

are priced at the same level as the Clear 
W504 34.40 35.80 39.95 11.11 “Duplate’’ Windshields. 
W512 28.05 - 35.80 9.72 **Will be furnished in Duolite Quality 


Revision D Replaces Revision C page 3 dated Aug. 19, 1957 
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CURVED WINDSHIELDS 
GLASS PARTS INFORMATION 


PAGE 2 JANUARY 15, 1958 
















MFRS. NAGS MFRS. BLOCK 

NO. PART NO. SIZE MAKE OF CAR -NO.. PART NO. SIZE = MAKE OF CAR 
2&4 Door Sedans Pass.Limousines: 
(Notch Bock): w280 —-1491047 1953-54 DeSoto 

w2i4 4585489 20 X 60 | 2 Door Coupes: 1496503 72 * 60 1963.54 Chrysler 
1951-53 Buick40-43 
1951-53 Olds.88-98 HordT.& Conv.: 

W281 1458828 1953-54 DeSoto 


W215 4585490R 1496502 22 X 60 1953.54 Cheysler 








4585525R 18 X 39 1951-52Bu.43,28 4Dr.Sed. 
W216 =. 4585491L 195 1-52Bu.43,2Dr.Coupe ~~~ 
4585526L w282 13726304 y 1953-54 DeSoto 
1490740 60 “1953-54 Chrysler 
rd Top & Conv. 
W220 4590963 20 x 60 41951+53 Buick 40-43 “BaDodge, 
4590964 1951-53 Oldsmobile W283 —-1371984 20 X 62-{284 Door Sedan 
1490648 1953-54Dodge, 
W234 432433 1951-54 Pack.,Hord Club Coupe 
20 X 60 / 
437942 Top & Conv. 
W305  - 297525 22 x 54 1953-54Stude., 
W244 — BA7003100B 4) x 69 —«1952-54Ford & Merc. 297965 2&4Door Sedan 
BC7003100A (Ex.Hard Top & Conv.) 
5 Pass.Coupes: 
W245 _BC7603100A 1952-54Ford & Merc W306 = 303151 x Hard Tops&Conv. 
po7sos00n "8 X 60 ad Top & Conv. 30315220 X 547) 53 s5gStude.8 
"58 Packard 
W246 8D7303100B 1952-55 Lincoln W309 235950 
po7303100c 22 X 62 (Ey. Hard Top & Conv.) 23595) 18 X 50 1953-5SHudson Jet 
W247 BD7603 100B 1952-55 Lincoln, W312 441518 22 X 60 1953-54 Packard 
po76o3100c 29 X 90 Hard Top & Conv. 444758 (Ex.H.T.&Conv.) 
W261 4367499 W316 4373160 1953-55Nash Ramb. 
4268466 20 X 62 —1952-54Nash St.& Amb. 4373319 16 X 54 gece 108") 
*58Ramb. 100American 
676180R 2&4 Door Sedans : 
W270 683636R 1952-55Aero Willys W317 4601260 Sp.&Bus.Coupes: 
wor! 676179 «= '® X 3° 1952.55.284Dr.Sed., terpsce. «1X $6 SedenDeliveries: 
683635L Hardtop 1953-54 Chev. 15-21-24 
1953-54Pont, 25 
W276 Hide 2 X 62. 1952-55 Kaiser Herd? £Conv.: 
W318 4598909 = 1953-54Chev. 21 & 24 
W277 —-1432404 20 X 60 =: 1953-54Ply.(Ex.Conv.) 4612499 1953-54Pont, 25 


(1954 Models - Replacement for Windshield hoving date 











of manufacture of January ‘54 or earlier) wave pee ee 
W277 1496500 2 xX & 1953Dedge,H.T.&Sub. < iv. 15&21 
4615797 20 X 56 “hioss sgont, 25 
W278 1478153 20 X 60 1953-54P ly .Conv. 
1496501 1953 Dodge Conv. 
W325 676826 
Club Coupes & 683599 
W279 1371595 20 X 6 4 Door Sedons: 
1490679 1953-54 DeSoto : 
1953-54 Chrysler 1953-55 Kaiser 
W326 792526 24 X 62 Gold.Dragon-4 Door 


Revision A Replaces Page 2 
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CURVED WINDSHIELDS 
GLASS PARTS INFORMATION 
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JANUARY 15, 1958 








MFRS. BLOCK 
NO. PART_NO. SIZE MAKE OF CAR 
W327 4621437 18 X 60 1953 Buick Special, 
Sport Conv. 
W328 4220235 20 X 72 1953 Cad.,Sp.Coup. 
4221205 


W329 4220581 
4220582 20 X 72 1953 Olds. Sp.Conv. 


W330 BAAABIOSIOOA 4) y cg 1953.55 Ford Truck 


BAAA8103100B 
P331 447573 10 X 16 1953 Pack.Partition 
P32 447572 10 X 16 1953 Pack.Partition 


Ww 
= sa 20 X 58 °54'56Dodge Truck 


1398956 
W334 4373645 2 
4373661 18 X 54 1953-55Nesh 108"’Ramb. 
W338 240800 
yet 18 X 62  1954-5SHud.Horn.&Wasp 
W347 1542919 20 X 58 1954Ply.(Ex.Conv.) 


(Replacement for Windshield having date of manufacture 
of Februory 1954 or later.) 
W347 1543410 20 X 58 1954Dodge,H.T.&Sub. 


w 
” a 20 X 60 1954 Dodge Conv. 









1543411 
4620948 4 Door Sedans: 
w35) 46 2453-54 20 X 76 41954-56 Buick50-70 
4664280-'55 1954-56 Cad.60-62-75 
420949 Hard Tops & Conv. 
W353 46 26454-'54 20 X 76 4 1954-56 Buick 50-70 
4664281 -'55 1954- 56Cad 60-62-75 
4631858 284 Sedons: 
W356 4636081 -54 20 X 76 4 '54-'5S60lds 88-98 
4664278-55 *54-"56Buick 40-60 
4632544 Hord Tops & Conv. 
W358 4636082-54 18 X 764 '54-"560ids.88-98 
4664279-55 *54-"5S6Buick 40-60 
W361 4632595 20 X 66 ‘53-'55Chev.Corvette 


W362 3703002 
3705581 16 X 52 1954 Chev. Truck 


NO, 


W371 


W374 


W376 


W378 


W382 


W384 


W389 


W391 


W394 


W3% 


Qx9 


Q400 


Revision A Replaces page 3 


MFRS. BLOCK 
PART NO. SIZE MAKE OF CAR 
= 18 X 50 '54-'58Stude.Cab Truck 
4 
ce 16 54 1954NashRamb. 
(Except 108’) 
723428 22 60 1954KaiserDarrink 161 
BAA-4003 100-A as 
BAA-4003100-8 20 72. '55-'57 Ford Thunder. 
BN-7603100-A 18 74 *55~-' S6F ord Fair.& Merc. 
BN-7603100-8 Mont. Spec.2Dr.& Conv. 
'35S6F ord(Main& Cust.) 
BN-7003 100-C 2 Merc. (Cust.Mont, ) 
BN-7003100-0 29 * 74 4 apy, 4Dr.4H.T.Viet. 
Ran.Wag,F ord Sed. ,Del. 
1592470 20 70 'S5- S6Dodge-Plymouth 
1592672 Hardtop-Convertible 
55'S6 Dodge-Ply mouth 
1545417 22 70 4D0r.&8 Club Coupe 
1591273 Ply.Sub.-2 Door 
Dodge Sub.-2&4Door 
1897177 2? + 55-56Chrysler DeSoto 
1597570 Convertibles Only 
1548620 2? » 55-56Chrysler-DeSoto 
1548736 All except Conv. 
28 4 Door Sedans: 
Stat.Wag.(Ex.Nomad) 
4642678 20 70 Sedan Delivery: 
4646465 56Chev.,21824Series 
'SS'S6Pont.,25828 "’ 
H.T.& Convertible: 
4645846 18 7 Nomod Stat.Wag.: 
4645847 0 5/56Chev.,24 Series 
5$'56Pont., 25&828Series 
Stat.Wagons-4Door 
4647555R 6 43 ss-'s7Chev. ,21&24Series 
4647557R $57 Pont.,-25Series 
Stat.Wagons-4Door: 
4647556L 6 48 5/57Chev.,21&24Series 
4647558L 55-'57Pont.,25 Series 
























j 


“NAGS | 


Q401 


Q402 


Q403 


Q404 


W407 


W413 


W414 


W416 


W417 


W420 


W425 
W430 
W431 
W432 


W433 


W436 


MFRS. 
PART NO. 


4647559R 
4647561R 


4647 560L 
4647562L 


4660809R 
4660811R 


466081 0L 
4660812L 


3712183 
3720620 


461177 
466364 
466361 


308010 
308111 


469435 
469467 
469468 


4046135 
4048416 


4384929 
4384930 
1561726 
1561729 


N31613-LH 
N31613-RH 


BY 7303 100A 
BY 73031008 
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SIZE 


16 X 42 


20 


20 


22 


22 


20 


26 


20 


22 


BAAH8103100A 18 


BAAH81031008 


42 


40 


40 


70 


72 


72 


70 


74 


72 


42 


56 


78 


70 
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MAKE OF CAR 


Stat,Wagons-2 Door: 
*55-'57Chev., 15&21Ser. 
'55-'57Pont., 25 Series 


Stot.Wagons-2 Door: 
"55-'57Chev., 15&21Ser. 
*55-'57Pont.,25Series 


Stat, Wagon-Nomad: 
*55-'57Chev.,24Series 
*55-"57Pont.,25Series 


Stat. Wagon -Nomad: 
*55-'57Chev., 24Series 
*55-'57Pont., 25Series 


1955-58Chev. Truck 
1955-58 GMC Truck 


*55-'56Pack.-All 
except Convertible 


Caribbean 


1955-58 Studebaker 
2 & 4 Door Sedans 





1955-56 Packard 
Convertible 


Caribbean 


1955-57 Lincoln 
Continental 


*55-'57Nash(Except 
Rambler) 
1955-57 Hudson 


| 
| 
1955-58Dodge Truck 


*55-'S8Diamond T Truck 


| 
'55-'56Chrysler, Partition 
Limousine without 
Air Conditioning 





1956-57 Lincoln 


1956 Ford Truck | 


—y 


JANUARY 15, 1958 





NAGS 
_NO._ 
W438 
W450 
W451 


W453 


W454 


W457 
W458 


W465 


| W486 


W489 


| W496 


| W498 


W499 


W500 
W504 


MERS, BLOCK 

PART NO. SIZE MAKE OF CAR 
3410700 20 X 72 1956-58 Nosh 
3412211 


3716239 18 X 66 
1681710 24 X 74 


*56-"58Chev.Corvette 
*57-'58Chrysler, DeSoto, 


1681711 Dodge, Pl ymou th, 2 Dr. 
1775046 & 40Dr. Hardtop 
1695690 28 X 76 = '57-'58 Chrysler, 
1695691 DeSoto, Dodge, 
1759485 Plymouth Conv. 


1681706 24 X 74 
1681707 
1775045 


1957-58Chrysler, DeSoto, 
40r.Sed.-E st.Wag.& 

Sub, ,Dodge & Ply. Bus. 
Cpe.,Cl.Cpe.,4Dr. 
Sedm, 2&4 Dr. Sub, 


824-E-10 2 X 64 1956-58 Reo 
Truck C.O.E. 

694210 2D X 74 1957-58 Willys 

698974 Truck C.O.E. 

1651431 26 X 78 1957-58 Imperial- 

1690871 All Models 
BAC6403100A 18 X 76 1957-58F ord Fairlane, 
BAC6403 100B 2Dr.&4Dr.Sed.&H ardtop, 


Parklane Hardtop, Sun- 
liner Conv. ‘58 Edsel 
Ranger & Pacer, 2Dr.& 
4Dr.Sed.,2Dr.&4Dr. 
Hardtop 


BAC7003100A 18 X 76 
BAC70031008 28&4Dr.Sed.,2& 4Dr. 
Stat.Wag.Sed.Delivery, 
"58 Edsel 2Dr.&4Dr. 


Station Wagon 


BAAK8103100A 18 X 74 
BAAK81031008 


Ford Truck F 100,F350, 
F-600, F-700, F-900 


BACAA9103100A 24 X 42 [7957-58 
BACAA9103 1008 Ford Truck, C.A.Tilt 


BACAASIO3101A 24 X 42 | Cab, C550, C-900. 
BACAA91031018 


BAE6503100C 24 X 80 


BAE6403100A 20 X 80 
BAE6403100B 


*57-’58Merc. Turn.Crui ser 


*57-'58Merc.Mont.& 
Monterey 2Dr.&4Dr.Sed.; 
28.4Dr.Hardtop Conv. ; 
28.4Dr.Station Wagon 

"58 Edsel Corsair & 
Citation, 2Dr.&4Dr .Hord- 
top & Convertible 


Revision A Replaces Page 4 


'57.'58F ord Main.Bus.Cpe. 
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CURVED WINDSHIELDS 
GLASS PARTS INFORMATION 


PAGE 5 JANUARY 15, 1958 


‘NAGS MFRS. “BLOCK | NAGS MFRS. BLOCK 
NO. PART NO. SIZE MAKE OF CAR NO. PART NO, SIZE MAKE OF CAR 


W512 4687530 20 X 70 1957 Chev. & Pont. 
4687531 


W513 4687528 20 X 70 1957 Chev. & Pont. 
4687529 | 


W514 4687087 20 X 80 1957-58Buick & Olds. | 
4687088 


W518 4687085 22 X 8 1957-58Buick & Olds. | 
4687086 


W523 4687091 20 X 82 1957-S8Buick & Cad, 
4687092 


W525 4687089 22 X 82 1957-S8Buick & Cad. 
4687090 





W530 4685914 26 X 78 1957-58Cad. El Dorado | 
Brougham 


W534 162392R1 20 X 74 1957-58inter.Horvester 
162393 R1 


*@535 174752 R1 20 X 64 1957-58inter.Harvester 
174754 R1 Q Window RH | 


*Q536 174753R1 20 X 64 1957-58inter. Harvester 
174755 R1 Q Window LH 


W540 BAP6303100C 22 X 78 1958 Thunderbird 


BAP6303100E 
W542 BAK5703100C 28 X 84 1958 Lincoln 
BAK 5703 1008 All Models 
W545 4712559 18 X 76 1958 Chevrolet 
4714516 & Pontiac Convertible 
& Sport Coupe | 


W547 4711930 20 X 76 1958 Chevrolet 
4714515 & Pontioc 2&4Dr.Sedan, 
Hardtop & StationWagon 


W557 188945 R1 2 X 68 1958 International 
188946 RI COE. 


*Will be furnished in Duolite Quality, 
| 


Revision D Replaces Revision C dated August 19, 1957 
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EXHIBIT II-C-13 


PITTSBURGH 
PLATE GLASS COMPANY 


li 


aid 5 ss GENERAL OFFICES 
= ae INE GATEWAY CENTER. PITTSBURGH 22 PA 


P A KETCHUM wanacem parry 


January 15, 1958 


TO THE TRADE: 


We take pleasure in attaching our revised quotation dated 
January 15, 1958, effective this date which supersedes our basic quo- 
tation of December 27, 1956, and subsequent additions. 


This schedule is our basic quotation. Additional sheets for 
your Pittsburgh Auto Glass Parts Manual are attached. They are to 
replace previous sheets as indicated. 


Until further notice, the obsolescence allowance of )% announced 
in our letter of May 28, 1957, will now apply against this schedule. 


PITTSBURGH PIATE GLASS COMPANY 








ee el le a ania ier . sepebinpumnnianniabnens we 
15) (iP SYMBOL Or SERVICE FOR SEVENTY-FIVE YEARS 

re en fee ea RS — _ 
‘ae CaG 
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PITTSBURGH 
PLATE GLASS COMPANY 


li) | 


GENERAL OFFICES 
NE GATEWAY CENTER PITTSBURGH 22 PA 


TO THE TRADE: January 15, 1958 Page 1 


We are pleased to quote you as follows on Curved Clear "Herculite" Backlights 
and Curved "Solex Herculite" Backlights, 


PACK ING 
Packed in individual cartons, 
TRANSPORTATION 


The attached prices are f.o.b. Greensburg, Pennsylvania, or Ford City, 
Pennsylvania, truckload or carload freight allowed to: 


Atlanta, Ga. Omaha, Neb. 
Dallas, Tex. Pittsburgh, Pa. 
Detroit, Mich. St. Louis, Mo. 


New York, N. Y. 


OTHER CONDITIONS 


All orders are subject to acceptance upon receipt of specifications and 
are entered at the price in effect on date of shipment, 


All orders accepted subject to! strikes, lockouts, contingencies of trans- 
portation, failure of usual source of supply of fuel, mterials, or labor, fire, 
accidents, or other causes beyond our control; and we shall be relieved from 
responsibility for delay or failure of delivery arising out of any such causes, 


Any tax or other Governmental charge upon the production, sale and/or 
shipment of goods sold under this quotation now imposed by Federal, State, or 
Municipal authorities, or hereafter becoming effective within the period that such 
quotations remain in force, shall be added to each invoice and shall be paid by the 
buyer. The amount of any tax or charge so added to each invoice shall not be 
subject to any cash or other discount. 


TERMS 
30 days net or 1% discount for cash in ten days from date of invoice. 


PITTSBURGH PIATE GLASS COMPANY 


“ TS Ne ss 2 passes nee a 
15 |p SYMBOL Or SERVICE FOR SEVENTY-FIVE YEARS 
Go —_ : . F 


i 
“ ao eAG 











INDEPENDENT FLAT GLASS DEALERS 623 





PAGE 7 JANUARY 15, 1958 | 
1h 
PRICE PER LIGHT SQ.FT. PRICE PER LIGHT SQ.FT. i} 
NAGS CLEAR SOLEX EACH NAGS CLEAR SOLEX EACH 
NO. HERCULITE HERCULITE LIGHT NO. HERCULITE HERCULITE LIGHT Hy 
ii 
B444 $15.44 $17.19 9.44 D475 $6.60 $7.00 3,33 ) | 
B445 14,34 16.75 10,28 D476 6.60 7,00 3,33 | | 
1] 
B446 Price on application : V477 2.95 3.05 67 i] 
i 
ts B447 Price on application : v478 2.95 3.05 67 
| 
B448 Price on application : D479 6.00 6.40 3.00 
B449 7.55 8.05 2.50 D480 6.00 6.40 3.00 
B452 14.90 16.95 11.00 D481 6.80 7.30 3.75 | | 
B455 13.85 15,75 10.08 D482 6.80 7.30 3.75 
B456 16.40 17.95 12.33 Q483 5.15 5.45 2.17 i 
t 
h 
B459 11.35 12.50 6.25 Q484 5.15 5.45 2.17 ! 
Q460 9.75 10.50 6.22 B485 17.10 19.30 11.67 : 
Q461 9.75 10.50 6.22 B487 13,25 14.50 10.08 
i 
5 
B462 22.05 25.10 16.44 B488 9.20 9.95 5.83 j 
33.80* t 
B490 12.90 13.90 8.25 
B463 16.75 19.00 12.00 
B49) 12.80 13.95 9.17 
B464 15.25 17.40 11,33 
B492 9.65 10.45 6.44 
V466 2.55 2.65 .67 i 
B493 8.25 9.15 4.67 i 
V 467 2.55 2.65 67 i 
B494 2.75 2.90 78 
D468 6.60 7.30 3.75 i 
B495 2.75 2,90 78 Fi 
D469 6.60 7.30 3.75 5 
B497 10.85 12.00 6.22 
Q470 5.45 5.85 2.89 i 
B501 10.05 10.90 4.67 ' 
Q47) 5.45 5.85 2.89 
B502 3.60 3.80 1.56 it 
B472 20.10 22.75 14,08 i 
29.30° B503 3.60 3.80 1.56 | 
D473 5.45 5.80 2.67 BS05 20.35 22.00 13,33 ‘ 
D474 5.45 5,80 2.67 Q506 10,45 11,25 6.44 \ 
i 
Q507 10.45 11,25 6.44 
*Solex Sunshade 





Revision A Replaces page 7 dated December 27, 1956 
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PAGE 8 JANUARY 15, 1958 
PRICE PER LIGHT SQ.FT. — | ~ ‘PRICE PER LIGHT SQ.FT. 

NAGS CLEAR SOLEX EACH | NAGS CLEAR SOLEX EACH ; - 
NO. © HERCULITE HERCULITE LIGHT | NO. = HERCULITE HERCULITE LIGHT 
B508 $10.95 $12.10 6.00 B553 $15.81 $18.25 10.28 f 
B511 16.30 18.50 11.61 | B554 20.70 22.25 12.44 

B515 7,40 8.65 5.25 B555 17,60 18.90 10.39 

B516 2.97 3.34 1,56 | B556 10.50 11.25 6.00 

B517 2.97 3.34 1.56 Q558 5.05 5.30 2.17 

BS519 7.73 9.04 5.25 Q559 5.05 5.30 2.17 

B520 3.08 3.47 1.75 

B521 3,08 3.47 1.75 

B522 9.77 11.42 7.11 

B524 15,11 17.65 10.83 

B526 14,96 17,47 10.56 

B527 5.93 6.90 3.89 

B531 . 23.88 9.00 

B532 15,70 18,21 10.56 

B537 10.20 11.15 6.00 

B538 20.80 22.50 13.67 

B539 22.90 2.85 15.17 

B54] 13,50 14,40 7.00 

B543 24,45 26.05 12.83 | 

B544 15.85 18,39 10.83 

B546 14,85 17.28 9.72 

B548 14,16 16.44 9.25 

B549 10,53 12,21 7.25 

B550 15,41 17.% 10.69 

B55] 14,13 16,38 9.00 

B552 14,57 16.91 10,83 


Revision D Replaces Revision C page 8 dated Aug.19, 1957 
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*57-'58Chry.(imper.) 


*57-'58Chry.(imper.) 


*57-'58Chry.(Imper.) 


*57-'58Chry.(imper.) 


*57-'58Chry.(imper.) 


*57-'58Chry.(Imper.) 


*57-'58Chry.(Imper.) 


*57-'58Chry.(Imper.) 


*57-'58Chry. (Imper.) 


*57-"58Chry.(imper.) 


*57-'58Chry.(Imper.) 


*57-'58Chry.(im per.) 


*57-"58Chry. (Imper.) 


*57-'58F ord Fair., 28 
4Dr.Sed.-Fair. 2Door 


Dr.Sedan& 2Dr.Hard- 


Page 10 JANUARY 15, 1958 
NAGS MFRS. BLOCK = ] NAGS MFRS. BLOCK 
NO. PART NO. SIZE MAKE OF CAR | _NO, PART NO, _ SIZE MAKE OF CAR 
| 
B445 4666732 20 X 74 '56-'57Chev.&Pont., Q471 1691239 16 X 26 
4666733 4Door Hardtop | 1691241 2 Dr. Hardtop 
B446 B4468110623 '55-"57Nash Metrop.| B472 1651454 26 X 78 
| 1691199 2&4Dr.Hardtop 
B447 84468110624 '55-'57Nash Metrop. | 
| D473 1691156 16 X 24 
B448 684468110625 *55-'57Nash Metrop, | 1691196 4 Door Hardtop 
B449 200834 10 X 36 *55-"56Mack Truck D474 1691157 16 X 24 
| 1691197 4 Door Hardtop 
B452 1681690 24 X 66 '57-'58Dod. ,P ly. 2Dr.| 
1681691 Hordtop | D475 1691152 16 X 30 
= | 1691174 4 Door Hardtop 
B455 1681682 22 X 66 '57-'58Dod.,Ply.Bus, 
1681683 Cpe.,Cl.Cpe.4Dr.Sed, D476 1691153 16 X 30 
ae ae | 1691175 4 Door Hardtop 
B456 1681686 24 X 74 *57-'58Chry. DeSoto, 
168 1687 Dodge,Ply.,4Dr.H.T.| V477 1690954 6 X 16 
ia 1692160 4 Door Sedan 
B459 1697727 18 X 50 '57-'58Chry.,DeSoto, | 
1697728 Est.Wag.Dodge,Ply. Vv 478 1690955 6X 16 
2840Dr.Sub. 1692161 4 Door Sedan 
Q-460 1708594 16 X 56 '57-'58Chry. ,DeSoto, D479 1691154 18 X 24 
1708596 Dodge,Ply.,4Dr.Sub. | 1691202 4 Door Sedan 
Q461 1708595 16 X 56 *57-'58Chry.,DeSoto,| D480 1691155 18 X 24 
1708597 Dod.,Ply.,4Dr.Sub. 1691203 4 Door Sedon 
B462 1681702 32 X 74 *57-'58Chry.,DeSoto,| D481 1691150 18 X 30 
1681703 2Dr.H.T.(Sportsman) 1691176 4 Door Sedan 
B463 1695443 24 X 72 '57-'58Chry.,DeSoto,| D482 1691151 18 X 30 
1695444 2Dr.H.T .(Seville) 1691177 4 Door Sedan 
B464 1681694 24 X 68 '57-’58Chry.,DeSoto,| Q483 1691242 12 X 26 1957 Chry.(Imper.) 
1681695 4Dr.Sedan 1750348 4 Door Sedor 
V-466 1690956 6X 16 *57-'58Chry.(Imper.) | Q484 1691243 12 X 26 1957 Chry.(imper.) 
1692162 28 4Dr.Hardtop 1750349 4 Door Sedan 
V-467 1690957 6 X 16 '57-"58Chry.(Imper.) | B485 1651452 24 X 70 
1692163 28&4Dr.Hardtop 1691300 4 Door Sedan 
D-468 1691076 18 X30 ‘'57-’58Chry.(Imper.) | B487 BAC6442006A 22 X 66 
1691078 2 Dr. Hardtop BAC6442006B 
| Hardtop, 1958E dsel 
D469 1691077, 18 X 30 '57-"58Chry.(Imper.) | Ranger&Pacer2&4 
1691079 2Dr. Hardtop | 
| top, 
Q470 1691238 16 X 26 | 


1691240 


*57-'58Chry, (Imper.) 
2Dr. Hordtop | 


Revision A Replaces Poge 
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NAGS 
NO. 


B488 


B490 


B491 


B492 


B493 


B494 


B495 


B497 


B501 


B502 


B503 


B505 


Q506 


Q507 


B508 


B51] 


MFRS. 
PART NO. 


BAC5142006A 
BAC51420068 


BAC7042006A 
BAC70420068 


BAC5742006A 
BAC 57420068 


BAC5942006A 
BAC 59420068 


BAC7842006A 
BAC78420068 


BAC7842026A 
BAC7842026B 


BAC7842027A 
BAC78420278 


BAAK8142006C 
BAAK8142006D 
BAE 6542006C 
BAE 6542006D 


BAE 6542026A 
BAE65420268 


BAE6542027A 
BAE65420278 


BAE6442006A 
BAE 64420068 


BAE 5629740A 
BAE5629740B 


BAES629741A 
BAE 56297418 


BAE 5642006C 
BAE56420060 


BAJ5842006A 
BAJ5842006B 


INDEPENDENT FLAT GLASS DEALERS 


BLOCK 
SIZE 


14 X 60 


8 X 66 


6 X 58 


22 X 76 


Revision 


CURVED HERCULITE 
GLASS PARTS INFORMATION 






PAGE 11 
‘ a ~T NAGS 
MAKE OF CAR NO. 
'57~'58Ford Park.H.T.| B515 
| 
'57-'S8F ord Main.284 | B516 
Dr.Sed.&Bus.Coupe | 
| 
*57-"58Ford Fair.,4 | B517 
Dr.Hardtop ,'58E dse! 
Ranger & Pacer,4Dr. 
Hardtop B519 
'57-'58F ord, '58Edsel 
2Dr.Ran.Wag.&4Door B520 
Station Wagon 
'57-'58FordSta.Wag. | B52) 
Sed., Delivery Mode!l78A 
! 
"57-'58FordSta.Wag. | B522 
Sed.,Del. Mode! 78A 
| 
'57-'58F ord Sta.W ag. B524 
Sed.,Del. Model 78A 
*57~-'58F ord Truck- B526 
F-100, F-350, F-600, | 
F-700, F-900 
B527 
1957-58 Mercury | 8531 
Turnpike Cruiser | 
2&4 Dr. Hardt 
ai? ree | eee 
B537 
*57-'58Merc.Montc!l.& 
Monterey, 2&4Dr.Sed, 
&28&4 Dr. Hardtop B538 
*57-'58Merc.2Dr.Sta, 
Wag. 56B84Dr.Sta,Wag. | B539 
77A 
'57-'58Merc.2Dr.Ste. | B54) 
Wag.56B&4Dr.Sta.Wag. 
77A 
B543 
°57-'S8Merc.2Dr.&4Dr. 
Sto.Wag. 
1957Linc.CaprigPrem.,| 68544 


4Dr.H.T.&4Dr.Sedan = | 


D Replaces 


revision C page 


JANUARY 15, 1958 





“MFRS. BLOCK | 

PART NO. SIZE MAKE OF CAR 
4689109 18 X 42 1957Buick& Olds. 
4689110 

4689111 14 16 1957Buick & Olds. 
4689113 

4689112 14 16 1957Buick & Olds. 
4689114 

4687552 18 42 1957Buick & Olds. 
4687553 

4687548 14 18 1957Buick & Olds. 
4687550 

4687549 14 18 1957Buick & Olds. 
4687551 

1174567 16 64 1957-58 Buick & 
1174568 Oldsmobile 
4689404 20 78 1957-58Buick & 
4689405 Cadillac 

4687393 20 76 1957 Buick & 
4687394 Cadillec 

4692193 14 40 1957-58 Buick & 
4692194 Cadillac 

4685832 18 72 1957-58 Cadillac 

El Dorado Brougham 
4717731 20 76 1957Buick2&4Dr. 
4717732 Deluxe Rood.H.T. 
174744R1 18 48 1957-58int.Harv, 
174745 R1 Trovelali 
BAM5742006C 24 82 1958Edsel Corsair & 
BAM5742006D Citation2&4Dr.H.T. 
BAF 5742006A 26 84 1958 Mercury 284 
BAF 5742006B Dr.Hardtop 
BAP6342006A 18 56 1958 Thunderbird 
BAP6342006B 
BAK5742006A 22 84 1958 Lincoln All 
BAK 57420068 Models except 
Continental 

4717733 20 78 '57Buick2&40r.Deluxe 
4717734 Roadmaster H.T. 
1] dated Aug. 19, 1957 
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PAGE 12 JANUARY 15, 1958 
WAGs wFRS. G@<LOCK | 1,71 PS 7 
NO, PART NO. SIZE MAKE OF CAR 
BS46 4712425 20 X 70 ‘S8Chev.&Pont.,2Dr. 
4712426 Sport Coupe 
B548 4713527 18 X 74 ‘S58Chev.&Pont.,2Dr. 
4713528 &4Dr.Sed.,2Dr.&4Dr, 
Hardtop & Bus.Cpe. 
BS49 4716385 18 X 58 ‘S8Chev.&Pont., 2Dr. 
4716386 &4Dr.Stot.W agon 
B550 4716561 22 X 70 1958Buick(Spec.& 
4716562 Cent. )&Olds.-All ex- 
cept Stat.Wagon 
B551 4717338 18 X 72 '‘S8Buick-Super & 
4717339 Road. 4Dr.Hardtop 
B552 4718606 20 X 78 ‘S58Buick-Super & 
4718607 Road. 2Dr.Hardtop 
B553 4716878 20 X 74 '58 Cadillac 4Dr. 
4716879 Hardtop 
B554 1326022 28 X 64 ‘S8Sidabokerk Packer 
1326023 2 Door Hardtop 
B555 1326020 22 X 68 ‘S8Studeboker& Packard 
1326021 2&4Door Sedan 
B556 3429029 16 X 54 'S8Rambier-100 
3425826 (American) | 
Q558 1860596 12 X 26 ‘57-'58 Chrysler 
1860598 Imperial(w/o hole- 
beginning Moy!, 1957) 
Q559 1860597 12 X 26 '57-'58 Chrysler 
1860599 Imperial(w/o hole- | 


beginning May], 1957) | 





* 
| 
ie 
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EXHIBIT II]—C-14 


PITTSBURGH 
PLATE GLASS COMPANY 


January 20, 1958 


TO THE TRADE: 


Please make the following corrections on our quotation 
dated January 15, 1955, on Curved Windshields in Clear, SOLEX, and 
SUNSHADE SOLEX DUPLATE: 


W-245 Solex $27.10 $23.50 
W-277 Solex 27.70 24.00 
W-309 Sunshede 20.85 28.15 


We will appreciate your making these corrections immediately. 


PITTSBURGH PLATE GLASS CCMPARY 


| a s.r 

15 SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 

ee: eee ee on 
mi-iose RS 
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EXHIBIT IJ—C-15 


PITTSBURGH 
PLATE GLASS COMPANY 


I 


P A KETCHUM, MANAGER SAFETY GLASS SALES MERCHANDISING DIVIBION GENERAL OFFICES: 
ONE GATEWAY CENTER. PITTSBURGH 22. PA 


February 26, 1958 


TO THE TRADE: 


Will you please make the following changes on our basic quotation 
of January 15, 1958, on Curved Windshields in Clear, SOLEX and SUNSHADE 


SOLEX DUPIATE. 
Price Per Light 

NAGS Clear SOLEX SOLEX 

No. DUPLATE DUPLATE DUPLATE 
W-1h1 $2.22 $ - $33.83 
W-1h6 23.16 23.16 * 32.31 
W-1h7 2.90 - 34.60 
W-187 20.68 © - 
W-188 19.69 19,69 * - 
W-189 19.69 - - 
W-21h 22.81 - 31.81 
W-220 22.15 ~ 30.69 
W-317 18.85 ~ 26.h1 
W-318 18.38 - 25.52 
W-319 21.67 - 30.07 
W-327 - - 29.06 
W-351 33.69 - 0.86 
W-353 32.17 - 38.98 
W-356 31.30 . - 
W-358 29.83 - ‘ 
W-%61 47.27 ~ - 
W-362 16.30 - 22.5k 
W-39k 26.63 ~ 34.38 
W396 25.37 ~ 32.70 
W-457 36.14 37 64 - 
W458 32.65 34.27 - 
W-512 26.63 - 34.48 


Credit memoranda will be prepared and forwarded to you promptly 
covering any sales from January 15, 1958, onward made at the higher prices 
previously in effect. 


PITTSBURGH PLATE GLASS COMPANY 


* When present factory stocks are exhausted, these items will be discontinued. 
For this reason the SOLEX DUPLATE Windshields are priced at the same leve] as 





4 . x the Clear DUPLATE Windshields. 
315 (ip) SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 
Saas Cee G 
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EXHIBIT IJ-C-16 


NAC 


PITTSBURGH Pa 


PLATE GLASS COMPANY Wa. 


We 
le 
P A KETCHUM manacen sarer a ALES MERCHANOIEIN 108 ENERAL OFFICES 
ATEWAY CENTER PITTSBURGH 
, We 
August 27, 1958 
We 
We 
We 
TO THE TRADE: 
It is a pleasure to provide the carton allowance schedule which W- 
is attached. This schedule includes allowances on the popular 1959 model 
parts. This quotation supersedes ours of April 21, 1958. 
We 
PITTSBURGH PLATE GLASS COMPANY 
W. 
W 
W 
W 





aneupasinsemansnengeenl RN Bireserceprenmnngencesenpnenieemgtinremnnigeermsinass cimmmendeg - ~ —_ N 
(5 SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 
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: NAGS 
Part No. 


WW-68,69,73, 74, 79,80 
W-109,110,111,112,113, 
114,115 ,116,130,131 


1 Part-l Color 1 Part-2 Color 


| CARTON ALLOWANCE - CURVED WINDSHTELDS 


Packed in 25 lte Box 
Allowance per light 


$ 61 


Packed in Pallets 


August 27, 1958 


acked in 8 lt. Box 
Mixed Parts & 
1 Part-1 Color Mixed Colors 


W-351, 353, 356, 358 $ 3.31 $ 3,00 $ 2.06 $ 1.85 i 
i 
W=39h,, 396,407,512, 2.59 2.28 1.25 1.10 | 
613 
W-514,518,451, 45h, 3.15 2.84 1.90 1.75 { 
Sol | 
i 
W-37k,, 376, 378, 382, 2250 2625 2.00 1.85 \ 
38), 389, 391,417, j 
425 54433,136,486, | 
1:89 496,571,572 i 
W545 5547 540 3.00 2.85 1.75 1.60 | 
Packed in Pallets Packed in 6 lt. Box { 
e arts i 
1 Part-1 Color 1 Part-2 Color 1 Part-l Color Mixed Colors 
Wely53,523,525,52, $ 3.35 $ 3.0) $ 2.10 $ 1.95 
573 i 
W-53 2250 2225 2.00 1.85 
W-566,567,568,569 3225 2095 2212 1.95 : 
Packed in Pallets ; 
Approx. 50 lts. Packed in 12 lt. Box ; 
ixed Parts & i 


1 Part-1 Color 1 Parte2 Color 


1 Part-l1 Color Mixed Colors 


We1h1,146,17,21h, $ 2,00 $ 1.75 $ 1.50 $ 1.35 
220 

W=187,188,189,317, 1.85 1.60 1635 1.20 
318, 319, 362 

Wa2hh, 25,246,247, 1.80 1.65 1.50 1.35 4 
2772785279 5280, : 
281,282,283, 330, 
333, 347 

- We12 250 050 250 250 
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EXHIBIT II—C-17 


PITTSBURGH 
PLATE GLASS COMPANY 


li 


~ GENERAL OFFICES 
P A KETCHUM manaGen SAFETY GLASS SALES MERCHANDISING DIVISION 7 : 7 
ONE GATEWAY CENTER PITTSBURGH 22 PA 


August 27, 1958 


TO THE TRADE: 


It is a pleasure to provide the Curved Backlight carton allowance 
schedule which is attached, This schedule includes allowances on the 
popular 1959 model parts. This quotation supersedes ours of April 21, 
1958. 


PITTSBURGH PLATE GLASS COMPANY 


eed a SSS ese eee 
15 SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 
eae eee a rm . _ _ “ 


an) - 1998 





' 
f 
' 
i 





poe 


oo es tne, eam th Gh Gh ots iets ee ee ae oe 





NAGS 
Part No. 


B-250 
Be25), 
B=290 
Be308 
B-313 
B-321 
B-377 
B-379 
B-380 
B-381 
B-383 
Be385 
B-386 
B-387 
B-388 
B-390 
B-392 
B-395 
B-397 
B=398 
Ba405 
B408 


INDEPENDENT 


CARTON ALLOWANCE = CURVED HERCULITE 


Packed in Pallets 
Allowance per Lt. 


$ 1.03 


FLAT GLASS DEALERS 


NAGS 


Part Noe 


B97 
B-505 
B-508 
Be515 
B-516 
B-517 
Be-519 
B-520 
Be521 
B-522 
B52 
Be526 
B-527 


B-550 

B-551 

Be552 

B-553 

B-556 

B-3005 
B-3006 
B=3007 
B~3008 
B=3009 
B-3010 
B-3011 
B-3013 
B-301), 
B=3015 
B-3016 
B=3017 
Be3018 
Q=3019 
Q=3020 


633 


August 27, 1958 


Packed in Pallets 
Allowance per Lt. 


$ 1.50 
2,00 
2.28 
1.30 

292 

092 
1.30 

92 

092 
2632 
3238 
3.38 
12 
1.50 
2,00 
2,00 
1.25 
2.00 
3238 
3038 
2052 
3.38 
3250 
3250 
3-50 

75 
2250 
2050 
3200 
1.00 
2.00 
1.00 
1,00 
2.00 
2.00 
0) 
1.50 
2625 
2625 
1250 
1.50 


ee 
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EXHIBIT II—C-18 


PITTSBURGH 
PLATE GLASS COMPANY —— 


i NAC 
I ; 
i 
W4) 
ONSING s" ATEWAY CENTER PITTSBURGH 22 PA wal 
June 16, 1958 w42 
| w42 
W43 
TO THE TRADE: ' W43 
P43 
The 4% quarterly credit plan announced in our letter of 
December 27, 1956, amended in our letter of March lh, 1957, and extended | w43 
in our letter of May 28, 1957, is withdrawn effective June 16, 1958. 
Credit memoranda covering shipments in the second quarter up to and w43 
including those of June llth will be forwarded to you in the regular 
manner. Wa: 
Effective Jure 16 we will allow a 10% discount from ouwr W4 
quotations of - 
W4! 
A. January 15, 1958, on Curved Duplate Windshields; 
Revised February 26, 1958 W4 
' 
B. January 15, 1958, on Curved Herculite Backlights | w4 
C. Foreign Car Windshield prices dated March 17, 19558. Wa 


On sales of Windshields or Backlights packed in pallets or W4 
boxes, our quoted carton allowance will be deducted before the 10% 
discount is applied. Wa 


We will guarantee our prices against our own decline after We 
June 16, 1958, for 60 days from date of shipment. This offer covers 
shipments to your own stock. 


There is no change in our packing, transportation or other | wW 
terms. 


W 
PITTSBURGH PLATE GLASS COMPANY 


7 15 Pp a SYMBOL OF SE RViICc E ” F OR SEVE NT v-F VE YEARS 
—————— | ees —_—_——_—_—_—_—K—a—a—_— - —_ 
“a cB Ns 











NAGS 


NO. 
W416 
w4i7 
W420 
W425 


W430 
w43) 


P432 
W433 
W436 
W438 
W450 
w45) 
W453 
W454 
W457 
W458 
W465 
W486 
W489 
W496 
w49e8 
W499 
w 500 
W504 


W512 





Revision E 


PRICE PER LIGHT 


INDEPENDENT FLAT GLASS DEALERS 


EXHIBIT IJ—C-19 


SUNSHADE SQ.FT. 
CLEAR SOLEX SOLEX EACH 
DUPLATE DUPLATE DUPLATE LIGHT 
$31.65 $33.20 $41.70 9.00 
43.95 47.00 10.69 
31.95 33 .60 10.28 
31.10 32.65 9.00 
46.30 47.60 7.58 
46.30 47.60 7.58 
Price Upon Application 7.78 
39.95 43.00 11.92 
27.60 29.45 8.75 
28.65 30.20 10.00 
43.99 8.25 
32.05 33.50 38.20 12.33 
50.25 52.10 58.00 14.78 
32.05 33.50 38.20 12.33 
36.14 37.64 9.78 
32.65 34.27 11.31 
48.00 55.40 14,08 
29.85 31.00 9.50 
29.85 31.00 9.50 
30.85 32.05 9.25 
273.50 24.40 7.1) 
2B .50 24.40 7.00 
55.61 13.33 
34.40 35.80 39.95 1.71 
26.63 34.48 9.72 


Reploces Revision 


NAGS 
NO. 


W513 
W514 
W518 
W523 


W525 


W534 
*Q535 
*Q536 
W540 
W542 
W545 
W547 
W557 
W571 

W572 


W573 


*When present factory stocks 
these 


reason the 


PRICE PER LIGHT 


635 


AUGUST 27, 1958 


SUNSHADE SQ.FT. 

CLEAR SOLE X SOLEX EACH 
DUPLATE DUPLATE DUPLATE LIGHT 
$27.90 $ $36.05 9.72 
34,18 42.01 W.0 
37.29 45.90 12.22 
36.16 43.90 11.39 
39.44 47.95 12.53 
121.26 14,08 

33.10 34.75 10,28 
23.65 26.40 8.00 
23.65 26.40 8.00 
57.10 63.65 11,92 
61.40 70.40 16.33 
28.62 36.50 9.50 
30.41 38.83 10.56 
32.65 34.40 - 9.44 
36.00 42,30 11.92 
36.00 42.30 11.92 
67.50 78.20 18.22 


items will 


be disc 


"'Solex Duplate” 
level os the 


are priced at the some 
“Duplate’’ Wi 


**Wwill 


D page 


nd shields. 


are exhausted, 


ontinuved. For this 


be furnished in Duolite Quality 


3 dated Jon. 15, 


1958 


Windshields 


Clear 
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AUGJST 27, 1958 





1959 GENERAL MOTORS WINDSHIELDS, 
LAMINATED QUARTERS & PARTITIONS 


PRICE PER LIGHT 


SUNSHADE SQ.FT] 


NAGS CLEAR SOLEX SOLEX EACH 
NO. DUPLATE DUPLATE DUPLATE LIGHT 
W566 0 $47.80 $ $58.55 15.56 | 
W567 48.93 : 59.95 15,94 
W568 47.80 ‘ 58.55 15.56 
W569 48.933 - 59.95 15.94 | 
W570 84.25 ‘ 95.41 15.94 
Q3001 11.90 12.68 . 5.25 | 
aso 11.90 12.68 ‘ 5.25 | 
@3003 12.67 13.51 ; 5.64 | 
Q3004 12.67 13.51 : 5.64 
P3012 37.49 ; : 8.8 | 


The above prices are NET. 
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EXHIBIT II—C-20 


AUGUST 27, 1958 i} 





PRICE PER LIGHT SQ.FT. | PRICE PER LIGHT SQ.FT. 

NAGS CLEAR SOLEX EACH NAGS CLEAR SOLEX EACH 

NO. HERCULITE HERCULITE LIGHT NO. HERCULITE HERCULITE LIGHT | 
B508 $10.95 $12.10 6.00 B553 $15.81 $18.25 10,28 

B51) 16.30 18.50 11.61 B554 20.70 22.25 12.44 i 
B515 7.40 8.65 5.25 B555 17.60 18.90 10.39 
B516 2.97 3.34 1.56 8556 10.50 11.25 6.00 ! 
B517 2.97 3.34 1.56 Q558 5.05 5.30 2.17 | 
B519 7.73 9.04 5.25 Q559 5.05 5.30 2.17 
B520 3.08 3.47 1.75 Q564 5.55 6.00 2.33 | 
B521 3.08 3.47 1,75 Q565 5.55 6.00 2.33 
B522 9.77 11.42 7.11 | 83013 28.30 30.70 15.17 
B524 15.1) 17.65 10.83 B3014 20.30 21.60 9.75 
B526 14.96 17.47 10.56 | B3015 12.15 13.10 6.67 
B527 5.93 6.90 3.89 | B3016 14.25 15.40 8.00 ! 
B531 . 23.88 9.00 | 83017 32.30 34.65 16.67 
B532 15.70 18,21 10.56 | 83018 34.65 37.20 18.67 
B537 10.20 11.15 6.00 | Q3019 15.35 16.30 6.89 
B538 20.80 22.50 13.67 | Q3020 15.35 16.30 6.89 
B539 22.90 B85 15,17 | 
B54] 13.50 14.40 7.00 
B543 24.45 26.05 12.83 | 
B544 15.85 18.39 10.83 | 
B54é 14.85 17.28 9.72 

548 14.16 16.44 9.25 

3549 10.53 12.21 7.25 

550 15.41 17.9% 10.69 

55) 14.13 16.38 9.00 | 

B552 14,57 16.91 10.83 


Revision E Replaces Revision D page 8 dated Jan. 15, 1958 


30140 O—59 4 


wv 
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AUGUST 27, 1958 


1959 GENERAL MOTORS BACKLIGHTS & 
LAMINATED QUARTER LIGHTS | 





PRICE PER LIGHT 


SQ.FT. 
NAGS CLEAR SOLEX EACH 
NO. HERCULITE HERCULITE LIGHT 
B3005 $17.97 $21.06 $13.22 
26.63* 
B3006 19.17 28.50* 13.33 
B3007 24.53 28.83 17.78 
B3008 6.63 7,85 5.33 
| 
B3009 14,15 16.58 9.72 
B3010 6.14 - 4.47 
B3011 5.46 6.43 4.28 


*Solex Sunshade 


The above prices are NET. 











P A KETCHUM manacen SAFETY GLASS SALES MERCHANDISING DIVISION GENERAL OFFICES 


INDEPENDENT FLAT GLASS DEALERS 639 
EXHIBIT II—C-21 | 
PITTSBURGH | 
PLATE GLASS COMPANY 
R 
iG 


June 16, 1958 


eS 


TO THE TRADE: 


We enclose our Factory Quotation on designated Curved 
Windshields dated June 16, 1958, which supersedes our Quotation of 
January 15, 1958, for shipment from our factories, f.o.b. Creighton, 
Pennsylvania, or Greensburg, Pennsylvania, at our option. 


The L% obsolescence allowance outlined in our letter of 
December 27, 1956, as amended in our letters of March , 1957, and 
May 28, 1957, is withdrawn effective June 16, 1958. 


ij 
1 
. 
) 
: 
4 
i 
| 


PITTSBURGH PLATE GLASS COMPANY 








—$——___ —___—_—. a _— _ — 
(5 SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 
LY ie G _ ae —_ 
an) 1998 
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PITTSBURGH 
PLATE GLASS COMPANY 


© A KETCHUM wanacer sarer ASS SALES MERCHANDISING DIVISION ENERAL OFFICES 
SATEWAY ENTER PITTSBURGH 22 PA 
June 16, 1958 Page 1 
TO THE TRADE: 


We are pleased to quote you as follows on Curved Clear, SOLEX, and 
SUNSHADE DUPLATE Windshields designated below, effective this date. 


Carload Pallet 


NAGS Price Per Light Block Mfrs. 
No. Clear  SOLEY Ss Size Part Noe Make of Cur 








W-2u" $20.71 $ - $ - 20 x 60 BA7003L00B 1952-5 Ford-Mercury 
- 22.70 - BC 70031000 

We2h5* 19,25 rs . 18 x 60 BA7603100B 1952-5) Ford-Mercury 
- 21.05 i BC7603100A 

Wa2h6" 25,27 “ 22 x 62 #8D7303100B 1952-55 Lincoln 
- 279k - BD73031000 

W-27" 23,52 : ‘s 20 x 60 #D7607L00B 1952-55 Lincoln 
- 27-11 0s BD 76031000 

W-3307 = 20,13 . ‘ 20 x 58 BAAAG103100A 1953-55 Ford Truck 

22,02 x BALA8103100B 

W=37h> 31.92 = - 20 x 72 BAA),OO3100A 1955-57 Ford Thunderbird 
- 37.68 ~ BAAI,003100B 

W=376° 22S “ " 18 x 7h  BN7603100A 1955-56 Ford 
- 26.453 - BN7603100B 

W-378° =. 26.2; iS - 20 x 7h  BN7003100C 1955-56 Ford 
> 28.52 i BN70031 001 

w-hi7> 40.21 . m 22x 70 h0L4135 1956-57 Lincoln 
- 43.16 - 40,8416 Continental 

W-433° 36,33 i . 22 x 78 BY7303100/ 1956-57 Lincoln 
39.28 j BY7303100B 

W436? 24.35 ~ - 18 x 70 WAHSLOZLODA 1956 Ford Truck 

26.14 os BLAHSLO3 


Sdicacieceaieoneeecnsaon a | . 
‘ } SYNB L OF SERVICE FOR SEVENTY-F VE YEARS 





NAGS 
Noe 


walj869 


w-89% 


w-968 
W988 
w-h998 


w-soot 


W-504° 


F.0.3. - Creighton, 


INDEPENDENT FLAT GLASS 


asic 


Carload Pallet 


Price Per Light Block Mfrse 
‘lear DOLE. s/s Size Part Noe 


26.53 


26.53 


52.48 


56.45 


- - 18 x 76 BAC6),03100A 
2765 a BAC6),03100B 

- - 18 x 76 BAC70031900A 
27.64 - BAC7003100B 

~ - 18 x 74 BAAK81O31L00A 
28.66 - BAAK81L03L00B 

- - 2h x 42 BACAAILOZLOOA 
21.73 - BACAAILO3100B 

- = 2h x 42  BACAA9103102A 
21.73 - BACAA9103101B 

- 51.52 2h x 80 BAE6503100 

= - 20 x 80 _—BAR603100A 
32.30 - BAE6),03100B 

- 36.33 BAE6),03100C 

- = 22 x 78  BAP63031000 

- 58.83 BAP6303100E 

3 - 28 x 8 BAK5703100C 

- 65.38 BAKS7031L00B 


LESS 10% 


Atlanta, Ga, 
Baltimore, Md. 
Boston, Mass. 
Chicago, Tl. 
Cincinnati, Ohio 
Cleveland, Ohio 
Dallas, Texas 
Detroit, Mich. 


DEALERS 641 


June 16, 1958 


Make of Car 


Ford Fairlane, 2 & h-dr. 
Sedan & Hardtop, Parklane 
Hardtop & Sunliner Conve, 

1958 Edsel Ranger & Pacer, 

2 & hedr. Sedan, 2 & hedr. 
Hardtop 


Ford Mainline Bus. Cpe. 
2 & adr. Sedan, 2 & hedr. 
Station Wagon, Sedan 
Delivery 

1958 Edsel, 2 & hedr. Station 
Wagon 


Ford Truck F100, F350, F600, 
F700, F900 


3 
\Ford Truck CA Tilt Cab, 
-4 0550, C900 


| 
| 


L__— 


Mercury Turnpike Cruiser 


Merc Monterey & Montclair, 
2 & kedr, Hardtop, Conve, 
2 & hedr,. Station Wagon, 
2 & hedr. Sedan 

1958 Edsel Cor. & Cites 
2 & hedr. Hardtop & Conv, 


1958 Thunderbird 


1958 Lincoln 


Pennsylvania, or Greensburg, Pennsylvania, Carload freight 
allowed to the following points: 


High Point, N. Ce 
Memphis, Tennessee 
Minneapolis, Minn. 
New Orleans, La. 
New York, N. Y. 
Omaha, Nebraska 
Pittsburgh, Pa. 
St. Louis, Mo. 
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-3- June 16, 1958 


a) Approximately 83 Lights per Pallet 
b) Approximtely 25 Lights per Pallet 
c) Approximately 23 Lights per Pallet 
a) Approximately 22 Lights per Pallet 
e) Approximately 20 Lights per Pallet 
f) Approximately 16 Lights per Pallet 


g) Quantities per Pallet not determined 


All orders are subject to acceptance upon receipt of specifications, 
and are entered at the price in effect on date of shipment. 


All orders accepted subject to strikes, lockouts, contingencies of 
transportation, failure of usual source of supply of fuel, materials or labor, 
fire, accidents, or other causes beyond our control; and we shall be relieved 
from responsibility for delay or failure of delivery arising out of any such causes 


Any tax or other Governmental charge upon the production, sale and/or 
shipment of goods sold unier this quotation now imposed by Federal, State, or 
Municipal authorities, or hereafter becoming effective within the period that 
such quotations remain in force, shall be added to each invoice and shall be paid 
by the buyer. The amount of any tax or charge so added to each invoice shall not 
be subject to any cash or other discount. 


TERMS: 30 days net ar 1% discount for cash in ten days from date of invoice. 


PITTSBURGH PLATE GLASS COMPANY 
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EXHIBIT I[J]—C-22 


PITTSBURGH 
PLATE GLASS COMPANY 


June 16, 1958 


GENERAL OFFICES 
NE GATEWAY CENTER. PITTSBURGH 22 PA 


TO THE TRADE: 


We are pleased to submit herewith our Factory Quotation 
covering prices on designated Curved Backlights and Quarter Lights 
for shipment from our factories, f,o.b. Ford City, Pennsylvania, or 
Greensburg, Pennsylvania, at our option, This Quotation supersedes our 
Factory Quotation of January 15, 1958. 


The % obsolescence allowance outlined in our letter of 
December 27, 1956, as amended in our letters of March lh, 1957, and 
May 28, 1957, is withdrawn effective June 16, 1958. 


PITTSBURGH PLATE GLASS COMPANY 


et 
JO p ; a Tes 











P A KET 
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PITTSBURGH 
PLATE GLASS COMPANY 


RAL OFFICES 
a: ‘eeeengion ‘ a 
ATE t ee PITTSBUR PA 
June 16, 1958 Page 1 
> 


TO THE TRADE: 


We are pleased to quote you as follows on Curved Clear HERCULITE 
Backlights and Quarter Lights, and Curved SOLEX HERCULITE Backlights and 
Quarter Lights designated below, effective this date. 


Carload Pallet 


NAGS Price Per Light Block Mfrs. 
No. Clear SOLEX Size Part No. Make of Car 





BBB-1° $ 4.52 $ - 1h x 34 06H-7342006 1940 Lincoln 
BB-19* 4.13 - 1, x 34 12A-702016 1941-48 Ford-Mercury 
-A2 
BB-207 2.h0 - 12 x 36 06H-57:2006 190-48 Lincoln (Conta. ) 
191-42 Lincoln (Contd. ) 
BB-212 4.13 - 1h x 34 06H-7342006 1941-8 Lincoln (Zephr) 


BB=36? 2.98 > 12 x 30 21A-78),2016 192-51 Ford Truck 


BB-83° 6.59 ° 18 x 6 8A ~70:2006 199-51 Ford (except 
Convt. & Station Wagon) 
BB~85° 566k ‘ 18x hO 8M-72h2016 199-50 Lincoln, Sedan & 
Coup 
1949 Mercury Sed oupe 
BB=86° 1.5h é 10x18 8M-72L,2016R 1949-50 Lincoln, Sedan & 


Coupe 
1949 Mercury, Sedan & Coupe 


BB-87° 1.5h . 10x18 8M-72h2019L 1949-50 Lincoln, Sedan & 
Coupe 


1949 Mercury, Sedan & Coupe 


BB-89° 6.) - 20 x 38 = TEH=73200€ 1949-50 Lincoln, Town Sedan 
1949-51 Lincoln, Coupe 4 
Sport Sedan 
b ¢ , 5 q 
BB-90 1.54 - 8 x 2¢ I 19))9- ncoln, Town Se 





eis aeesiespinsiesiaeiniiecs BI St ksi ieee Rmsnan 
‘ RB SYMBOL OF ERVICE F R SEVENTY-FiVvE YEARS 
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-2- June 16, 1958 
Carload Pallet : 
NAGS Price Per Light Block Mfrs. i 
No. Clear ~cTe Size Part Noe Make of Car 
pp-91" ss $165) $$ 8 x 20 TEH-73k2027L 199-50 Lincoln, Town Sedan 
BB-92> 1.6h - 10 x 20 7EH-722026R 199-51 Lincoln, Coupe & 
Sport Sedan 
BB=93° 1.6) - 10 x 20 7EH-7242027L 1949-51 Lincoln, Coupe & 
Sport Sedan 
B-1344 8.57 ° 18 x 58  8M722006 1949-50 Mercury, Coupe & 
Sedan 
p-231> 2.32 * 1h x18 1A-60)2026R 1951 Ford, Hardtop 
Ba232° 2432 © 1k x18 1A-6042027L 1951 Ford, Hardtop 
} 
B=233° 6.78 - 18 x Li 1A-60,2006C 1951 Ford, Hardtop 
B-250° 10.01 - 18 x 68 BA70h2006B 1952-5 Ford, Fordor 
- 11.85 BC7042006A 1952 Mercury, 3 Pass. Coupe 
1952-5 Mercury Sedan 
B-251° 7h - 20 x bh BA6042006B 1952 Ford Hardtop 
< 8.72 BC60,2006A 
Ba252” 2.56 ° 1h x 20 BA60L2006B 1952 Ford Hardtop 
- 3.00 BC602026A 
B=253° 2.56 . 1h x 20  BA60L2027B 1952 Ford Hardtop 
- 3.00 BC601,2027A~ 
B-25),° 5615 - 16 x hO BA591:2006A 1952-5 Ford, Station Wagon 
a 6,02 BC79l4:2006A 
Ba255° 5.54 - 18 x 38 D73l,2006B 1952 Lincoln Cosmo. Sedan 
- 6.51 BD7342006C 
B~256> 2.75 - 16 x 20 D7342026B , 1952 Lincoln Cosmo. Sedan 
- 3.2h BD73)20260™ 
B.257° 2675 - 16 x 20 873420278, 1952 Lincoln Cosmo, Sedan 
- 302h BD7342027C 
B-258° 6.10 7 20 x 38 BD601;2006B 1952 Lincoln Cosmo, Hardtop 
. 7022 BD604,2006C 
p-2sof 2.37 “ 16x18 60)20263 1952 Lincoln Cosmo, Hardtop 
- 2075 BD6042026C 
p-260% 2.37 . 16x18 m60h2027B 1952 lincoln Cosmo. Hardtop 


2675 EDAN!,;2027C 
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NAGS 
No. 
B~3138 
B-31)8 
B-3158 


B=375° 


B-3778 


B=3798 


B-380° 


p88° 


Carload Pallet 


Price Per Light 
Clear SOEX 





$13.10 
9646 
10.52 


6625 


10.23 


9-22 


he7h 
9.55 


11,05 
8.54 
10,88 
10,58 
9222 


11.440 





$ - 
15.13 


11.16 
12,h2 

7,02 
11,83 


10.67 


5eh7 
11.06 


2.32 
9285 
12.87 
12.52 
10.56 


12.61 


> 


Block 
Size 


INDEPENDENT FLAT 


22 x 72 


20 


20 


16 


18 


14 


Nm 
™m 


x 


Ih» 


70 


7 


—~) 
— 


72 


46 


64, 


62 


70 


6 


66 


Mfrs. 
Part Noe 


BG60),;2006A 
BG60l,2006B 


BH60),2006A 
BH60),2006B 


BH73l;2006A 
BH734,2006B 


BAA)0!;2006A 
BAA],0l,2006B 


BN602006A 
BN60,2006B 


BN7042006A 
BN704,2006B 


BNS942006A 
BN59l,2006B 


BN6));2006A 
BN6,,2006B 


4046161 
};01:9298 


BVS8;2006A 
BVS8):2006B 


BY60),2006A 
BY60),20065 


BY7342006A 


BY7342006B 


BAAH87.);2006A 
BAAH81),:2006B 


nz) nge 
BAC6ULiz eO064 
BACE6)); 20065 





GLASS DEALERS 


June 16, 1958 


Make of Car 


1953-54 Ford, Hardtop 
1953-5 Mercury, Hardtop 


1953-55 Lincoln, Hardtop 

1953-55 Lincoln, Sedan 

1955-56-57 Ford, 
Thunderbird 

1955-56 Ford, Victcria 
Hardtop, Mercury Monterey, 
2-dr. 


1955-56 Ford-Mercury, 
2 & hedr,. 


1955-56 Ford-Mercury, 
2 & hedr. Station Wagon, 
Ford Sedan Delivery 
1955-56 Ford Fairlane, 
Mercury Monterey, 
Special 2-dr, 


1956-57 Lincoln Cont. 


1955-56 Mercury Montclair 


1956-57 Lincoln Hardtop 


1956-57 Lincoln, h—dr. 


1956 Ford Truck 


Ford Mainline, 2 & hdr. 
Sedan, Fairlane 2-dr. 
Hardtop 


Edsel Ranger & Pacer, 
e } 3 5 
2 & Wedr. Sedan, 2-dr. 
44 - 


naz op 





on ae rm 
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oxitece June 16, 1958 
Carload Pallet 
NAGS Price Per Light Block Mfrs. 
No. Clear SOLEY Size Part No. Make of Car 
B=h907 $11.06 $ - 18 x 66 BAC7Ol2006A Ford Mainline, 2 & h-dr. | 
- 12.03 BAC70,2006B Sedan & Bus, Coupe 
p49 10.96 . 20 x 66 BACS7i2006A -—=S«- Ford Fairlane, hdr. Hardtop | 
- 12.08 BAC574,2006B Edsel Ranger & Pacer, I 
hdr. Hardtop ' 
p-1924 8.15 ‘ 16x 58  BACS9L2006A ~—Ss- Ford & Edsel, 2 & hdr. | 
- 8.92 BAC594,2006B Station Wagon 
B=1,93" 7.03 e 16x42 BAC7842006a [| ~ 
a 7.91 BAC7842006B 
B-L9L,2 2.18 - 8x 1k BAC7842026A Ford Station Wagon, | 
= 2.33 BAC78h2026B Sedan Del., Model 78A 
B-L957 2.18 F 8x 1h BAC7SL2027A 
‘ 2.33 BAC78h2027B 
By979 9.07 - 1s x 66 BAAK8142006C Ford Truck - F100, F350, 
- 10,18 BAAK812006D F600, F700, F900 
psouk 8.78 é 16 x 42 BAE6542006C . 
- 9.60 BAE65,2006D 
Bs027 2276 - 1, x 16 BAE65)2026A Mercury Turnpike Cruiser 
a 2.96 BAE65),2026B 2 & hedr. Hardtop 
B-503* 2.76 - 1s; x16 BAE652027A 
. 2.96 BAE652027B | | 
BSO5™ 17.80 - 2h x 80 BAE6));2006A Mercury Montclair & 
- 19,440 BAE6,);2006B Monterey, 2 & hedr. 
Sedan, 2 & hedr, Hardtop 
q-506 8.92 - 16x58 BAE5629726C Mercury 2<dr, Station Wagon 
9270 BAES629726D 56B, hedr. Sta. Wage 77A 
Q-5077 8.92 - 16x58 BAES629736C Mercury 2<dr, Station Wagon 
- 9.70 BAE5629736D 56B, 2—dr. Sta. Wage 77A 
B-508* 9.1 - 18 x 48  BAES642006C Mercury 2 & h-dr. 
- 10.52 BAES6,2006D Station Wagon 
B-5118 13.87 ¥ 22 x 76 BAJ58)2006A Lincoln Capri & Premiere 
~ 16,00 BAJ5 820063 h-dr, Hardtop, hedr, Sed. 
B-538" 18.2) - 2, x 82 BAMS7:2006C Edsel Corsair & Citation 
- 19.88 BAMS 71,2006D 2 & hedr. Hardtop 
B-539" 20.27 - 26 x 84 BAF572006a Mercury, 2 & hedr. Hardtop 
- 21.19 AF571,2006B 
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= June 16, 1958 
Carload Pallet 
NAGS Price Per Light Block Mfrs. 
No. ‘lear SOLEX Size Part No. Make of Car 
B5u1* $11.88 ¢ - 18 x 56 BAP631;2006A Thunderbird 
- 12.76 BAP631,2006B 
Be543™ 21.78 ° 22 x 8 BAKS72006A Lincoln (exce 
~ 23.33 BAKS 7,2006B Continental 
TESS 10% 


F.0.B. - Ford City, Pennsylvania, or Greensburg, Pennsylvania, Carload freight 
allowed to the following points. 


Atlanta, Ga. New York, N. Y. 

Chicago, Tl. Omaha, Nebraska 

Dallas, Texas Pittsburgh, Pa. 

Detroit, Mich. St. Louis, Mo. 
a) 100 Lights per Pallet h) 5h Lights per Pallet 
b) 300 Lights per Pallet i) 48 Lights per Pallet 
c) 120 Lights per Pallet 3) US Lights per Pallet 
a) 50 Lights per Pallet k) 125 Lights per Pallet 
e) il Lights per Pallet 1) 250 Lights per Pallet 
f) 150 Lights per Pallet m) 25 Lights per Pallet 


g) 37 Lights per Pallet 


All orders are subject to acceptanée upon receipt of specifications, 
and are entered at the price in effect on date of shipment. 


All orders accepted subject to strikes, lockouts, contingencies of 
transportation, failure of usual source of supply of fuel, materials or labor, 
fire, accidents, or other causes beyond our control; and we shall be relieved 
from responsibility for delay or failure of delivery arising out of any such 
causes. 


Any tax or other Governmental charge upon the production, sale 
and/or Shipment of goods sold under this quotation now imposed by Federal, 
State, or Municipal authorities, or hereafter becoming effective within the 
period that such quotations remain in force, shall be added to each invoice 
and shall be paid by the buyer. The amount of any tax or charge so added to 
each invoice shall not be subject to any cash or other discount. 


TERMS: 30 days net or 1% discount for cash in ten days from date of invoice. 


PITTSBURGH PLATE GLASS COMPANY 
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EXHIBIT II]—C-23 


PITTSBURGH 
PLATE GLASS COMPANY 


R 


GENERAL OFFICES 
P A KETCHUM MANAGER SAFETY GLASS GALES MERCHANDISING DIVISION ONE GATEWAY CENTER. PITTSBURGH 22. PA 


June 16, 1958 


TO THE TRADE: 


We are pleased to submit herewith our Factory Quotation 
covering prices on designated Curved Windshields for shipment from 
our factories, f.o.b. Creighton, Pennsylvania, or Greensburg, 
Pennsylvania, at our option. This quotation supersedes our Factory 
Quotation af Jamary 15, 1958. 


The h% obsolescence allowance outlined in our letter of 


December 27, 1956, as amended in our lettersof March h, 1957, and 
May 28, 1957, is withdrawn effective June 16, 1958. 


PITTSBURGH PLATE GLASS COMPANY 








mnnmemmail * es 
15) SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 
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PITTSBURGH 
PLATE GLASS COMPANY 





GENERAL FFICES 
P. A KETCHUM. manacen Sarery oiass 8a cn 6 orvIEIO 
ee a ONE GATEWAY CENTER, PITTSBURGH 22. PA 
June 16, 1958 Page 1 
TO THE TRADE: 


We are pleased to quote you as follows on Curved Clear DUPLATE 
Windshields, Curved SOLEX DUPIATE Windshields and Curved SUNSHADE SOLEX 
DUPIATE Windshields designated below, effective this date. 





Carload Pallet Mfrs, 
: NAGS Price Per ht Part Block 
: No. ear No. Size Make of Car 
we35* $11.21 $ - $ - 28105 18x50 19k1-h2 Studebaker 
ww-l)5* 21.05 - - 284387 20x50 1947-52 Studebaker 


~ 23.0) - 296266 


w-193> 23.33 - - W2h570 20x 60 1951-52 Packard 
- 23.33 - 42570 (except Hardtop) 
= a 31.43 4.37928 


~ 432h,33 20 x 60 1951-5 Packard 
23.38 4379h3 Hardtop & Conv. 


w-234> 23.38 
8 : 7.48 437942 


wW-305% 22.99 a - 297525 22 x Sy 1953-5 Studebaker 

- 25627 - 297965 2 & ledr. Sedan 
W=306" 21.78 i “ 303151 20x5k 1953-57 Studebaker 

23.91 - 303152 5 Pass. Coupe, 

Hardtop & Conv. 

w-312> 25.61 = ‘ Wh1518 = 22 x 60 ~=—-:1953=5, Packard 

- 25.61% - Lh759 (except Hardto 

- - 34.53 44758 & Gomventtie) 
W363" 17.85 - = 653h21 18 x 50 195-58 Studebaker 

- 19.81 - 653,22 Cab Truck 
wh13° 28.95 - - 461177 20 x 72 «= 1955-56 Packard 

~ 31.77 - 46636) (except Conv. 

- é 38.65 752h1 Caribbean ) 
Weak? 27,23 é ‘ 308010 22x66 1955-58 Studebaker, 

- 28.66 - 308111 2 & hedr. Sedan 


Packard, hedr, Sedan 





<} 
| 
< 
| 
Di 
D} 
| 


ae a _ — — — ——— — — 

15 SYMBOL OF SERVICE FOR SEVEN V Ss 
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= 2 = June 16, 1958 


#* When present factory stocks are exhausted, these items will be discontinued. 
For this reason the SOLEX DUPLATE Windshields are priced at the same level 
as the Clear DUPLATE Windshields. 


F.0.B. - Creighton, Pennsylvania, or Greensburg, Pennsylvania, Carload freight 
allowed to the following points: 


Atlanta, Ga. High Point, N. C. 
Baltimore, Md. Memphis, Tennessee 
Boston, Mass. Minneapolis, Minn. 
Chicago, Til. New Orleans, La. 


Cincinnati, Ohio New York, N. Y. 
Cleveland, Ohio Omaha, Neb. 

Dallas, Texas Pittsburgh, Pa. 
Detroit, Mich. St. Louis, Mo. 


a) Approximately 105 Lights per Pallet 
b) Approximately 70 Lights per Pallet 
c) Approximately 28 Lights per Pallet 


d) Approximately 30 Lights per Pallet 


All orders are subject to acceptance upon receipt of specifications, 
and are entered at the price in effect on date of shipment. 


All orders accepted subject to strikes, lockouts, contingencies of 
transportation, failure of usual source of supply of fuel, materials or labor, 
fire, accidents, or other causes beyond our control; and we shall be relieved 
from responsibility for delay or failure of delivery arising out of any such 
causes, 


Any tax or other Governmental charge upon the production, sale 
and/or shipment of goods sold under this quotation now imposed by Federal, 
State, or Municipal authorities, or hereafter becoming effective within the 
period that such quotations remain in force, shall be added to each invoice 
and shall be paid by the buyer. The amount of any tax or charge so added 
to each invoice shall not be subject to any cash or other discount. 


TERMS: 30 days net aor 1% discount for cash in ten days from date of invoice, 


PITTSBURGH PLATE GLASS COMPANY 





j 
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EXHIBIT IJ—C-24 


PITTSBURGH 


PLATE GLASS COMPANY 


i 
aG 
GENERAL OFFICES 


P A KETCHUM > arery ASS SALES aC HAN OISIN VISION 
E U MANAGER SAFE s me ONE GATEWAY CENTER. PITTSBURGH 22 PA 





June 16, 1958 


TO THE TRADE: 


We are pleased to submit herewith our Factory Quotation 
covering prices on designated Curved Backlights for shipment from 
ow factories, f.o.b. Ford City, Pennsylvania, or Greensburg, 
Pennsylvania, at our option. This quotation supersedes our Factory 
Quotation of January 15, 1958. 


The 4 obsolescence allowance outlined in our letter of 
December 27, 1956, as amended in our letters of March lh, 1957, and 
May 28, 1957, is withdrawn effective June 16, 1958. 


PITTSBURGH PLATE GLASS COMPANY 





RN a = — — eG RETR a 
15 SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 
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PITTSBURGH 
PLATE GLASS COMPANY 


FFIC 
P A KETCHUM MANAGER SAFETY GLASS SALES MERCHANDISING DIVISION GENERAL OFFICES | 


ONE GATEWAY CENTER. PITTSBURGH 22 PA 
June 16, 1958 Page 1 
TO THE TRADE: 


We are pleased to quote you as follows on Curved Clear HERCULITE 
Backlights and Curved SOLEX HERCULITE Backlights. | 


Carload Pallet 





= 3.90 296278R 


BBB-8* $5.19 $ - 357150 1h x 38 191-2 Packard | 
BBB~9” 3427 . 357602 10x28 19k-k2 Packard | 
BB-29* 3055 - 27420h 10 x 34 1941-46 Studebaker | 
BB-30" 5.20 a 274373 12x40 1911-l2 Studebaker | 
BB-33% 5.15 - 369331 ls x 3% 19-48 Packard | 
BB-3)," 6.08 - 374222 18 x 38 192-50 Packard | 
BB-1,6* 3.00 “ 28L216R 1h x 26 197-50 Studebaker | 
99-47" 3.4L ‘ 28h979R 12x28 19h7-52 Studebaker | 
BB=,8* 471 - 28L951R 16 x 30 197-52 Studebaker | 
~ 5645 296276R 
BB-49* 3.61 - 285585R 16 x 2h 1947-51 Studebaker 
BB-52° 3.80 - 281171 1h x 26 1947-50 Studebaker 
Qq-534 34:1 - 28L97LL 12 x 28 1947-52 Studebaker 
- 3.90 296279L 
BB-5),° 4.7] - 28L952L 16 x 30 1947-52 Studebaker 
- 5.5 296277L 
BB-55* 3.61 - 285586L 16 x 2h 197-51 Studebaker 





——_ +, a — 
15 SYMBOL OF SERVICE FOR SEVENTY-FIVE YEARS 
See eee ee eee 
a 
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tan June 16, 1958 
Carload Pallet 
NAGS Price Per Light Mfrs. Block 
Noe Clear SOPEY Part No. Size Make of Car 

BB~65% $ h.ki2 - 396873 12 x 36 1948-50 Packard 

B-126° 6.93 - 41399h, 16 x 6 1949-50 Packard 

B-~192¢ 8.50 7 424280 18 x 56 1951-52 Packard 
- 9,81 437930 

B-19);° 3258 i 4:25938R 18 x 20 1951-53 Packard 
- 4.06 4,.379))0 

B-195° 3.58 a 425939L 18 x 20 1951-53 Packard 
- 4.06 437941 


B-196° 8.14 a Leesa 20 x 2 1951-53 Packard 
- 960 437931 


B-197° 8.5 . 293009 18 x 50 1951-52 Studebaker 





B-235° 3.38 . 435220R 18 x 20 1951-53 Packard 
~ 3.87 437932R 


B-236° 3.38 ‘ 352211 18 x 20 1951-53 Packard 
- 3-87 437933L 
B-237° 7.60 ‘ 4351900 20 x ho 1951-53 Packard 
- 8.72 437929C 
B-265% 2.90 ‘ 296060R 16 x 18 1952 Studebaker 
- 323k 296270 
B-2667 2.90 " 296061L 16 x 18 1952 Studebaker 
~ 3.34 296271 
pa267! 6.63 z 296062C 20 x 3h 1952 Studebaker 
= 7.60 296272 
B-3078 13.34 - 298360 18 x 70 1953-55 Studebaker 
. 15.03 298351 
B-3088 10.0) 303783 18 x 70 1953-58 Studebaker 
- 11.59 30378) 1958 Packard 
B-3115 12.51 se 11.783 22 x 70 1953-Sh Packard 
- Ly lS h771 
B-3),08 12.76 - 770 20 x 76 1954-56 Packard 
- 14.7h 47821 
B-3)1& 11,20 - hh7701 18 x 7h 195-56 Packard 


- 12.90 457231 





aSia 
Carload Pallet 
NAGS Price Per Light Mfrs. 
No. Clear SOFEX Part No. 
B-370" «$5.88 $s = 305218 
~ 6.75 305219 
B-his* 5.0h ; 653702 
a 6.43 653703 
B-l28 14.00 A 1316016 
~ 15.79 1316017 
B-))38 11.70 a 6478499 
« 13.25 6478471 
B=) 13.39 - 6478198 
oe 15.08 6478437 
B-55L,8 18,62 “ 1326022 
- 20.13 1326023 
B=5558 15.62 a 1326020 
. 16.88 1326021 
LESS _10% 


F.0.B. - Ford City, 


a) 
b) 
c) 
d) 
e) 
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Atlanta, Ga, 
Chicago, Tl. 
Dallas, Texas 
Detroit, Mich. 
Approximately 110 Lights per Pallet 
Approximately 300 Lights per Pallet 
Approximately 100 Lights per Pallet 
Approximately 50 Lights per Pallet 


Approximately 150 Lights per Pallet 
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June 16, 1958 
Block 
Size_ Make of Car 
16 x h2 195-57 Studebaker 
1957-58 Packard 
12 x 50 1955-58 Studebaker Truck 
20 x 70 1956-58 Studebaker 
1957-58 Packard 
18 x 66 1956 Packard 
20 x 68 1956 Packard Hardtop 
28 x 64 1958 Studebaker-Packard 
2-dr, Hardtop 
22 x 68 1958 Studebaker-Packard 


2 & hedr. Sedan 


Pennsylvania, or Greensburg, Pennsylvania, Carload freight 
allowed to the following points: 


New York, Ne. Ye 
Omaha, Neb. 

Pittsburgh, Pa. 
St. Louis, Mo. 


f) 
g) 
h) 
i) 


Approximately 90 Lights per Pallet 
Approximately 37 Lights per Pallet 
Approximately 60 Lights per Pallet 
Approximately 5 Lights per Pallet 


All orders are subject to acceptance upon receipt of specifications, 
and are entered at the price in effect on date of shipment, 


All orders accepted subject to strikes, lockouts, contingencies of 
transportation, failure of usual source of supply of fuel, materials or labor, 
fire, accidents, or other causes beyond our control; and we shall be relieved 
from responsibility for delay or failure of delivery arising out of any such 

causes, 
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oe June 16, 1958 


Any tax or other Governmental charge upon the production, sale 
and/or shipment of goods sold under this quotation now imposed by Federal, 
State, or Municipal authorities, or hereafter becoming effective within the 
period that such quotations remain in force, shall be added to each invoice 
and shall be paid by the buyer. The amount of any tax or charge so added 
to each invoice shall not be subject to any cash or other discount. 


TERMS: 30 days net or 1% discount for cash in ten days from date of invoice. 


PITTSBURGH PLATE GLASS COMPANY 


: 
s 
} 
; 
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EXHIBIT II]—C—25 


PITTSBURGH 
PLATE GLASS COMPANY 


le 


July 10, 1957 


GENERAL OFFICES 


P A KETCHUM wonsore sarety o.ee8 $4LE8 MERCHANDIEING DIVIsION ONE GATEWAY CENTER. PITTSBURGH 22. PA 


TO THE TRADE: 


We are attaching a revised quotation covering Flat Safety 
Glass. 


The prices named in this quotation are net, subject to a 
1% discount for cash in 10 days from date of invoice, 


This quotation supersedes our quotation of January 1, 1957, 
on Flat Safety Glass. 


PITTSBURGH PLATE GLASS COMPANY 
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PITTSBURGH 
PLATE GLASS COMPANY 


[R 





GENERAL OFFICES 


| aa ade i cele terete ONE GATEWAY CENTER, PITTSBURGH 22. PA 
July 10, 1957 
| TO THE TRADE: 
We are pleased to quote the following prices, terms, and cunditions on 


DUPIATE, SOLEX DUPLATE, DUOLITE, SOLEX DUOLITE and AEROLITE, (tolerance on dimen- 
sion: plus or minus 1/16") subject to change without notice: 


Bracket 1'.5' 5'.7! 7t=10! LO'~15' 15'~25' 
Block Cut* flock Cutx Block Cut» Siock Cut* Block Cut» 
Size Size Size Size Size ize Size Size Size Size 
; DUPLATE 1.30 1.45 1.40 1.55 1.55 1.70 1.65 1.80 2.15 2,30 
; SOLEX DUPLATE LehS 1.60 1655 1070 1670 1685 1680 1695 2630 2.h5 


DUGLITE (Std. or S&S) .66 .83 .7h .88 .8h .98 1.0) 1.18 - - 


: DUOLITE (D&D) -TL 488 «679-693 89-1403 1009 1.23 = = 
' 
' SOLEX DUOLITE 81 98 289 1.03 099 1.13 1.15 1.30 - = 
AERUL ITE 1.11 1.28 1.24 1.38 -< - - - - ~- 
BLOCK SIZES 


Any size of even inch dimension not cut to pattern, without edgework and 
not under 1 sq. ft. is a Block Size. 


Minimum unit of sale on Block Sizes - 2/0 lights. 
CUT SIZES 


| All lights cut to fractional sizes, to odd inch dimensions, or to patterns, 

; when furnished with or without edgework, are Cut Sizes. Any Safety Glass furnished 

in even inch dimensions, with edgework or pattern cutting, is a Cut Size. Cut Sizes 
are furnished with or without edgework as specified, and either cut to size or to 

: pattern, Seamed or swiped edges will be furnished without extra charge. 

} 


On application, special prices will be quoted on Cut Sizes under 3" wide 
or umer one square foot in area, 


On application, special prices will be quoted on Block Sizes and Cut Sizes 
over 25 square feet in area, 
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* A Unit charge of $.20 net per light will be made in addition to the 
square foot prices shown for Cut Sizes, 


DUPLATE = Selected Quality @ $.15 sq. ft. above the price for regular "Duplate", 


COMPUTATION OF FOOTAGE = The footage of odd inch sizes or fractional sizes is 


sed on the next higher even inch, Example: 15 x 17 billed as 16 x 18; 13-1/2 x 
2-1/2 billed as 14 x hh. 


BOXING = Included on orders of 50 sq. ft. or more. Orders for less than 50 sq. ft. 
are subject to a minimum boxing charge of $2.00. 


A minimum charge of $10.00, plus boxing, will be made on all orders amounting to 
less than that amount. 


All shipments are F.0.B. Creighton, Pennsylvania or Crystal City, Missouri, freight 
equalized with Toledo, Ohio; Philadelphia, Pennsylvania; Chicago, Tllinois; 
Detroit, Michigans Wichita, Kansas, or New York, N. Y., on shipments of 300 pounds 
or more, No equalization applicable on shipments up to 300 pounds. 


SPECIFICATIONS 
a Packed MaxdLorum 
Unpacked (Av. Full Sises 
Thickness Weight per Cases) Wt. Regularly 
Product Thickness Latitude Ft. (Rect. ) Per Ft. (Rect.) Produced 
DUPIATE 
(P.P. 1/8" + 
P.P. 1/8") Yh" = 7/32"~9/32" 3.19 lbs. 3.47 lbs. 60" x 90" # | 
SOLEX DUPLATE 
(Solex 1/8" + 
Solex 1/8") Yu" —s7/32"=9/32" 3.19 lbs. 3eh7 lbs. 60" x 90" # 
DUOLITE 
(Standard) 15/64" 13/64"-17/64" 2.86 lbs. 3-22 lbs, Up to 15 
Bqeft. only 
DUOLITE 
(S &S) 13/64" 3/16"-7/32" 2.42 lbs. 3.08 lbs, " n 
DUOLITE 
(D & D) 17/64" 15/64"-19/64" 3.2 lbs. 3.73 lbs. re 
SOLEX DUOLITE 15/64" 13/64"-17/6)" 2,86 lbs, 3.22 lbs, » 8 
AEROLITE 
(Photo + 
Photo Glass) 9/64" :1/8"-~5/32" 1.70 lbs. 2.12 lbs. Up to 7 
sqeft. only 


* Sizes exceeding this maximum of 60" x 90" can occasionally be produced by special 
handling, subject to factory operations. Prices will be quoted on application. 
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GUARANTEE: "Duplate", "Solex Duplate", "Duolite", "Solex Duolite" and "Aerolite" 
are guaranteed against manufacturing defects for a period of fifteen months from 
date of manufacture, 


All orders are subject to acceptance upon receipt of specifications, and 
are entered only at the price in effect on date of shipment. 


All orders accepted subject to strikes, lockouts, contingencies of trans- 
portation, failure of usual source of supply of fuel, materials or labor, fire, 
accidents or other causes beyond our controls and we shall be relieved from respon- 
sibility for delay or failure of delivery arising out of any such causes. 


Any tax or other Governmental charge upon the production, sale and/or 
shipment. of goods sold under this quotation now imposed by Federal,State or 
Municipal authorities, or hereafter becoming effective within the period that 
such quotations remain in force, shall be added to each invoice and shall be paid 
by the buyer. The amount of any tax or charge so added to each invoice shall not 
be subject to any cash or other discount, 


TERMS: 30 days net or 1% discount for cash in 10 days from date of invoice. 


PITTSBURGH PLATE GLASS COMPANY 
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EXHIBIT II—C-26 





LIST PRICES 


JANUARY 15, 1958 


CURVED 
Pittsburgh Auto Glass Parts 


FOR ALL MAKES AND MODELS OF CARS AND TRUCKS 





These PPG list prices are subject to discounts which may change from time to 
ume, and no dealer is requested or expected to follow them in making resales 


ive to establish or main 


PITTSBURGH 
PLATE GLASS COMPANY 














| 
| 
| 
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PITTSBURGH AUTO GLASS PARTS 





DUPLATE CURVED SAFETY 


NT 


FLAT 





LIST PRICE PER LIGHT 




















NAGS Sunshade 
Pattern Clear SOLEX SOLEX Make 
Number DUPLATE DUPLATE DUPLATE of Car Year 
WwW22 $44.50 Chrysler 41-42 
WW35 43.70 Studebaker 41-42 
ww4s5 64.40 $69.95 Studebaker 47-52 
wwe 25.60 25.60* $35.80 Hudsor 48-55 
WW64 
Wwwe6s Cadillac 48-49 
wwes 27.65 27.65° Oldsmobile 48-49 
Buick 49-50 
WwWWw7 a ac 48-49 
Www74 5 B 25.85* idsmobile 48-49 
Buick 48-49 
ww79 Caditla 48-49 
wwat 23.66 23.60° idsmobile 48-49 
Buick 49 
WWwes 69 75 49. 
wwas 66.66 ( 49 
ww97 56 6 61.30 Nas 49-51 
W105 49-5 
W 5 4 25.40° 36.05 49-5 
€ 49-5 
Ww Che 49-5 
wit 24.15 »4.15° 4 P 49 
€ 49-5 
Ww € € 49 
wild 5.0 5 Ox f a 49. 
4 49-5 
wits ( é 49-52 
wite 28.95 gg 40.8 P. 2 49-52 
dsm ‘ 49-56 
Ww 4 30.4 42.% Buick 50 
Wi 
Buick 50-5 
wi4 , 98.75 Cadilla 50-51 
Oldsmobile 50-51 
Ww 4 4 ia T 50-5€ 
inte 4 a x t 
"Whe . € Ww 
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LIST PRICES—JAN. 15, 1968 
PLATE GLASS WINDSHIELDS 
LIST PRICE PER LIGHT 
NAGS Sunshade 
Patterr Clear SOLEX SOLEX Make 
Number DUPLATE DUPLATE DUPLATE of Car Year 
Buick 50-53 
W146 $69.00 $69.00° $92.20 Cadillac 50-5 
Oldsmobile 50-52 
W147 74.15 4.15° 98.85 Buick 50-5, 
Cadillac 50-5 
W155 50.10 53.85 Nast 50-5 
w185 33.75 42.50 Kaiser 
W186 
W187 69.45 75.65 90.40 Oldsmobile 50-51 
w188 66.30 66.30" Oidsmohbile 50-51 
W189 66. x 66.30° € 50-51 
wig 72.4 72.45 4.9 Packa 
W 206 45 ) Fe 4 5 
N214 67.0: € B 
W215 8.00 28.00" 9.45 Buick ° 
NO 1¢ 
O € 5 
Ww 4 “/ f 2 54 
W244 64 6 ( F 54 
W245 6 F 4 
M 52-54 
W 246 85.00 L 5 
W 24 4 82.4 ‘ 
W261 76.4 8 > A 54 
W270 6. 50 Ww 59.8 
WwW: 
Ww ” “ Kaise 54 
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PITTSBURGH AUTO GLASS PARTS 





PLATE GLASS WINDSHIELDS 





LIST PRICE PER LIGHT 
















































































NAGS Sunshade NAGS Sunshade 
Pattern Clear SOLEX SOLEX Make Pattern Clear SOLEX SOLEX Make 
Number DOUPLATE DUPLATE DUPLATE of Car Year | Number DUPLATE DUPLATE DUPLATE of Car Year 
W277 $61.25 $66.90 Dodge 53 W330 $62.90 $68.15 Ford Truck 53-55 
Plymouth 53-54 
wo78 70.30 76.90 Dodge 53 W333 63.30 68.95 Dodge Truck 53-56 
Plymouth 53-54 2 
Pca ee oo = 7 W334 56.10 60.85 Nash 53-55 
W279 60.05 65.55 Chrysler 53-54 - 
DeSoto 53-54 
settee a eae ee ae sami W338 63.25 $84.20 Hudson 54 
W280 68.20 75.35 Chrysler 53-54 7 
DeSoto 53-54 W347 61.15 66.55 Plymouth 54 
= aa ———__-_— —— Dodge 54 
W281 67.65 74.80 Chrysler 53-54 ‘~ - wees <4 
DeSoto 53-54 
= ae ae a ce W349 70.25 70.70 Dodge 54 
W282 70.30 4.35 Chrysler 53-54 
DeSoto 3-54 W365! 96.50 116.05 Buick 54-56 
= piisasbstaonesicnnaehguasgeiarnmnsmesiigiices San sapaaannaanpeetnanatias ae Cadillac 54-56 
W283 65.90 72.10 Dodge 53-54 eS >. 
a a sail a i lnenmeesrentensieascaaramprasatesnestisici W353 89.20 109.30 Buick 54-56 
Cadillac 54-56 
W305 70.10 76.45 Studebaker 53-54 
ce ra . * a W356 85.55 106.25 Oldsmobile 54-56 
W306 66.60 72.50 Studebaker 53-56 Buick 54-56 
W309 60.65 77.50 Hudson 53-54 W358 82.05 101.00 Oldsmobile 54-56 
Ee ht - ee Buick 54-56 
W312 77.65 77.65° 102.50 Packard 53-54 = 
Sa rei Be le a © W361 130.80 Chevrolet 
~ Corvette 53-55 
W316 5. 56.85 Nast 53-55 _ ne a re 
eae a W362 55.20 70.90 Chevrolet Truck 
W317 58.45 77.35 Chevrolet 53-54 G.M< 54 
Pontiac 53-54 ee ¥ ae ad cz 
- =~ ree. — W363 56.20 61.55 Studebaker 
W318 59.40 78. 3C Chevrolet Truck 54-57 
Pontiac 53-54 
| ) 53 Nash -56 
w319 66.20 87.00 Raita niie 53-54 | W368 55.90 63.35 as 54-56 
Pontiac 53-64 | —— - —_ > 
— ni — = = =~ - Ww 371 110 60 Kaiser Darr r ond 
W325 60.15 64.50 Willys 53-55 = vanidinoaly - sae 
——— on - = ——— W374 106.45 114.15 Ford 
W326 100.30 Kaiser 53-54 Thunderbird 55-57 
j > | W376 76.55 82.65 Ford 55-56 
W327 77.85 Buick | — 
(Special Model) | Mercury 95-56 
sicadeeaitaiinai siaadinage citi ios j— ———$—$$$__—_ — —-—-——— 
| 
W328 248.50 297.10 Cadillac W378 82.35 88.7 For 55-56 
(Special Model) | Mercury 55-56 
W329 245.30 291.45 Oldsmobile } W382 80.35 86.95 Dodge 55-56 
(Special Model) | Plymouth 55-56 
*When present stocks are exhausted, these items will be discontinued. For this reason, Solex Duplate Windshields carry the same list 


ce as Clear Duplate Windshields 
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DUPLATE CURVED SAFETY PLATE GLASS WINDSHIELDS 





LIST PRICE PER LIGHT 



















































































NAGS Sunshade 
Pattern Clear SOLEX SOLEX Make 
Number DUPLATE DUPLATE ODUPLATE of Car Year 
W384 $80.70 $87.85 Dodge 
Plymouth 
W389 97.00 105.50 Chrysler 55-56 
DeSoto 55-56 
W391 82.00 89.30 Chrysler 55-56 
DeSoto 55-56 
W394 76.85 $97.75 Chevrolet 55-56 
Pontiac 55-56 
W396 77.00 95.90 Chevrolet 55-56 
Pontiac 55-56 
Q399 31.50 33.65 Chevrolet 55-57 
Pontiac 55-57 
Q400 31.50 33.65 Chevrolet 55-57 
Pontiac 55-57 
Q401 27.70 29.55 Chevrolet 55-57 
Pontiac - 
Q402 27.70 29.55 Chevrolet 55-57 
Pontiac 55-57 
Q403 30.75 2.55 Chevrolet 55-57 
Pontia 55-57 
Q404 30.75 2.55 Chevrolet 55-57 
Pontiac 55-57 
W407 76.80 97.75 Chevrolet Truck 
GMC 55-58 
Ww41 89.85 97.70 11¢ Packard 55-56 
W414 85.10 91.15 Studebaker 55-58 
W416 87.70 21. 4.85 Packard 
Caribbea 55-5€ 
W417 5 9 5) L 
Continenta 55-57 
W420 88.85 4 55-57 
55-57 
k 55-58 
W43 126.85 130.35 
w4 55-58 
w4 0.90 9.10 L 56-5 
W436 76.75 81.75 . 56 
W438 9.85 84.05 56-58 
W450 120.85 Che et 
Corvette 56-58 
ees 433 sa nf rysier i 58 
w451 89.60 93.55 106.25 DeSoto 
Dodge 
Pivmoutt 
Chrysler 57-58 
W453 139.40 144.4( 60.30 DeSot 
Dodge 
Ptymoutt 
*When present stocks are exhausted, these items w 





price as Clear Duplate Windshields 


**Will be furnished in Duolite quality 








LIST PRICE PER LIGHT 
































NAGS Sunshade 
Pattern Clear SOLEX SOLEX Make 
Number DUPLATE DUPLATE ODUPLATE of Car Year 
Chrysler 57-58 
W454 $89.60 $93.55 $106.25 DeSoto 
Dodge 
Plymouth 
W457 Price on Application Reo Truck 56-58 
W458 or Willys 57-58 
W465 53.10 Imperial 57-58 
W486 83.00 86.10 Ford 57-58 
Edse 
w4s89 83.00 86.10 Ford 57-58 
Edsel 58 
W496 85.65 88.85 Ford 57-58 
T . 
W498 76.15 8.85 For 57-58 
W499 Truck 
) ) Mer y 57-58 
W504 95.65 99.45 110.65 Mercury 57-58 
Edse 5 
W5!1 0 9 Chevrolet 57 
Pontiac 
W513 79.70 79 BR Chevrolet 57 
Pontia 57 
W514 5.0 B k [7.5 
Oldsmobile 57-58 
w518 103.75 7.00 Buick 57-58 
‘demobile 57-58 
W523 0. 5 a Buick 57-58 
Ca 4 7-58 
W525 09.65 Buick 57-58 
" i ) 
La a » 
Ws ) E 4 
Br i 
Ww 7 “ i 5 
Q-535 78.50°* 7 inte 57-58 
é 8.50°* 4 soe erna 1 
W-540 61.60 74.85 T ferbird 58 
W-542 69 85 4 ( 58 
W-548 79 £ 0.9 he et 58 
P. . 
W-547 34 75 “ ( et 58 
Pontiac 58 
W-557 0.5 } i at 58 
F b reason, S ) ate W 4 € 
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HERCULITE CURVED SAFETY PLATE GLASS BACKLIGHTS 
LIST PRICE LIST PRICE 

NAGS PER LIGHT NAGS PER LIGHT 
Pattern Make of Car Year Pattern Make of Car Year 
Number Number 

Clear SOLEX Clear SOLEX 

BBB! $15.85 Lincoin 40 BB6O $10.85 $12.25 Chevrolet and G.M.C. truck 47-52 
BBB2 18.25 Chrysler, DeSoto, Dodge, Plymouth 40-41 BB61 10.85 12.25 Chevrolet and G.M.C. truck 47-52 
BBB3 15.95 Dodge, Plymouth 40-48 BB62 24.95 Hudson 48-51 
BBB4 13.05 Chevrolet, Pontiac, Oldsmobile 40 BB65 15.45 Packard 48-50 
BBB5 16.25 Buick, Pontiac, Oldsmobile BB66 5.30 Dodge and Fargo truck 48-51 

Cadillac, LaSalle 40 | 

BBB6 14.35 Cadillac 40 BB67 5.30 Dodge and Fargo truck 48-51 
BBB7 17.45 Hudson 40 BB70 21.60 Cadillac 48-49 
BBBS 18.85 Packard 41-42 | BB7! 8.35 Cadillac 48-49 
BBBS 11.60 Packard 41-42 | BB72 8.35 Cadillac 48-49 
BB10 11.20 Cadillac 41-42 | 8875 25.00 Buick, Cadillac, Oldsmobile 48-49 

| 

BBI1 15.00 Cadillac 41-49 BB76 21.60 Cadillac 48-49 
BBI2 16.85 Cadillac 41-42 BB77— (9.35 Cadillac 48-49 
BB13 19.25 Cadillac 41-47 BB78 «9.35 Cadillac 48-49 
BBI6 18.60 Pontiac, Oldsmobile, Buick 41-49 BBS! 18.70 Oldsmobile 48 
BBI7 16.25 Pontiac. Oldemobile, Buick 41-42 BB82 18.70 Oldsmobile 48 
BBI8 16.85 Chevrolet, Pontiac, Oldsmobile BBS83 22.95 Ford 49-51 

Buick 41-48 BB85 19.60 Lincoln, Mercury 49-50 
BBI9 = 14.05 Ford, Mercury 41-48 BB86 5.70 Lincoin, Mercury 49-50 
BB20 12.25 Lincoln 40-48 BB87 5.70 Lincoin, Mercury 49-50 
BB2! 14.65 Lincoln 41-48 BB89 = 21.85 Lincoin Cosmopolitan 49-51 
BB2 21.95 Dodge, DeSoto, Chrysier 41-48 - : 
BB24 18.15 Plymouth, Dodge, DeSoto, Chrysier 41-48 | 8890 5.70 Lincoln Cosmopolitan 49-50 
BB25 21.45 Dodge, DeSoto, Chrysler 41-48 6691 5.70 Lincoln Cosmopolitan 49-00 
BB26 18.30 Hudson 41-47 BB92 6.00 Lincoin Cosmopolitan 49-5) 
BB27 20.55 Nash 41-48 BB93 6.00 Lincotn Cosmopolitan 49-5! 
BB28 17.85 Nash 41-48 BB96 =—19.30 G.M.C. truck 48-49 
BB29 12.60 Studebaker 41-46 vv9e8 5.30 Nash 49-51 
BB30 «17.90 Studebaker 41-42 vVv99 5.30 Nash 49-51 
BB31 12.45 Willys 41-42 BI00 =. 23.05 Nash 49 
BB32 14.65 Chevrolet, Pontiac, Oldsmobile B101 23.55 Dodge 49 

Buick 41-48 B102 29.10 Dodge 49-50 
BB33 17.85 Packard 41-48 — 

— nx 5 — = ; B103 = 21.00 Plymouth 49 

= aoe a —— toe | 104 20.05 Plymouth 49 
17 . B105 21.00 Plymouth 49 
BB37 7.95 Chevrolet, Pontiac, Oldsmobile 
Buick 42-48 B106 827.65 Plymouth 49-50 
BB40 19.25 Oldsmobile, Buick 42-48 B07 3921.95 Dodge, DeSoto, Chrysier 49 
BB41 18.85 Oldsmobile, Buick 42-48 - 

— —_—_———_—_—— ———__—_—— B108 21.95 Dodge, DeSoto, Chrysler 49 
BB42 = 19.95 Cadillac 42-47 | B117 15.70 Chevrolet, Pontiac 49-54 
BB43 19.30 Cadillac 42-47 | B1I18 23.10 27.60 Chevrolet, Pontiac, Oldsmobile 49-52 
BB44 = 17.30 Cadillac 42-47 | B1I9 19.85 23.80 Chevrolet, Pontiac, Oldsmobile 49-52 
BB46 = 13.40 Studebaker 47-50 | 8120 22.35 26.90 Chevrolet, Pontiac, Oldsmobile 49-52 
QQ47 12.10 $13.60 Studebaker 47-52 | 
BB48 16.40 18.65 Studebaker 47-62 | 8121 11.40 Buick * 
BB49) 12.75 Studebaker 47-51 B122 11.40 Buick 49 

B123 33.30 Buick, Oldsmobile 40 
BB50 «23.30 Kaiser-Frazer 47-50 7 : , 
BRB52 13.40 Shisieies 47-50 | 8124 17.15 18.60 G.M.C. truck 49-52 
0053 12.10 13.60 Studebaker 47-52 BI25 17.15 18.60 G.M.C. truck 49-52 
BB54 16.40 18.65 Studebaker B126 =. 23.85 Packard 49-50 
BB55 12.75 Studebaker 47-51 B127—s-111.85 Buick, Cadillac, Oldsmobile 49-50 
BB57 8.75 9.75 Chevrolet and G.MC. truck 47-5 B128 11.85 Buick, Cadillac, Oldsmobile 49-50 
BBS58 8.75 9.75 Chevrolet and G.MC. truck 7-5. B129 = 22.05 Buick, Cadillac, Oldsmobile 49-50 
BB59 17.30 20.25 Chevroiet and G.MC. truck 47-52 B132 33.35 39.00 Buick, Oldsmobile 50-51 








' 
| 
; 
; 
| 
} 
i 
' 
) 
' 
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PITTSBURGH AUTO GLASS PARTS 








LIST PRICE 
NAGS PER LIGHT 
Patterr 











Make Ye 
Number 
Clear SOLEX 
BI $19.30 49 
Bi34 31.15 $35.95 . A 
6138 9 50-5 
B13¢ 8.75 5 5 
Bi 8.7 3S " 50 
B138 1.05 2.40 Oldsmobile, Bu 50. 
B139 IS « mobile, Bux 50-52 
Bi40 =: 19.85 35 den eB 50. 
B14 8.75 9.75 Buick, Cadilla 50. 
Bi44 8.75 9.75 Buick, Cadillac 50-5 
Bi4s 20.95 4. Buick, Cadillac 50-5 
B148 95 > ne et. Pontia 50 
B149 } x hevrolet, Pontia 50. 
B15S0 ” hevrolet. Pontia 50 
B15 x Y’dsmobile, Bu 50 
BIS x Oldsmobile. B 50. 
B15 Oldsmobile, Bu 50 
B154 J 40 Cadillac 50. 
B15¢€ Nast 54 
B157 6.20 Dodge, DeSot 49 
Chrysie 50 
ysler 5 
Ur er 50 
Chrysle 50 
Chrysie 50 
50 
lodge, DeSc 50 
Dodge, DeSot 50 
A 
. r 50 
Pp 5 
” P it 50. 
> PFiymo 49 
Bi7s 2.55 Dodge, DeSoto 
! a Dodge, DeSot 50. 
B177 50 4.50 Dodge, DeSoto, Ch 50) 
BI 20.40 4 Buick 50 
B 9.60 Kaiser 50 
B18 ri Kaise 50 
B18 6. Bt Kaise 50 
BI 50 
B18 Fr 
Biss «4 Kaiser 5) 
31% He 
ai 8.95 
B19 5 4.7 
B194 2.30 13.78 
B19s 7 


GLASS 
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HERCULITE CURVED SAFETY PLATE GLASS BACKLIGHTS 


























LIST 
NAGS PER | 
Patter 
Number 


Bx 15.95 
B20 ( 

B2x 0.10 
B204 6.45 
B208 46 


6229 B.E 


B m 


B 


B2 
8 


B24 9.25 
B24 

B24 

R24 " 
B24 4 

B2 

5 

= ¥ 


PRICE 


LIGHT 


SOLEX 











LIST PRICES—JAN. 15, 1958 
Make of ( Yea 

Packa 51-5 
Studebaker 51 
Chrysler 50- 
Chrysle 50-5 
Chryste 50-5 
A . 

y v 
4 x 
+4 51 
Dodge 51 

) ) De 5 
Dodge, De 

( € 2 

( sie 51 
Buick, Olds € & 
Buick. Oldsmobile 5 
Buick, Oldsrr € 5 
Buick Y € 5 
Buick 

Buick, O € 

A 
P ‘ 
> 

Plyr 5) 
F 

F . 

p ' 

¥ 5 
v4 51 
M4 

fF Me 

F 5 

' y 





LIST PRICES—JAN 





B 
B3 
B 
B 
B34 





T 


INDEPENDENT 


15, 1958 


PRICE 


PER LIGHT 


SOLEX 


FLAT 
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HERCULITE CURVED SAFETY PLATE GLASS BACKLIGHTS 








4 
} 
0.95 
0 
4. 
9 1¢ 
“ 
48 
46.4 
6 OX 
4 
4 
5 
46 
41 
46 
4s 
46 


54 


30 


Lincoln Cosmopolita 





Na 

Nast 

Nast 

St y ake 
febake 





eSot 
F nut 
P tt 
Plymoutt 
De t ( 
DeSx 

De ( 
hrysie 
Studebake 


Packard 
F 4 Mer 
Chev 
Chevrolet 
Chevrolet 
B k, Ca 
Buick, Ca 
Na r 
Nast 
Nast 
Hudsc 


Cos 


sdebake 





Ss 








55 
56 
54 











LIST 
F 


PRICE 
























































NAGS PER LIGHT 
Patterr Make of Car Year 
Number 
Clear SOLEX 

B354 $53.35 $61.95 Buick, Cadillac 54-56 
B355 35 24.70 Cadillac 54-56 
B357 47.05 54.90 Oldsmobile, Buick 54-56 
B360 43.70 50.80 Oldsmobile, Buick 54-56 
B364 54.85 60.90 Willys 54-55 
B365 41.70 46.35 Kaiser 54-55 
B366 14.00 15.50 Kaiser 54-55 
B367 14.00 15.50 Kaiser 54-55 
B370 20.35 23.05 Studebaker 54-56 
B372 5.50 5.95 Dodge truck 5 
B37 5.5 5.95 Dodge truck 
B375 0 24.30 Ford Thunderbird 
B377 38.95 43.85 Ford, Mercury 
B379 5.50 40.00 Ford, Mercury 
B380 10 9.35 Ford, Mercury 
B381 41.40 Ford 
B38 40.70 Plymoutt 
B385 46.30 Plymouth 
B386 17.25 19.45 Dodge, Plymouth 
B387 43.30 485 Dodge 
B388 4265 4 Dodge ‘ 
B390 44.25 49.80 Chryster, DeSoto 56 
B392 44.25 49.80 Chrysler, DeSoto »5-5€ 
B393 5 55 Chrysler, DeSoto 55-56 
B395 40.15 46.80 Chevrolet, Pontiac 95-57 

) 38.80 45 Chevrolet, Pontiac »-~57 
68398 0.10 23.35 Chevrolet 
B405 22.9% 6.80 Chevrolet, Pontiac 
B406 = 42.3 49.10 Buick, Cadillac 
B408 14.25 6.35 Chevrolet and G.MC. t 
B409 30 38.60 Chevrolet and G.M.C. truck 55-58 
B410 1.85 ).95 Chevrolet and G.M.C. truck 55-58 
B411 ).85 195 Che ylet and G.M.C. truck 55-58 
B417 5.30 7.70 Chevrolet and G.M.C. truck 55-58 
B415 10.45 22.30 j aker truck 55-58 
B418 910 43.15 Lincoln Continenta 56-57 
B419 5 Bt 27.80 Chrysler 55-56 
B421 42.20 46.85 Hudson 55-57 
B422 44 51.95 Buick, Oldsmobile 55-56 
B4: 10 Mercury 55-56 
B426 6.25 Dodge truck 55-58 
B427 0 GMC, truck 
B428 13.25 15.30 G.MC. truck 
B429 20 24 G.M.C. truck 
P432 = Price Applicat Chrvsier Lin 
B434 4 47 Lir 
B435 40.05 46.05 Lincoln ts 
B437 33.40 37.55 Ford truck 56 
B439 51.85 70 Nast 56-58 
B440 3924.60 27.45 Nast 56-58 
B441 48.65 54.20 Nast 56-57 
B442 50.65 5 Studebaker, Packar 96-58 
B44 43.15 47.90 Packard 56 
B444 48.60 53.85 Packard 56 
B445 45.25 52.40 Chevrolet, Pontiac 56-57 
B44eé 
8447 Price Ac atior Nash Metropolitar 
B448 
B449 4 Mack t * 55-57 
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PITTSBURGH AUTO GLASS PARTS LIST PRICES—JAN. 15, 1968 








HERCULITE CURVED SAFETY PLATE GLASS BACKLIGHTS, 
QUARTER WINDOWS, DOORS AND VENTS 





; LIST PRICE LIST PRICE 
; NAGS PER LIGHT NAGS PER LIGHT 
Patterr Make of Car Yea Patter Make of Car Year 
Number Number 
Clear SOLEX Clea SOLEX 
B452 $50.85 $57.45 Dodge, Piymoutt 57-58 B505 $69.06 $74.30 Mercury 57-58 
B455 47.20 53.35 Dodge, P ) 8 O506€ 5 37. % Mercur 8 
ee — = —_ On 
B45¢ 55.95 61.00 Chrysler, DeSotc ) 8 
Dodge, P th B508 4 Me 
' B459 gx 41.90 Chrysler. De ) y B 4 ‘ \ , 
Dodge, P 
' aonen - ba 
' t > BR k ) ) 
' 0460 ” 5.4 ( sler, D 957-5 
0461 Dodge, P t B5iE Buick 
: B462 72.78 85.05 Chrysler, DeSoto 957-58 B B 
0 
= om R519 4 k , 
B463 5 64 ( € DeS »8 
— . = t 1 G kK ‘ 
B464 52.05 58.9 Chrysler, DeSot 
V 466 2 40 g 76 Imperial t 6 
V467 hae . B f 
0468 22 24 5 peria 957-5 
D469 B524 3 99.6 B k. ( 1 
O47 6 ) 8 B ’ Hy k : 
047 
i - 3 B a ’ 
B472 f 76.% eria }) 
98.0 Ca EID 
" F 3s 
247 - 9.40 Imperia 957-58 Broug 
0474 4 f 
D475 ? 23.4 ir 
3476 3538 or Edse 
V477 2.7% 05 Npe M 
V478 
0475 4 pe 
0480 
0481 4 44 eria 44 t k 
D482 
——— . - B54¢ Chevr 
' Q48 at 8.15 | ra a5 2 
484 
x B548 
B485 8 65 eria > 
B487 45. 49 F Fd« : R 
B488 55 F ) # 
B4 43.71 46.90 F BSK 4 
— —_—_—— — Buick 
Ba 4 47.3 F E 
— 5 Bb ~ 
B492 5 F Edse 58 
' 3 6 4 
B49 7 Bf F ) 8 
B494 ) 5 Ford » 
—a B554 ' ak , 
B495 J 9.55 Ford ) > Packa 
B4 € 4 F T ) 
7 B5 + ake ) 
x £ Me r 
B50 M ¢ As M 
B50. f M } ¢ 
*Solex 3 ct 559 ¢ | ¢ 





LIST PRICES JAN. 15, 1958 
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HERCULITE FLAT SAFETY PLATE GLASS VENTS 

















LIST PRICE 
NAGS PER LIGHT 
Pattern Make of Car Year 
Number 
Clea SOLEX 
2105-T $5.85 $6.15 Plymouth, Dodge, &sSaio and Chrysler 2 dr. 1957-58 
and 4 dr. hard tops 
110-T ».B5 6.15 Plymouth, Dodge, DeSoto and Chrysler con- 1957-58 
vertibles 
D111-T 5.35 5.60 Plymouth and Dodge bus. cpe., club cpe., 4 1957-58 
ir. sedan, 2 dr. and 4 dr. suburban. DeSoto 
and Chrysler 4 dr. sedan and 4 dr. suburban 
(Models S27 and C75-1) 
2 T 5.35 5.60 DeSoto and Chrysler 4 dr. sedan (Models 1957-58 
$25, S26, C75-2 and C76) and 4 dr. Estate 
Wagon (Models C76 and $26) 
MEMORANDUM OF ADDITIONAL PARTS 
8 
(0140 O 50 +4 
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INSTALL PITTSBURGH SAFETY GLASSES 


Pittsburgh Safety Glass is manufactured to meet the exacting requirements of the 
American Standard Safety Code for Safety Glazing Materials for Glazing Motor Vehicles 
Operating on Land Highways (A.S.A. Z26.1—1950) as indicated by the symbols AS1; AS2 
AS3 or a combination thereof, as in the case of Sunshade SOLEX DUPLATE Curved 
Safety Glass Windshields. The trade mark stencils shown below in actual size are perma 
nently etched in the corner of each kind of Safety Glass. 


Select the kind of Safety Glass wanted from those described and illustrated below and 
specify on your order the part, or pattern number, and the name of the Safety Glass in which 
you wish the Pittsburgh Auto Glass part supplied. 





1 
! 
| 
| 
! 
| 
! 
| 
| 
I 
| 
! 
| 
| 
! 
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DUPLATE® SAFETY PLATE GLASS 


Two pieces of 1/8” Polished Plate Glass laminated together with an interlayer of Viny! plastic to 
mm any angle. Absence 


ule greatest elas 


stortion 








ticity and resistance to breakage at all temperatures Assures superior vision [r 





reduces eyestrain and fatigue resulting from long periods of driving. Supplied in both Curved and Flat Automotive Glass 
parts for all makes and models of automobiles and trucks. Maximum size available 48" x 84°. Thickness 14° 


SOLEX® DUPLATE SAFETY HEAT ABSORBING PLATE GLASS 


Two pieces of 1/8° SOLEX Plate Glass laminated together with an interlayer of Viny! plastic, keeps car interior cooler when 
the sun is hot. Guards against eyestrain from glare of sunlight, and has all the excellent vision qualities of regular polished plate 
glass. Supplied in both Curved and Fiat Automotive Glass parts for Windshields, Doors and Windows of care and trucks Maxi 


mum sise available 48° x 84°. Thickness 1/4” 


SOLEX SUNSHADE DUPLATE CURVED SAFETY PLATE GLASS 


Two pieces of 1/8 SOLEX Plate Giase laminated together with an interlayer of Viny! plastic so graduate: 


in color that the levels requisite for driving visibility and below the index mark (A|S1) tranemita more thar 
re tiua eee 70% of the incident white light. Provides maximum protection from glare and eye strain and will keep the inter 
‘ car cooler when the sun is hot. Light comes in, but glare stays out. Supplied in Curved Windshield only Thickness 1/4* 


ine atnenemed 
DUOLITE® SAFETY SHEET GLASS 











pelea Two pieces of Ponnvernon Sheet Glass of similar thickness laminated together with an interlayer of Vinyl plastic t 
J provide greatest elasticity and resistance to breakage at al! temperatures Safety Sheet Glass does not have the true visor 
Py ir Safety Plate Glass, but does have an equal safety factor DUOLITE w not recommended for use in windshields as here true 
vision is necessary for safe driving. Supplied in Flat Automotive Glass parte for all makes and models of automobiles and 
a —— trucks, Maximum sise not exceeding 15 square feet Thickness 1 4° 
“i oes SOLEX DUOLITE SAFETY HEAT ABSORBING SHEET GLASS 
SOLEX Two pieces of SOLEX Sheet Glass of similar thickness laminated together with an interlayer of Vinyl plastic SOLEX 
ALUOLIT : absorbs the direct Solar radiation and will keep the car interior cooler when the sun is hot. Drivers Je in greater 
aN s comfort SOLEX provides protection from eye fatigue and blinding glare fro cht. Sup Fiat A © Glass 
parte for automobiles, buses and trucks Maximum mse not exceeding 10 square feet Thickness 1 4° 
HERCULITE® CURVED SAFETY PLATE GLASS 
| td One piece 14° Polished Plate Glase which hae been specially tempered and is approximately four times as strong and 
; Pd bie ICULITE flexible as ordinary Plate Glass. It is many times more resistant toimpact. When HERCULITE, under sufficient impact, does 
, > shatter, it does not break into sharp fragments like ordinary glass, but disintegrates into innumerable small pieces which are 
: comparatively blunt edged. Supplied in Curved Backlights for passenger cars and trucks 
SOLEX HERCULITE CURVED SAFETY PLATE GLASS 
"I Su .EX One piece 1/4” SOLEX Polished Piate Glass which has been specially tempered to increase its strength to four times that 
#) Th See en | IT = { ordinary glass le a companion heat abeorbing and glare reducing Pilate ase for care having SOLEX DUPLATE Wind 
G ‘afte 1 et shields, and either SOLEX DUPLATE or SOLEX DUOLITE in the doors, windows and ventilators, Supplied in Curved 
Backlights for passenger cars and trucks 
GUARANTEE 
We guarantee both DUPLATE (Clear and Solex) and DUOLITE (Clear and Solex) Safety (Lam 
inated) Glasses, against manufacturing defects for a period of fifteen months from date of manu 
' facture. Every light is identified by the label and by the trade-mark etched in the glass 
; PAINTS « GLASS + CHEMICALS + BRUSHES + PLASTICS 
; TTSBURGH PLATE GLASS COMPANY 
: 
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EXHIBIT I]—C—27 





LIST PRICES 


DECEMBER 27, 1956 


FLAT 


Pittsburgh Auto Glass Parts 


FOR ALL MAKES AND MODELS OF CARS AND TRUCKS 


PITTSBURGH 
PLATE GLASS COMPANY 
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LIST PRICES. DEC. 27, 1956 PITTSBURGH AUTO GLASS PARTS 











Flat Auto Glass Parts cut to size ttern (Read B pecif the 


jlass wanted The list price for the fat 





SOLEX SOLEX SOLEX SOLEX 
DUPLATE DUPLATE DUOLITE DUOLITE DUPLATE DUPLATE ODUOLITE DUOLITE 





Safety Safety Safety Safety ifet fe Safet ifet 
Part Square Plate Plate Sheet Sheet Part Plate Plate Shee eet 
ilass as 2 iss ( f ( 
Biock Area eact eact 1 Block 








> 
20 
- 
“ 
> 
wo 

















| 4x18 83 ) 09 12 x 30 ) 7.4 4 
' 4x22 é 34 44 44 > E 8 7 9 
x 24 67 3.62 8 € x 34 8 4 y 
' 4x 2 72 3.85 4.14 79 x 3 W 44 ‘ 
4x 28 78 4 444 98 38 4 
6x12 x 83 os 4 
6x14 58 3.20 4 4 4 , 
' 6 x 20 ~ 4.36 4.69 4 +4 
; 6 x 24 1.00 5.15 ) 6¢ x 4 
6 x 26 )8 ) 4 
6 x30 1.25 6.3 f 4.48 1? x & ) 
6x3 58 7.85 84 4.89 5 c ‘ 
: 8x 8 44 55 3 4 4 4 
i 8x 10 56 06 4 4 
; a 7 i 
Rx 
8x14 78 4 444 65 ) 4 
8x 16 89 4.64 } ) 4 x 4 
8x18 1.00 5.15 ) 68 4x 24 7 
8 x 20 5, 6 f 4 14 
; Rx 2? » f 7 f 4 4 + 
: Rx 24 ; 6.68 4 4 4 
8 x 2€ 1.44 7.20 17 + 5 5.0) 4 x y 
8 7.71 4.8 > 4 4 
i e 8.22 8.9 5.1 5.8 4 f 
j 8 8.73 4 4 ‘ 4x 
' 10 x 1K 69 3.71 98 4 } 4x 40 ’ 
{ 10 x 12 83 4.36 4.69 1 4x4 4 
: 10*« 14 97 5.01 5 4 19 >f 4 44 4 4 
' 0x16 1.11 5.66 6.11 4 4x 4 44 
: ‘ oe amen wee " 
Ox 2 7 4 4 
' x 24 1.4 » - 6 x 4 
; x 26 - 8.8 64 6.26 x t 
' Ox 28 1.94 9.52 € 
: x 20 8 7 . 
: a 8 
: ' 42 
: 
: 
x 4 4 ; 
: 0x4 4 
: Ox 44 a 4 4 
‘ Ox 4 3. f € 3 
x 48 4 4.44 ) } 
x ” 4 4 
x 14 1.17 5.94 6.41 : 6 x 4 4 . 
x 16 6.68 4 4 6x4 ) ” y 
x 18 4H 
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PITTSBURGH AUTO GLASS PARTS LIST PRICES -DEC. 27, 1956 











FABRICATED (FLAT) SAFETY AUTO GLASS PARTS 


The following list prices apply to Fiat Auto Glass Parts cut to size or pattern (Ready-to-Install) 


1 the type glass wanted 


Be sure to specify or 
The list price for the fabricated part is determined by the Block Size from which it 


your order the part 
s cut 








SOLEX 
DUPLATE DUPLATE 


SOLEX 
DUOLITE DUOLITE 
Safety Safety 


SOLEX 
DUPLATE DUPLATE 


SOLEX 


DUOLITE DUOLITE 












































Safe Safety Safety Safety Safety Safety 
Pa square Pilate Plate Sheet Sheet Part Square Plate Plate Sheet Sheet 
Cut Fror Foc Glass Glass Glass Glass Cut Fror Foot Glass Glass Glass Glass 
Block Size Area (each) (each) (each) (each) Block Size Area (each) (each) (each) (each) 
8 x 2 7s $13.29 $14.39 $ 8.12 $ 9.25 22 x 34 5.19 $26.09 28.16 $15.55 $17.63 
8 x 24 3.00 4.45 15.65 8.81 10.04 22 x 40 6.11 30.62 33.07 18.22 20.66 
8 x 2€ 3.25 15.61 16.91 9.50 10.84 22 x 44 6.72 33.63 36.32 19.99 22.68 
8 x 28 “ 16.78 18.18 20 11.6 22 x 48 7.3 38.62 41.55 23.81 26.74 
1B x 3 76 14 19.44 ) 89 4 x 50 43.23 24.77 27.85 
8 x 4.00 9.10 20.70 11.58 22 22 x 52 44.96 23.93 
8 x 34 4.25 0 .2€ 1 .9€ 27 4.02 22 x 54 46.70 30.04 
8 x 3 4 1.4 7 148 22 x 5é 44 4 114 
8 x 38 4.7 5 4.49 13.66 4 x 24 70 53 2 
4 x 5 25.78 4 6.4 4 x 2€ 7 50 4.27 
8 x 44 ti 9.8 45 24 x 28 4.67 2.2 08 13.43 5.35 
8 x 46 5.75 8.85 24 x 30 5.00 25.15 5.75 14.35 
# 4 6. ).08 a 0.3 24x 33 26.78 8.9 5.96 
» ¢ 8 8. 4x 36 6.00 30.08 7.90 
B x 6.54 af ’ oe) 4x 00 5.0 37 0.80 
~ BX 44 70 »4 0.9 24 x 8 8 47.15 6.99 
( 7; 4 4.54 } 1.34 4x 52 8.67 58 49.05 8.07 
u 4 ) 8 .9¢ 0 24 x 54 >. 3 90. 9 »9.12 
x ’ 9 24 x 5é€ 1.3 49.02 5 > 0.17 
0 x 2€ 5 8.7 ” 1.98 4 x 60 0.00 92.50 56.50 ( 
x 0.14 - 6 x 28 of 5.45 4 6.59 20 
0 x 4 ot 4 6 x 3 ».42 ? 29.39 6.22 8.39 
x 44 } s 4 Gx 3 5.78 9.00 26 19.57 
" 4 46 24.34 8 6 x 34 6.14 30.77 33.2 8.31 0.76 
€ x 14.35 6.40 26 x 36 6.50 32.55 35.15 1 95 
6.53 8.64 5.8 , 26 x 38 6.86 34.32 OF 0.39 
4 x of ) } x 6.2 6 € 8.54 
1) x 48 ¢ ¢ 124 Bx 34 6é 09 ; 7: 
4 4 4 49 0. 4 B x 3F ox 5.01 7.8 8 60 
8.04 4( 46 fi 8 x } } 41.88 4.06 6.96 
4 > 5 42.5 Bx 4 8 40.96 44.0 4 8.35 
42.4 4564 Gi »9 x 4 42.98 4 6.48 9.75 
3 8x 44 3.56 45 48.44 4 
66 0 x 3€ 7.50 7 5 42 5( 4 
¥ 1 x4 75 46.0 49.5) 
4.28 ).4 4 f on 42.1 45 4 9.14 
4 8 5H «x 4 M ya 96 A ia] C a) 
Block € not listed or é f AEROLITE Safety Sheet Glass. Establist 
area and t t € wing f es per square foot for the bracket size involved 
SOLEX OUOLITE SOLEX AEROLITE 
DUPLATE DUPLATE Safety DUOLITE Safety 
Satety Safety Sheet Safety Sheet 
RBRACKE Pilate Gia Pilate Glass Glass Sheet Glass Glas 
So. Ft. Per Sa. Ft. PerSa. Ft. PerSa. Ft. Per Sa. Ft 





5.20 5.60 18 
4 oa vf 
Fe 4( 8 
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EXHIBIT IJ—C-28 





INSTALLATION LABOR 
LIST PRICES 


JANUARY 15, 1958 


Pittsburgh Auto Glass Parts 


FOR ALL MAKES AND MODELS OF CARS AND TRUCKS 





Peeao DURGA 
PLATE GLASS COMPANY 
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> ALLATION LABOR rm ___LIST PRICE AMUARY 15. 1958 
CURVED SAFETY PLATE GLASS WINOSHIELDS 
NAGS INSTALLATION | NAGS INSTALLATION | NAGS INSTALLATION | NAGS INSTALLATION. 
PATTERN LABOR PATTERN LABOR PATTERN PATTERN LABOR 
NUMBER LIST PRICES NUMBER LIST PRI 
ww22 $18.75 w420 $22.50 
ww3s 8.75 W425 18.75 
wwas W430] s —_ 
wwe) 11.25 Wasi) : 
} é ich Stiialbille 
w¥6d) sd W433 27.75 
wwée) 5.25 _W436 18.75 Ee 
ie mee _ W438 22.80: 449% 
wW73]oNn W450 30.00 
wwrg ' was) 24.00 
— 25 W453 24.00 
re an Wasa 22.50 
wwee W457 18.75 
wwo4 7 w4s8 18.75 
wwo7 5. 0¢ W465 26.25 
w109 wae 24.75 : 
wiiol 419.5 was9 21.75 
ts ; f W496 18.75 
5 wae 14,25 ae 
= ‘ w4g9 14,25 — 
a| : w500 37.5 
3 W504 24.75 
oe W512 24.75 
w130) 2 W513 24.75 
r 
“ es 24 W514 28.50 
" 8.75 \ W518 28.50 
4 W523 29.25 
wia w525 9.25 
wi47 W530 37.5 
. wsi4 18.75 
eae "W535 15.00 
w 186) WS% 5.0¢ er 
” 5 w540 0 
. ‘ W542 3.75 
wis W545 24.06 
w w54 24.00 


wss? te 7« 
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LIST PRICES - JANUARY 15. 1956 PITTSBURGH INSTALLATION LABOR 











HERCULITE CURVED SAFETY PLATE GLASS BACKLIGHTS 










NAGS INSTALLATION NAGS INSTALLATION NAGS 















































INSTALLATION NAGS INSTALLATION 
PATTERN LABOR PATTERN LABOR PATTERN LABOR PATTERN LABOR 
NUMBER LIST PRICES | NUMBER LIST PRICES | NUMBER LIST PRICES NUMBER R 
8881 $10.50 B133 $10.50 B196 $15.00 
BBB2 10.50 B134 18.00 B197 15.75 
BBB3 10. 50 B135 10.50 B198 11.25 
BBB4 10.50 B136 15.00 B199 11.25 
BBBS 10.50 B137 15.00 B200 15.00 
BBB6 10.50 BB67 7.50 B138 13.50 B201 15.00 
6887 10.50 8B70 10.50 B139 13.50 B202 15.00 
BeBe 10.50 BB7) 7.50 B140 20.25 B203 15.00 
BBB9 10.50 8872 7.50 Bi43 13.50 B204 18.75 
BB10 10.50 BB75 13.50 Bi4a 13.50 B205 18.75 
BB1) 10.50 BB76 10.50 Bias 20.25 B207 15.00 
8812 10.50 8877 7.50 B148 14.25 B 208 13.50 
8813 10. 50 BB78 7.50 B49 14.25 B209 15.00 
BB16 10.50 8Be) 13.50 B150 17.25 B210 15.00 
8817 10.50 8 B82 13.50 BIS) 13.50 B211 11.25 
BBi8 10.50 BB83 13.50 B152 13.50 B212 11.25 
BB19 10.50 Bees 18.00 B153 17.25 B213 15.00 
BB20 10.50 BBB6 16.50 B54 16.50 B217 11.25 
BB21 10.50 BB87 16. 50 B1S6 15.00 B218 11.25 
8B 23 10.50 BB89 10.50 B1S7 15.00 B219 17.25 
BB24 10.50 BB90 10.50 BIS9 15.00 B22) 21.00 
6625 10.50 BB9I 10.50 B160 11.25 B222 11.25 
BB26 10.50 BB92 10.50 B16] 11.25 B223 11.25 
8827 10.50 BB93 10.50 B162 15.00 B224 17,25 
8828 10.50 BB 96 9.75 B 163 11.25 B225 13.50 
BB29 10.50 vv98 3.75 B164 11.25 B226 13.50 
8B 30 10.50 vv99 3.75 B165 13.50 8227 22.50 
8B31 10.50 B100 15.00 B166 13.50 B228 9.75 
BB32 10.50 B101 15.00 B167 11,25 B229 9.75 
BB33 10.50 B 102 15.00 B68 11.25 B230 13.50 
ae inant ioe 
BB34 10.50 B103 15.00 B169 13.50 B23) 14.25 
BB36 10.50 B104 15.00 B170 15.00 B232 14. 25 
BB37 10.50 B105 15.00 B171 15.00 B233 17.25 
BB40 10,50 B 106 15.00 B172 15.00 8235 13.50 
BB4) 10.50 B107 15.00 B173 15.00 B236 13.50 
= +--- ibs idealinnienasnigeen eines 

BB42 10.50 B108 15.00 B175 11,25 B237 20.25 
8B43 10.50 B117 9.75 B176 11.25 8238 13.50 
BB44 10.50 B18 9.75 B177 15.00 B239 13.50 
BB46 10.50 B119 15.00 BI78 15.00 B240 17.25 
QQ47 10.50 B120 15.00 B79 11,25 B241 13.50 
BB48 10.50 B12) 9.75 B180 11.25 B242 13.50 
BB49 10.50 B122 9.75 Bie) 15.00 8243 20.25 
BB50 10.50 B123 B182 15.00 B248 17.25 
BB52 10.50 Bl24 7.50 B183 15.00 B249 17.25 
QQ53 10.50 B125 7.50 Biss 15.00 8250 17.25 
10.50 B25] 18.00 

15.00 B252 13.50 

15.00 8253 13.50 

15.00 B254 14.25 

15.00 B255 18.00 

ARS EQUIPPED WITH AIR CONDITIONING AN AC TIONAL CHARGE WILL BE MADE MPUT 
IN A TIME BASIS WHERE IT IS NECESSARY TO REMOVE AND REINSTALL AIR CONDITIONING 


EQUIPMENT IN THE INSTALLATION OF BACKLIGHTS 


9 
2 
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PITTSBURGH INSTALLATION LABOR LIST PRICES- JANUARY 15. 1956 











HERCULITE CURVED SAFETY PLATE GLASS BACKLIGHTS, 
QUARTER WINDOWS, DOORS AND VENTS 
NAGS INSTALLATION | NAGS INSTALLATION 
PATTERN LABOR PATTERN LABOR 
NUMBER LIST PRICES | NUMBER LIST PRICES 

















NAGS INSTALLATION 
PATTERN LABOR 
NUMBER LIST PRICES 









NAGS INSTALLATION 
PATTERN LABOR 
NUMBER LIST PRICES 



































































ao cee 
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LIST PRICES- 


INDEPENDENT FLAT GLASS DEALERS 


JANUARY 15. 1958 





LIST PRICES 


FLAT GLASS INSTALLATION LABOR 


DOOR AND QUARTER GLASS 


Door Glass - - - Regular Setting 
Quarter Glass - - - Regular Setting 
ADD 


For Chrome Frame Mounting 
For Power Operated Glass 


FLAT WINDSHIELDS 
1 Piece Flat Windshield 
2 Piece Flat Windshield One Replaced 
2 Piece Fiat Windshield Two Replaced 


ADD 


For Lift Cab White Truck 


VENT GLASS 





Front or Rear Vent Glass 


Quarter Flipper Glass 


BACK GLASS 


Flat Back Glass - - - All Models 


PITTSBURGH INSTALLAT 


$7.50 
7.50 


$1.50 


9 
6.75 
2.00 


A 


-50 


ry 


-00 


$6.00 





1ON LABOR 
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EXHIBIT IJ—D-1 


SCHEDULE 16 


PITTSBURGH PLATE GLASS COMPANY 


Percentage of Shipments of Plate Glass (Sq. Ft.) Made to 
Company-Owned Distribution Outlets 1928-1945 

(1) To Total PPG Domestic Factory Shipments and Transfers of Plate Glass. 

(2) To Total PPG 


Domestic Factory Shipments of Plate Glass. 


Percent of 


Shipments to 
Company-Owned 
r—— Distribution Outlete—, 
Total 
PPG Less To Total 
Domestic Transfers Total Shipments to PPG 
Shipments to PPG Co. PPG Company Owned Domestic To Total 
and Laminating Domestic Distribution Shipments PPG 

Transfers Departments Shipments Outlets and Domestic 

(Sq. Ft.) (Sq. Ft.) (Sq. Ft.) (Sq. Ft.) Transfers Shipments 
Year A) (B) (Cc) D) (E) (PF) 
1928 63,945,622 3,717,139 60,228,483 15,828,602 24.75% 26.28% 
1929 69,262,344 5,222,168 64,040,176 15,602,996 22.53% 24.36% 
1930 41,530,782 2,249,441 39,281,341 11,110,511 26.75% 28.28% 
1931 36,808,416 1,345,257 35,463,159 7,610,144 20.68% 21.46% 
1932 27,273,570 9,261,501 18,012,069 4,849,946 17.78% 26.93% 
1933 37,458,929 9,914,650 27 544,279 5,618,879 15.00% 20.40% 
1934 414.453.0488 14,866,796 29,586,252 5,699,787 12.82% 19.26% 
1935 86,547,143 32,966,927 53,580,216 7 292,577 8.43% 13.61% 
1936 97,821,295 40,351,895 57,469,400 9,393,495 9.60% 16.35% 
1937 89,625,801 54,503,868 35,121,933 8,189,868 9.14% 23.32% 
1938 32,512,373 12,700,072 19,812,301 6,022,342 18.52% 30.40% 
1939 59,513,421 29,567,285 29,946,136 7,782,473 13.08% 25.99% 
1940 63,691,076 27 868,012 35,823,064 9,444,787 14.83% 26.37% 
1941 81,069,116 28,816,148 52,252,968 11,677,983 14.40% 22.35% 
1942 37,602,847 8,163,643 29,439,204 8,638,373 22.97% 29.34% 
1943 43,807,819 8,269,479 35,538,340 9,854,949 22.50% 27.73% 
1944 55,321,639 11,971,309 43,350,330 11,534,512 20.85% 26.61% 
1945 48,825,947 10,186,016 38,639,931 10,447,639 21.40% 27.04% 
Notes: 

1. Export shipments are excluded from this tabulation but it was not practicable to exclude certain special 
glasses which constitute an average of 1.2% of PPG's total shipments during this period. 
2. Because records do not permit the exclusion of bent plate, mirrored plate and tempered plate from Column 


“D”, these products have not been excluded from Columm@s “A”, “B” and “C”. 


Data submitted on the basis of square feet, as existing records are not adequate to permit the presentation 


on the basis of dollar sales 


Stip. No. 1 
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1949 
1950 
1951 
1952 
1953 
1954 
1955 
1956 
1957 


INDEPENDENT FLAT GLASS DEALERS 


PITTSBURGH PLATE GLASS COMPANY 
PERCENTAGE OF SHIPMENTS OF PLATE GLASS (SQ. FT.) MADE TO 
COMPANY-OWNED DISTRIBUTION OUTLETS - 1946 TO 1957 
(1) TO TOTAL P.P.G. CO. DOMESTIC FACTORY SHIPMENTS AND TRANSFERS OF PLATE GLASS 


(2) TO TOTAL P.P.G. CO. DOMESTIC FACTORY SHIPMENTS OF PLATE GLASS 


Less 
Total P.P.G. Co. Transfers Total 
Domestic To P.P.G. Co. P.P.G. Co. 
Shipments And Laminating Domestic 
Transfers Departments Shipments 
(Sq. Ft.) (Sq. Ft.) (Sq. Ft.) 


(B) (c) 





> request 


Shipments To 
Company-Owned 
Distribution 
Outlets 
(Sq. Ft.) 
D 


Extension Of 
Stipulation No. 1 
Schedule 16 


PERCENT OF SHIPMENTS 
TO COMPANY-OWNED 
DISTRIBUTION OUTLETS 

To Total 


P.P.G. Co. To Total 
Domestic P.P.G. Co 
Shipments Domestic 
And Transfers Shipments 
17.25% 24.21% 
16.01 22.98 
15.55 23.26 
12.61 19.48 
13.47 19.17 
11.33 18.20 
8.17 13.48 
7.41 12.77 
8.87 1.03 
5.53 10.1 
6.41 11.38 
5.29 9.99 
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EXHIBIT II—D-2 


SCHEDULE 17 


PITTSBURGH PLATE GLASS COMPANY } 


Percentage of Shipments of Window Glass (Actual Boxes) Made to 


Company-Owned Distribution Outlets 1928-1945 


(1) To Total PPG Domestic Factory Shipments and Transfers of Window Glass. 
(2) To Total PPG Domestic Factory Shipments of Window Glass. 
Percent of { 


Shipments to 
Company-Owned 


Total -— -Distribution Outlets —, 
pease Total Shipments to TOPO, 
Shipments PPG Company-Owned Domestic To Total 
and Less Domestic Distribution Shipments PPG 
Transfers Transfers Shipments Outlets and Domestic 
(Boxes) (Boxes) (Boxes) (Boxes) Transfers Shipments 

Year (A) (B) (c) (D) (E) (F) 
1988..52.5: Not Available 
1929 Not Available 
1930 1,140,384 10,587 1,129,797 773,126 67 80% 68.43% 
193) 45.3. esa 1,171,727 12,432 1,159,295 606,135 51.73% 52.28% 
1932 a ; 918,396 10,588 907 ,808 514,892 56.06% 56.72% 
1933... 1,319,155 35,369 1,283,786 691,515 52.42% 53.87 % 
TOGA ena 1,421,483 38,604 1,382,879 752,614 52.95% 54.42% 
1935 iets : 1,835,186 143,389 1,691,797 1,028,133 56.02% 60.77 % 
1936 1,940,445 214,060 1,726,385 1,008,447 51.97% 58.41% 
1937 2,360,445 333,330 2,027,115 1,068,490 45.27% 52.71% 
1938 : 1,630,024 197,586 1,432,438 707,741 43.42% 49.41% 
1939 2,488,287 421,722 2,066,565 954,427 38.36% 46.18% 
1940 - 2,992,018 514,501 2,477,517 1,053,109 35.20% 42.51% 
194] ; 3,994,648 637 ,299 3,357,349 1,135,575 28.43% 33.82% 
1942 3,536,727 177,012 3,359,715 1,210,399 34.22% 36.03% 
1943 3,926,253 235,186 3,691,067 1,230,127 31.33% 33.33% 
1944 3,824,701 292,797 3,531,904 1,067 ,668 27.92% 30.23% 
1945 3,237,154 339,011 2,898,143 1,017,823 31.44% 35.12% 
Notes 


1. All the above data excludes export shipments 


tm 


Transfers include all intra and inter-factory transfers for further fabrication 
3. Complete data is not available for the years 1928 and 1929 from existing records 


4. Data submitted on the basis of actual boxes as existing records are not adequate to present on the bas 


v 


of dollar sales or : ingle strength equivalent be 


5. Shipments and transfers are stated on the basis of 50’ single strength equivalent boxes in the “Con- 


solidated Answer”; the above statement is prepared on the basis of 50’ actual boxes 


Stip. No. 1 
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Extension Of 
Stipulation No. 1 
Schedule 17 


PITTSBURGH PLATE GLASS COMPANY 
PERCENTAGE OF SHIPMENTS OF WINDOW GLASS (ACTUAL BOXES) MADE TO 
COMPANY-OWNED DISTRIBUTION OUTLETS ~ 1946 TO 1957 
(1) TO TOTAL P.P.G. CO. DOMESTIC FACTORY SHIPMENTS AND TRANSFERS OF WINDOW GLASS 


2) TO TOTAL P.P.G. CO. Di IC FACTORY ENTS wINDOW GLASS 


PERCENT OF SHIPMENTS 
TO COMPANY-OWNED 
DISTRIBUTION OUTLETS 


Total P.P.G. Co. Total Shipments To To Total 
Domestic P.P.G. Co. Company-Owned P.P.G. Co. To Total 
Shipments And Less Domestic Distribution Jomestic P.P.G. Co. 
Transfers Transfers Shipments Outlets Shipments Domestic 
( Joxes ) (Boxes) (Boxes ) (Boxes) And Transfers Shipments 
_ ae cian {D) (B) (F) 
1946 6 . ° 30.57% 36.78% 
1947 29.93 35.08 
1948 27.54 32.17 
1949 26.75 33-06 
1950 22.40 26.71 
1951 2l,.07 28.26 
1952 19.78 23.35 
1953 23.09 26.49 
1954 21.43 24.03 
1955 17.54 19.75 
1956 22.21 24.80 
1957 19.53 22.75 
s/ Square-foot figures withheld at the request of Pittsburgh Plate 


Glass Co. 





INDEPENDENT FLAT GLASS DEALERS 683 
EXHIBIT II—D-3 


SCHEDULE 18 


PITTSBURGH PLATE GLASS COMPANY 


Percentage of Shipments of Laminated Glass (Sq. Ft.) Made to 


Company-Owned Distribution Outlets 1928-1945 


(1) To Total PPG Domestic Factory Shipments and Transfers of Laminated Glass. 


(2) To Total PPG Domestic Factory Shipments of Laminated Glass. 


Percent of 
Shipments to 
Company-Owned 
Distribution Outlets——, 
Total 'o Total 
PPG PPG 
Domestic Total Shipments to Domestic To Total 
Shipments PPG Company-Owned Shipments PPG 
and Less Domestic Distribution and Domestic 
Transfers Transfers Shipments Outlets Transfers Shipments 
Year (A) (B) (C) (D) (E) (F) 
1928... 963,198 — 963,198 “ nn aie 
L929 ako ie 2,011,874 - 2,011,874 — — — 
1930.......... 1,182,991 1,182,991 — — 
ISS S. 732,996 . 732,996 - — — 
1932... 4,444,862 4,444,862 _- -- 
1933 5,334,747 5,334,747 - - - 
1934 7,765,804 7,765,804 205,315 2.64% 2.64% 
1935 18,233,887 1,616 18,232,271 483,273 2.65% 2.65% 
1936 24,813,989 17,431 24,796,558 1,006,487 4.06% 4.06% 
1937 30,643,545 28,691 30,614,854 2,200,767 7.18% 7.19% 
1938 13,857,934 13,600 13,844,334 1,472,722 10.63% 10.64% 
1939 22,975,188 19,022 22,956,166 2,296,746 10.00% 10.00% 
1940 26,497,201 22,929 26,474,272 2,658,370 10.03% 10.04% 
194 30,061,110 28,506 30,032,604 4,012,258 13.35% 13.36% 
1942 9,045,127 24,607 9,020,520 2,854,524 31.56% 31.64% 
1943 8,609,456 8,418 8,601,038 3,334,667 38.73% 38.77% 
1944 11,386,349 4,911 11,381,438 *4,583,985 40.26% 40.28% 
1945 10,679,664 8,601 10,671,063 3,735,070 34.97% 35.00% 
Notes: 
1. All the above data excludes export shipments. 
2. Transfers include all intra and inter-factory transfers for further fabrication 
3. Data on laminated glass shipments to company-owned distribution outlets for the years 1928-1933, inclusive, 
are not available from existing records 
4. Data submitted on the basis of square feet as existing records are not adequate to present on the basis of 


dollar sales. 


Stip. No. 
Page 29 





—————— ee 


684 INDEPENDENT FLAT GLASS DEALERS 


Extension Of 
Stipulation No, 1 
Schedule 18 


PITTSBURGH PLATE GLASS COMPANY 
PERCENTAGE OF SHIPMENTS OF LAMINATED GLASS (3Q. FI.) MADE TO 
COMPANY-OWNED DISTRIBUTION OUTLETS - 1946 TO 1957 
(1) TO TOTAL P.P.G. CO. DOMESTIC FACTOAY SHIPMENTS AND TRANSFERS OF LA.LNATED GLASS 


(2) TO TOTAL P.P.G. CO. DOMESTIC FACTORY SHIPMENTS OF LAMINATED GLASS 





PERCENT OF SHIPMENTS 
TO COMPANY-OWNED 
DISTRIBUTION OUTLETS 


To Total 
Total P.P.G. Co Shipments To P.P.G. Co To Total 
Domestic Total P.P.G. Co. Company-Owned Domestic P.P.G. Co 
Shipments And Less Domestic Distribution Shipments Donestic 
Transfei's Transfers Shipments Outlets And Transfers Shipments 
Year (A) (3) (Cc) (D) (E) (F) 
1946 : . . . 19.66% 19.67% 
1947 2.22 20.23 
1948 17.20 17.20 
1949 Fold Faded 
1950 9.96 9.96 
1951 13.68 13.69 
1952 13.72 13.73 
1953 11.15 1.15 
1954 15.87 15.87 
1955 10.35 10.35 
1956 17.79 17.79 
1957 17.30 17.31 
*/ Square-foot figures withheld at tae request of Pittsburgh Platé 


Glass Co. 
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EXHIBIT II—~D-3—A 
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EXHIBIT IJ—D—4 


PITTSBURGH a GLASS COMPANY 
PERCENTAGE OF SHIPMENTS OF GLASS (S«. FT.) MADE TO 
COMPANY~-Os NED DISTRIBUTION OUTLETS ~ 1949 TO 1957 


Total Shipments To Percent Of 
P.P.G. Co. Company~Owned Shipments To 
Domestic Distribution Company-Owned 
Shipments Outlets Distribution 
(Sq. Ft.) (Sq. Ft.) Outlets 
Year A (B) C. 
1949 * : 1.22% 
1950 1.11 
1951 1.72 
1952 1.70 
1953 1.66 
1954, 2.16 
1955 1.50 
1956 2.08 
1957 1.95 


*/ Square-foot figures withheld at the request of Pittsburgh Plate 
Glass Co. 
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EXHIBIT II—D-5 
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Exuisit II-E 


The testimony of James W. Cassedy and certain of the other witnesses who 
appeared before this subcommittee on July 30 and 31, 1958, was misleading in 
many respects. 

In the first place, this group does not represent the auto glass replacement 
industry as a whole. There are about 10,000 glass dealers in the United 
States. The figure of 10,000 comes from the executive director of the National 
Auto and Flat Glass Dealers Association, of which association Mr. Cassedy 
is the attorney. In June 1958, this association listed 602 dealers as members, 
considerably less than 10 percent of the total. Pittsburgh Plate Glass Co. believes 
that the figure of 10,000 glass dealers is reasonably accurate and that probably 
8,000 of them are dealers in automotive glass replacements, the product line 
to which the attention of this subcommittee has primarily been directed by 
those who have already testified. 

Mr. Cassedy listed only 79 glass dealers as complainants. We have analyzed 
their responses to a questionnaire, replete with leading questions, which were 
filed with this subcommittee. We find that there were in fact only 27 of these 
79 purported complainants who in their responses showed any specific complaint 
against PPG. 

The picture which they painted of the industry is demonstrably incorrect, 
as can be shown in part by projection of available figures for the 79, whom 
Mr. Cassedy presented to this subcommittee as “typical small-business men.” * 

Seventy-two of these 79 had total sales in 1957 of well over $8 million 
($8,735,057), an average of $121,000. Assuming that this average is repre- 
sentative of the 8,000 auto glass dealers in the United States, these inde- 
pendent businessmen enjoyed in 1957 a billion dollar business ($970,560,000) . 
These figures are taken from statements made by these 79 to a reputable 
mercantile credit agency. 

These 79 independent businessmen have grown and prospered in recent 
years. Even those 27 who made specific complaints against PPG have grown 
and prospered. Fifteen of these 27—all for whom sales figures were availa- 
ble—commanded in 19537 aggregate sales of about two and a quarter million 
dollars ($2,125,935) and this figure grew by 1957* to over $3 million ($3,058,- 
517)—an increase of about 44 percent. Available data for 22 of these 27 show 
that their initial worth* totaled over $300,000 ($306,182) and that this figure 
had grown by 1957 to over $950,000 ($953,182) —an increase of 211 percent. 

The attached summary contains the statements which in recent months 73 
of the 79 gave to the mercantile credit agency about their current and future sales 
and business prospects. Of these 73 reports, which were all that could be ob- 
tained, 24 stated that their sales were going up, 36 that sales were holding steady 
and only 13 that sales were going down. Most of these 13 gave good reasons 
for the downward trend, such as personal illness, strikes, and changes in policy. 
In not a single one was PPG mentioned as a contributing factor. 

Presumably these businessmen were giving truthful information to this credit 
agency, and they were doing so in a context not useful to them in building a 
record for private litigation. Their statements can only be construed as en- 
couraging on the question of survival of the independent glass dealer in the 
United States. 

Most of those who responded to Mr. Cassedy’s questionnaire made no serious 
complaint as to competitive conditions. Mr. Cassedy strained to make a case 
through misleading statements to this subcommittee as to what these responses 
said, as a comparison of his testimony with the full answers show. Specifically, 
in numerous cases he described as reports of “unfair competition” reports that 
any competition at all existed. 

The independent glass dealers are among PPG's principal customers. For 
example, 56 of the 79 whose questionnaires were filed with this subcommittee 
purchased over half a million dollars ($581,303) of auto glass from us in 1957. 
PPG estimates that in 1957 its total sales of auto replacement glass to inde- 
pendents were considerably more than 50 times that figure. 

PPG desires to strengthen these customers, not to injure them. Specifically, 
in no instance was any price cut about which there was testimony initiated by 


1 Transcript, p. 6, subcommittee hearings, July 30. 
2 Or the earliest subsequent available year. 

3 Or the earliest available year. 

* Or earliest available net worth. 
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PPG. In every such price cut, others lowered the price first. There is no truth 
whatever to suggestions made by some witnesses that PPG operates distribution 
units on a profitless basis in order to increase sales. 


SUMMARY 


Comments on level of operations of glass dealers 


Date com- | Glass dealer Comments 
ments made | 


bia ae — ite niamaeeat wi - anemmvente Sa cepa ane 


May /7,1958 | Acme Glass Co. ‘ ‘ Sales volume fairly steady; operations profitable. 

Apr. 9,1958 | Acme Glass & Paint Co_______- | Sales down; modest profits. 

Aug. 25,1958 | Airport Glass & Mirror Co____-- oe steady; operations believed along profit- 
able lines. 

June 3,1958 | Ajax Glass Co | Sales and profits off since January 1958. 

Mar. 27,1958 | Allentown Glass & Paint C 0. ...| Operations favorable. 

Mar. 26,1958 | American Auto Glass Co. | Sales up moderately; profit being earned. 


Aug. 26,1957 | Arrow Glass & Mirror Co Quite satisfied with overations; owners feel that 
they derived a profitable living for their time 


and financial investment. 


Aug. 27,1958 | Atlantic Glass Co-___- Volume fairly steady; onerations provide sub- 
| jects a satisfactory livelihood. 
July 21,1958 | Atlas Body & Glass Co-_--. Owner has made good progress; sales have stead- 
ily increased. 

Mar. 21,1958 | Auto Glass Mart ; Sales volume has shown steady increase; opera- 
| | tions profitable. 

Avr. 17,1958 | Auto Glass Specialty Co.........___-- Continued substantial volume. 

June 23,1958 | Avenue Glass Co._-_-...-.-.-- | Operates with profits; working capital limited; 
| | Sales steady. 

Aug. 25, 1958 | Baggerly Glass Co- Sales slightly down; operations profitable. 

Avr. 25,1958 | Barney’s Auto Glass Service. Volume steady. 

Mar. 28, 1958 | Beauchamp Glass & Paint Co_- Sales increasing, operations profitable. 

Jan, 30,1958 | Bennett Glass & Mirror Co : Bigger sales velume; operations prefitable 

Aug. 12,1957 | Bill’s Auto Glass ‘ Sales above $40,000 annual average; additional 


earnings have resulted and financial condition 
improved. 


Aug. 18.1958 | Bob Lamb’s Auto Glass Service Volume steady; profits realized. 

Mar. 12,1958 | Bridgewood Aut» Glass Co Velume at fairly constant level. 

Aug. 22,1958 | Broadway Auto Glass Co__-------- Sales and earnings holding about even with last 
year. 

Jan. 16,1958 | Burhans’ Glass Co- .| Velume fluctuated little in 1957. 


June 3,1958 | Bushey Radiator & Auto. Glass, Ine 


Sales steady and e-ntinue profitable. 
Apr. 1,1958 | Capitol Glass Co. 


1957 sales equaled those of 1956; operations 
profitable. 

1958 sales to date steady; operati>ns profitable. 

Vi lume steady; operations profitable. 

Sales volume has shown a steady increase since 
1956 (have gone from $3,500 to near $5,000 per 
month). 

May 16,1958 | City Glass Specialty, Inc... ---.--- Sales down; operations continue to produce 
profits above withdrawals. 

Fairly steady volume in 1957. 


July 14.1958 | Chet Nichols Auto Service. 
Aug. 21,1958 | City Auto Trim Glass Co 
May 23,1958 | City Glass Co 


Mar. 27,1958 | Conn & Conn Glass Co 


May 6,1958 | Cortland Glass Shop ..-----.-| Sales increase; returning good profit. 
May 15,1958 | David’s Reliable Glass Co Sales steady and profitable in 1958. 
Sept. 2,1958 | Dixie Glass Shop ; -o ...| Sales steady in 1958. 


Aug. 21,1957 | Ed’s Glass Shop 


Good profits withdrawn and invested in outside 
real estate; work holding generally even. 

Sales decreased; profits still earned. 

1957 sales below 1956. 

1958 sales ahead of 1957; operations profitable. 
Business recently expanded, opening a branch; 
owner anticipates good volume with profits. 

Sales off in 1958. 

1958 sales on par with 1957; prior to 1957 sales had 
shown some decline. 

1958 sales about 25 percent ahead of last year; 
sales volume trend upward since 1955. 

Jan. 24,1958 | J. W. Goss Co 4 ™ Volume continues active; operations profitable. 

Aug. 22,1958 | Grawey Glass Co-__--_-- = .| 1958 sales 2 percent above 1957; profits earned. 

Aug. 5,1958 | Claude Hollinger Volume steady; operations profitable. 

Aug. 22,1958 | Howell's Lancaster Auto Glass & Paint | 1958 volume compares favorably with similar 


July 21,1958 | Enterprise Glass Co 

Apr. 18,1958 | Frankford Glass & Mirror Co 

Sept. 5,1958 | Franklin Auto Glass Co 

Aug. 19,1958 | Fred’s Auto Glass & Seat Cover Center 


July 11,1958 | Fuller’s 
July 10,1958 | General Auto Glass Replacement 


Aug. 6,1958 | Giant Automotive Products, Inc 


Co. period in 1957; operations will again be profit- 
able. 


Aug. 19,1958 | Jackson Square Glass & Auto Supply | Financial condition appears satisfactory; sales 


Co. steady. 

Aug. 26,1958 | Jacone Glass Shop i. 1958 sales about on par with 1957; business oper- 
ating with some success. 

Apr. 11,1958 | Kansas City Glass Co Operations profitable. 

Jan. 20,1958 | Kelly Radiator & Auto Glass_-_. _.| Volume increasing; operations providing good 
profits. 

May 81958 | Kinzel Gi: ass & Auto Sales. Sales up slightly; business profitable. 

Aug. 21,1958 | Kryger’s Safe-T-Glass & Paint Co Annu: al sales volume continued between $85,000 


to $90,000; operations continue profitable. 
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Comments on level of operations of glass dealers—Continued 


Date com- | Glass dealer | Comments 
ments made 





May 21,1958 | Lened Glass Service.-_-.-.....-..---.---.- 1958 sales volume off moderately, expenses, how- 
ever, have been cut; 1958 earnings should com- 
pare reasonably well with those of 1957. 
Jan. 14,1958 | Locust Auto Glass Co__._..............| Corporation continues to handle a substantial 
volume. 
Lynnway Auto Glass Co-----. ..| 1958 sales about equal to sales for similar period 
1957; ape ions modestly profitable. 

0 


Sept. 11, 1958 


Mar. 21,1958 | Mack’s Auto Glass Shop- _....| Volume holding steady. 
Sept. 22,1958 | Malden Glass Co-_-_--_- ‘. ..| 6 months 1958 volume off sharply due to owner 
| being absent because of illness. 
Aug. 21,1958 | 8S. Marks & Co__. ; +2. 1958 sales are about even with 1957; operations 
profitable. 
Apr. 15,1958 | Metealf Glass Co- ..| Current year volume holding up well following 
drop in previous fiscal year; outlook favorable. 
July 8, 1958 | Modern Glass Co__- Since inception in 1956 substantial volume has 
| | been developed. 
Feb. 21,1958 | Nu-Deal Auto Parts Co-_- 1957 sales up; operations profitable 
Feb. 12,1958 | Oden Supply Co-_.- 1957 sales fairly steady. 
Feb. 21,1958 | Olympic Glass Co_- Volume down. 
Aug. 20,1958 | Phil’s Glass Co-__-. ‘ : Operations continue profitable. 
Aug. 21,1958 | Pulaski Glass & Mirror Co- Sales increasing steadily; profits realized. 
July 11, 1958 St. Paul Motor Service Co- ; Sales continue to increase; operations provide 
| profits. 
Dee. 8, 1957 | Service Auto Glass Co___- 1957 sales increased slightly over 1956. 
Aug. 28,1958 | John H. Settles__-__- : . 6 months 1958 sales off sharply due to attempts to 
be more selective in choosing accounts. 
Sept. 23,1958 | Southern Plate Glass Co---_-- Has 1958 backlog accumulated; 1957 volume down 


| due to strikes in the building lines and incle- 
ment weather. 


Sept. 26,1957 | Swartz Glass Co___- Condition continues excellent; sales up over 10 
percent due to continued area growth. 
Oct. 30,1957 | Third Avenue Glass Co-- Sales declining in 1957, operations are about 
| break-even. 
Feb. 28,1958 | Tyler Glass Shop------ Sales have increased somewhat in recent years. 
Aug. 26,1958 | Varano Glass & Novelty Co-- Sales in 1957 were down about 9 percent from 
previous year but sales since Dec. 31, 1957, 
compare favorably with the previous year. 
Aug. 22,1958 | Verbit’s Glass Works-_-- Volume fairly constant. 
Mar. 12, 1958 | Walnut Creek Auto Glass-__--- — have steadily increased; operations profit- 
| able. 
Jan. 31.1958 Western Windshield Service Co-- | 1957 volume steady. 








Source: Reputable mercantile credit agency. 
Exuisit III-A 


PITTSBURGH PLATE GLASS Co., 
Pittsburgh, Pa., January 27, 1958. 


From: P. A. Ketchum, manager, Safety Glass Sales Merchandising Division. 


To the Trade: 


We are pleased to announce an advertising and promotional campaign 
designed to help the auto glass installation dealer increase his auto glass 
replacement business. 

The central feature of this campaign is the establishment of our AID program. 
Under this program, each branch manager and PPG factory buyer of automotive 
replacement parts will independently select certain replacement dealers, each of 
whom will receive our distinctive AID emblem, which we hope will become the 
hallmark of courteous, timely, and satisfactory service. 

The company has prepared an extensive advertising program which is geared 
to the AID emblem and by this advertising we hope to encourage potential 
customers to go to the auto glass installation dealer displaying the AID emblem. 

The advertising department will forward to each branch manager and factory 
buyer a brochure outlining the advertising features to be offered, together with 
other forms for mats, signs, ete. 

ach manager and factory buyer wil independently select those glass replace- 
ment shops he chooses as AID shops. Under no circumstance should there be 
any agreement between the PPG manager and any factory buyer respecting the 
selection of any AID shops. In view of the large sums involved in this advertising 
campaign to assist the auto glass replacement dealer, we are hopeful that each 
AID shop will find the program so helpful that the AID shop will voluntarily 
decide to purchase the bulk of its requirements of safety glass from a Pittsburgh 
Plate Glass Co. branch or factory buyer of Pittsburgh Plate replacement glass. 


nani 
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We suggest the following guideposts in determining how AID shops should be 
selected : 

1. Auto glass replacement is the primary endeavor. 

2. Adequate capital and good credit responsibility. 

3. Have demonstrated high quality workmanship. 

4. Have exhibited willingness to grow and expand with this growing 
industry. 

5. Clean and well-maintained shop with ample facilities for customer’s 
comfort. 

6. Have demonstrated an interest in promoting the sale of PPG products. 

7. Have indicated a willingness to participate in cooperative advertising 
prepared by PPG. 

While we believe that the AID program will stimulate increased sales of our 
replacement glass, we strongly advise you not to condition the granting of the 
AID emblem upon an agreement or understanding that the auto glass installation 
dealer give you all or the preponderant part of its replacement glass business. 
Any effort to obtain business through the use of agreements or understandings 
might raise legal problems which ordinary prudence suggests we avoid. On the 
other hand, the quality of our product and service, together with this extensive 
advertising campaign, should merit substantially increased purchases of PPG 
glass by auto glass installation dealers. 

AID shops will, of course, be free to purchase replacement glass from any 
source of supply, including our factory buyers. However, we hope that they will 
specify PPG glass when ordering from their source or sources of supply. 

We hope this program will be successful; that it will pinpoint the great 
potential of this growing service industry; that it will be of sufficient challenge 
to cause the auto glass installation dealer to grow with the industry; and that 
PPG's sales in this market will continue to grow. 


PITTSBURGH PLATE GLAss Co. 


ExHrsiT III-B 
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Exurisit III-C 
PITTSBURGH PLATE GLAss Co, CIRCULAR LETTER 


From: Glass advertising and promotion. 

Subject: AID sales promotion program. 

Date: February 17, 1958. 

Index No. 9109. 

Department letter No. 6. 

To: Each warehouse and service branch manager. 


By the spring of this year we will have underway an extensive sales promotion 
program for auto glass replacement shops. This promotion is known as the AID 
program, the three initials not only spelling the word “aid” but also representing 
the first letters of the words “Autoglass Installation Dealer.” 

The whole program is designed to encourage potential customers to go to the 
auto glass installation dealer displaying the AID emblem. (See P. A. Ketchum’s 
Circular Letter No. 66, dated January 27, 1958.) 

To accomplish this objective we will do a number of things— 


1. Consumer advertising 

Starting with the March 22 4-color 2-page ad appearing in the Saturday Eve- 
ning Post, a portion of this ad and all subsequent spreads will be devoted to the 
directing of consumers to AID shops when they need auto glass replacement. 
Other spreads are scheduled in the Post for May 10, June 14, and September 13. 
This magazine has a circulation of 5,600,000 copies per issue and is distributed 
broadly throughout the United States. 

We are also sending you a supply of the March 22 Post spread, which promotes 
the AID emblem, for your salesmen to give to the AID dealers. 
2. Trade paper advertising 

Because a large portion of the auto glass replacement business comes from 
insurance companies and fleet operators, we plan to run black and white ads 
informing readers of the AID dealers as a source for auto glass replacement 
needs. 

These ads are to run in the following books: 

(a) Fire and casualty edition of Best’s Insurance News. This magazine 
has a circulation of over 26,000. We are scheduling six pages in this book 
starting with the April issue and running through September. 

(b) Commercial Car Journal: Three black and white ads to be run in 
April, June, and August. This magazine has a circulation of over 37,000 
and reaches many of the truck and bus operators. 

(c) Fleet Owner: Three black and white ads to be run in April, May, and 
June issues. Covering all fleet operators, this book has a circulation of 
35,000. 


8. Classified telephone directory advertising and listings 


We will run a one-eighth page display ad in each one of the branch cities 
classified telephone directories featuring the AID emblem with brief copy indi- 
eating why it is desirable to deal with AID dealers. The ad will also refer the 
customer to the AID emblem trademark heading which will appear on the same 
page, or on a page near the ad. Under the AID trademark heading will be a 
listing of the AID dealers in your area. The AID emblem heading, as well as all 
the dealer listings, will be paid for by Glass Advertising. 

Telephone directories are published every year and go to press at different 
dates. To get our advertising and trade name listings in our branch city director- 
ies will require 12 months or more. And of course it is imperative that a worth- 
while number of AID dealers be appointed by your branch before this advertising 
appears. 
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4. Identification signs and emblems 


(a) To make the above advertising pay off for you and the AID dealers you 
appoint, it is essential to have the dealer clearly identified. We now have in 
production a double-faced porcelain enamel sign for AID dealer identification. 
This exterior sign comes complete with bracket or it can be mounted flush 
against the dealer’s wall. It comes in three sizes 18’’ x 24’’, 24’’ x 36’’, and 
36’’ x 48’’. Branch cost for each one of the sizes is: $3.50, $4.50 and $7 respec- 
tively, f. o. b. Cleveland, Ohio. 

(b) Also available is a lighted sign 10’’ x 12’’ for interior use. This can be 
hung in the window or placed on the counter. Cost to the branch is $3.50, f. o. b. 
Cincinnati, Ohio. It is a reproduction of the AID emblem. 

(c) Another means of helping the dealer to identify himself is a 7 x 9 inch 
decal of the AID emblem. This can be used on his truck, door or shop window. 
These will be supplied without charge in reasonable quantities. 

(d@) Reproduction proofs of AID emblem will be supplied to the dealer for 
his use on letterheads, billheads, calling cards, etc. Or he can use it in his own 
advertising. 


5. Sales promotion items 

(@) Do’s and Don'ts of proper glass care. 

(b) What AID means to customer (envelope stuffer ). 
(c) Standards of customer service. 

(d@) The Windshield publication. 


6. AID program booklet 


To help your salesmen to present this AID program to the auto-glass dealers 
we have prepared a special folder that explains the program and its objectives. 
Your salesman should go through the booklet with the potential AID dealer, 
explaining the AID program in detail to the dealer and leave the boklet with the 
dealer for his further study. A supply of the booklets is being sent to you for 
this purpose. Additional ones can be had upon request. 


7. Ordering instructions 


We are sending you a supply of order blanks for your orders for the various 
items for you AID dealers. (Additional ones may be had upon request.) 

Use a separate order form for each dealer and be sure to fill in the dealer’s 
complete name, address and phone number. (Needed for the telephone directory 
listings. ) 

Do not send the orders to us one at a time, but group them so that we can make 
bulk shipments to you and save you excessive shipping costs. 

All of the AID items will be shipped to your branch for delivery by you to the 
individual dealers. No deliveries will be made direct from our suppliers to 
your dealers. 

We will be prepared to begin shipments by the week of March 15. 

Very truly yours, 
Ross R. Fernow, 
Manager, Glass Advertising and Promotion. 
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Exuisitr III-D 


(Portion of exhibit III—D retained in committee files.) 
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IT’S BIG! 


The annual auto glass replacement market has been 
estimated at 200 million dollars for the nation . . . 

which means there’s a big and profitable part of this 
market right in your own neighborhood. And here’s a plan 
designed by Pittsburgh Plate Glass Company to help 
you get your share of that market. It’s called A.I.D. 
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WHAT IS A.1.D.? 


The initials stand for Autoglass Installation Dealer. But the program 
stands for much more. It’s the first promotional program of its kind ever 
instituted in the auto glass replacement industry! A.I.D. means aid— 
for you, as a dealer . . . and for auto glass customers who need and want 
a quality product, installed by a reputable firm. 


WHY A.1.D. WILL BE GOOD FOR YOU 


A.I.D. is a program of assistance. It will help you get more business— 





a bigger share of the large and growing auto glass replacement 
business that exists right in your area. 


The A.I.D. plan will encourage high standards of service in the auto glass 
installation business as a whole. It will help you build customer good will, 
help you attract more customers to your shop, help you make more money. 
All you do is take advantage of PPG advertising . . . take advantage of the 
sales aids that are available to you . . . and provide a consistently high standard 
of service and reliability. 


And, as soon as you become an A.I.D., you will be provided with 
the means to identify yourself and your shop as a fully qualified A.I.D.— 
as explained in detail in this booklet. 
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TO MAKE CUSTOMERS LOOK FOR YOU... 


Every businessman has to do that, 
you know. Every businessman, 
to be successful, has to tell prospective 
customers he is in business Ve satan aes 

and what he has to offer . . . POS i wn Te 

In other words, he has to advertise! & Show 

Nearly 20 million readers see each issue 

of the Saturday Evening Post. 

And nearly all of these readers 

own cars .. . are potential customers 
for auto glass replacement. That’s why 
Pittsburgh Plate Glass Company is 
running a continuous advertising campaign 
in the Post—a series of striking 
four-color, double-page spreads. 

In these advertisements, colorful 
illustrations will picture the A.I.D. 
emblem and sign, and the copy will 
direct prospects for auto glass to shops 








faneary 8.0 47 


with Pittsburgh Glass 


Re 
| 7 ways to make life more pleasant 
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iM 
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Your TRADE customers will see 
lots of ads in these magazines 


As you know, a large amount of your business comes from your 
trade customers—automotive dealers, fleet owners, insurance 
companies and the like. Accordingly, PPG is placing a big 
campaign in various trade magazines. Again, your potential 
customers are urged to send their work to local A.I.D. shops 
for reliable, efficient, economical service! 


ee am — = 
ene sOunmar 
ee 
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WHEN PEOPLE NEED GLASS... 


When people need glass in a hurry (and they always need 
auto glass in a hurry!) where do they look first? In the yellow 
pages of the phone book, of course. There they will see a 

big advertisement of PPG auto glass, which also directs them “a . 

to the auto glass shop that displays the A.1L.D. sign. ed 

Your shop name and address will be listed there, too, right under 
the A.1.D. trademark listing in the auto glass section— 
another PPG service directing customers your way! 
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Auto Glass Replacement 


Desiers below whe deeply 
thew sandler provi 
export installation servies, 
favest quality glans 


H 
Janeaen Gane Servinn, 2125 Main Avenue me 
Meters faste Glens, 4126 Euchd Avenue = 


For RELIABLE pani 
AUTO GLASS SERVICE 


Call your nearby 
Autoglass Installation Dealer 
(listed on this page) 
Regardiess of make, year or model, he 


can fit your car with Pittsburgh Sefety 
Giass. Service is fast, courteous and 
satisfaction is guaranteed. 









P) 
DBUPLATS® + DUOCLITS* - BOLEX® I a 

SOLEX SUNBHAOE + HEROULITS® L4G 
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AND HERE’S HOW YOU CAN 
TAKE ADVANTAGE OF THIS ADVERTISING... 


(1) IDENTIFY YOUR SHOP... . 


~~ 


‘/ 
et ane a intiiniiemeninemumniamaal 


GC ~<a 
}] 





= Deal 


Pe RLS 


~ 
ee, 


SA 


Autoglas 
Installatio 


er 


Ss 


nz 


Tia 
SOU SRR) 





You have a choice of three 
different size metal signs 
(18” x 24”, 24” x 36” or 
36” x 48")—either hanging 
or flush type—for the 
exterior of your shop. 


Sta 
AUTO GLASS 


Satisfaction Quaranteed 


Autoglass 
stallation 
Dealer 


H PLATE GLASS COMPAN 





2 in 
= 


~= 


This eye-catching 
decalcomania, printed 
in green and white, 
(size 7” x 9") is provided 
for use on your shop 
windows or door. It can 
also be used on your 


service truck, as 


explained on the next page 






Lids 


\ 


p Satisfaction Quaranteed ~ 
FTF Ti 


Also available is a colorful, 
illuminated plastic sign 

10” x 12”) which can be 
hung in your window or 

in the store, or placed 
on a counter 
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IDENTIFY YOUR TRUCK » » « On your service truck (or trucks), 


this bright and attractive decal tells everyone that you provide A.I.D. service. 
You can use this decal on your shop window or door, too. 





(3) IDENTIFY YOURSELF... 


You can use this reproduction proof 
of the A.I.D. emblem to have cuts made 
in any size you want. Use this as a daily 


vl 


Autoglas 
Installatio 













reminder to tell your customers where to come a. n = 
for quick, reliable, economical service. - ” y Dealer Zz 
Use the cuts to print the A.I.D. emblem on; ~~ ~ " 

ov Ze ms 
LETTERHEADS CALLING Carps—~ rs a if 
y . . . ol 
STATEMENTS ORDER ram - J/ 

AND IN YOUR OWN ADVEBSTSING y e // 
a Ps ae 
/ 
/ 
/ 
7 ¥ 
i 
LETTERHEADS / 


YOUR 


OWN ADVERTISING 


ORDER FORMS 


STATE MENTS 





CALLING 





CAROS 


30140 O—59 465 
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(4) AND, INSIDE YOUR SHOP. . . 















CARE AND PROTECTION 
OF AUTO GLASS Display this poster 

on the “Do’s and Don’ts” 

of proper glass care. 

This silent, yet provocative 

visual sales tool shows 

your customer that you’re 

interested in him .. . and in 

making sure he gets the most 

out of the auto glass 

you sell him. 










Help remind customers 
that you gave them a quality product 
at a reasonable price, with this folder. 
You can place it in the glove 
compartment of every auto you service, 
or leave it on your counter as 

a handout. The folder tells 

customers what A.I.D. means to them, 
why it is the best glass service 

they can get, and includes a list 

of ‘‘do’s and don’ts”—hints on the 
proper care of auto glass. 

There’s also a space provided for you 
to imprint your name and address. 


Display this plaque that lists the 
“Standards for Customer Service”’ 

by which you operate. It tells your 
customers in a quick, concise fashion just 
how your being an A.I.D. helps them get 
better, more economical service. 
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P.S. TO HELP YOU KEEP UP WITH THE NEWS... 


AS AN A.I.D. you will 
receive The Windshield. You can 
keep up with the important events 
in your industry, news about other 
“ auto glass dealers, information about 
oe ae wey new products and techniques, 
aengnesciitemnaiivieinihemaieaaiaal by reading this quarterly publication 


cere ta hes ons omen ores 
Seer TS RT prepared by Pittsburgh Plate 


qutsiotain en toned te ts ms enue enon eet Glass Company—for you! Contains 
Nine alee oe mane 0 commmtmn » Reree ng 6 6 lange term mm Une pemememee _ . 
many sales promotion hints, too. 


eerremees 
- 


“Secret of our success is 


end cmmcemers are erited tw have + up om the hemaar A tote! of 36 00D gam 


erty tet ny lar 1B cee ere cence rently her pica Amily Femater 


mma mee) 








BECOME All tre cconer you become « PPG 


Autoglass Installation Dealer, 
the sooner you will start reaping 
A | D the benefits of this mutual-aid plan. 
— » You have nothing to lose and 
everything to gain by your 


soca N OW | participation in this program, 
. so act now! 


Remember... here are the benefits you'll start getting .. 
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Paths 


SERVICE 








as an A.I.D. 
you'll receive: 


* Individual shop identification 
Telephone directory display advertising . . . 


J} tied right in with the trademark listing 
of your own shop 


on Advertising in Saturday Evening Post 


x Advertising in trade and 
business magazines 


He Decals for your windows and trucks 


A.I.D. emblem electrotypes for 
* your letterheads and literature 


ie FREE promotion suggestions 


Here’s a sales promotion program that is really 
BIG ... one that will help you build bigger sales 
and bigger profits. So—join now and start cashing 
in on the benefits from this plan right away. 
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Exuisit III-E 


(Exhibit III-E, consisting of specimen copies of the Windshield, 
has been omitted from this transcript, because of its bulk. Copies 
of the newspaper are retained in the committee’s files or may be ob- 
tained from the Pittsburgh Plate Glass Co.) 


Exuisit ITI-F 
(Exhibit III-F not submitted with exhibits) 


Exnursit IltI-G 


Pittsburgh Plate Glass Co. expenditures for new company-owned distribution 
locations, 1953-57 ? 


Number of Capitalin- | Advertising Payroll in 
Year new loca- vestment of new loca- | year added 
tions | | tions | 
1953 8 | $148, 602 $4, 412 | $103, 129 
1954 | 8 | 245, 015 4, 798 | 95, 368 
1955 ‘ ; ‘ 13 | 446, 593 | 10, 004 5 
1956 12 129, 168 9, 821 





1957 28 1, 151, 661 | 23, 964 | 


! Information concerning similar expenditures for enlargement of distributive functions at existing loca 
tions is not available. 


(b) MEMORANDA SUBMITTED BY PITTSBURGH PLATE GLASS CO. IN 
REBUTTAL TO OR COMMENT ON THE TESTIMONY OF JULY 
WITNESSES 


OcTORER 9, 1958. 
(1) Jown H. Setries Co. (J. CLARKE SETTLES) 
INTRODUCTION 


John Clarke Settles of the John H. Settles Co., Quincy, Mass., appeared as a 
witness before the Senate Select Committee on Small Business, July 30, 1958. 
He testified orally, but before he had completed his testimony the meeting was 
recessed until the afternoon of July 31 (pp. 107-110). 

At the outset of the proceedings on July 31, James W. Cassedy, counsel for the 
National Auto and Flat Glass Dealers Association, advised the committee that 
following Mr. Settles’ appearance on the witness stand, July 30, he went to Mr. 
Cassedy’s office; wrote out a statement and then returned to Boston. Mr. Cas- 
sedy then introduced Settles’ written statement (p. 112). 

This memorandum will establish that in one major respect the oral testimony 
of Mr. Settles is inconsistent with his written statement and also that in several 
material respects the oral statements and the written statement were untruthful, 
misleading, and incomplete. 

No objective observer should lend any credence to the assertions of Mr. Settles 
made to the Senate committee. 


CONFLICT BETWEEN ORAL TESTIMONY AND WRITTEN STATEMENT 


While testifying orally Mr. Settles described how his business has been di- 
minishing and how he has had to reduce his work force. He then stated the 
following : 

“Now, I cannot directly say that Pittsburgh Plate Glass Co. was the prime 
cause of our reducing our work force. 

“There have been other factors, other competition and, of course, a certain 
slowing in the business process which has contributed to it” (p. 108). 

After Mr. Settles left the stand and went to the office of the counsel of the 
NAFGDA, he addressed himself again to the diminution of earnings of his com- 
pany and wrote the following : 





— 
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“We consider that the operation of the Pittsburgh Plate Glass Co. is a prin- 
cipal cause of this reversal in our fortune” (statement, p. 1). 

Of course, neither the oral testimony nor the written statement was under 
oath. It would appear, however, that Mr. Settles was willing to accuse Pittsburgh 
Plate Glass of predatory acts once protected by the privacy of the office of the 
dealers’ attorney and by way of ex parte written statement. 


HISTORY OF SETTLES IN THE GLASS BUSINESS 


Mr. Settles described his history in the glass business both while on the witness 
stand and in his written statement fairly consistently. 

He stated that he had been in business for a number of years; that he had 
made somewhat gradual constructive progress to a point where at one time he 
had 20 employees. 

He then went on to state that about 8 years ago Pittsburgh Plate Glass estab 
lished a place of business within a few hundred yards of his place of business. 
That at first he did not seem to suffer but then he began to experience a gradual 
diminution of earnings. 

(He then went on to give the inconsistent statements about the cause of this 
diminution of business already described above at p. 2.) 

A study of contemporaneous, reliable, financial reports dealing with Mr. 
Settles’ business operation through the years in no way corroborates his recital, 
but to the contrary, disproves the major part of it. 

Twenty years ago—August 1938—he had 2 employees, a stated net worth of 
$1,350 and he rented the space in which he did business. 

Three years later—September 1941—he had 4 employees; his net worth had 
increased to $6,300 and his annual sales for 1940 were given as $20,000. He 
still rented his business space. 

By July of 1945 he had 5 employees; his net worth had increased to $17,000 
and his sales for the previous year had gone up to $49,000. In that same year he 
purchased his business property assuming a heavy mortgage on it. 

By November of 1948 his employees had increased to 6 in number; his net 
worth had grown to $51,000 and his sales for the previous year were up to 
$152,000. 

It was in the following year that Pittsburgh Plate Glass opened a service 
branch in Quincy, Mass.—February 1949 being the exact date. 

During 1948 and prior to the entry of PPG into the Quincy market, Settles re- 
ported that his operating costs in 1948 had increased to $41,000 in comparison 
with about $29,000 in 1947. He stated further there had been a general shrink- 
age in his profit margin despite an increase in the volume during that year. He 
also reported that withdrawals had been made during 1948 to purchase property 
nearby which he was holding jointly with his wife. The exact amount of cash 
that he withdrew from his business in 1948 is not stated but is described as “sub- 
stantial.” 

These withdrawals, of course, substantially reduced Mr. Settles’ working 
capital. 

In spite of the difficult financial situation Mr. Settles faced in 1949 because 
of the above events, by August of 1951 he still had 6 employees; his stated net 
worth was $43,141 and he had done a gross business in the previous year of 
$183,085. 

The financial reports from then on reflect no diminution in employees ; no dimi- 
nution in net worth and substantial increases in annual business—August 1954, 
sales $200,000 (for 1953): August 1955, gross sales $250,000 (for 1954); June 
1956, sales $250,000 (for 1955). 

And finally in March of this year the reports not only reflect the same num 
ber of employees (6) but indicate a net worth of $50,000 and annual sales of 
$300,000 (for 1957). 

When interviewed on March 5, 1958, Mr. Settles declined to submit a financial 
statement but did report that sales in 1957 had shown a good increase over those 
of the previous year and that this trend had continued into 1958. However, he 
stated that difficulties continued to be experienced in his collecting accounts 
receivables and that his own trade payments while showing some improvement 
continued to run somewhat behind. 

The foregoing demonstrates that Mr. Settles’ efforts before the Senate com 
mittee to picture himself as being in a “precarious position” and “working des 
perately to survive” were far from the fact and inexcusable and unexplainable 
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in light of his actual profitable operations in Quincy, Mass., both before and 
after the advent of the Pittsburgh Plate Glass service branch in that commu- 
nity. 

SETTLES’ CHARGES OF PPG “PETTINESS” 


In his testimony Mr. Settles gave one example of what he called “the pettiness” 
of PPG. In his written statement he gave 4 examples—2 specific, 2 nonspecific. 

The first example found both in his testimony and written statement concerned 
a competitive bid against Pittsburgh Plate Glass for the installation of a new 
store front in a local place of business. Mr. Settles did not identify the cus- 
tomer involved but did say that after he lost the business which PPG got at a 
quotation “25 percent lower than his,” he was “blandly informed” by PPG that 
because that company wanted the customer as a new paint account they had 
given him his new store front at their basic cost of labor and material. 

This charge was reviewed by Mr. E. L. Angove, the VPG manager at Quincy 
from August 1955 through February 1958, and with Mr. Francis Hall, contract 
salesman from 1951 to 1956. Between them they could recall but two situations 
that even closely resembled that described by Mr. Settles. 

Mr. Angove recalled that in early 1955 PPG had a glass customer in Quincy 
known as Farina Bros. He also recalled that Mr. Settles, during the year 1955, 
obtained some of the business of the Farina Bros. 

Finally in 1956 this customer came to PPG in Quincy advising that they were 
going to construct a new retail store in Holbrook, Mass., and were desirous of 
taking on a full line of PPG paints. 

Mr. Angove advised Farina in view of the fact they were interested in becom- 
ing a new paint customer, PPG would install the new store front in Holbrook at 
cost, plus 7 percent (see exhibit 1, invoice No. 4608)... Mr. Angove was never 
advised by the Farina Bros. that Settles was likewise bidding for the job (if 
he was) and at no time did Angove know Settles was at all interested in the in- 
stallation job. 

The store front was installed, and the Farina Bros. Co., in Holbrook became a 
paint customer of PPG in Quincy. 

The only other possible situation which in any way resembled Settles’ illustra- 
tion was outlined by Mr. Hall. He recalled receiving a request in 1954 to make 
a preliminary detail and floor plan for a new store. This request came from a 
prospective paint dealer, the Dewhurst Lumber Co., of East Bridgewater, Mass. 

He thereafter worked very closely with Mr. Stanley Dewhurst, one of the 
principals, and drew up the floor plan and elevations for the prospective new 
store. 

Dewhurst proceeded to build the new store using these plans, and as the con- 
struction aprpoached the finishing stages, PPG gave him a quotation for the store 
front work. This quotation was in the amount of $1,745. 

PPG did not hear from Dewhurst so Hall called upon him and was informed by 
Dewhurst that PPG was not the low bidder. After some conversation, Dew- 
hurst advised Mr. Hall that if PPG would meet the lower bid given Dewhurst by 
others, the job would be awarded to PPG. PPG met this lower price which was 
in the total sum of $1,535 and got the job. PPG's second bid represents cost, 
plus 10 percent. (See exhibit 2A, statement of Hall to Parker dated September 
9, 1958; 2B, invoice No. 1889; 2C, invoice No. 1821.) The Dewhurst Lumber 
Co. also signed a PPG paint store order in early March 1954. 

While there is no record in the PPG-Quincy files that Mr. Settles was the 
original low bidder on the Dewhurst store front job, Mr. Hall has a recollection 
that Dewhurst described that low bidder as a Quincy, Mass., concern. 

In his written statement, but not in his oral testimony, Mr. Settles recited a 
second example of what he considered Pittsburgh Plate Glass Co.’s ‘unethical 
practices.”” He stated that he had recently discovered that an employee of his 
had purchased material from PPG at the same price PPG was charging the 
Settles Co. He added that this enabled the employee to perform private work 
that otherwise would have come to Settles. Settles added that because the 
employee had been “stealing time from us in order to accomplish this act, we dis- 
charged him.” He then went on to state that within a week thereafter the ex- 
employee was working for PPG and finished with the following: 

“It seems to us that any arrangement such as this verges on actual dis- 
honesty” (statement, p. 3). 


'Cassedy’s original percentage figure above cost that he considered should be the mini- 
mum was 6 percent (tr., pp. 88-39) 


nisi i aia cae tc 
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This charge is even more shocking when all of the facts involved are un- 
covered. The individual referred to by Mr. Settles is named Alonzo Ritchie 
Crawford. He was an employee of Settles for some time prior to June 1957. As 
an employee on many occasions he called at the service branch of PPG to pick 
up odd lots of glass. All sales to Mr. Settles for some time prior to June 1957, 
had been on a cash basis. 

(Every credit report from 1938-58 describes Mr. Settles as “slow pay.’’) 

In view of the past course of business conduct between the Settles Co. and 
PPG there was no way for any clerk or employee of PPG to know whether 
Crawford was purchasing the glass for himself or for his employer, Mr. Settles. 
The invoices were all made out to the Settles Co. and paid for at the time of 
purchase. 

Apparently, Mr. Settles began to suspect the conduct of Crawford and came 
to Mr. Angove at PPG, Quincy, Mass., and informed him of his suspicions. Mr. 
Angove explained to Mr. Settles that when Crawford appeared at the service 
branch he wore a jumper bearing the name of the Settles Co.; was known as 
a Settles employee and had on many occasions picked up glass for Settles and 
paid cash for it. Mr. Angove then allowed Mr. Settles to review all PPG in- 
voices for the previous several weeks reflecting sales to the Settles Co. It was 
by inspecting these invoices that Mr. Settles confirmed his suspicions. When 
he confronted Crawford with this knowledge, Crawford admitted that he had 
been doing odd jobs in his off time. Mr. Settles discharged him. 

Crawford soon thereafter went to Mr. Angove and informed him that, he was 
out of work and asked for employment. Angove was unable to give him employ- 
ment but stated he would inquire at the PPG warehouse in Boston if they needed 
an experienced glassworker. There was an opening for an auto glass installation 
man, and on June 20, 1957, Crawford was employed in that capacity in the PPG 
warehouse at Boston. 

It was arranged thereafter between the PPG service branch at Quincy and 
Mr. Settles that no further sales would be made to Settles’ employees on a cash 
basis. 

The third so-called example of PPG being unethical is a very general, broad 
and nonspecific charge that PPG salesmen in soliciting business of customers of 
Settles have told them that because of the smallness of the Settles operation 
Settles could not offer as advantageous terms and conditions as could PPG. 

One quick answer to this general charge is to review the financial success of 
the Settles business in Quincy from 1949-58 while it was in direct competition 
with the PPG service branch in that same community. 

Also, it is the opinion of experienced observers in the Quincy market that 
Settles’ most difficult competitor is the Quincy Glass Co. operated by B. Chandler. 
This company is nonunion and noted for its low bids on store-front jobs not re- 
quiring a union label. Settles has lost a number of such jobs to the Quincy Glass 
Co. in recent years. Undoubtedly, it was this company Settles had in mind 
when he testified about “other competition” (p. 108). 

The final charge of Mr. Settles is to the effect that the PPG branch in Quincy 
in competing for work requiring a sizable quantity of glass will break even or 
even sustain a small loss in order to obtain the order with the approval of PPG 
management as the loss can easily be absorbed at the manufacturing level. 

This charge is categorically denied as it is contrary to PPG policy. A PPG 
service branch manager must operate on his own, and his income is based in 
large part on his ability to show a profit in his own operation. Accordingly, no 
manager would be interested in taking a loss on a particular job so that PPG 
could show a profit at the manufacturing level. 


CONCLUSION 


The foregoing conclusively demonstrates that the oral testimony and written 
statement of the witness, Settles, insofar as it touched upon Pittsburgh Plate 
Glass, was conflicting, incomplete, and misleading in substantial respects. 

Mr. Settles, instead of being a small-business man set upon and victimized by 
PPG, is in reality an individual who has realized a good living out of his business 
and is today a substantial property owner and the proprietor of a prosperous 
going business. 


PITTSBURGH PLATE Grass Co. 
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ExnHrBiT | 


Pittsburgh Plete Glass Co. (569) (register No. 4608), 254 Washington Street, 
Quincy 69, M»ss. 

Ferina Bros., Ine., 30 Union Street, Holbrook, Mass. 

Date of invoice, July 31, 1956. 

Deted shipped, July 19, 1956, f. o. b. 

Date of order, July 17, 1956. 

Your order No. —. Ship to—. Glaze at same. 


Quantity Description 


4 ea. 2126 st 48”’ 16.00 at .65 10. 40 
10 ea. 2083-3 at 4’’ 3.50 at 2.10 7. 35 
2 ea. 2083 at 4’ .67 at 1.00 . 67 
4 ea, 2098 at 4’’ 1.50 at .65 .98 
4 ea. 2021 at 84”’ 28.00 at .85 23. 80 
43. 20 

Less 66 percent 14. 69 


1-5 white lead putty 


1 It. 37% x 7634 plate, 4 20.58 at .65 13. 38 
1 tube caulking compound : 


. 75 
4 pes. 2 x 6 at 8’—-0"’ 6. 40 
1 only 42 x 84 Amarlite door and frame 173. 50 
Labor 15 hrs. at 3.10 46. 50 


255. 22 
Per quote 273. 00 


EXHIBIT 2—A 
PITTSBURGH PLATE GLASS Co. 


INTEROFFICE CORRESPONDENCE 
Date: September 9, 1958. 

Branch or plant : Boston branch. 

To: Mr. G. F. Parker, manager, Boston branch. 


DeAR Str: While employed at the Quincy service branch during the winter 
of 1953-54, I received a request to make a preliminary detail and floor plan 
for a prospective paint dealer, the Dewhurst Lumber Co. in East Bridgewater, 
Mass. 

Following this lead, I worked closely with Mr. Stanley Dewhurst, one of the 
principals involved, and in fact entertained him at my home and drew up a 
floor plan and elevations for his new store. At this time, the Dewhurst Lumber 
Co. was a buyer of paint sundry items from us. 

In the course of events, Mr. Dewhurst proceeded to build his new store using 
my plans and as it approached the finishing stages we gave him a price for the 
store front work. Not hearing from Mr. Dewhurst for some length of time, I 
called at his new location and he informed me that we were not the low bidder 
on the store front work. This was somewhat of a shock, as we had worked so 
closely with him on the details and had given him the plans to use. 

Mr. Dewhurst finally said that if we would meet the low price which he had 
been given by others, he would give the job to us. I told him that we would meet 
this price and the contract was awarded to us. This conversation with Mr. Dew- 
hurst took place on March 10, 1954, and we sold the job finally for $1,535, having 
quoted originally the sum of $1,745. 

Our original quotation of $1,745 represented a markup over cost of 25 percent. 
In order to take the job we realized a markup of only 10 percent over our cost. 

In looking over the job file, I find no reference as to who gave Mr. Dewhurst 
the low price, but I do believe he said to me that it was a Quincy concern. 

Very truly yours, 
FRANCIS W. HALL, 
Contract Department. 
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EXHIBIT 2—-B 


Pittsburgh Plate Glass Co. (569) (register No. 1889), 254 Washington Street, 
Quincy 69, Mass. 

Dewhurst Lumber Co. 

Date of invoice, April 2, 1954. 

Date shipped, March 19, 1954, f. o. b. 

Date of order, March 18, 1954. 

Your order No.—. Shipto—  Via- 

Quantity Description 


1 Tubelite door frame transom, standard hardware_- hd bslsacotiet ia tamaice < GOED 


Reig 9. 67 


te Eee are Eada pene es ha icc ee 

R-1930___-- aaa pln bm cnare ‘ : phen adie 242. 64 
a a SS ee ekil Seid bas 180. 00 
See ot ie ie S eae 2S ae ; 98. 77 
ded oS Fe ik ie ll cuore eee. Ss — eos 10. 00 
i baie eee Bo se sata 17. 55 
SE IR sa ORES GES eee pee Sie is. = Bo) . 60 
Paneer. toe mre: wt 02.85... ee aes ‘ Lg 381. 90 
ae WN. oat SS ee Be Sst oes Boogenenell 48. 00 
rs eee eet ot oe 2 Soot ik lee andiaeatael 13. 14 


1, 247.1 
Plus 10 percent___- Pe eee Se OS Se oe es Steud Caen : 124. 7 


ExHIBIT 2-C 


Pittsburgh Plate Glass Co. (569) (register No. 1821), 254 Washington Streer, 
Quincy 69, Mass. 

Dewhurst Lumber Co. 

Date of invoice, May 3, 1954. 

Date shipped, April 15, 1954, f. o. b. 

Date of order, May 5, 1958. 


Your order No.—. Shipto—. Via —. 

Quantity Description 

Drills, top, ete., from East Bridgewater : 
NTE eee ne eee te ok Sistem wierminianiesn dee ineneni $2. 75 
Orne. A Seek ee a ae cen es San ota pere emacs arene 111. 94 


ll i a i he as acs ge — 350. 00 


144. 69 
eres oi Sateen isis i wcagdi-daslteda bela nae 
Completed 


Plus 12 percent_____-_ woes 
Final invoice. 
OCTOBER 9, 1958. 
(2) KryGer Sare-T-Giass Co. (WILLIAM KRYGER) 
INTRODUCTION 


On July 30, 1958, William Kryger of Kryger Safe-T-Glass Co., Lincoln, Nebr.. 
testified before the subcommittee (Tr. 76—85). 

Kryger’s primary complaint against Pittsburgh Plate Glass Co. was that “in 
October of 1956”* the manager of the local PPG branch notified Kryger that he 
would be unable to supply him any longer with windshields at the discount that 
PPG had been giving Kryger; that 3 days later one of Kryger’s insurance com- 
pany customers stated that PPG had offered the insurance company “a discount 
equal to the discounts I could buy * * * windshields at.” 


1 We are certain that this was a misprint It was undoubtedly the year 1957 which was 
intended by the witness, and the month of December rather than October. 
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Summarizing, Kryger’s charge is that PPG raised its price of windshields to 
Kryger and at the same time lowered its price of windshields to a mutual cus- 
tomer of PPG and Kryger. 


THE FACTS 


Our investigation has shown the following: 

(1) As to the charge that PPG raised its price to Kryger: During the period 
November 16, 1957, to January 7, 1958, PPG’s Lincoln, Nebr., service branch 
made sales of a total of 10 windshields to Kryger, which were invoiced at a 
discount of 40 percent off list. PPG’s then prevailing discount to Kryger and 
other auto glass replacement shops was 55 percent off list. 

The invoices covering these 10 windshields, through an error in billing, showed 
a discount of 40 percent off, rather than 55 percent off list. On March 18, 1958, 
the local PPG manager issued a credit, which was personally approved by 
Kryger, whereby Kryger was credited with the difference between the net prices 
of those 10 windshields computed by a discount of 40 percent and computed by 
a discount of 55 percent. In this connection, Mr. Kryger’s statement to this 
subcommittee did not disclose this price adjustment in his favor. PPG, with 
respect to all other sales of windshields to Kryger,’? both before and after the 
sales of the 10 windshields, mentioned above, has given Kryger a discount of 
55 percent, or better, off list. 

(2) As to the charge that PPG lowered its discount to an insurance com- 
pany: In December 1957, PPG’s Lincoln, Nebr., service branch was informed 
by one of its insurance company customers that it had been given a discount of 
40 percent off list on curved parts by another local glass concern, N Street Auto 
Parts. PPG’s prevailing discount to insurance companies was 30 percent off 
list. The customer inquired whether PPG would meet this competition. The 
manager of the Lincoln, Nebr., service branch discussed this lower price with 
his superior, the manager of PPG’s Omaha, Nebr., warehouse and received from 
his superior authority to meet this lower competitive price. 

Accordingly, PPG met this local competition with respect to three installed 
sales of a windshield to the insurance company in question which were made 
in December 1957 and January 1958. On February 5, 1958, the date of PPG’s 
next sale of a windshield to this insurance company, PPG charged it a discount 
of 30 percent off, and at all times since has charged the insurance company its 
prevailing discount to insurance companies on curved parts of 30 percent off 
list. 

In this connection, PPG did not, as Kryger stated (transcript 80) make its 
lower discount to the insurance company “retroactive back 3 months.” The 
lower discount of 40 percent applied only to the 3 sales mentioned above. 


PITTSBURGH PLATE GLass Co. 
OcTOBER 9, 1958. 


(3) Fort WAYNE, IND. 


INTRODUCTION 


Two auto-glass dealers from Fort Wayne, Ind., testified on July 31, 1958. 
These were Arthur M. Paulison, Enterprise Glass Co. (transcript, pp. 136-141), 
and Maurice Walsh, City Glass Specialty Co. (transcript, pp. 142-148). 

The only complaint made against PPG by Paulison in his testimony was that 
it competed against him in the wholesale and retail glass business. 

Walsh in his testimony complained about the fact that PPG competed agajnst 
him in the auto glass installation business. His principal complaint, however, 
concerned competition offered by Globe Glass Co., a recent entrant to the auto 
glass installation business in Fort Wayne. Mr. Walsh described this new en- 
trant as an outlet of Globe Manufacturing Co. of Chicago, a well-known laminator 
of automotive safety glass. 

In this connection, Mr. Walsh made the specific complaint that “PPG went to 
[Globe Glass] with a 10-percent better price on bent windshields than any of we 
independents were buying” (transcript, p. 148). 

Mr. Walsh then complained about the ‘“10-point insurance service” of Globe 
Glass, which he referred to as “underhanded methods”; and he finally complained 
that PPG was selling a volume of bent glass through the “unscrupulous Globe 
outlet” (transcript, p. 145). 


2 PPG sold Kryger a total of 90 windshields from November 1957 through August 1958. 





—— 
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THE FACTS 


As to the general complaint of Messrs. Paulison and Walsh concerning the 
fact that PPG’s Fort Wayne branch is in the auto glass installation business, 
the competition which PPG offers is trivial; thus, in the year 1956, the installed 
sales of automotive replacement glass by PPG's Fort Wayne branch amounted to 
$4,600 as opposed to sales of such glass to auto-glass dealers and others of 
$79,104. The installed sales by the Fort Wayne branch of such glass in the first 
6 months of 1958 amounted to $1,375; and its sales of such glass in that period 
to auto-glass dealers and others amounted to $42,541. 

PPG's investigation shows that the real competition experienced by Paulison 
and Walsh in the auto glass installation business is that offered by Globe Glass 
Co., which opened for business in Fort Wayne on November 4, 1957. PPG esti- 
mates that, prior to the entry of Globe Glass into the auto-glass installation busi- 
ness, City Glass Specialty Co. (Walsh) enjoyed approximately 40 percent of the 
Fort Wayne auto-glass replacement business, and that Enterprise Glass Co. 
(Paulison) enjoyed approximately 30 percent of such business. 

PPG further estimates that at the present time City, Enterprise and Globe 
each enjoy approximately 25 percent of such business; and that, both before and 
after the entry of Globe Glass, PPG's Fort Wayne branch has had considerably 
less than 5 percent of such business. 

The company is informed that Globe Glass Co. is entirely independent of Globe 
Manufacturing Company of Chicago, and that the latter company has no interest, 
financial or otherwise, in the former. 

PPG is also informed that the owner of Globe Glass Co. is a former employee 
of Globe Manufacturing Co., who severed his employment with that company, and 
then opened his own retail glass installation business in Fort Wayne under a 
trade style which apparently was suggested by the name of his former employer. 

The fact that there was going to be a new auto-glass replacement shop in 
Fort Wayne that would compete with City Glass and Enterprise, as well as 
PPG, was learned by those two companies some time prior to the actual opening of 
the new business. Representatives of both City Glass and Enterprise approached 
the manager of PPG's Fort Wayne branch and urged him not to sell glass to this 
newcomer. The manager would not accede to any such request by those 
companies. 

Following the opening of Globe Glass Co. on November 4, 1957, it began to make 
purchases of curved automotive glass from PPG. Because of the fact that Globe 
Glass had purchased its original inventory from Globe Manufacturing Co., these 
purchases were scattered at first, but after a few months they built up to a sub- 
stantial volume. 

Globe Manufacturing * extended to Globe Glass, both on this original purchase 
and on subsequent purchases, a lower price than the prevailing market price 
in Fort Wayne. Because of this lower competitive price, PPG has been 
selling Globe Glass windshields at a discount of 40-20-10 percent. 

Morever, since February 1958, to meet the competition of Ohio Plate Glass 
Co., a jobbing competitor, PPG has extended this same discount to City Glass 
Specialty Co. and to Enterprise Glass Co. In this connection Mr. Walsh’s state 
ment to this subcommittee did not disclose the fact that he has been purchasing 
windshields from PPG since February 1958, at the discount of 40-20-10 percent. 

The conclusion is irresistible that both Messers. Walsh and Paulison object, 
not merely to competition from PPG, but to competition from any source, and, as 
related above, are willing to take any steps to prevent it. For instance, the 10- 
point insurance service of Globe Glass Co., of which Mr. Walsh complained to this 
subcommittee as being “underhanded” transcript, p. 143-4) is no more than 
an example of an alert, aggressive, but entirely fair, method of competition. 

We conclude therefore that the two complainants from Fort Wayne have no 
real complaints other than the lament that they just don't like competiiton 


PIITSBURGH PLATE GLASS Co. 


'Globe Manufacturing Co. competes with Pittsburgh Plate Glass Co. in the automotive 
replacement glass business at both the manufacturing and jobbing levels. 
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OcTOBER 9, 1958. 
(4) BUSHEY RaApIAror & AuTOoO GLASS, INC. (RON BUSHEY) 
INTRODUCTION 


On July 31st Ron Bushey, of Bushey Radiator & Auto Glass, Inc., Saginaw, 
Mich., testified (transcript, pp. 149-150). 

Mr. Bushey complained that the Pittsburgh Plate Glass Co. manager told 
Mr. Bushey that they expected him to purchase annually from PPG between 
$35,000 to $40,000 worth of glass, and that if he did not “they would find 
another outlet.” 

Mr. Bushey stated that PPG raised its price to him by 10 percent and that 
the local manager “informed me that I wasn’t buying enough glass from them.” 

Mr. Bushey also said that PPG “cut my price by 15 percent,” and in support 
of this statement he submitted a photostat of a PPG bill of sale to one of its 
customers. 

THE FACTS 


Our investigation has shown the following: 

(1) Concerning Mr. Bushey’s charge that he was told by PPG's manager some 
time in 1958 that he was expected to make annual total purchases of $35,000 to 
$40,000 worth of glass, such a statement was never made by PPG’s manager or, 
for that matter, by any of his subordinates. Bushey’s charge has simply no 
foundation in fact. 

(2) As to the charge that PPG raised its price to Mr. Bushey by 10 percent. 

It is correct that in June 1958 PPG raised its price to Mr. Bushey by 10 percent, 
but this was done for ordinary commercial reasons. 

Prior to June 1958 Bushey had been a fairly substantial customer of PPG 
and had received a discount of 40-20-10 percent off list. 

As of June 1, 1958, Bushey became a windshield distributor of one of PPG's 
competitors, Shatterproof Glass Co. Upon becoming a Shatterproof distributor 
Bushey ceased making quantity purchase from PPG and began making pur- 
chases from PPG of only an occasional light. 

In view of the change in Bushey’s purchasing habits, he ceased to enjoy PPG’s 
maximum discount for quantity purchases and thenceforth was charged the 
same discounts quoted by PPG to other auto glass replacement shops for pur- 
chases of single lights. This discount is 40-20 percent off list. 

(3) As to the charge that PPG cut Mr. Bushey’s price by 15 percent: 

The photostat of the PPG bill of sale submitted by Mr. Bushey at the hearing 
reflected a sale on May 12, 1958, by PPG’s Saginaw, Mich., warehouse of a flat 
glass Volkswagen windshield to Schmeige’s garage at a cost of $10.55, invoiced 
by PPG at 55 percent off list. This garage, like Bushey Radiator & Auto Glass, 
Inc., performs its own installations. 

This was the only sale of automotive replacement glass which has been made 
by PPG’s Saginaw warehouse to Schmeige’s garage during the period since 
March 1956 when the present PPG manager assumed that position. Surely Mr. 
Bushey does not seriously complain about the competitive effects of an isolated 
sale of a single piece of glass sold for the sum of $10.55. In any case, Mr. 
Bushey is well able to compete with PPG's Saginaw, Mich., warehouse in the 
sale of automotive replacement glass. For example, PPG recently lost the 
business of two of its customers because of lower prices extended to them by 
Bushey. 

PPG's prevailing discount on curved windshields (which account for the 
great volume of automotive glass replacement sales) is 40 percent off list to both 
garages and automotive agencies. Recent competitive price information ob- 
tained by PPG’s Saginaw warehouse shows that on July 8, 1958, Bushey billed 
H. J. Schluckebier, a garage at Frankenmuth, Mich., at 40-10 percent off list 
for a curved windshield and that on August 26, 1958, Bushey charged Paul 
Cameron, a Dodge agency at St. Louis, Mich., 40-20 percent off list for some 
windshields. 

PITTSBURGH PLATE GLASs Co. 
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OCTOBER 9, 1958. 
(5) PHILADELPHIA SERVICE CENTERS 


INTRODUCTION 


July 30, 1958, Samuel Williams, of the Franklin Auto Glass Co., Philadelphia, 
Pa., testified (pp. 47-66) and on July 31 Charles W. Burhans, of the Burhans 
Glass Co., Phiadelphia, testified (pp. 122-136). They described the claimed 
damage done to the independent auto glass dealers of the Philadelphia market 
by the introduction of Pittsburgh Plate Glass service centers in that area in the 
fall of 1956. 

Mr. Williams, for example, testified that his company “has suffered since 
September of 1956 to the end of 1957 over $17,000 decrease in gross sales” (p. 61). 

Both witnesses sought to persuade the committee that the introduction by 
PPG of service centers in Philadelphia was an attempt by PPG “to take our 
business from us” (transcript, p. 123). 


THE FACTS 


The establishment of the service centers in Philadelphia by PPG was the result 
of a combination of circumstances involving a local Philadelphia problem and 
a project of the PPG general office to set up by way of experiment a model 
or prototype installation service center in a large metropolitan area. 

In the first quarter of 1956, of all PPG warehouses, Philadelphia was one of 
17 that had failed to show a gain in the sales of curved windshields (by far 
the most important automotive replacement glass product). 

In 1955, during that period, the warehouse had sold 8,760 square feet of 
curved windshields. In the same period in 1956, such sales had dropped to 7,770 
square feet. This condition was a matter of concern, both to the manager in 
Philadelphia and the general office in Pittsburgh. 

Another local factor in Philadelphia in early 1956 arose out of PPG’s obligation 
to the Chrysler Corp. to replace defective auto glass within a given warranty 
period. 

Until early 1956, the warehouse at Philadelphia did not install this type of 
replacement glass but arranged for independent auto-glass dealers in Phila- 
delphia to do that for it. 

The national average charge for such replacement was below $15 per installa- 
tion. Many of the glass dealers in Philadelphia were charging higher rates 
for this work. For example, the witness Williams’ company—Franklin Auto 
Glass Co.—in January and March 1956, charged $20 per installation. 

In self-defense the PPG warehouse let it be known that unless these exorbitant 
charges ceased the warehouse was going to go into the installation business. 
This news brought a violent reaction from certain of the auto-glass dealers in 
Philadelphia. 

On May 3, 1956, the local dealers’ association at a meeting at the Alpha Club, 
1911 Chestnut Street, Philadelphia, discussed PPG’s entry into the replacement 
business and most of them decided that if PPG did go into the installation 
business in Philadelphia, they, the individual members, would refuse to purchase 
any further glass needs from PPG. This threat of organized boycott was 
brought to the attention of the manager of the warehouse at Philadelphia at a 
time when he was already gravely concerned about his slumping business. One 
step he had been considering independently was to enter the auto glass installa- 
tion business in order to recapture some of his lost sales. 

Entirely apart from the developments in Philadelphia, the general office at 
Pittsburgh in early 1956 had been considering conducting an experiment of 
setting up a prototype service center for auto glass installation in some metro- 
politan area of the United States. In early May 1956, the formal decision was 
made to go ahead with such experiment. 

On May 10, 1956, the Philadelphia warehouse manager informed the general 
office of the proposed boycott of the dealers and of his desire as a defense 
measure to go into the auto glass installation business. 

This information resolved any doubts in the minds of those at the general 
office as to where to conduct the proposed experiment, and as a consequence 
Philadelphia was chosen. 

With the opening of the first service center, members of the local dealers’ 
association began an almost complete boycott of PPG auto glass. The witness 
Williams’ company, the Franklin Auto Glass Co., between January—August 1956, 





moose 
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made purchases amounting to $7,802 and thereafter over the next 12-month 
period its purchases dropped to $516. The other Philadelphia witness, Burhans, 
at one point testified that anyone in the auto-glass business “must buy from 
PPG to exist.” (Pp. 127.) His purchases from PPG from January 1956 through 
January 1958 (25 months) amounted to exactly $16. 

The purchases of the 16 members of the Philadelphia Dealers’ Association of 
all types of glass from the Philadelphia warehouse in the years involved were 
as follows: 1955, $30,905 ; 1956, $21,369 ; 1957, $2,764. 

Total sales to all auto-glass replacement shops by the Philadelphia warehouse 
for the three periods in question were: 1955, $158,413; 1956, $116,218; 1957, 
$79,568. 

The Philadelphia warehouse by the middle of 1957 had four service centers in 
operation in the city of Philadelphia. This defensive measure restored in part, 
but not fully, PPG’s previous sales of its products in Philadelphia. 


Service center results, auto glass only 


Installations | Jobbing sales 
to dealers 


1955 0 0 
1956 $3, 803 $11, 138 
1957 61, 425 75, 205 


The most active complainant in the entire National Auto and Flat Glass 
Dealers’ Association is and has been Mr. Samuel Williams of the Franklin Auto 
Glass Co. of Philadelphia. Not only has he testified before this committee, but 
he has been on the board of directors and an official of the national association 
for a number of years. He has been chairman of the association’s small-busi- 
ness committee for a number of years. He also is and has been president of the 
Philadelphia Dealers’ Association. 

He is president of the Franklin Auto Glass Co., Inc., and by no stretch of 
the imagination can he be considered a small-business man. This company has 
a headquarters, 2 branch offices, a warehouse and a lot all located at 5 separate 
addresses in the city of Philadelphia. This company has enjoyed profitable 
operations for a number of years. 

In 1957 this company reported gross sales of over $200,000, as compared to 
PPG's 4 service centers’ total installed sales for that same year in the amount of 
861,425. 

While Mr. Williams testified that the opening of the PPG service centers caused 
a drop of $17,000 in his business between September 1956, and December 1957 
(supra, p. 2), this testimony is in conflict with what Mr. Williams has stated to 
one of the Nation’s leading credit agencies. He was interviewed by that agency 
on October 3, 1957, and he stated “that volume thus far in 1957 has been steady 
and on a par with the previous year.” 

As late as August 28, 1958, Mr. Williams reported “that sales thus far in 1958 
had been ahead of the previous year. Operations,” he said, “continue to be profit- 
able.” 

It must be assumed that when Mr. Williams made these statements to the 
credit reporter he was telling the truth. Of course, Mr. Williams was not under 
oath before the Senate subcommittee. 

The other complaining witness from Philadelphia, Mr. Burhans, does a more 
modest business than Mr. Williams’ organization. His (Burhans’ basic busi- 
ness philosophy as to competition was best expressed by him to Mr. 8S. F. Vece of 
the Philadelphia warehouse on October 8, 1956, when he said that while the local 
dealers’ association did not fix prices at its meetings, it mainly tried to con- 
vince members of the association “not to give credit to the man just going into 
business, as he generally does not have enough money for a complete stock and 
really hurts us by taking away some of our customers.” 

In short, Mr. Burhans does not want competition from the little businessman 
any more than he does from Pittsburgh Plate Glass. 


PITTSBURGH PLATE GLASS Co. 
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OcTOBER 9, 1958. 
(6) Boston Auto GLASS PRICING 


INTRODUCTION 


During the Senate hearings, July 30 and 31, 1958, certain allegations affecting 
Pittsburgh Plate Glass (PPG) were voiced by persons in the auto glass replace- 
ment business in the Boston, Mass., area. These charges took two forms—one 
in the oral testimony of Joseph Rosenfield of Phil’s Glass Co., Inc., Chelsea, 
Mass. (transcript, pp. 66-75) and of Charles W. Burhans of Philadelphia, Pa. 
(transcript, pp. 122-125). Counsel for the National Auto & Fla Glass Dealers 
ciation (NAFGDA), in his statement to the committee, listed four additional 
Boston auto glass dealers who claimed they were being hurt by unfair compe- 
tition of PPG at the retail level. 


UNDERLYING CHARGE 


The underlying charge against PPG by Rosenfield and Burhans in their oral 
testimony and by the other Boston auto glass replacement dealers ' was in sub- 
stance that Pittsburgh Plate Glass in June 1957 initiated a predatory price cut 
to insurance replacement customers thereby seriously affecting the auto glass 
replacement business in the Boston market. 


PPG’S RESPONSES 


This charge is not only without foundation in fact but as contemporaneous 
documentary evidence demonstrates the person primarily responsible for the 
charge—Joseph Rosenfield—through his company, Phil’s Glass Co., prior to 
June 1957 had so depressed the price of auto glass replacement in the Boston 
market that PPG finally had to lower its price in order not to continue to lose 
auto glass replacement business. 

The most effective way in which to prove the charge to be pure fiction is to 
roll the clock back from June 1957 to June 1954. At that time the accepted 
discount to the insurance trade in Boston was 15 percent off the list price for 
curved auto glass windshields. 

The first indication to PPG that any of the auto glass replacement dealers in 
Boston were offering a lower discount than 15 percent was in late August 1954. 
An insurance agency—William F. Maliff Insurance Agency, 33 Broad Street, 
Boston—sent PPG a copy of a circular letter signed by Joseph Rosenfield, sales 
manager, Phil’s Glass Co., Inc., advising all insurance adjusters that his com- 
pany offered a discount of 25 percent on curved windshields. The letter which 
is attached as exhibit 1 begins as follows: 





“Attention : Glass adjuster. 


“DEAR Sir: If you are interested in saving money for your company, just take 
a minute and read this letter * * *.” 

This meant in an actual situation that as of August 1954, Phil’s Glass Co.'s 
price was $49.12 to install a W-317 whereas PPG's installation price for that 
same item was $53.67. An actual PPG invoice dated August 11, 1954 reflecting 
its price is attached as exhibit 2.° 

The W-317 windshield example above is given for the reason that it was 
the most popular replacement windshield in the trade in 1954. 

Another price example will show further the attractiveness to the insurance 
companies of this announcement of Phil’s Glass Co.; e. g., a W-356 Sunshade 


= 


'Lynnway Auto Glass Co., Lynn, Mass.; Brad's Glass Service, Brighton, Mass. ; Jackson 
Square Glass Co., Roxbury, Mass. ; Malden Glass Co., Malden, Mass.: William Rubin Glass 
Co., Malden, Mass. 

2 EpiTor’s NoTe: The exhibit referred to is not reproduced herein but is retained in the 
committee's files. The exhibit is an invoice of the Pittsburgh Plate Glass Co., Boston 
warehouse, date illegible but stated to be August 11, 1954, evidencing a sale of a W—317 
bent Duplate windshield to Allied American Limited Fire Insurance Co., Boston, at the 
price of $53.67. List price and discount allowed purchaser not shown on invoice. In 
stallation charge shown on invoice: $15, which amount is included in the net total of 
$53.67, an installed price. 
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Windshield for 1954 Buick, Olds: 
List : $113.10. 
P. P. G.: $111.14 insurance net installed price. 
Phil’s : $99.82 insurance net installed price. 
$11.32 difference in Phil’s favor. 

Mr. Rosenfield’s company continued quoting lower prices even outside the 
insurance trade. In February 1955 a 40 percent discount was quoted by his 
company to an automobile dealer, the Ferry Street Oldsmobile Co. of Malden, 
Mass. The PPG published discount to auto dealers in February 1955 was 331% 
percent off list. 

The trade advantage enjoyed by Phil’s in this transaction is evidenced by 
contemporaneous records kept by PPG warehouse personnel in Boston, exhibits 
3 and 4. 

By early 1955 another large auto glass replacement company, Acme Glass 
Co., Cambridge, Mass., had likewise dropped its price to the insurance trade. 
That is the company whose April 1957 price list was introduced before the 
Senate by the witness, Burhans of Philadelphia (p. 124). Its proprietor, Mr. 
McCluskey, while not a complaining witness before the Senate committee, 
has until very recently been most vociferous in his criticism of the Boston 
PPG warehouse pricing policies and has assisted in creating the fiction in 
that market that PPG was the first large auto glass replacement shop to offer 
the 25 percent discount for insurance business. 

In August 1955 PPG was informed by an adjuster for the O’Brien-Russell 
Insurance Agency, 108 Water Street, Boston, Mass., that it has received quotations 
from the Acme Glass Co., reflecting the 25 percent discount for curved wind- 
shields. All through this period Pittsburgh Plate Glass was still charging its 
original 15 percent discount. The contemporaneous documents reflecting Acme’s 
1955 pricing activities are attached as exhibits 5 and 6. PPG’s standard quota- 
tion for that period is attached as exhibit 7. 

The lower price being offered the insurance companies by Mr. Rosenfield’s 
company continued throughout the latter part of 1955 and into 1956. 

Evidence of this was noted in November 1955 from the Plymouth Glass Co., 
of Plymouth, Mass. That company advised PPG that the Capeway Insurance Co., 
under instructions from one of its insurance companies, had a standing ar- 
rangement with Phil’s Glass Co. to have the company’s insured call that com- 
pany collect, and Phil’s Glass Co. would travel 50 miles from Chelsea to Ply- 
mouth, Mass., to install curved windshields at the 25 percent discount. 

In dollars and cents for a specific item such as W-3818, Phil’s Glass Co.'s 
price was $49.06 whereas PPG charged $56.44 for the same installation. The 
contemporaneous documents reflecting the above situation are attached as 
exhibits 8 and 9. 

In February 1956 information was received that Phil’s Auto Glass Co. was 
continuing to offer the 25 percent discount to insurance companies on curved 
glass as against PPG's 15 percent. This data was communicated to PPG by the 
Globe Indemnity Insurance Company of Boston on February 2, 1956 
(exhibit 10). 

By the spring of 1956 Phil’s Glass Co. had also prepared a printed price 
schedule which it distributed on a very discreet basis to insurance companies. 
A photostatic copy of such a price schedule was obtained from Mr. Coutere of 
the Phoenix-Kahn Group Insurance Company of Boston by PPG personnel, 
photostated and returned to the insurance company. This list is attached as 
exhibit 11. Attention is directed to page 2 where it is clearly stated that the 
price is “net price less 25 percent.” PPG's discount in the spring of 1956 still 
held at 15 percent (exhibit 12). 

By late spring 1956 these competitors of PPG had begun to increase their dis- 
count from the 25 percent already being allowed. 

The Globe Finance Co. on April 16, 1956, had a windshield installed by the 
Acme Glass Co. on which a discount of 30 percent was applied (the contempora- 
neous memorandum reflecting this quotation is attached as exhibit 13. In 
dollars and cents this meant that item W-394 would be installed by Acme at $78 
whereas PPG’s price for the same item was $90.42. 

By late spring of 1956 the pricing activities of Phil's Glass Co. and the Acme 
Co. had so affected the Boston market that other large auto-glass replacement 
organizations began offering higher discounts. 


30140 O ov 47 
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The Independent Glass Co., a large auto glass distributor in Boston, which also 
had auto glass installation facilities was quoting $53.79 for a certain type of 
windshield when PPG's price was $65.75. PPG learned of this from the Auto- 
mobile Mutual Insurance Co. and verified it by telephone (exhibit 14). This 
occurred May 2, 1956. : 

Up to this point PPG had not yet dropped its price to meet this competition 
and as late as July 26, 1956, was quoting a 15-percent discount for curved wind- 
shields (exhibit 15). 

Competitive pressure pricewise had so permeated the auto-glass replacement 
market that by July 1956 the General Exchange Insurance Corp., a subsidiary of 
General Motors, let it be known in auto-glass replacement circles in Boston that 
its business was to go to an approved list of several glass shops who had agreed 
to invoice General Motor replacement business at a 25-percent discount off GEIC’s 
list price. When a PPG service branch in Quincy, Mass., billed GEIC at a 
15-percent discount off the PPG list in August 1956, GEIC returned the invoice 
and adjusted the price downward to what they were being charged by other glass 
shops (exhibits 16, 17, and 18). As the GEIC list is lower than PPG’s the 
actual discount off PPG's list was about 331% percent. 

By July 1956 the 25-percent discount for insurance replacement business had 
spread throughout the Boston market. 

PPG about this time started to meet competition. Accordingly the Boston 
warehouse on limited occasions allowed a 25-percent discount to some of the 
insurance trade. The pricing clerk in the Boston warehouse would make that 
decision when it would appear unless a 25-percent discount was allowed the 
business would be lost. He maintained a special net price list for this purpose 
(exhibit 19). 

The next traceable move downward in price in this same market was reflected 
in a price list issued by Phil’s Glass Co., January 1957, where that company 
dropped its labor rates on the installation of glass (exhibit 20). This meant 
that as of January 1957 an item such as W-—244 would be installed by Phil’s Glass 
Co. for $55.59 whereas PPG would charge $59.59 for the same item (exhibit 21). 

It is in this context and with this detailed history of the price behavior of 
PPG's leading auto-glass replacement competitors that the Acme Glass Co. pub- 
lished its list of April 1, 1957, which was introduced and referred to in the testi- 
mony of Mr. Burhans and on June 15, 1957, PPG in Boston published 
a net price installed curved auto glass part list for the insurance trade. This 
PPG list reflected a discount of 25 percent on curved windshields and a discount 
of 3344 percent for labor off the PPG installation labor list price dated April 1, 
1957 (exhibits 22 and 23). This is the list (exhibit 22) mentioned by Rosen- 
field and introduced by Burhans before the subcommittee. 
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PPG’s auto-glass replacement competitors continued to underquote them. On 
June 27, 1957, a noninsurance customer requested a quotation on a side door 
glass. The quotation of the PPG warehouse at retail was $14. The customer 
stated she could have this done at a lower price elsewhere. PPG then learned 


the quotation of three competitors : 


pone amto Giess. ==. ..2=- 2. rere Ran menor inner pee earn $12. 38 
I Ca EN cine sins sensi dst sien nses thet itch ets bd tae sisal aanaiangat tials 12. 50 
Acme Glass Co____-_- 18. 50 


(Exhibit 24.) 

After June 1957 PPG had indications that some of its competitors had moved 
the discount up to 30 percent for insurance business. One such instance arose 
in September 1957, where it was learned that Economy Glass Co. was doing all 
the replacement work for the Shamut Agency at a 30 percent discount (ex- 
hibit 25). 

On January 27, 1958, PPG increased its price to the insurance trade. The 
discount on curved glass was lowered from 25 percent to 20 percent; the dis- 
count on labor from 331% percent to 30 percent. 

Mr. Burhans in his testimony (p. 125) attributed this change to the recom- 
mendation of PPG counsel, Mr. Jerome Doyle. Mr. Doyle had nothing to do 
with the change. 

The Boston warehouse announced this change to the insurance trade on 
January 24, 1958, enclosing a list of net prices which reflected the above-de- 
scribed increase in price. The reason for the increase in price was stated to 
the trade as follows: 

“Because of substantial increases in costs of labor and material during the 
past 12 months we have been forced to readjust our quotations on our net in- 
stalled insurance prices on curved windshields per the attached list, dated 
January 27, 1958” (exhibit 26). 

There were a number of factors involved in this increase. 

(1) On January 15, 1958, PPG factory cost on curved windshield was in- 
creased on approximately 75 percent of the current numbers. 

(2) August 26, 1957, PPG’s glass handlers and auto glass installers by union 
contract had been increased 13 cents per hour to $2,135 per hour. 

(3) Effective August 26, 1958, the union agreement called for an additional 
increase of 12 cents per hour so as of that date PPG would be paying $2.265 
per hour. 

According to Mr. Burhans’ attempt to attribute thisp rice increase to the rec- 
ommendations of PPG counsel, Jerome Doyle, was totally unfounded in fact. 

Even though Pittsburgh Plate Glass went to the 20 percent discount in early 
1958 two of its competitors, Brad’s Glass Service, Brighton, Mass., and John H. 
Settles Co., Quincy, Mass., on January 1 and March 25, 1958, respectively, an- 
nounced they were maintaining the 25 percent discount for the insurance trade 
(exhibits Nos. 27 and 28). 


PITTSBURGH PLATE GLASS Co. 
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FOR SALESMEN'S AND DEPARTMENTAL OFFICE CORRESPONDENCE AUtO 


romm isso 
DON'T SAY ITI 
arrenrionMre Mills 000 
 is8___ a 


_insurance trade. 


INDEPENDENT FLAT GLASS 


EXHIBIT 1 


PITTSBURGH 
HS PLATE GLASS COMPANY 





Curved Parts 


= REFERRING TO. 


His prices are Lower than than ours. 





WRITE ON ONE SUBJECT ONLY 


ABLE AT T TO THIS REPORT) 


S AVA 


GF WRITTEN Q 


ol Note: 
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a eo, 
oa . 2 2 
= ee z 
. 
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: “ ? 
EG WILLIAM F. MALIFF INS. AGENCY 


33 Broad Street 
Boston 7- - 


The Employers ' 





Pittsburg Plate Glass 


Group Man is the Man with 


Massachusetts 





DEALERS 


___Attached please find copy of letter sent by Phil's Glass to the 


pric 


WRITE ITI 


NAME 


WHERE 


SIGNED 





SIDE OF FORM IF NECESSARY 


oTHER 


SING 


MPLETE 
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/ 


(_ PHiL's GLASS ComPan\, kc. 


Ya "GLASS FOR ALL PURPOSES 
COR. EVERETT AVE @ CARTER ST Tar. CHaceea| 9.4342 CHELSEA 50, MASSACHUSETTS 
A ‘ 4 4 v 7 / 
tt: Claims Adjuster Y 4 
a 4 yY 
Dear Sir: / P sy a 
ae 


If you are interested in savings money for your company, 
just take a minute and read this letter. A 


With the advent of panoramic windshields and larger glass 
areas in cars, your loss payments are going to be -reater. Let 


us show you how we can help you save money and at the same time o%, 
satisfy your assured courteously and quickly in our modern up- «x % 
to-date auto glass department. ‘ 


o ~ ' 
Your discount on flat glass, clear or tinted 1308 ine 
25%/on curved windshields. This discount in itself re- 
fréct a considerable savin;s when the work is directed into the 
proper channel. 


Vie have the finest, most modern auto lass denartment in the 
greater Boston Area in which we can repair your assured's car 
wnile they wait, We carry a complete stock of clear and tinted 
flat rlass as well as the curved and panoramic windshields. Our 
workmanship is of the hi,nest quality and as you can see cur 
prices are low. We know that once you have tried our services 
you will continue to use them. Won't you avail yourself to our 
services and let the results show a definite reduction in your 
Loss Payments Division. 


Looking, forward to beinre favored by your patrona-e, we 
remain, 


Phil's Glass o., Inc, /] 


f | 
, i : 
mele U | Ge mf tik \ 
oseph Rosenfiel 
'Salés Manager ; 
- Please do not besitate to call Chelsex 3-2447 or 
estimates of your cost of any :lass jov. No ovliia- 
mn of irse. Ask for Mr. Rosenfield or Mr. Weeder. 


+! 
Ts 
yu 
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EXHIBIT 3 





pang DON'T SAY ITI lp PITTSBURGH WRITE ITI 
mS PLATE OtASS—COMPANY 


FOR GALESMEN'S AND DEPARTMENTAL OFFICE CORRESPONDENCE 
Auto Glass __ 


ATTENTION. __ Mr. Mills . REFERRING TO danenatiiamnesne 
4/s ae 
- 10 


ADORESS_ _— 


See other side. 
Copy of letter - from Phil's Auto Glass 
to 


Ferry St. Olds. Co. = Malden 


WRITE ON ONE SUBJECT ONLY 
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Exuisir 4 


FORM 1260 


COMPETITIVE PRICE INFORMATION 








PRODUCT 


a 
POL. PLATE L] winpow Grass []_ saFety GLass [f+ 
TEMPERED GLASS []_ GLAZ. CONTRACT [_] 









SOURCE OF INFORMATION 


; ee . 
VERBAL [|] WRITTEN QUOTATION [Z/ iNvoice [) 


INFORMATION OBTAINED 


3_| FROM WHOM BY WHOM a 
AM 
WHEN DATE HOUR I NN er a tec comin 








PRICE INFORMATION 





















































5 (IF WRITTEN QUOTATION OR INVOICE IS AVAILABLE. ATTACH IT TO THIS REPORT.) 
W-358 #3067>X List  P.P.G. Net 
Cler ~~ 84.60 56.40 50.76 
| Shaded 20747072080 _—64,62 
__Labor 200251800 
a ae ae 
Pepe So geeers Bene 53.22 
| Shaded  —=—si8 7075080 68.22 
| ; 7 20.25 16.40, 
aan quoteo sy___ Phil's Glass 
akied BUYER'S NAME ____ a ae 
_8 |wHen—pate___Feb. = 1955 wens. SeLeen 
9 F. Walsh /s/ 








GIVE COMPLETE DETAILS, USING OTHER SIDE OF FORM IF NECESSARY 
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Exuibir 5 


Fromm 1260 


DON'T SAY IT! Te PITTSBURGH WRITE IT! 
BS PLATE GLASS COMPANY 


FOR SALESMEN'S AND DEPARTMENTAL OFFICE CORRESPONDENCE 
Mr. Mills Auto Glass Prices 


ATTENTION _ REFERRING TO 


8/ 
ADDRESS. eccouneies 8/24 


The Auto Glass prices as listed 
were quoted to the Obrion Russell Ins. Agency 
108 Water St., Boston by the Acme Glass Co., 
Cambridge. 

Mr. David A. Packard, adjustor for Obrion 


Russell, quoted these prices to me. 


F. Walsh /s 


anea : a ae ee &xH, 5 
WRITE ON ONE SUBJECT ONLY 


55 


1's 
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Exuisir 4 


FORM 1260 


COMPETITIVE PRICE INFORMATION 





PRODUCT 


7 
1 POL. PLATE L] winpowGtass [| sarety cLass (4 
TEMPERED GLASS [] GLAZ. CONTRACT 








SOURCE OF INFORMATION 


2 VERBAL WJ WRITTEN QUOTATION []_ invoice [] 


— =— Se ee 


INFORMATION OBTAINED 





a FROM WHOM Obrion Russell Co. ___ +BY WHOM __F. Walsh Saabieeinaeih 
+f WHEN DATE 8/24/55 HOUR 3300 : oa WHERE __ Boston _ me é 





4 eeaeemeennensneiereineninree anomie os meeemcneianitiiteiees ar innate intense 
=] ———————====—= : saa eo 


PRICE INFORMATION 








5 (IF WRITTEN QUOTATION OR INVOICE IS AVAILABLE. ATTACH IT TO THIS REPORT ) 
GLASS dabeebomi shes Se 
| Curved W/S  =_List less 25% a lie) ea. 
| Flat " 30% rites 
| Back Lts. - 25% ; Sa ane 
| LABOR satis CO 
| 1/2 W/S $5.00 Flat W/S $4.00 
Conventional — 12.50 es OSCR eer ~ (Qe 
| Wraps _ 20.00 ___ Vents 1628 
| Back Lts. 10.00_ 


| 
| 
| 
| 





s rai quotep sy___ Acme Glass Co. 
David A. Packard 
a/2a/ss 


7_ | BUYER'S NAME _ 


___ Boston 


WHEN— DATE _ WHERE 


_F. Walsh _ 


~ SIGNED 





——+ os . . aa serine 





GIVE COMPLETE DETAILS, USING OTHER SIDE OF FORM IF NECESSARY. 


| EXH. 6 


| a 








—— 
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ExuHubit 7 

Pittsburgh Plate Glass Co. . 
Boston, Massachusetts 
ba QUT OF STOCK 

INSURANCE AMD : 

FLEET OWNERS AUTO GLASS PRICES z 
Gentlemen: 


Reeent labor negotiations resulting in substantial wage increases to 
our inside glass workers and installers, plus increases in manufacturing costs, 
make it necessary to revise our quotations on Safety Glass as follows: 


Discount from Printed List 
Prices of april 15, 1954 
Applying to "Pittsburgh Auto 


ES ores 

CUT SIZES - "cady to Instedi 

DUPLAIE Safety Plata Glass 20% 

SOLEX DUI LuTE Sarety Flate Glass 20% 

DUCLITF £.72tv Snece Class 20% 

SOLEY DIMMS Safetv Sheet Glass 20% 
CURVED AUTO Jl 5S PARTS . Roady to Jostal) 

Curved JUPLATE Safecy Plate Glass and 

Curvec >CLEX DUPLATE Windshields 15% 


Curved ICRCULITE Tempered Plate Glass 
and Curved SOLEX HERCULITE Tempered 


Backlights 20% 
PAGEING CHARGES ON FleaT GLASS ONLY 
Orders for less than 3 lights in one shipment ... 75¢ 
Orders for 3 or more lights in one shipment ..... None 
Tok 
Federal Excise Tax of 8% of value of glass and packing 
charge INCLUDED. 
F,.0,.B, “arehouse 


EMG 18 10 Days, 30 Days Net. 


-36B- 


august 10, 1955 
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ExuHipir 8 


—_— DON'T SAY ITI iP PITTSBURGH WRITE ITI 
hg PLATE GLASS COMPANY 


FOR SALESMEN’S AND DEPARTMENTAL OFFICE CORRESPONDENCE 


arrention—_Mr El Angove REFERRING TO Plymouth Glass Co. 
ADORESS 158 Court St., Plymouth, Mass. Nov. 15 
Dear Sir 


Herbert Erskine of the above company was called in 
by the Capeway Insurance Agency and to that one of the 
mpanies they insure with had told them to use a glass 
mpany in Chelsea. The name I think is "Bill's Glass Co." 
The insured calls the Glass Co. collect and 
the me down to Plymouth and instal] for the 


insurance co. at the following prices 


Labor Slass 
lass 3. Of Back lite List less 20% 
Vent 1.00 w/s 25% 
2 irve w/Ss 6. Flat 20% 
e rve 
w/S 12.0C Thank you 


1° R. W. Mitchel 
Wrap around 15,00 Ex 8 - W Mitchell 


WRITE ON ONE SUBJECT ONLY 
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ane 
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ExuHrIpir 9 


EXAMPLE 


To show the Phil's Glass Co's lower price in accordance with 
the information received from Mr. Herbert Erskine of the Plymouth 
Glass Co. on November 15, 1955, which information was submitted to 
the Capeway Insurance Company by Phil's Glass Company of Chelsea, 
Mass. 


This price is compared to an actual Pittsburgh Plate Glass 


Company bill on Reg. #16&87, November 15, 1955 which is figured 
at 15% discount. 


$49.06 $56.44 (opposite 


W-318 Clear List 48.75 (List Price February 15, 1955) 
- 12.19 25% Discount 
36.56 
plus 12.50 Labor 
$49.06 
Phil's Glass Company - Pittsburgh Plate Glass Company 


pag 


e) 
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Exuipir 10 


FORM 1260 








COMPETITIVE PRICE INFORMATION 


PRODUCT 
' PoL. PLATE |] winoowcG.ass (]_ sarety Giass [[} 
































TEMPERED GLAss [] GLAZ. CoNnTRACT [ | 
a cee ——————————————————— 
SOURCE OF INFORMATION 
2 | VERBAL (J) WRITTEN QUOTATION [2% invoice [J 
INFORMATION OBTAINED 
3 | FROM WHOM Globe Indemnity __. BY WHOM See Goddard amelie 
| 
_4_| WHEN DATE _Feb. 2) HOUR _10:30° 3a WHERE __Boston 
| a ee ee SONNE oe, 
PRICE INFORMATION P.P.G. Co. 
5 (IF WRITTEN QUOTATION OR INVOICE 1S AVAILABLE, ATTACH IT TO THIS REPORT ) 
| Flat - - - PSE val IS AED sr 3 
Curved--- 5% 2 aS 15% -20% 
| _Vents <=  .. $4,890) ___ $2.00 
LOOP *\ s"@ 3.00) 5) Bi scumly 4 yD 
Flat w/s - - - 2s TAP A RAOOR. os 2 So 
1/2 Cc. W/S - - - 5.00} err eer > 6.00 
1 Pc. C. W/S - - -12.50) == IS = 18.00 
o 
- o eieliialijetital 
ce 
® 
asap ee itpe eS ee aS ee ee ee = : 
| Hie @® 
| mio &E j 
, —_— — —&> — — — —— —_— — — 
| Ol+ =x 
aa a inact ee — 
s PRICE QUOTED BY Phil's Auto Glass 
_7_| BUYER'S NAME : Don Hilton eh sind 
_8_ | WHEN—DATE Feb. 2; 1956 WHERE Boston 
|. a ee ee Be aa ae. J. Goddard 
| SIGNED 
| 


GIVE COMPLETE DETAILS, USING OTHER SIDE OF FORM IF NECESSARY 


The price information above quoted by Phil's Auto Glass Company. 


This information received from Don Hilton of the Globe Indemnity Co. 


February 2, 1956. 
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FORM 
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Exuinir 11 
1260 


COMPETITIVE PRICE INFORMATION 


PRODUCT 
POL. PLATE L] winpow ciass[]_ sarety ciass [jy 


} 


TEMPERED GLASS oO GLAZ. CONTRACT [_]} 





SOURCE OF INFORMATION 


4 


VERBAL 0 WRITTEN QUOTATION oe invoice [] 


INFORMATION OBTAINED 


From wHom __Phoenix - Mr. Couture ,ywHom Re Lennerton  _ 


WHEN DATE 


PRICE QUOTED BY Phil's Glass Co. sat Sen ash er, ae mee BES SS b 


10/10/56 11:00 4™ Boston __ 


HOUR em WHERE 


PRICE INFORMATION 
(IF WRITTEN QUOTATION OR INVOICE 1S AVAILABLE, ATTACH IT TO THIS REPORT ) 


The attached price schedule was 
loaned to Dick Lennerton by Mr. Couture 
of the Phoenix-Conn Group Ins. Co. 





this price schedule was distributed 
by the Phil's Glass Co. of Chelsea. 
We made photostatic copies and_ 

















returned the original 





BUYER'S NAME Mr. Couture 


a enn Rr Bt 


WHEN— DATE 10/ 10/ 56 wHere Boston 


F. Walsh 





SIGNED 


GIVE COMPLETE DETAILS, USING OTHER SIDE OF FORM IF NECESSARY 


Exe. 11 








' 
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March, 1956 - Revised Pane | 


@AUTO GLASS PRICE LIST & LABOR PRICES 


PREPARED ESPECIALLY FOR INSURANCE COMPANIES 


IN LESS THAN ONE MINUTE you can find the list price, wholesale cost, time required 
to install and the exact cost of labor of the 1600 glass parts used in today’s automobiles. 


INSTRUCTIONS 
Cars are listed alphabetically in the catalogue and each model is shown. 


FOR WINDSHIELDS use the W number. Refer to page 2 of the price list for cost of 
glass. Use the hourly time shown in parenthesis next to the cost of the glass in the 
hourly rate chart below for the cost of installing 


For all other curved parts such as B for curved backlights, V for curved vents and Q 
for curved quarters refer to page 4 for glass price. Use hourly time shown in paren- 
thesis in the hourly rate chart below for the cost of installing 


For flat glass use size of glass in the catalogue and refer to page 5 of the price list for 
clear glass or to page 3 for tinted glass price. Flat glass labor time is shown below 
Apply time to hourly rate chart below for price 


HOURLY RATE CHART IS SHOWN IN HOURS AND 
TENTHS OF HOURS AT $4.50 PER HOUR 


1 eS 8 4 e086: 21 9.45 3.2 18.06.. 9 4... 18.40 
2 90 1.2 5.40 | 2.2 9.90 3.2 14.40 4.2 18.90 
3 1.35 1.3 5.85 I 2.3 10.35 30 14.85 4.3 19.35 
4 1.80 1.4 6.30 | 2.4 10.80 3.4, 18.30 4.4 19.80 
5 2.25 Fe 6.75 s 2.5 11.25 3.5 15.75 4.5 20.25 
6 2.70 1.6 7.20 | 2.6 11.70 3.6 16.20 4.6 20.70 
7. 3.16 72 406 8, 2" Tee 3.7 16.65 4.7 21.15 
8 3.60 1.8 8.10 | 2.8 12.60 3.8 17.10 4.8 21.60 
9 4.05 ie S02 | 2.9 13.05 3.9 17.55 4.9 2.05 
ie 0.08 Qa 3. 13.50 4. 18.00 |} 5. 22.50 
FLAT GLASS INSTALLATION TIME 
Vent Glass Front a Fixed Quarter Glass 8 
Vent Glass Rear 5 , 1-1, 2 2 
Rear Flipper Gla 9 eae WRN Tee Most Full 1.7 
Door & Quarter Glas 1955 & 56 Cars 1.2 
Door & Quarter Glass 1952 & 53 & 54 Cars 1.1 
Door & Quarter Glas: Earlier Cars 1. 
For Glass Mounted in Chrome Frame add 2 
For Power Operated Glas add 2 
The above pr es include regular adjustments and channel alignment necessary 
to prevent repeat losses Due to wide variation in body construction atewiir 
stallat sw e gher but always with a note o! explanatior 
Both contents and torm of this list are ~pyrighted 19560 by Wm. P. Hendersor 
45 Selder Detroit Ni higar and may not be duy ated in whole or in part 
without permissior th pyright owner 
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CURVED SAFETY PLATE WINDSHIELDS 
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Wi cr 4 25.00 cena 
B70 or 80) 22.85 ae 
OWis seus an ‘ : 
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wun $1 00 36 25 45 
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weer 42°70 32 03 25 
43.45 M24 
W108 of 110 24 25 ie 19 12 
35 20 26 40 
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33 40 23.05 
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4.25 a9 9L 
e282 38 70 “478 26 
437 778 
W283 $7 7S on ze 
e145 46.24 aes 
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a — 72.10 sai 
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wii? 


wie 
wis 
¥325 
W326 
4327 
W328 
ws29 
4330 
«133 
“dda 
wsse 
wut 
wees 
“151 
wast 
* 354 


wISe 


“vA? 
woes 
«see 
“39! 


woe 


“407 


was 


wae 


wails 


wel? 
war 

wars 
“edo 
wats 
wa 
ease 


wan 


35.25 
14.79 
$2.65 
71:15 
62 30 
$4.09 
4015 
$450 
102.30 
77.85 
Price om Application 
Price on Application 
$765 
$9 25 
4555 
49 o 
3935 
12.% 
54 85 
7.20 
a5 8 
$865 
55 65 
$9 65 
94 20 
118 30 
on 30 
119 30 
on ¥ 
110.30 
os 
105 05 
134 40 
44 85 
63 00 
42:15 
45.9 
42 00 
14.00 
110 60 
oe 6s 
103 05 
40 
e845 
07 75 
92 25 
oo 38 
$3 55 
gaan 
92.85 
196 35 
120 
on 45 
5 25 
82 85 
101 60 
79 00 
06 70 
82 85 
19: 60 
4 59 
90 45 
113.60 
85 10 
om 
er 7% 
$1 0 
114.85 
11995 : 
123 78 
es 85 
93.30 
0450 
© 65 
or 431 126.85 
139.35 
97 $0 
102 $0 
ee45 
73.20 
re 8 
“nm 
120.30 








414 
39 49 (26) 
carte 
46.73 (2.2) 
Be. — 
4st (3.3) 
10.72 ___ 2.4) 
20.39 4.3) 
Hourly 
—_—_Iim. 
Nourly 
_niiienss ne 
43.24 (2.2) 
au 
“Hoi ay 
I critter 
79.51 (a4) 
ai. 28) 
97.42 
“129 26) 
$4.14 = 
41 69 (268 
44.74 — 
70.45 1954-45 
0648 55-56-35 
67 73 1954-45 
6273 55-'$6-35 
on 14-50 
A2.7) 33-36-33 
“1s 1954-38 
16.79 95-36-39 
190.95 Hourly 
Time 
oT at Be 
ee ot 
31 61 (25 
33.79 
31.50 (3.3) 
33.60 
62.95 
74.14 
eee Dictasnes 
63.30 33) 
4 
65.81 (29) 
40..9 
67 04 33) 
70.16 
30 3 
69 64 
$1.26 35) 
4 68 
1 35 
Tha 
62 15 Soa mnl 
76 20 
025 a4 
ee... 
e214 i 
76 20 
44 08 cs 
470 
8 20 , 
63.83 os) 
“79 
65.78 
6093 ‘s 
16 
9 29 is 
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64 64 (35) 
69.98 
64.88 (2.8) 
67.99 
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97 76 Time 
TS Four ly 
76 88 Time 
$208 an 
+4 90 
30 88 (35) 
63 04 - 
$0 23 Hourly 
Time 
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INDEPENDENT FLAT GLASS DEALERS 


SIZE OF 
GLASS List 
oe ae $ 3.03 
S3@ caus 3.43 
Bx12...... 3.88 
x14 4.44 
x 16 4.99 
x 24 7.72 
10x 10 ...... ~ 3.98 
x12 4.69 
x14 5 40 
x 16 6.11 
x 18 6.81 
x 20 T92 
a2? «. 8.23 
x24. 8.93 
x 26. 9.44 
x 28 19.30 
g:20 was 11.00 
12x12... 555 
=e %4¢ Ad 6.41 
x16. 7.22 
BC ace 8.08 
w'SO. a... 8.93 
“tee 9.74 
See arate 10.60 
RB cgets 11.46 
MB sce 12.27 
Te ee 
£W iis 8.33 
x 18 9.34 
i 10.30 
em... 11.31 
a: is 12.27 
x 26. 13.28 
x 28. 14.24 
x 30.. 15.25 
x 32 16.21 
x 34 17.22 
x 36 18.18 
x38... 19.13 
SS anc 21.10 
x 44 22.11 
7. oo 23.07 


ya 4 AY oS @ 


Net 


2 
2 
2 
3 
3 
5 
2 
3 
4 
4 
5 
5 
6 
6 


a 


> 


Se 


19 


Vv >| + @&@ 


27 
57 
91 
33 


_ 
‘ 


5.42 


99 
52 
5 
58 


06 
7m 
31 

95 
60 
20 
53 
25 
o1 

73 
48 
20 


68 


48 


$ 2.09 


2.57 
2.63 
2.98 
33 
73 
69 
14 
58 
03 
418 


w 


37 
#1 


24 


FO te ee WwW Ne 


n> 


> 


67 
ll 
48 
22 
73 
27 
5.81 
6.32 
8A 


yom Ww 


4 

7.40 
7.91 
4.82 
5.43 
6.07 
6.49 
7.31 
7.91 
4.55 
9.15 


nm —i~ 


- 2#wvvTt We & wWwwWweNnVYVVFe eke & WWwWWwWNN WK ww 


> nF wn 


» 


~“ 


SAFETY PLATE SAFETY SHEE! || sizeé OF 
List Net 


57 
34 
97 
24 
59 
55 
o1 
34 
69 
02 
36 
69 
3 
346 
70 
on 
33 
74 
17 
55 
95 


346 


55 
93 





25 


9 


$*, 


12 


13. 


15 
16 
17 


18. 


19 
20 
21 
24 
25 
28 
30 
31 
1 
13 
14 
15 
16 
18 
19 
20 
21 
23 
24 
25 
31 
32 
33 
35 


60 
71 
82 
98 
09 
21 
32 
48 
59 
10 
81 
8 
19 
91 
13 
31 
BA 
13 
39 
65 
91 
18 


Net 


18 
7 


8. 


9 


10. 
11. 


12 
12 
13 
la 
15 
16 
18 
18 
21 
22 
23 

6 

9 


19 


12 
13 
14 
15 
146 


17 


18.3 


19 
23 
24 
25 


$24.08 $18.06 
oO 
9.49 


78 
11 


7.95 


78 


40 


99 


L 





ist 
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TINTED FLAT SAFETY GLASS PRICES 


Prices below are on fabricated auto glass parts ready to install List price and net price at 25% discount 
are shown on both salety plate and safety sheet glass 


SAFELY PLATE SAPEIY SHEET 
List 


Net 


$15.35 $11.51 


15.95 11.96 
6.16 4.62 
6.86 5.15 
7.56 5.67 
8.26 6.20 
8.99 674 
9.69 7.27 
10.39 7.79 
11.09 6.32 
11.82 8.87 
12.52 9.39 
13.22 9.92 
13.92 10.44 
15.35 11.51 
16.05 12.94 
14.09 13.57 
18.85 14.14 
19.57 14.48 
TAA 5.75 
8.45 6.34 
9.25 4.94 
19.04 753 
10.R4 813 
11.63 8.72 
12.43 9 32 
13.22 4.92 
14.02 19.52 
14.81 111 
15.61 11 71 
16.49 12.30 
19.48 14.41 
20.30 15.23 
21.13 15.85 
21.95 19.46 
9.34 7.01 
19 23 7.67 
11.99 8.32 
11.98 8.99 
12.87 9.45 
13.76 10 32 
23.49 17.55 








we - 
es2eee4 


SSssssssesss 


Suvsiaesees 
$Ss8sce 


SUBYeetue 
BSSRS8SrRSs 





INDEPENDENT FLAT GLASS DEALERS 


B for BACKLIGHTS 


DEDUCT 20‘ FROM LIST PRICES BELOW 


LABOR HOURS SHOWN 






Clear 






Bi1sO) 17.55 

















BIS2 10.30 

Biss) = 21.60 

Biss = 18.25 

BISé =: 0.70 

13.60 | BIS7 23.05 
18.65 | BISS = §=21.50 
Bi60 = 10.10 

Bi6i = 10.10 

Bié2 = 18.45 

13.60 | BIéS) = 6.60 
18.65 | Biles = 6.60 
8165 «29.95 

860 | Bee §=6390.10 
6.60 | BIé7 = 6.10 
1960 | BI6s = 6.10 
oes | Bes 624.35 
965 | BI70) 25.75 
BI7i =. 24.35 

BI72 385 

Bi73) 18.75 

BI7S) 11.20 

BI76 = 11.20 

B77 21.50 

Bi78 = 18.35 

B17?) (9.60 

| B80) = 9.60 

| Bi8l 26.80 

Bis2 «18.45 

Biss) 7.15 

Bis = 46.15 

Bis) = 18.75 

Bisi 28.95 

| BI92 30.65 

| BI® 12.30 

BI%S =—:12.30 

Bis = 77.95 

Bis? = 30.25 

| BIse 10.55 

| BI99 = 10.55 

B200 021.65 

B201 15.95 

| B202 30.10 

B203 30.10 

B204 36.45 

B20S5 33.45 

| BOT 26.10 

B26 34.90 

| B209 33.45 

| B20 «33.45 

B211 9.60 

B212. 9.60 

B213 21.15 

B217 111.30 

B218 11.30 

B219 21.65 

R221 28.70 

35.90 "R222 10.25 
H223. 10.28 

35.95  p224 22.60 
B225 8.70 


21.35 | R226 8.70 
21.35 | B227 38.55 


R228 8.65 
| B229. 8.65 
R230 20.35 
B23) 8.25 
B232 8.25 
| B233 23.45 
| B23S5 11.65 


Labor 
Code Tinted 


Vv for VENT GLASS 





a.) 
(2.3) 
(2.2) 
(2.2) 23.35 
(2.2) 26.20 
(2.2) 
a. 
a.) 
(2.2) 
1.9) 
(1.9) 
(2.2) 
(2.2) 
a. 
1.9) 
(2.3) 
(2.3) 
(2.3) 
(2.3) 27.00 
(2.2) 21.15 
(1.9 12.55 
(1.9) 32.55 
(2.3) 24.50 
(2.3) 
1.9) 
me 
(2.5) 
(2.2) 
(2.7) 
(3. 
(2. ) 
(2.5) 
(2.5) 34.70 
(2. ) 13.78 
(2. ) 13.78 
(2.5) 31.85 
(2.8) 34.15 
(2.2) 11.90 
(2.2) 11.9 
(2.8) 24.65 
(2.5) 17.90 
(2.5) 34.15 
(2.5) 34.15 
(2.5) 
(2.5) 
(2.5) 29.65 
(2.5) 
(2.5 $7.75 
(2.5) 37.75 
ue 10.80 
(1.9) 10.80 
(2.3) 24.00 
(19) 1295 
(1.9) 12.95 
(2.5) 25.85 
(2.8) 34.15 
1.9) 11.70 
(1.9) 11.70 
(3. ) 26.75 
(1.8) 985 
(1.8) 9.85 
(3. ) 43.55 
1.9) 9.70 
(1.9) 9.70 
(2.3) 23.05 
1.9) 
1.9) 
(2.3) 
(2.) 13.18 














Part 
No Clear Code 


B26 11.65 (2.) 
B37 26.20 (3. ) 
Bue 760 (1.9) 
Bae 760 (1.9) 
B240) «19.25 (2.8) 
B241 912.30 (2. ) 
B242) 12.30) (2. ) 
BMS) 626.05 (3. ) 
B28) 8640.25 (3. ) 
B249) = 35.80 =(3. ) 
B250 34.15 (2.8) 
B21 4625.85 (3. ) 
B22 9.05 (1.8) 
B23 9.05 (1.8) 
B234 018.00 (1.7) 


B25 19.25 (3. ) 
BIs6 9.70 (2 


B257 9.70 (2. 


) 
) 
B28 621.50 (3. ) 
B29 8 (2. ) 
B20 8.40 (2.) 
B22 10.95 (1.9) 
B25 (10.9% (1.9) 
B4 8624.35 = (2.3) 
B25 10.10 (1.9) 
B26 10.10 (1.9) 
B27 = 23.05 = (2.3) 
Be 644.10 (3.3) 
B29 48.10 (3.3) 


B772 41.80 (3. ) 


B77) 30.50 (2.8) 


B74 11.65 (1.9) 
B275 11.65 (1.9) 
Bw5 21.60 (2.3) 
Bw6 10.70 (1.9) 
B27 10.70 (1.9) 
Be 39.75 (2.8) 
B29 37.55 (2.8) 
B200 «34.00 (2.7) 
B291 28.80 (2.8) 
B292) 19.10 = (2.3) 
B293) 3.70 = (2.3) 


| B20 «40.70 (1.8) 


B295) =10.70 (1.8) 
B206 «8638.65 = (2.5) 


| B29? 42.95 = (2.8) 


B28) =620.70 = (2.3) 


| B208 7.20 (1.8) 
| B300 7.20 (1.8) 


RM)! 23.79 (2) 
R302 11.20 (1.9 


| B303 11.20 (1.9) 


B304 8615.85) (2.4) 
B307) 48.20 (2.7) 


B3068 = 37.85 (2.7) 


B310 46.45 (2.9) 


B311 46.05 (3.3) 
BSI} 48.00 (2.9) 
|} B314 36.30) (3.3) 


BIS) 639.85 = (3.3) 
BS20 26.10 = (2.3) 
BS21 39.00 (2.5) 
B322. 43.10 (2.5) 
B323. 46.30 (3.3) 
BS240 37.70) (3.3) 
B335 19.55 (2.3) 
B336 9.35 (1.9) 
B337 9.395 (1.9 
B339 656.60 (3 

B40 46.85) 4 

B341 41.70 (4.5 
B342 46.80) = (3.4) 


IN PARENTHESES 





Labor 


30.90 | B437 


53.00 | B441 
43.20 | B4a2 
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CURVED TEMPERED SAFETY PLATE GLASS 


© for QUARTER GLASS 








Labor 


Clear Code Tinted 





45.2 (3.4) 51.05 
4.35 (3.4) 5245 
35.15 (28) 39.65 
35.15 (3.2) 39.65 
45.35 (3.5) $3.70 
4730 (3.5) 54.80 
17.55 (3. ) 20.45 
43.40 (3.5) 80.25 


0.45 (3.5) 46.65 
54.85 (2.8) 60.90 
41.70 (2.5) 46.35 
14.00 (2.1) 15.50 
14.00 (2.1) 15.50 
20.35 (1.8) 23.05 
$50 (.7) 5.95 
5.50 ( .7) 5.9% 
21.90 (3.) 24.30 
38.95 (3.2) 43.85 
35.50 (3.2) 40.00 
17.10 «=6(2.3) 19.35 
36.80 (3.2) 41.40 
35 @.) 4.70 
41.30 (3.) 46.90 
17.25 (2.3) 19.45 
43.90 (3.) 48.55 
42.65 (3.) 47.88 
44.35 (3.2) 40.80 
44.35 3.2) 49.80 
5.40 (3.) 28.85 
41.65 (2.9) 48.30 
40.25 (2.9) 46.65 
1920 (2.2) 23.10 
31.30 (1.6) 33.30 
31.30 «6(1.6) 33.20 
77.00 (1.6) 29.40 
77.60 (1.6) 29.40 
30.60 (1.8) 32.40 
30.60 (1.8) 32.40 
22.70 (2.2) 26.60 
39.20 (3.5) 45.15 
12.45 (1.9) 14.55 
33.95 (2.2) 39.40 
700 «(1.) 8.70 
760 (1.) 8.70 
15.00 (2.) 17.4 
30.45 (2. ) 22.30 
39.10 (3.3) 43.15 
3.00 3.) 27.80 
42.0 @.) 4.88 
41.25 (3.3) 47.65 


31.15 (3. ) 37.00 
73.25 «(2.) 28.25 
11.40 (1,1) 12.40 
11.40 (1.1) 12.40 
18.40 (1.8) 21.00 
Price on application 
41.15 Hourly 47.30 
Time 
40.05 Hourly 46.05 
Time 
33.40 (1.0) 37.55 
$1.85 (3.3) $7.70 
244.60 (3.) 27.45 
48.65 (3.2) $4.20 
$0.65 (3.2) 56.15 
43.15 (3.5) 47.90 
48.60 (3.5) 53.85 
44,00 (3,2) $1.25 
Price on application 
Price on application 
Price on application 
33.25 «6(1.4) 24.75 


CRE nen nat teem 
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CLEAR FLAT SAFETY GLASS PRICES 


Prices below are on fabricated auto glass parts ready to install. List price and net price at 25% discount 
are shown on both safety plate and safety sheet glass. 





SIZE OF SAFETY PLATE SAFETY SHEET SIZE OF SAFETY PLATE SAFETY SHEET 




















GLASS List Net List Net GLASS List Net List Net 
6.0 30 ne: $2.83 $212 $1.89 $1.42 [14% 48...... $22.22 $16.67 $13.43 $10.07 
a 3.20 2.40 2.12 1.59 x50...... 2310 17.33 13.97 10.48 
OF 20"....5. 3.57 268 2.35 1.76 }i6 5 16 8.78 6.59 5.42 4.07 
os 4.13 3.10 2.65 1.99 2 18.. 9.80 7.35 6.04 4.53 
8 BB cccens 4.64 3.48 2.96 2.22 x 20 10.82 8.11 6.66 5.00 
x 24...... 6.48 5.01 4.19 3.24 pp 11.85 8.89 7.277 5.45 
10x 10...... 3.71 2.78 2.42 1.82 Mc.) 9.69 7.89 5.92 
|) 4.36 3.27 2.81 2.11 ST iscsi ee 10.46 8.50 6.38 
5 2G 501 376 3.19 2.39 = 28... 14.96 141.22 9.12 6.84 
x16. 5.66 425 3.58 2.69 x 30 15.98 11.99 9.73 7.30 
ees 631 473 3.96 2.97 x 32 PEO - 39.78 16.55 7.16 
x 20 4.92 5.19 4.35 3.26 n 24... 18 08 13.56 10.96 8.22 
i: eee 757 5.48 4.73 3.55 a 19.10 14.33 11.58 8.69 
x 24... 8.22 617 5.12 3.84 x 38 2012 15.09 12.20 9.15 
x 26 8 87 6 65 5.50 4.13 n 42 22.22 1667 13.43 10.07 
x 28 9.52 714 5.89 442] nae 23.24 =617.43 44.04 = 10.53 
_ x 90...... 1017 7.63 6.27 4.70 | 48 2678 20.09 16.55 12.41 
fe & 32... 5.15 3 86 3.27 2.45 . 27.91 20.93 17.22 12.92 
x14 5 94 446 3.73 2.80 x 52 29.00 21.75 17.89 13.42 
5°06 3.4 DOM 501 4.19 1s... We”6| UR SS SS 
x 18 7 48 561 4.66 3.50 ry or 12.13 9.10 7.43 5.57 
x 20 8.27 6.20 5.12 3.84 x 22 13 29 9.97 8.12 6.09 
x 22 991 6.76 5.58 4.19 x 24 14.45 10.64 8.81 6.68 
x 24 9 80 7.35 6.04 4.53 x 26 15.61 11.7] 9.50 7.13 
x 26 10 59 7.94 6.50 4.88 x 28 16.78 1259 10.20 7.65 
x 28+ 11.33 8 50 6.96 5.22 x 30 17.94 13.46 10.89 8.17 
Meh... C8 5 +4 Oe x32 19.10 14.33 11.58 8.69 
x 16 7.75 5 81 4.81 3.61 x34 20.26 15.20 12.27 9.20 
x 18 844 648 5.35 4.01 36° ..:..0% BE@ 16.07 12.97 9.73 
x 20 ~ 9.52 7.14 5.89 4.42 x 38 22.59 16.94 13.66 10.25 
x 22 . 10.45 7.84 6.42 4.82 od.2 25.15 18.86 14.35 10.76 
a 11.33 8.50 6.96 5.22 7 28.85 21.64 17.81 13.36 
x 26 12.26 9.20 7.50 5.63 x48...... 30.08 22.56 18.56 13.92 
Bese 13.15 9.86 8.04 6.03 nS0...... 99.39 39.48 10.32 14.48 
x 30.. 14.08 10.56 8.58 6.44 I access 32.55 24.41 20.07 15.05 
x32...... 14.96 11.22 0.12 660 1305 90...... 1949 1007 6.90 6.14 
134.0... 1589 11.92 9.66 7.25 | x22... 14.73 11.05 8.06 6.72 
O6:.. 16.78 12.59 10.20 7.65 n 24... 15.98 11.99 9.73 7.30 
x 38 17 66 13.25 10.73 8.05 | x 26 7.29 12.97 10.50 7.88 
x 42 1947 1460 11.81 8.96 | x 28 18.59 1394 43.27 8.45 
x 44 2040 1530 12.35 9.26 x 30 19.89 1492 12.04 9.03 
x 46 2129 1597 12.89 © 9 


67 | x 50 34.71 26.03 21.40 16.05 
i 








736 INDEPENDENT FLAT GLASS DEALERS 
Exnuipir 12 


¥i stesburgh Plate G. sa So, 
Tevtom, Meeerchuse’. 3 


Ve OUT OF STCCK 
INSURANCE AND 
PLEET OWNERS AUTO GLASS PRICES 
C ent lemen : 


Discount from Printed List 
Prices of March 1, 1956 
Applying to "Pittsburgh Au! 


Glegs Parts* 
CU" SIZES - Ready to Install 
DUPLATE Safety Plete Glass 20% 
SOLEX DUPLATE Safety Plate Gless 208 
DUOLITE Safety Sheet Glass 20% 
SOLEX DIOLITE Safety Sheet Glass 20% 


CURVED AUT CLASS PARTS - Ready to Install 


Curved DUPIATE Safety Plate Glass and 
Curved SOLEX DUPLATE Windshields 15% 





Curved HERCULITE Tempered Plate Glass 
and Curved SOLEX HERCULITE Tempered 
Backlights 20% 
AS Cc ES ON FLAT GLASS ON 
Orders for less than 3 lights in one shipment ... 75¢ 
Orders for 3 or more lights in one shipment,..... None 
TM 
Federal Excise Tax of 8% of value of glass and packing 
charge INCLUDED. 
[,.2,B, Werehouse 
SOS =f 10 Days, 30 Days Net 
Factory Trained Mechanics 
Por prompt and efficient replacement service, call our Insurance Department, 


>, Clark, STedium 2~4500, 


MALDEN EOSTON QUINCY 
fa. 4-7259 8T, 2-4500 Ma. 90700 


Jxril 1, 1956 
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Exuisit 13 


FORM 1260 


COMPETITIVE PRICE INFORMATION 


PRODUCT 


1 pot. pate []) winoowciass[] sarety crass [¥ 
TEMPERED GLASS [] GLAZ. CONTRACT [_] 


SOURCE OF INFORMATION 


2 VERBAL a} WRITTEN QUOTATION INVOICE 





INFORMATION OBTAINED 
3 |rrom wHom _ Globe Finance Plan sy wHom Je T+ Goddard 


, een he ee Cs 


PRICE INFORMATION 











5 (iF WRITTEN QUOTATION OR INVOICE IS AVAILABLE. ATTACH IT TO THIS REPORT) 
Acme Glass Co. April 16, 1956 
Fs Windshield installed in Cambridge for 
aa Israel Lockhardt 68 Annunciation Road, Roxbury 
L 1955 Chevrolet 4 door W 394 82.85 
5 i 30 % Disc. _ ___ 58.00 
we Labor a 20.00 
eee ee ee a. ee 
|__Discount for back lights and flat glass 20% 


Road service discount on windshields 20% 


cng sok aici DOLiOnh te Bahai WIE Sd 


One other invoice priced with 20% off was adjuste 
after a screech from Mr. Sargeant to 30% 














This eliminates the otunity we were called on. 





° 





PRICE QUOTED BY 
BUYER'S NAME 


WHEN — DATE WHERE 


J. T. Goddard 


SIGNED 


GIVE COMPLETE DETAILS, USING OTHER SIDE OF FORM IF NECESSARY. 
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ExHibir 14 


FORM 1260 ; 
COMPETITIVE PRICE INFORMATION 
1 
PRODUCT 
1 Pot. PLATE []) winpow ciass []~ sAFETY GLASS 
TEMPERED GLAss [] GLAz. CONTRACT [_] ¢ 


SOURCE OF INFORMATION 


2 VERBAL [MJ WRITTEN QUOTATION (]_ invoice () 


INFORMATION OBTAINED Goddard 


3_|rrom wHom _1Ndependent Glass BY wHom _ Armour . 
4_| WHEN DATE 5/8/56 vetil: € SS. wens FRO td oh kl) 8 


PRICE INFORMATION 
5 (iF WRITTEN QUOTATION OR INVOICE IS AVAILABLE, ATTACH IT TO THIS REPORT ) 


Auto Mutual asked us for a 

price on a 54 DeSoto 4 door sedan 
tinted windshield. Our quote was 
$65.75 installed - were informed _ 
Independent quoted $53.79 installed. 


Miss Armour then phoned Independent 
Glass Co. and was quoted by the 
shop foreman $53.79 installed for 

a tinted windshield as described 
above. 


Our dealer price is $54.82. 


6 | PRICE QUOTED BY 
7_| BUYER'S NAME 


8 _ | WHEN—DATE WHERE 


9 J. T. Goddard 


SIGNED 


GIVE COMPLETE DETAILS, USING OTHER SIDE OF FORM IF NECESSARY. 
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ExHuipit 15 


Pitteburgh Plate Glass Co, 
Boston, Massachusetts 


Tos QUT OF STOCK 
INSURANCE AND 
FLEST OWNERS AUTO GLASS PRICES 
Gent lemen : 
Discount from Printed List 
Prices of Pebruary 15, 1955 
Applying to "Pittsburgh Auto 
Glass Parts" 
DUPLATE Safety Plate Glass 204 
SOLEX DUPLATE Safety Plate Glass 20% 
DUOLITE Safety Sheet Glass 20% 
SOLEX DUOLITE Safety Sheet Glass 20% 
CURVED AUTO GLASS PARTS - Ready to Instal) 
Curved DUPLATE Safety Plate Glase and 
curved SOLEX DUPLATE Windshields 1” 
Curved HERCULITE Tempered Plate Glass 
and Curved SOLEX HERCULITE Tempered 
Back lights 208 
PACKING CHARGES ON FLAT GLASS CNLY 
Crders for less than 3 lights in one shipment ... 75 
Orders for 3 or more lights in one shipment ..... None 
TAK 


Federal Excise Tax of 8% of walue of glass and packing 


charge INCLUDED. 


F.0,B, Warehouse 


TEYB lf 10 Daye, 30 Days Net 


Factory Trained Mechanics 


For prompt and efficient replacement service. call our Insurance Department, Mr. Clark, 


STadium 2-450, 


QUINCY 
4-7259 St. 2-4500 Ma. 9-0700 








740 INDEPENDENT FLAT GLASS DEALERS | 
Exursir 16 


FORM 1260 


COMPETITIVE PRICE INFORMATION 


PRODUCT 


1 Pot. PLATE (] winpowcG.ass LL] sarety GLass &) 
TEMPERED GLAss [] GLAz. CONTRACT [|] 


SOURCE OF INFORMATION 





2 VERBAL (] WRITTEN QUOTATION []_ invoice []) 

INFORMATION OBTAINED Walsh 
3 | FROM WHOM G.E.1. Co. BY WHOM Goddard acl 
4 |wuen oate 5/1/56 hour 10230 Sai were__Phone 





PRICE INFORMATION 
5 (iF WRITTEN QUOTATION OR INVOICE IS AVAILABLE. ATTACH IT TO THIS REPORT ) 


Mr. Kenneth Campbell license £54773 
1956 Pontiac Windshield loss assured 
with above our price $82.15 z 
Mr. Kosarick of G.E.I.C. insisted on 
a price of $79.57 (10% off GM 73.75 
r : -7.30 
. . 66.37— 
3.3. Hrs. @ 4.00 13.20 
Total $79.57 














Says 4 glass shops will give D. price 
and include mobile service 


Campbell phoned from this office and 





insisted he would not drive car with 


broken windshield 








6 | PRICE QUOTED BY 
7_| BUYER'S NAME 


8 | WHEN—DATE WHERE 


9 J. T. Goddard 


SIGNED 








GIVE COMPLETE DETAILS, USING OTHER SIDE OF FORM IF NECESSARY. 
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Exngipit 17 


FORM 1260 


COMPETITIVE PRICE INFORMATION 








PRODUCT 


PoL. PLATE L] winpow Grass []_ sAFETY GLASS Ps 
TEMPERED GLASS [] GLAz. CONTRACT [_]) 








SOURCE OF INFORMATION 


VERBAL [|] WRITTEN QUOTATION A invoice (] 


INFORMATION OBTAINED 


3 |erom wHom _ Harvard Glass py wHom _Ne Grignace : 
AM 
4 | WHEN DATE 7/11/56 HOUR PM WHere _Camb. 





———— caleeneeatadiah 


PRICE INFORMATION 


5 (IF WRITTEN QUOTATION OR INVOICE IS AVAILABLE. ATTACH IT TO THIS REPORT.) 


G.E.1.C. has an approved 


K —_ _ . RS 


__ list of several glass shops who 











_have agreed to invoice at the 
___G.E.1.C. refuses to pay more 











_than schedule allows and will _ 








return the invoice with attached 





| explanation 

















® Nie ctrl wr 18 General Exchange Ins. Corp. 
> -hewardunne _Emil Morrisson (Harvard Glass wer es 


a ellie WHERE Camb. 


F. Walsh 









SIGNED 


GIVE COMPLETE DETAILS, USING OTHER SIDE OF FORM IF NECESSARY. 
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Exuisir 18 


PITTSBURGH ren 


PLATE GLASS COMPANY 
By Se 
ESTIMATE - - [] DESK MEMO OFFICE CALL 


CHECK ABOVE 


FORM 683 REV. 11-1-35 


ORDER - - - [] 











oan 8/9/56 “ with. 
NAME RE: G. E. a i ae = = aa oa 
ADDRESS 
SHIP TO CUSTOMER'S ORDER 
SET AT 
I i 


Quincy installed rie 
W-214 Sunshade 
billed @ 








G.E.I.C. returned invoice 
adjusted by them to read 
inceinalias 
inisaripacaecinniaiacieinaln 





They claim they will 


| not pay more as they are 
doing business with several 





glass shops who have agreed 
SS enstnee 
to this price. 





























TAKEN BY auvediiiainnsten 








«2° 


PRICES OS BENT WIXDSRIZLDS 


3 
< 


we 


45 
63-64 
68-69 


74 


80 
88 


97 
109-110 
111-112 
113-114 
115-116 
1»-101 
14 

142 

146 

147 

155 

187 


277-8-9 
280 
3 281 
wB2 
283 
5 
we 
pg 
2 
n6 
317 
78 
n9 
330 
333 
33 
38 
347 
9 
35 
353-356 
358 
2 
3€3 
368 
7 
376 
we 


LABOR 


1$-12.9 
10-7. 50 


25-20 
15-12. 50 
10-7. 50 


25 - 20 
12. 90-10 
20-15 


15-12. 50 
20-15 
25-20 
20-15 


25-20 
15-12. 9 
20-15 


15-19 


12. 90-10 
20 - 15 


15 - 10 
20-15 
15-12. 9 
25-20 
20-15 
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Exuisir 19 


INSTALLED IN CAR; 


SOLEX 


RETAIL | INSUR,| DEALER} REPAIL] INSUR. 


34. 25 


FISSRISS SSESIES 


SB SSBPBVBLBESSESESSESLSESLRE 


8 
cm 





w 
wv 
. 


ERB SBBP ERS ES SRSSSRSSERSE 


SEF 


"ee 


SSTRPALYYBE HASYS SESVYERABSE BPR SY 


73-1 


60.6 


NI @OMWae 
VISES RS3 
ca. + 6 6 


¥ 


33 






56.1 


46.7 


43.15 


40.14 


62.63 
56.01 
67.76 
62.63 
64.84 
59.78 
64.09 
64.91 
62.78 
61.24 
65.89 
56.44 


Sls, lus 


47. 35 
46.04 


59.14 
9.74 


KS 
o8 


Senge 
ESPaSe 


@ 
> 





42.75 





119.25 
39.48 
110.05 
116.75 
37.08 
118.15 
108.70 
104.75 
57. 
53. 
é1. 
57. 
56. 
5h. 
58. 
9. 
57. 
56. 
60. 
5. 
77.85 
120.10 
%. 
94.75 
91.15 
194.05 
6. 
43. 
4. 
96.20 
HM. 
5h. 
135.30 
10.3 
125.65 
72.00 
45.0 
42. 
35. 60 
74.0 
76. 
77. 
76.9 
90/ 
7.5 
12.60 
116.70 
12.60 


at <¢ (Kartla, 


90.69] 82.86 
82.54 75.06 
87. 79.53 
82. 75.26 
81.5% 74.16 
78. 71.53 
58. 53.59 
91.349 83.43 
1.04 64.56 
66. 62.46 
78.04% 67.03 
72.14 65.83 
101. 91.91 
97.74 8.57 
93. 85.07 
$7.24 §2.02 
102.94 93.77 
91. 82.77 
67.54 79.50 


91. 82.77 


743 


8/1/56 ? 
we 











PREPARED FOR 


INSURANCE COMPANIES 





"ay AUTO GLASS 
PRICE LIST 


RETAIL — WHOLESALE 
INSTALLATION PRICES 


3- 
3-5549 
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AUTO GLASS AND LABOR PRICES 


IN LESS THAN ONE MINUTE you can find the list price, wholesale cost, time required to 
install and the exact cost of labor of the 1600 glass parts used in today’s automobiles. 


INSTRUCTIONS 


Cars are listed alphabetically in the N.A.G.S. catalog, and each model is shown. 


FOR WINDSHIELDS use the W number. Refer to pages 2 and 3 of the price list for cost of 
glass. Use the hourly time shown in parentheses next to the cost of the glass in the hourly 
rate chart below for the cost of installing. 


FOR ALL OTHER CURVED PARTS, such as B for curved backlights, V for vents, Q for 
curved quarters, D for doors, refer to pages 4 and 5 for glass price. Use hourly time shown 


in parentheses in the hourly rate chart below for the cost of installing. 


FOR FLAT GLASS use size of glass in the catalogue and refer to page 6 of the price list for 
clear glass or to page 7 for tinted glass price. Flat glass labor time is shown below. Apply 
time to hourly rate chart below for price. Windshield Guide, Page 8. 





FLAT GLASS INSTALLATION TIME 





Vent Glass Front... _—«.4 Fixed Quarter Glass_ 8 
Vent Glass Rear s 5 Flat Windshields One 1/2_1.2 
Rear Flipper Glass... .9 Most Full ___ 1.7 
Front Door and Quarter Glass - 1957 Cars... == ss sé~id2‘CD 
Rear Door glass - 1957 Cars ee 
Door and Quarter Glass - 1955 and 56 Cars & few 54. __ 1.2 
Door and Quarter Glass - Earlier Cars __ nstmineg litte 

For Glass Mounted in Chrome Frame : ___ add 2 
For Power Operated Gisee .1 ie. __.. add 2 
For Tempered Glass - 57 Chrysler Line __ nico 2 


The above prices include regular adjustments and channel alignment necessary to prevent repeat 
losses. Due to wide variation in body construction, a few installations will be higher but always 


with a note of explanation. 


Both contents and form of this list are copyrighted 1957 by Wm. P. Henderson, Inc., 1991 Wood- 
ward Avenue, Berkley, Michigan, and may not be duplicated in whole or in part without permission 
of the copyright owner. 


! 

\ 

Unit Unit ‘Unit Unit JT Unit ‘Unit } Unit Unit Unit Unit ‘Unit 

| Hours Price Hours Price Hours Price Hours __ Price : Hours — Hours Price 

! 1.0 5.00 | 2.0 10.00 | 3.0 15.00 | 4.0 5.0 25.00 

+O 50 1.1 5.50 2.1 10.50 3.1 15.50 4.1 5.1 25 

| 0.2 1.00 1.2 6.00 2.2 11.00 3.2 16.00 4.2 5.2 26 

i 2 1.50 1.3 6.50 2.3 11.50 3.3 16.50 4.3 5.3 26 

; 0.4 2.00 | 1.4 7.00 | 2.4 12.00 | 3.4 17,00 | 4.4 5.4 2 

, os 250 {| 15 7.80 | 25 1250 | 38 17.50 | 4.5 5.5 2. 
0.6 3.00 } 1.6 8.00 2.6 13.00 3.6 18.00 | 4.6 5.6 28. 

i (99 3.50 | 1.7 8.50 | 2.7 13.50 | 3.7 18.50 | 4.7 5.7 28. 
0.8 4.00 1.8 9.00 | 2.8 14.00 | 3.8 19.00 4.8 5.8 29. 
0.9 4.50 | 1.9 9.50 | 2.9 14.50] 3.9 1950) 49 | 5.9 29 
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CURVED SAFETY PLATE WINDSHIELDS 


BLACK PRICES: CLEAR GLASS — GREEN PRICES: TINTED GLASS — BLUE PRICES: SHADED GLASS 


Note: Part numbers are — to keep current cars at top of list. i 
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18 

















Sa aie mh 
| Hourly 
Part Part | installa - 
No. Make and Mode! List Net G No. Make and Mode! List Net (tion time 
adh je 
1957 CURVED WINDSHIELDS W 416 | 55-56 PACKARD 87.70 | 65.78 | (4.5) 
nperemeeracetaey Convertibles Only | 91.90 | 68.93) (4.5) 
W 530 |57 CAD. ELDORADO BRO. | 330.95 [ 2as.a] 7) | | ries | 6.14) (4.5) 
ae oaliiieieibaci mies eet : 
W 525 | 57 LARGE BUICK & CAD. 109.65 | 82.24 W 414) 57 PACKARD + 66.50 | 64.88 (3.5) 
All 4-Door sedans 132.60 | 99.45 57 STUDEBAKER | 90.65 | 67.99) (3.5) 
All except Champions 113.60 | 85.20) (3.5) 
w 523 ; . . Pa ane _ oe 
: W 413] 55-56 PACKARD (4.5) 
All Closed Models (4.5) 
(4.5) 
w sis ~ 
W 407| 55-56 CHEV; & G.M.C. (3. ) 
All Models Except Sed.Del. (3. ) 





W396) 55-56 OMY. & PONTIAC 
| Convertibles, Hardtops, 

Nomad & Safari 

W 394) 55-56 OV. & PONTIAC 
Sedans & Station Wagons 


wie 





w si3 


w 3512 W 391) 55-56 CHRY. & DESOTO 


All Medel com Conv 
he 











W300) 55- * CHRY. & DESOTO 
Au Convertibles 
W384 | 55-56 DODGE & PLYMOUTH 


Coupes, Sedans, Wagons 
Ww 500 




































































W382) 55-56 DODGE & PLYMOUTH . , (3.3) 
Bardiops, Convertibies J (3.3) 
w 499 Se if <a 
W 40am) Tik Cab, C550 & C800 W378) 55-56 FORD-mERCURY , 
eee or Sedans, Wagons r | 
W 496 | 57 FORD TRUCK 1 4 ecenpee 2 | 
F100, 980, 600, 700, 800 w 376) 55-56 FORD-MERCURY | 100 | e220) a.» 
& Pane! Convertibies & Hardtops 88.45| 66.34) (3.3) | 
{$$$ — _ — ' 
W 489) 57 Ford W 374| 55-56 FORD THUNDERBIRD| 98.85 | 74.14 | (3.6) } 
W 486) All Passenger, Pickup & | 303.05 | 77.20; (3.8) 
Sedan Delivery ms ay —_+— | = 
ne w sti) 34 KAISER 110.60 | 82.95] (4.1) | 
W 465 | 57 BAPERIAL 133.15 | 99.06) downy P| bk ech eo — 1 i 
All Models 153.10 ‘ w 368 | 54-55 NASH | 42.00 | 31.50] (3.3) 
ae ee RS | Rambler Sedans 44.80 | 33.60/ (3.3) 
W 453 | 57 DODGE, PLYMOUTE, 139.40 | 104.55 | rie eternal ciceneeeceeceeieemeene 
CHRYSLER 6 DESOTO w 363 | 54-86 STUDEBAKER TRUCK) 42 15 | 31.61] (2.5) 
20) | 45.05| 33.70] (2.5) 
: waste cackiaaeite nataaial | 4 | 5 
w 434 (3.9) w 362| 54 CHEV. TRUCK 44.95 | 33.71 | (2.5) 
w asi e } | Taal a (2.5) 
i : 'e = . = 
: Ww 361 | (53-55 CHEV.CORVETTE 130.80 | 9. re] 6. ) 
w 450 | 57, 56, 55 CHEV. Conv. (4.5) wase| 54-56 SMALL BUKK & OUDS 82.06 | 62 aT | 1954 
——— ~ — Hardtops & Convertibles 100 o's 75.71 (3.9) 
(3.5) | 55-56 
(3.5) A i a i 40: 3) 
(2.9) W 356 | 54-56SMALL BUICK&OLDS| 87.15 65.36 | 1954 
Cab & Panel Trucks (2.9) | Sedane | 106.28 | 79.60 | (3.9) 
-——-————~ + — 55-56 
56 & 57 LINCOLN (3.5) es Re iret ee. 2 ae 
(3.5) } 
-- Ww 353 | 54-56 LARGE BUICK & | 69.50 | 67.13 | 1954 
(2.5) | CADILLAC 107.90 | 80.93 | (4.5) 
(2.5) Hardtops & Convertibles 55-56 
— | (3.8) 
(2.5) eS —es 
(2.5) W 351 | 54-56 LARGE BUICK & 93.05 | 70.24 | 1954- 
— | CADILLAC - Sedans 113,00 | 44.75 | (4.5) 
, (3.5) | | 55-56 
9.98) (3.5) + | (3.5) 
89. = (7.5) 





92.84) (7.8) Ae ats 
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1934 CARS AND OLDER 















| T | T tourly q 
Part | | Wrotatle- Part i 
No Make and Mode! | List Net tion time No Make and Mode! 
———_ ——_+-——-++ — —_ _ 
W349) 54 DODGE Convertibie 55.85 | 41.89 (2.6) wae rs 55 LINCOLN q 
50.65 | 44.74 (2.8) 4 Door =< (| 
neupmniannetpinpapbie a pein . . i 
w 347 | $4 DODGE | 55.05 | 41.20) (2.8) w ws 32- ry FORD -MiI -MERCURY 
| Coupe, tare & Sd | S085 | 44.14) (2.8) Convert & Merdiop 
= — + + = 





a 
W 338 | 54 HUDSON $4.05 41.14) (28 Ww 244 52-54 FORD-MERCURY 
All Mode! Hornet & Wasp 76.20 | S745) (2.8) All but Conv. & Hardtop 


W 234 | $1-54 PACKARD 





| 
W334 | 54 6 55 NASH 39.35 | 28.51 (2.4) 





















































4 door Rambler & Wagon | 42.05 | 31.54) (2.4) Hardtop & Convertibie 
t —_ —- —— _ - 
W 333 | 53-56 DODGE TRUCK 46.55 | 34.01) (2.7) eae 53 SMALL BUICK & OLDS 61.00 | 46.43 | (2.8) 
Cab and Panel | 49.80 | 37.35/ (2.7) Hardtop & Convertible 2 % | 63.71 (3. 
et 4 i sf Ladle io in 
W330 53-55 FORD TRUCK | $7.65 | 49.36) (2.2) w ne] 51-52 SMALL BUICK | on | 21.00 | (1.0) 5 
Closed Cab & Panel | $0.25 | 44.44) (2.2) 216 | Coupe, 2 Door, 4 Door 39.45 | 29.59 | (1.8) 1 
W329 53 OLDS SPECIAL (s wae | $1-83 SMALL BUICK & OLDS| 63.65 | 47 =| an (2.8) 
Convertibie 5 2 Door & 4 Door 67.95 | 65.98 | (2.8) 
4 1k. ah! oe ia 
W328 | 53 CADILLAC Special | 248.50 | 186 | 45 W 206 | S1-5S FEDERAL TRUCKS | 67.45 | 80.59 | (3.3) 
Convertibie | 297.10 | 222.83) 4.5) - —— —4—__4_4_ 
- + - + + + Ww 103 | 51-52 PACKARD | 61.05 | 48.78 | (2.6) 
W527 | $3 BUICK SPECIAL | 77.85 | 58.39] (45 _t¢s ‘oupe, 2 Door, 4 Door o5.15 | 62.96 | (2.6) 
Convertibie 1 — ———— _ ——4— —+ j 
4 + 4 + Ww 189 | 50-51 OLDS 76-88 34.05 | a1.21 | (3.3) 
W326 | 53-54 KAISER \! 29 16 73] (a4 | Hardtop & Con jertinle | } md 
dno ae pure + — +— cae perience 
W325 | 54-55 WILLYS 60.15 | 45.11] (3.9) w ie bm OLDS 76-86 $4.05 | 41.21 | (3.3) 
’ “ ) Sedan 5 
| All Passenger _| 64.50 | 8.38] (3.3 mt oan on ; 
W319 53-4 CHEV. & PONTIAC 60.45 | 45.34) (2.2 W 169 | 90-51 OURS 16-08 | $7.80 | 43.95 | (3.3) 4 
Station Wagon | 63.15 | 6236) (22 a 4 Door, Coupe — ine (3.3) , 
+ baie dealers ath 
W318 | 53-54 CHEV. & PONTIAC $1.40 | 38.55) (2.6 W 185-| 51 KAISER - All | 33.75 | 28.31) (1.4) 
Hardtop & Convertibie 70.65 | $2.09] (2.6 ise 42.50 | 31.88 | (1.4) * 
- + 444 apo ——_—_______— es 
W 317) 53-54 OV. & PONTIAC $2.65 | 90.49) (2 W 155 | NASH | 34.40 | 35.80 | (2.3) 
Coupes, Sedans, ded Del | 73.05 a All Rambiers 36.85 | me (2.3) 
+ + = = aban Scien 
w 316 | 53-55 NASH | $7.15 24) W 147 | 50-53 LARGE BUICK. } 60.55 | 52.06 (3.3) f 
All Ramblers 39.70 24 to LAC 4 Door } 06.25 | 72.19] (3.3) 
+ + + obese — + 
w 312 | 53-54 PACKARD 69.50 | $2.13 s W 146 | $0-59 LARGE BUICK, | $4.70 | 48.83 | (3.3) 
All Sedans 74.60 | $8.95) (5 | CADILLAC “Mardop, Conv, | 89.40 | 67.08 | (3.3) 
81 1.33 5 — " Hee et 
T T “as wia2 1 02-8 CERRO T TREC 66.35 40.76 (2.2) 
W 308 53-54 HUDSON 41.40 | 31.05 2.7 ; antes sien ad 42.20 | 99 om (2.2) 
[AM Jet Models S705 | 43.39] (2.7 W i4) | 90-51 OLDS E CADILLAC | 67.80 | 90.85) (3.3) 
T T | $0-53 BUICK 93.73 | 7 (3.3) 
W 306 | 53-57 STUDEBAKER 51.60 | 38.70 2.7 +— =< Bin Ainctiiaaailipines 
Coupe and Hardtop $5.25 | 41.44 2.7 W 130-| 50 BUICK SPECIAL } 30.40 | 22.80 | (1.7) 
. T . . T ee _ 131 | 42% 12.18 1.7) 
W305 53-$4 STUDEBAKER 63.20 | 47.0 2.7 — — + acannon 
Sedans & Ra. Wagons 67.05 | 0.08; (2.7 W 115-| 49-52 CHEV. -PONTIAC 70.95 | 21.72 | (1.2) 
T T tk . 116 |} & OLDS Station Wagor 40.85 | 30.64 1.2 
W 283 | 53-54 DODGE 57.75 | 43.31 2.8) haa a ‘ 4 a. 
| Coupe 2-Door, 4-Door | 61.65 | ei W 113-| 49-52 CHEV., PONTIAC 25.00 18.75 1.2) 
= 114 | OLDS Hardtop & Cony 35.1 26.33 1.2) 
W 282 | 53-54 CHRYSLER-DESOTO | 59.70 2 28 j “3 ee 
} Station Wagon | 63.70 | “ ei 28 W IDE-| 49-51 CHEV., PONTIAC 24.15 | 18.11 1.2) 
112 | OLDS 2 Door & 4 Door Jet 34.25 25.69 1.2) 
W 281 | 53-54 CHRYSLER-DESOTO | 6235 46.76 33 | 4 eat 
. | Coupe, Conv, Hardtos j ones | oe } 0.3 W 109-| 49-52 CHEV, PONTIAC 25.40 | 19.05 1.2 
110 | OLDS 2 Door & 4 Door | 3 v.04 | (4.2) 
W 260 | 53-54 CHRYSLER -DESOTO 61.30 | 45.98 33 + + deat 
Limousine 65.45 | 0.08; (3.3) ww 97 49-51 NASH 42.70 | 32.03 | (2.5) 
z T Ts 45.65 | 34.24 2.5 
W 779 | $3.54 CHRYSLER-DESOTO 5595 41.06 3.2 T t ——- = 
Club Coupe, 4- Door 59.70 “ym 32 ww 9 49.51 LINCOLN Sim 38.25 (4.5) 
+ + + + Convertible $4.90 one 45) 
W 278 | 53 - DODGE Convertibie “196 2.8 + + + dnccemamnal 
53-54 PLYMOUTH Convert $9.70 ame 28 WW 68 49-51 LINCOLN Sedar oe 42.11 (4.5 
4 + + + 0.05 45.04 45 
w 277 | 53-54 PLYMOUTH 58.05 | 41.96) (2.6 Ww 10) 48-49BUICK CADILLAC Thue nt) aus. 
All except Convertibie 0.70 | OIG) (3.0 80 OLDS Hardtops, Convert 
$3 DODGE + - + +$————+ 
| All except Convertibie j 4 4 ww 73 | 48-49 BUICK, CADILLAC 25.85 19.39 14 
74, OLDS Sedanet 
W 276 | 52-54 KAISER 77.50 58.13 45 | | | | 
+ + + + 
WW 68 48-49 BUICK, CADILLAC 77.65 w.74 14 
w 7704 52-83 WILLYS 26.50 ae 1.2 69 OLDS 4 Door 
771) 2 Door & 4 Door 28.50 2.38 1.2 + 4 me 4 si 
+ + + ¢ WW 63 | 48-55 HUDSON 25.60 | 19.20 7 
W 26) | 52-54 NASH 61.3% 4s be 33 “4 3,60 | 2685 
2 Door 6 4 Door 65.45 a0 + + + + 
+ + + + WW 45 47-52 STUDEBAKER 54.30 «0.73 28 
W 247) 52-55 LINCOLN 59.45 “5 (3.5 1 $0.18 {es 1 2.8) 
Conv. & Hardtop 6380 «4763 3.5 t 
| Ww 35 41-42 STUDEBAKER 43.70 32.78 2.8) - 





748 INDEPENDENT FLAT GLASS DEALERS 





Page 4 


CURVED TEMPERED SAFETY PLATE GLASS 


8 fer BACKLIGHTS 1 & V fer VENT GLASS © fer QUARTER GLASS © ter DOOR GLASS 


DEDUCT 20% FROM LIST PRICES BELOW 


LABOR HOURS SHOWN IN PARENTHESES 

















No. Clear ' 
T2113 5.35 (6) 5.60 B459 38.20 (2.5) 41.90 B375. 21.90 (3.) 24.30 
T2111 5.35 (.6) 5.60 B456 55.95 (3.1) 61.00 B37$ 5.50 (.7) 5.95 
T2110 5.35 (.6) 5.60 B455 47.20 (2.9) 53.35 B372, «5.50 (..7) 5.95 

T2105 «5.85 = (.6) 6.15 B452 80.85 (2.9) 57.45 B370 20.35 (1.9) —-23.05 

S eer (3.9) 79.30 B449 0-23.25 (1.4) 24.75 B367 14.00 (2.1) 15.50 

BS527 20.10 (3.1) 23.25 B448 Price on application B366 14,00 = (2.1) 15.50 

B526 50.95 (3.9) 59.00 B447_—_— Price on application B365 41.70 (2.5) 46.35 

B524 51.45 (4.1) «59.65 B446 Price on application B364 54.85 (2.9) 60.90 
B522 33.30 (2.5) 36.10 B45 44.00 (3.2) 51.25 B360 40.45 (3.5) 46.65 

B521 10.40 (1.5) 11.65 B444 48.60 (3.5) 53.85 B357 43.40 (3.5) 50.25 

BS520 10.40 (1.5) 11.65 B443 43.15 (3.5) 47.90 B355 17.55 (3.) 20.45 

BS19 626.25 (2.5) 30.45 | B42 50.65 (3.2) 56.15 B354 47.30 (3.5) 54.80 
B517 10.00 (1.5) 11.20 B44] 48.65 (3.2) 54.20 B352 45.35 (3.5) 52.70 
B516 10.00 (1.5) —«:11.20 B440 0-24.60 (3.) 27.45 B346 0-35.15 (3.2) 39.65 
B515 25.20 (2.5) 29.25 B439 51.85 (3.3) 57.70 B345 35.15 (2.8) 39.65 

BS11 55.45 (3.3) 62.60 B437 33.40 (1.9) 37.55 B344 46.35 (3.4) ‘52.45 

Q510) B435 40.05 Hourly 46.05 B343 45.20 (3.4) «51.05 

qeeg} SO 98.08 time B342 46.80 (3.4) 52.95 

B508 36.85 (3.3) 40.55 B434 41.15. Hourly 47.30 B341 41.70 (4,) 46.95 

9807} 35.35 (2) 37.90 time B340 46.85 = (4.) 53.00 
Q506 . . B432—s Price on application B339 96 56.60 = (3.) 63.25 | 
BS05 59.80 (3.1) 65.25 B429 18.40 (1.9) 21.00 B337 «9.35 (1.9) 10.55 | 
B503 12.05 (1.8) 12.65 B428 11.40) (1.1) 12.40 B336 0s «8.35 (1.9) 10.55 

BSO2 12.05 (1.8) 12.65 B427. 11.40 (1.1) —-:12.40 B335 19,55 (2.3) 22.25 | 
B501 33.60 (2.4) 36.35 B426 0-23.25 (2.) 26.25 B324 $7.70 (3.3) 43.20 

B497 36.55 (1.8) 40.25 B423 31.15 (3.) 37,00 B323 46.30 (3.3) 53.00 

B495 «9.10 (1.8) 9.55 B422 41.25 (3.3) 47.65 B322 43.10 (2.5) 50.00 

B49) «9.10 (1.8) 9.55 B421 42.20 (3.) 46.85 B321 39.00 (2.5) 45.30 

B493 27.80 (2.4) 30.70 B419 25.80 (3.) 27.80 B320 26.10 (2.8) $0.90 

B492 32.75 (2.4) 35.35 B418 $9.10 (3.3) 43.15 B315 39.85 (3.3) 45.70 

B491 43.60 (3.) 47.30 B415 20.45 = (2.) 22.30 B314 36.30 (3.3) 41.55 

B490 30.85 (2.8) 43.05 | B42 15.00 (2.) 17.40 BS313 48.00 (2.9) 54.30 

B488 «31.15 (2.5) ‘33.55 B4ll 7.60 = (1.) 8.70 B311 46.05 (3.3) 52.00 

B487 45.30 (3.) 49.30 B410 7.60 = (1) 8.70 B310 46.45 (2.9) 51.75 

B485 58.10 (3.5) 65.15 B409 33.95 (2.2) 39.40 B308 37.85 (2.7) 42.65 

2484; 729 (2) ae B408 «12.45 (1.9) 14.55 B3O7 48.20 (2°77) 53.45 

qassf f* . . B406 «$9.20 (3.5) 45.15 B304 15.85 (2.4) ~—«:18.00 

D2) s305 8) 0448 B405 22.70 (2.2) 26.60 B3O$ 11.20 (1.9) 12.70 

D481/ : ’ : Q404 30.60 (1.8) 32.40 B302 11.20 (1.9) 12.70 

O06 ache Q403 30.60 (1.8) 32.40 B301 23.70 (2.8) 26.85 

pa7gi |—70- (1.6) : Q402 «27.60 (1.6) 29.40 BSOO 87.20 (1.8) ~— 8.15 

VATE) ony 1.6) sas Q401 27.60 (1.6) 29.40 B209 97.20 (1.8) 8.15 

var7h | ® . . Q400 «31.30 (1.6) 33.20 B28 20.70 (2.3) 23.55 

DH 25 un m0 Q399 «31.90 (1.6) 33.20 B297 42.95 (2.8) 48.75 

D475! . 5 . B396 9619.80 (2.2) —-23.10 B206 38.65 (2.5) 43.75 

O70 0 us 1000 BS97 40.25 (2.9) 46.65 B295 10.70 (1.8) 12.05 

D473 ‘ . B395 641.65 (2.9) 48.30 B204 021.65 (1.8) «12.05 

B472 68.35 (3.5) 76.90 B393 25.40 (3.) 28.55 B293 23970 (2.3) 28.85 

O71) igs (2) oe B392 44.25 (3.2) 49.80 B202 19.10 (2.3) 21.68 

470! : , ” B390 44.25 (3.2) 49.80 B291 28.80 (2.8) 32.55 

DO) s395 (1.6) 24.50 B388 942.65 (3.) 47.85 B200 34.00 (2.7) 38.70 

D468 : ; : B387 43.30 (3.) 48.55 B29 37.55 (2.8) 42.65 

VOT} 56 (8) 8.78 B386 17.25 (2.3) 19.45 B288 39.65 (2.8) 45.00 

vaee! ; P : BS85 41.30 (3.) 46.30 B27 10.70 (1.9) 11.90 

B464 52.05 (2.9) 58.95 BS8$ 36.35 = (3.) 40.70 B26 10.70 (1.9) 11.90 

B46S 57.05 (2.9) 64.30 B38i 36.80 (3.2) 41.40 B25 21.60 (2.3) 30.60 

B462 72.75 (3.1) 85.05 BS80 17.10 (2.3) 19.35 B75 11.65 (1.9) 

R81) 53.00 (2) oe BS79 35.50 (3.2) 40.00 B24 11.65 = (1.9) 

460 s ‘ : BS77 38.95 (3.2) 43.85 B273 30.50 (2.8) 
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Page 5 
B fer BACKLIGHTS 1 & V fer VENT GLASS Q fer QUARTER GLASS D ter DOOR GLASS 
i DEDUCT 20% FROM LIST PRICES BELOW 
| LABOR HOURS SHOWN IN PARENTHESES 
Part Labor Part Labor 

' No. Clear Code Tinted No. Clear Code Tinted i 
i B200 21.65 (2.8) 24.65 Bi26 23.85 = (2.5) 
i | B199 10.55 (2.2) 11,90 B125 12.00 (1.3) 
I B268 44.10 (3.3) 51.10 B198 §=10.55 = (2.2) 11.90 Bi24 12.00 (1.3) 
B267 923.05 (2.3) 26.05 B197 =. 30.25. (2.8) = 34.15 B123. 33.75 = (2.8) 
: B266 «610.10 =(1.9) =—:11.45 | B196 27.95 (2.5) 31.85 Bi22 10.40 = (1.3) 
j B265 10.10 (1.9) 11.45 B195 12.30 (2.) 13.78 | B12! 10,40 (1.3) 

B24 24.35 (2.3) «27.65 S| S194 12.30 (2) 13.78 B120 21.45 (12) (7. p) | 
i B263 10.95 = (1.9) 12.30 |} B92 30.65 (2.6) 34.70 | Bild 18.95 (2.) i 
i B262 10.95 (1.9) 12.30 B191 28.95 (2.5) |} Bll8 21.30 (2.) | 
B260 8.40 (2.) 9.60 B19 18.75 (2.) | BIT? 13.50  (2,) 
| B259 «8.40 (2) 9.60 | Bi84 46.15 (3.) B108 = =21.95 = (2.2) 
B258 21.50 (3.) 24.95 Bi83 27.15 (2.7) B107 21.95 = (2.2) 

B257 9.70 2.) 11.20 | B82 18.45 = (2.2) B106 27.65 = (2.2) 

B256 9.70 (2.) 11.20 B18! 26.80 (2.5) B105 21.00 (2.2) 

B255 19.25 (3.) 22.25 B180 9.60 (1.9) B104 = 20.05 —_ (2.2) H 


B254 18.00 (1.7) 20.70 B179 9.60 (1.9) 


B103 21.00 (2.2) 


| 
B253 9.05 (1.8) 10.40 B178 18.35 (2.3) B102 29.10 (2.2) 
B252 9.05 (1.8) 10.40 | BIT7 21.50 (2.3) 24.50 | B101 23.55 (2.2) j 
B251 25.85 (3.) 29.85 | B16 11.20 (1.9) 12.55 | B100 23.05 (2.2) l 
j B250 36.15 (2.8) 41.85 B175 11.20 (1.9) 12.55 | YV99 5.30 (.4) i 
i 





B249 35.80 (3.) 40.60 B173 18.75 (2.2) 21.15 vv98 5.30 (.4) 
B248 40.25 (3.) 45.65 | B172 23.85 (2.3) 27.00 BB96 15.50 (1.3) 
B243 26.05 (3.) 29.50 | B171 24.35 (2.3) | BB87 5.70 (2.2) 
| B242 12.30 (2.) 13.80 B170 25.75 (2.3) BB86 5.70 (2.2) 
| B241 12.30 (2.) 13.60 | B169 24.35 (2.3) BB85 19.60 (2.8) 
i B240 19.25 (2.8) 21.80 B168 6.10 (1.9) BB83 22.95 (2.2) 
B239 7.60 (1.9) 8.50 B167 6.10 (1.9) | BB82 16.75 (2.2) 
B238 7.60 (1.9) 8.50 B166 30.10 (2.2) BB81 16.75 (2.2) 
B237 26.20 (3.) 29.65 | B165 29.95 (2.2) BB78 8.55 (2.2) } 
B236 11.65 (2.) 13.15 | B164 6.60 (1.9) BB77 8.55 (2.2) 
B235 11.65 (2.) 13.15 | B163 6.60 (1.9) BB76 19.70 (2.5) 9 
B233. 23.45 = (2.3) B162 18.45 = (2.2) BB75 23.15 (2.3) d 
B232. 8.25 (1.9) B161 10.10 = (1.9) BB72 7.50 (2.2) j 
B231 8.25 (1.9) | B160 10.10 (1.9) BB71 7.50 (2.2) 
B230 20.35 (2.3) 23.05 | B159 21.50 (2.2) BB70 19.70 (2.5) 
B229 8.65 (1.9) 9.70 | B157 23.05 (2.2) 26.20 BB62 24.95 (2.3) 
B228 8.65 (1.9) 9.70 |} BIS6 20.70 (2.2) 23.35 | Ber 8.50 (1.2) 9.85 
B227 38.65 = (3.) 43.55 | BIS4 18.25 (2.2) | BB6O 8.50 (1.2) 9.85 
B226 8.70 (1.8) 9.85 | Biss 21.60 (2.3) | BBS5S9 16.80 (1.7) 19.60 
; B225 8.70 (1.8) 9.85 | Bi52 10.30 (1.9) BB58 7.60 (1.1) 8.60 
' B224 22.60 (3.) 26.75 B151 10.30 (1.9) BBS? 7.60 (1.1) 8.60 
B223 10.25 (1,9) 11.70 | B150 17.55 (2.3) BBS55 12.75 (2.2) 
| B222 10.25 (1.9) 11.70 | B149 11,00 (1.9) | BB54 16.40 (2.2) 18.65 
| B221 28.70 (2.8) 34.15 | B148 11,00 (1.9) Q053 12.10 (2.2) 13.60 
i B219 21.65 (2.5) 25.85 | B145 19.35 (3.) BB52 13.40 (2.2) 
B218 11.30 (1.9) 12.95 B144 7.60 (1.9) | BB50 23.30 (2.2) 
B217 11.30 = (1.9) 12.95 | B43 7.60 (1.9) | BB49 12.75 (2.2) 
B213 21.15 (2.3) 24.00 B140 18.20 (3.) BB48 16.40 (2.2) 18.65 
B212 9.60 (1.9) 10.80 B139 10.05 (1.9) QQ47 12.10 (2.2) 13.60 
B211 9.60 (1.9) 10.80 B138 10.05 (1.9) BB46 13.40 (2.2) 
B210 33.45 (2.5) 37.75 B137 18,75 (2.) 21.35 | BB37 17.95 (1.4) 
B209 33.45 (2.5) 37.75 B136 18.75 (2.) 21.35 | BB36 10.80 (1.4) 
B208 34.90 (2.5) BI35 29.25 (2.7) | BB34 23.85 (2.2) 
B207 26.10 (2.5) 29.65 B134 31.15 (2.7) 35.95 | BB32 14.65 (1.4) 
B205 33.45 (2.5) B133 19.30 (2.3) BBI9 14.65 (1.4) 
B204 36.45 (2.5) B132 30.30 (2.7) 35.90 BB18 16.85 (1.4) 
B203 30.10 (2.5) 34.15 B129 21,60 (2.7) 
B22 30.10 (2.5) 34.15 B128 11,30 (1.9) 
B201 15.95 (2.) 17.90 B127 11.30 (1.9) 
oni onacdeieaianine 1 
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INDEPENDENT FLAT GLASS DEALERS 


CLEAR FLAT SAFETY GLASS PRICES 


Prices below are on fabricated laminated auto glass parts ready to install. List price and net price 
at 25% discount are shown on both safety plate and safety sheet glass. Where tempered glass parts 
are required we will use part prices less 20% discount. 


SIZE OF 
GLASS List 
4x 12..... $2.05 
6x 10..... 2.44 
= &P ..... 2.83 
= 06 2... 3.20 
= 86 ..... 3.60 
x 18..... 3.99 
8x 12..... 3.57 
=. 86 ..... 4.13 
BBD v0... 4.64 
ins 6.18 
= @hs.... 6.68 
10 x 10 ..... 3.71 
BED i500. 4.36 
x i4..... 5.01 
s 88 ;.... 5.66 
= @...... 6.31 
x 20..... 6.92 
x 22..... 7.57 
B26... 8.22 
x 26 ..... 8.87 
a 9.52 
x 30..... 10.17 
13:23:38... 5.15 
= t..... 5.94 
x 16..... 6.68 
BER is 7.48 
x 20 ..... 8.27 
=32 ..... 9.01 
x 96...... 9.80 
<n 10.59 
2 @...... 11.33 
x 32..... 12.90 
06s... 17.55 
ot 6.82 
BIS cess 7.75 
x18 ..... 8.64 
s@8..... 9.52 
te 10.45 
WS cence 11.33 
w@e..... 12.26 
BEB ess. 13.15 
3 14.08 
a 14.96 
BIG iscnce 15.89 
a 16.78 
z38..... 17.66 
aad... 19.47 
x4 ..... 20.40 


SAFETY PLATE 


Net 


$1.54 
1.83 
2.12 
2.40 
2.70 
3.19 
2.68 
3.10 
3.48 
4.64 
5.01 
2.78 
3.27 
3.76 
4.25 
4.73 
5.19 
5.68 
6.17 
6.65 
7.14 
7.63 
3.86 
4.46 
§.01 
5.61 
6.20 
6.76 
7.35 
7.04 
8.50 


13.16 
5.12 
5.81 
6.48 
7.14 
7.84 
8.50 
9.20 
9.86 

10.56 

11.22 

11.92 

12.59 

13.25 

14.60 

15.30 


SAFETY SHEET 


List 


$1.42 
1.66 
1.89 
2.12 
2.35 
2.58 
2.35 
2.65 
2.96 
3.89 
4.19 
2.42 
2.81 
3.19 
3.58 
3.96 
4.35 
4.73 
5.12 
5.50 
5.89 
6.27 
3.27 
3.73 
4.19 
4.66 
5.12 
5.58 
6.04 
6.50 
6.96 
7.89 
10.66 
4.27 
4.81 
5.35 
5.89 
6.42 
6.96 
7.50 
8.04 
8.58 
9.12 
9.66 
10.20 
10.73 
11.81 
12.35 


Net 


$1.07 
1.25 
1.42 
1.59 
1.76 
1.94 
1.76 
1.99 
2.22 
2.92 
3.24 
1.82 
2.11 
2.39 
2.69 
2.97 
3.26 
3.55 
3.84 
4.13 
4.42 
4.70 
2.45 
2.80 
3.14 
3.50 
3.84 
4.19 
4.53 
4.88 
5.22 
5.92 
8.00 
3.20 
3.61 
4.01 
4.42 
4.82 
5.32 
5.63 
6.03 
6.44 
6.84 
7.25 
7.65 
8.05 
6.06 
9.26 


SIZE OF 





GLASS List 


x4#..... $22.22 


x $O..... 23.10 
x54...... 27.74 
16 x 16 ..... 8.78 
BU sees. 9.80 
3 Pe 10.82 
SANE conse 11.85 
BEE i. 12.92 
BED S20. 13.94 
= ..... 14.96 
xz 30..... 15.98 
ZED ws... 17.05 
ee 18.08 
x 96 ..... 19.10 
> 20.12 
x 42 22.22 
x44... 23.24 
x48..... 26.78 
a 27.91 
= 88..... 29.00 
18 x 18 ..... 10.96 
BD 2... 12.13 
TBD svcce 13.29 
= 06%.... 14.45 
SBD i200 15.61 
KBD sccce 16.78 
= $8...... 17.94 
x32 19.10 
BOE 00. 20.26 
z236..... 21.43 
x38..... 22.59 
2 @..... 25.15 
x4..... 28.85 
BP ences 30.08 
z 9 ..... 31.31 
en 32.55 
20 x 20..... 13.43 
Ai sees. 14.73 
 — 15.98 
x 26..... 17.29 
a 18.59 
| 19.89 
x 60 ..... 34.71 
22%22..... 16.13 
24x 24..... 19.10 
i — 22.20 
26 x 26 ..... 22.33 
BED a r0ce 25.42 


SAFETY PLATE 


Net 


$16.67 
17.33 
20.80 
6.59 
7.35 
8.11 
8.89 
9.69 
10.46 
11.22 
11.98 
12.79 
13.56 
14.33 
15.09 
16.67 
17.43 
20.09 
20.93 
21.75 
8.22 
9.10 
9.97 
10.84 
11.71 
12.59 
13.46 
14.33 
15.20 
16.07 
16.94 
18.86 
21.64 
22.56 
23.48 
24.41 
10.07 
11.05 
11.99 
12.97 
13.04 
14.92 
26.03 
12.10 
14.33 
16.65 
16.75 
19.07 


SAFETY SHEET 


List 


$13.43 
13.97 
16.35 
5.42 
6.04 
6.66 
7.27 
7.89 
8.50 
9.12 
9.73 
10.35 
10.96 
11.58 
12.20 
13.43 
14.04 
16.55 
17.22 
17.89 
6.73 
7.43 
8.12 
8.81 
9.50 
10.20 
10.89 
11.58 
12.27 
12.97 
13.66 
14.35 
17.81 
18.56 
19.31 
20.07 
6.19 
8.96 
9.73 
10.50 
11.27 
12.04 
21.40 
9.81 
11.58 
13.43 
13.50 
15.16 


Net 


$10.07 
10.48 
12.16 
4.07 
4.53 
5.00 
5.45 
5.92 
6.38 
6.84 
7.30 
7.76 
8.22 
8.69 
9.15 
10.07 
10.53 
12.41 
12.92 
13.42 
$.05 
5.57 
6.09 
6.61 
7.13 
7.65 
8.17 
8.69 
9.20 
9.73 
10.25 
10.76 
13.36 
13.92 
14.48 
15.05 
6.14 
6.72 
7.30 
7.88 
6.45 
9.03 
16.05 
7.36 
8.69 
10.06 
10.13 
11,37 





= 
a OO 
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GREEN TINTED FLAT SAFETY GLASS PRICES 


Prices below are on fabricated laminated auto glass parts ready to install. List price and net price 
at 25% discount are shown on both safety plate and safety sheet glass. When tempered glass parts 
are required we will use part prices less 20% discount. 














SIZE OF 
GLASS 






SAFETY PLATE 
List Net 






SAFETY SHEET 
List Net 


SIZE OF SAFETY PLATE SAFETY SHEET 
GLASS List Net List Net 









$11.51 





areas “ pease y $15.35 























yi Pes 2.61 1.96 1.83 1.37 x50... 25.04 18.78 15.95 11.96 
x 18..... 3.03 2.27 2.09 1.57 x 54 ..... 29.85 22.39 18.40 13.80 
att ee 3.43 2.57 2.57 2.34 16x 16... 9.49 7.11 6.16 4.62 
=i ii: 3.87 2.90 2.62 1.97 x 18..... 10.60 7.95 6.86 5.15 
ee 4.29 3.22 2.89 2.17 x 20 ..... 11.71 8.78 7.56 5.67 

8 x 12..... 3.88 2.91 2.63 1.97 Rc, 12.82 9.62 8.26 6.20 
= 18 Ss 4.44 3.33 2.98 2.24 a 13.98 10.48 8.99 6.74 
oe 4.99 3.74 3.33 2.50 i 15.09 11.32 9.69 7.21 
$994.5: 6.67 5.00 4.39 3.29 = 28 ..... 16.21 12.16 10.39 7.79 
eos. . 0.08 5.42 4.73 3.55 a«36:.... 17.32 12.99 11.09 8.32 

10x 10... 3.98 2.99 2.69 2.01 X32... 18.48 13.86 11.82 8.87 
x12... 4.69 3.52 3.14 2.36 et... 19.59 14.69 12.52 9.39 
witen. 5.40 4.05 3.58 2.69 re eee 20.70 15.53 13.22 9.92 
isc. 6.11 4.58 4.03 3.02 i 21.81 16.36 13.92 10.44 
x 18 6.81 5.11 4.48 3.36 x42... 24.08 18.06 15.35 11.51 
x 20 .... 7,52 5.64 4.92 3.69 SO hic 25.19 18.89 16.05 12.04 
x 22. 8.23 6.17 5.37 4.03 Osc: 28.91 21.68 18.09 13.57 
x 24 8.93 6.70 5.81 4.36 x50... 30.13 22.60 18.85 14.14 
x 26 9.64 1.23 6.26 4.70 x 52..... 31.31 23.48 19.57 14.68 
x 28 10.30 1.73 6.67 5.00 18x 18 ..... 11.86 8.90 7.66 5.75 
x 30 11.00 8.35 Tl 5.33 x 20... 13.13 9.85 8.45 6.34 

12 x 12 5.55 4.16 3.68 2.76 am.2. 14.39 10.79 9.25 6.94 
x1 6.41 4.81 4.22 3.17 B Dieinsa 15.65 11.74 10.04 7.53 
x 16 7.22 5.42 4.73 3.35 a 16.91 12.68 10.84 6.13 
x 18 8.08 6.06 5.27 3.95 x 2B ..... 18.18 13.64 11.63 8.72 
x 20 8.93 6.70 5.81 4.36 aaa 19.44 14.58 12.43 9.32 
x 22..... 9.74 7.31 6.32 4.74 = 32... 20.70 15.53 13.22 9.92 
x 24 10.60 7.95 6.86 5.15 x 34... 21.96 16.47 14.02 10.52 
x 26 11.46 8.60 7.40 5.55 90.08 23.23 17.42 14.81 11.11 
x 28 12.27 9.20 7.91 5.93 x38... 24.49 18.37 15.61 11.71 
x 32 13.97 10.48 8.98 6.74 x 40... 25.75 19.31 16.40 12.30 
x 44 19.01 14.26 12.16 9.12 x46... 31.15 23.36 19.48 14.61 

14x 14 7.37. 5.53 4.82 3.62 x 48... 32.48 24.36 20.30 15.23 
x 16 8.33 6.25 5.43 4.07 x50..... 33.81 25.36 21.13 15.85 
x 18 9.34 7.01 6.07 4.55 a 35.15 26.36 21.95 16.46 
x20... 10.30 7.73 6.69 5.02 20x20...... 14.54 10.91 9.34 7.01 
x 22 11.31 8.48 7.31 5.48 x22... 15.95 11.96 10.23 7.67 
x 24 12.27 9.20 7.91 5.93 8 D4 ice 17.32 12.99 11.09 8.32 
x 26 13.28 9.96 8.55 6.41 | x 26 18.73 14.05 11.98 8.99 
x 28 14.24 10.68 9.15 6.86 | x28... 20.14 15.11 12.87 9.65 
x 30 15.25 11.44 9.79 7.34 |] x 30.. 21.56 16.17 13.76 10.32 
x 32 16.21 12.16 10.39 7.79 x50..... 37.49 28.12 23.40 17.55 
x34 17.22 12.92 11.03 8.27 : 17.47 13.10 11.19 8.39 
x 36 18.18 13.64 11.63 8.72 24x 24... 19,02 14.27 12.16 9.12 
x38 .... 19.13 14.35 12.23 9.17 x 28 ..... 22.10 16.57 14.10 10,58 
$bDicsss 21.10 15.83 13.47 10.10 26 x 26 ..... 24.21 18.16 15.43 11.57 


x 44 22.11 16.58 14.11 10.58 x 28 ..... 27.45 20.69 17.18 12.89 
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WINDSHIELD REPLACEMENT GUIDE UNDER COMPREHENSIVE COVERAGE (revised 1957 





Broken windshields subject to replacement E 


glass, or glass with a star break. A star break is one which is vented. It has cracks radi- 


This includes a Star Break glass that is shattered, cracked, either inside or outside sheet of + C 
ating from the point of impact, generally in a star shape. Asa rule, it is but a short time 


before the cracks continue across the glass. Pl 
Windshield damage by sand storms, where vision is greatly reduced, is, of course, covered. 
Only two conditions under breakage bear checking: J 


On new cars, less then ninety days old, a windshield with a strain crack should be referred to the sell- 
ing dealer with every effort being made to replace it under car manufacturer's warranty. Ce 
(Strain cracks show no point of impact and are generally the fault of improper mounting), 


On old cars, where discolorationappears along the edges of the cracks, which indicates old breakage, i P 
it would be advisable to check the effective date of the policy, to prevent payment for old damage. 


In between the many fine stone nicks, that occur on most cars, and outright breakage, the common type of 
damage is as follows: 


Half moon and bulls eye fractures that form a half-circle or full-circle around the point of impact, gen- 
erally 1/4 to 3/8 inch in size. G 


Stone nicks, pits or chips varying in size from 1/16 to 1/8 inch. 


When this type of damage occurs, the place of damage is of primary importance for safe vision, and 
for this reason refer to the sketch below: 





ACUTE 


Bull's Half 
Eye Moon 


The critical areas are the portion of the windshield cleaned by the normal sweep of the wiper blades. 
(Not the return position), The acute area (on the left side only) is one-half the size of this paper, 
8-1/2 inches wide by 5-1/2 inches high, directly in front of the driver in the center of the critical area. 
The non-critical area is all the glass outside the critical areas. 


When stone nicks or chips 1/8 inch or larger, or half moon or bulls eye fractures, 1/4 inch to 3/8 inch, 
occur in the critical areas, the windshield should be replaced. When the same type damage 1/2 the size, 
described above, falls in the acute area, the glass should be replaced. When this type damage and size 
occurs in @ non-critical area it should not be replaced for the following logical reasons 


1. Such marks do not grow in size. 

2. They do not affect the prime purpose of the windshield; to provide perfect vision. 

3. Windshields are made to look through, not at. 

4. The small appearance defect should be classed the same as a paint chip on the leading edge of the 
hood, also caused by flying stones. 

5. State coverage still in force. 


DUPLICATE PAYMENTS 


Cash settlements should not be made for glass replacements. 

Reasonable assurance that the glasshasbeen replaced is necessary. 

Extra precaution at the time of car trade should include preinspection and positive assurance replacement 
has been made. If this is not done it remains a loss for yours or another insurance company. 


Substitution of the more expensive tinted or tinted and shaded windshield should never be made without 
owner paying the additional cost. 
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Exuisir 21 


ie Kale 


To show Phil's Glass Company printed Price List dated 
January, 1957, in comparison to the Pittsburgh Plate Glass 
Company Price List dated December 27, 1956, based on Discount 
Price List of January 1, 1957. 

Phil's price is compared to an actual Pitteburch Plate 


Glass bill on R-#/13221, January 14, 1957 (opposite page ) 


Phil's Glese Company 
1 = We2sL Duplate Clear 
List Price: 59.45 


Lesa 5%: 24.86 
44.59 


Plus Labor ad. 
55.59 


Phil's Glass Co, Pittsturch 7late Glass Co, 
55. 59 aad 59.59 
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EXHIBIT 22 





INSURANCE 
NET PRICES INSTALLED 


JUNE 15, 1957 


CURVED 
Pittsburgh Auto Glass Parts 


FOR ALL MAKES AND MODELS OF CARS AND TRUCKS 


ah mihi 14H 8 


PITTSBURGH 


Clata~ : 


GLASS PARTS 
SERVICE ' 


GUARANTEE 


We guerante 













e both DUPLATE (Clear end lex) @ 
(Laminated) Glasses, against manufactumng defects for a 
period of fifteen months from date of manufacture. Every light is idenufied 






and Solex) Sefety 







by the label and by the trade-mark etched in the glass 


If 


PHT TSBURCH 
PLATE GLASS COMPANY 
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PITTSBURGH AUTO GLASS PARTS 


DUPLATE CURVED SAFETY PLATE GLASS WINDSHIELDS 


PRICE PER LIGHT 
NAGS Sun shode 
Pattern Cleer SOLEX SOLEX 
Number DUPLATE DUPLATE DUPLATE 


Make 


of Cor Yeor 





ww22 $45.88 Chrysler 4)-42 


Studeboker 41-42 


$4.73 $57.61 Studebaker 47-52 


26.70 $34.35 Hudson 


ww35 


wwas 


45.28 


26.70 48-55 


ww63 
wwo4 
52.90 52.90 68.20 (Both Sides) 
Cadillac 48-49 
Oldamobile 48-49 


Buick 49-50 


wwo8 
wwoo 24.25 -25 
46.98 


-98 (oth Sides) 
Cadillac 48-49 
Oldsmobile 48-49 
Buick 48-49 


22.89 .89 


44.28 -28 (Both Sides) 





Cadillac 48-49 

Oldsmobile 48-49 

Buick 49 
-90 (Both Sides) 


7.54 Lincoln 49-51 


Lincoln 49-5) 


49-51 


Nash 
Chevrolet 49-52 
04 Pontiac 49-52 
Oldsmobile 49-50 

7.08 (Both Sides 
Chevrolet 49-52 
2.69 Pontiac 49-52 
Didsmobile 49-50 

38 Both Sides) 


Chevrolet 49-52 
33. Pontiac 49-52 

Oldsmobile 49-50 
66 3oth Sides) 


49-52 
49-52 
Oldsmobile 49-50 
doth Sides) 


Buick sO 


Chevrolet 
Pontiac 


Both Sides) 

50-53 
50-51 
50-51 


Buick 
Cadilloc 
Oldsmobile 


50-56 
50-56 


Diamond T 


Intemational 





PRICE PER LIGHT 
NAGS 
Pattern Cleeor 
Number DUPLATE 


SOLEX SOLEX 


wl4é $63.03 $63.03 $81.55 


Sunshode 
DUPLATE DUPLATE 


755 


JUNE 18. 1967 


Moke 


of Car Yeor 


Buick 
Cadillec 
Oldsmobile 


50-53 
50-53 
50-52 





86.69 


35.80 37.64 


31.3) 37.88 


60.62 73.76 (Both Sides) 


56.35 59.58 71.20 


54.21 


54.21 





82.3¢ 


77.46 


Suick 
Cadillac 


Nash 


Koiser 


Oldsmobile 


Oldsmobile 


Oldsmobile 


Pockard 


Federal 


Buick 
Oldsmobile 





37.59 


71.18 


duick 


(Both Sides) 





77.21 


85.29 


Buick 
Oldsmobile 


Packard 


Ford 
Mercury 


Ford 
Mercury 


Lincoln 


Lincoln 


Neah 


27.38 


52.76 (Joth Sides) 


Willys 


Koiser 
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JUNE 15. 1067 PITTSBURGH AUTO GLASS PARTS 








DUPLATE CURVED SAFETY PLATE GLASS WINDSHIELDS 


PRICE PER LIGHT PRICE PER LIGHT 
NAGS Sunshade NAGS Sun shode 
Pattem Cleor SOLEX SOLEX Moke Pattern Clear s. bax SOLEX Make 


Number DUPLATE DUPLATE DUPLATE of Cor Yeor Number DUPLATE DUPLATE DUPLATE of Cor Yeor 


w277 $55.96 $58.78 eons Dodge $3 W330 $53.24 $54.44 «ees Ford Truck 5355 
Piymouth 53-54 $$ —______—_— aa —$—$____—. 

































































ms Se w333 44.9) 47.35 «+» Dedge Truck 53-56 
w278 55.96 58.78 +++ | Doage 53 sauces teeetennaientiamncnsedeaamemsesseaecteemeaaieasbeeeama ines temmenaaeen 
We SGA wT esis 39.51 41.54 a aia 53-55 
w279 56.96 59.78 a ee ee ee ee ee 
w \ eeee 71.1 H 4 
lieies 53-54 338 55.°4 5 ud son 5 
; f .29 14 esse Plymouth 54 
w280 62.48 65.59 iss Capel sous. | os ” betes a 
DeSoto 53-54 
en fo, eee ee a w ‘ 74 54 
w261 63.26 66.41 wees Chrysler 53-54 _ —_ - — 
DeSoto $3-54 epg a 
7 era W351 86.24 ae 100.75 Buick 55-56 
Cadillec 55-56 
w282 58.78 61.78 hte Chrysler 53-54 
92.24 ones 106.7 4 ' 
DeSoto 53-54 2.2 06.75 (54 Models) 
ae — w3 84.13 pea 97.93 Buick 55-56 
w283 54.31 57.24 .oss Belge 53-54 - Cuniles Smee 
- ——— oa 2 89.63 eo 103.43 (54 Models) 
w305 60.90 64.39 hs Studeboker 53-54 nn 
SO ——— ————_-——_—_—— w356 81.86 96.19 Oldsmobile 55-56 
W306 $2.20 54.94 ies Studeboker 53-56 Buick 5556 
; Se ae i 84.36 98.69 (54 Models) 
w309 41.05 owes $53.39 Hudson 53-54 — —____—_— 
w3s8 78.71 en 92.21 Oldsmobile 5556 
Se a ee eee ee ee eee ick 5556 
w312 72.13 75.95 91.33 Packard 53-54 81.21 94.71 eas 
W316 37.86 39.78 os. oe $355 | se) 118.10 Pets ‘ 
——————— Corvette 53-55 
w37 47.99 jaa. 63.29 Chevrolet 53-54 _ a — 
Pontiac 53-54 
w 43.71 eo h | T o 
49.99 sees 65.29 (With Chrome) - : me eee oe 
w3i8 54.55 cease 68.99 ~ecessigy = W363 41.61 43.79 : ea 
oneee , Truck 54-56 
w319 55.84 owes 72.86 Chevrolet 53-54 w368 43.00 45.10 a Nosh $4 56 
Pontiac 53-54 a aieinteiidie 
= a — - — eee w37) coke ask 102.95 Kaiser Darrin 54 
w325 57.61 60.88 ae Willys 53-55 omy errs - ns ies 
“ pinitijenniahinigpiadintgninetiians —_ = = w374 92.14 95.29 cece Ford 
W326 oeen os wa 91.73 Keiser 53-54 Thunderbird 55-56 
W327 eee cess 60.89 Buick W376 79.80 82.64 Ford 55-56 
(Special Mode!) Mercury 55-5Sé 
w328 208.88 ees 245.33 Codillec w378 80.31 83.69 esse ware 55S 
(Specie! Mode!) Mercury 55S 
w37 206.48 osee 241.09 Oldsmobile w382 83.04 86.16 ocee Oodge 555 


(Specie! Mode!) Plymouth 555 
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PITTSBURGH AUTO GLASS PARTS 


DUPLATE CURVED SAFETY PLATE GLASS WINDSHIELDS 





NAGS 
Pattern 
Number 


W384 


DUPLATE DUPLATE OUPLATE 


PRICE PER LIGHT 
Sunshade 
SOLEX SOLEX 


Cleor Moke 


of Cor 


Dodge 55-56 
Plymouth 55-56 
Chrysler 55-56 
DeSoto 55-56 
55-56 
5556 


Yeor 


$81.30 $84.64 


100.68 


67.44 Chrysler 


DeSoto 
5556 
55-56 
With Chrome) 


Chevrolet 
Pontiac 


5S 56 
55-56 
55-56 
5556 


Chevrolet 
Pontiac 
Chevrolet 
Pontiac 


55-56 
55-56 


Chevrolet 
Pontiac 


5556 
55-56 
55-56 
55-56 


Chevrolet 
Pontioc 


Chevrolet 
Pontiac 
Chevrolet 
Pontiec 


5556 
55-56 
55 56 
55-56 


Chevrolet 
Pontioc 


Chevrolet Truck 
G.M.C, 55-56 


Paockord 55-56 


Studeboker 55-56 


Packard 
Ceribbeon 


55-56 


Lincoln 
Continental 
Hudson 
Nash 


Dodge Truck 


Diamond 
T Trck 


220.52 (Both Sides) 


95.38 


56 


Lincoln 


67.40 . Ford Truck 56 


78.04 


Nesh 56 


NAGS 


Pattern 


Number DUPLATE DUPLATE DUPLATE 


w450 


PRICE PER LIGHT 
Sunshade 


Cleor SOLEX SOLEX 


$110.64 


83.20 $86.16 $95.69 


120.55 124,30 136.23 


82.20 85.16 


w457 


w4s8 


W465 


W486 


was9 


wae 


woe 
wa99 
W500 
ws04 


w512 
W513 
wie 
wsie 
w523 


w525 


Price on Application 
Price on Application 


117.36 132.33 


78.75 


"81.08 


76.75 79.08 


757 


JUNE 18, 19087 


Make 


of Car Yeor 


Chevrolet 
Corvette 


56 
Chrysler $7 
DeSoto 
Dodge 
Plymouth 


Chrysler 
DeSeto 
Dodge 
Plymouth 
Chrysler 
DeSoto 
Dodge 
Plymouth 


Reo Truck 


Willys 


Imperial 


Ford 


Ford 


76.74 79.14 


60.24 


120.48 (Both Sides) 


140.13 


99.49 


91.31 


106.15 


114,25 


110.55 


118.95 


87.94 


Ford 
Truck 


Ford 
Truck 


57 


57 


Mercury 


Mercury 
Chevrolet 57 
Pontioc 


57 
57 
Buick 57 
Oldsmobile 57 
Buick $7 
Oldsmobile 57 


Chevrolet 


Buick 
Cadillec 


57 

$7 
Buick 
Cadillac 
Cedillac 
(Eldorado 
Broughom) 


57 
$7 


57 
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Exuisitr 23 








INSTALLATION LABOR 
LIST PRICES 


APRIL 1, 1957 


Pittsburgh Auto Glass Parts 


FOR ALL MAKES AND MODELS OF CARS AND TRUCKS 


PITTSBURGH 
CuiLa— 
ee ee a 
SERVICE 





ritaseD RGA 
PLATE GLASS COMPANY 
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INSTALLATION LABOR LIST PRICES- apRit 1, 1957 


CURVED SAFETY PLATE GLASS WINDSHIELDS 


MAGS INSTALLATION NAGS INSTALLATION NAGS INSTALLATION INSTALLATION 
PATTERN LABOR PATTERN LABOR ATTERN LABOR LABOR 
NUMBER LIST PRICES NUMBER LIST PRICES NUMBER LIST PRI 


ww22 $18.75 wies $30.00 w328 $33.75 $ 26.25 


ww3s 18.75 7206 186.75 w329 33.75 3475 
wwas 21.00 wale 17.25 W330 15.00 33.75 


WW63 >) ome sive 11,25 W215 ] owe sive 12.00 W333 15.00 22.50 


WW64 J worm sives 21.75 W216 J sor sives 18.00 W334 15.00 18.75 


oo $10E 5.25 W220 20.25 w33e 21.00 


SE 18. 
WWE9 J corn sides 6.25 w234 30.00 wa? 21.00 on 


ie $108 5.25 w244 16.50 wae 21.00 27.75 


WW74 Jeo sives 6.25 1os4 33.00 
Ms w24s 18.75 w35) 7 24.00 18.75 


1954 33.75 
WW79 | ome sive 5.25 W246 22.50 W353 55/6 25.50 22.50 


WWEO J som sives 825 wa? 22.50 wase '9% 28.0 30.00 
siepepertielt acne anineiien 


wwes 33.75 W261 18.75 WEG aera oven 24.00 


wwos 33.75 W270 ) ome sive 9.00 ws6l 30.00 24.00 


wwo7 15.00 WEFT] POM S008s 18.00 W362 15.00 22.50 


W109 Lome sioe 10.50 W276 22.50 _™363 15.00 
W110 _) corm sioes 19.50 wo? 21.00 w368 17.25 


wi — sive =: 10.0 W278 21.00 wart 3.00 


wi BOTH SIi0ES 19.50 


- w279 22.50 W374 27.00 


ais "Leen. A198..it0.8e W280 24.75 W376 24.75 


wire Soot pees Tee w2e) 24.75 w378 21.75 





W118 )om sive 10.80 w202 21.00 w3e2 24.00 


W116 JeoTm sives 19,50 w283 16.50 wee 22.50 


wise let sie 12.00 W305 20.25 woes 24.00 
wis 


SoTH S1GKS 246.08 306 20.25 W391 24.00 


wial 18.75 W309 15.00 W500C ts cone 2438 


wia2 15,00 w3i2 30.00 w306 24.75 


wes 21.75 wate 15.00 Q399 10.50 


21.75 150 series 12.78 Q400 10.50 
— W317 ©) TOUT Crome 2. 


15.00 weecus = 15.78 Q401 10.50 
<cpnsitpsl AE OE cncincaniatntints 


9.00 wie 24.00 Q402 10.50 
15.00 wale 15.75 Q403 7.50 
19.50 W325 18.75 Q404 7.50 


19.50 W326 22.50 wo? 18.75 





19.50 W327 33.75 wai3 33.75 








E APRiL 1 


INDEPENDENT FLAT GLASS 


1957 









NAGS 
PATTERN 
NUMBER 






LABOR 
LIST 





INSTALLATION 


PRICES 


HERCULITE 





NAGS 


PATTERN 
NUMBER 


DEALERS 


° 


TTSBURG 


NSTALLAT 


CURVED SAFETY PLATE GLASS BACKLIGHTS 


INSTALLATION 
LABOR 
LIST PRICES 









INSTALLATION 


L 








LIST 


















ABOR 
PRICES 








| 
| 
aa 
10 } 8) 
0 } 8 
0 | 6 
BBB? 10.50 } 6B72 7.50 Bl43 13.50 
BBIO 10.50 | BB7s 13.50 Blaé 3.50 
BB!) 10.50 BB76 5 Bias 20.25 
Bal? 0.50 BB77 5 |} Blas 14.25 
BB)3 0. 50 | Be7e 7.50 Bi49 4.25 
BB16 0.50 ! 8Be) 13.50 ' B150 17.25 
BB17 0.50 | 8882 13.50 |} BIS) 13.50 
| 
—— — + ——— 
BB18 10. 50 } 68883 13.50 BIS? 13.50 
BB 19 0.50 Beas 18.00 B153 17.25 
8820 0.50 8886 16.50 | B1s4 16.50 
BB2! 0.50 B68? 16. $0 |} B1S6 1$.0 
8B 23 0.50 |; 8689 10.50 } 6157 15.00 
er “ dendindes siomimnagilh + os os 
BB24 0.$0 | 8890 10. $0 | B1S9 15.00 
8825 0.50 BBO! 10,50 } 8160 11.25 
8826 0.50 |} 8892 10.50 | B161 25 
8827 50 8B93 10.50 | B62 5.06 
6628 0.50 BB 9s 9.75 B63 5 
— + + 
8829 50 | vv98 3.75 Biba 25 
8B 30 0.50 |} vv99 3.75 B16s 
883) ~- } 8100 15.00 B66 $0 
8832 = 8101 5.00 Bl67 5 
BB33 | 8102 15.00 Blé68 25 
——______ on - - + 
BB36 0.50 | B103 15.00 B169 1.5 
8836 0.50 | B04 15.00 B170 5.0 
6837 0.50 } 8105 15.00 B17 5 
BB«0 0.30 | B 106 5.00 B172 5 
BB« 10.50 | 6107 5.00 8173 ‘ 
—}—- - 4 
BB4? 0.50 H . 5 t 5 « 
BB4 0.50 | B1I7 B176 5 
BBs $0 ” . ” ? 
BB4é6 50 8119 Bi7e8 ‘ 
204? 5 812 5‘. 8179 ‘ 
—— + > 
BB48 50 & rs 8180 ‘ 
BB49 $0 6 5 B18! ‘ 
BBS 5 B12 } 8182 s 
BBS2 50 B124 7.$ |} 8183 5 
Q05 : 8125 50 | Bigs 5.06 
aia amie ‘ + 
BBS« 5 | B126 5 00 | B90 0.5 
BASS 5 B127 PT, B19 $.00 
BBS? 5¢ B128 1. $0 } B192 5.0 
BBS8 B129 25 B1904 5 
BB S59 ‘ B132 1s |} BIOS 5 
eee eae Seed e , 
* A(R ~ ‘ Aw a 
A “ . Ak eM 
a” wS TA o x a* 





+ 


NAGS 


ON LABOR 





INSTALLATION 


PATTERN 


eeeoom @2eeroo 


e2erroe 


eoecoeo 


eoreoe 


72 en 


NUMBER 











LABOR 


13 
1s 
1S 


1 


25 
00 
25 


25 


25 


00 


2s 


50 





2 $0 
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PITTSBURG INSTALLATION LABOR LIST PRICES- APRIL 1, 1957 
LS eS 


HERCULITE CURVED SAFETY PLATE GLASS BACKLIGHTS, 
QUARTER WINDOWS, DOORS AND VENTS 
NAGS INSTAL LA TION NAGS INSTALLATION NAGS” INSTALLATION NAGS INSTALLATION 
PATTERN LABOR PATTERN LABOR PATTERN LABOR PATTERN LABOR 
NUMBER LIST PRICES NUMBER LIST PRICES NUMBER LIST PRICES NUMBER LIST PRICES 


8256 $13.50 6487 $18.75 
8257 13.50 B4e8 18.75 
8258 18.00 B490 17.25 
8259 13.50 B49! 18.75 
8260 13.50 8492 13.50 


8262 13.50 8342 18.75 B493 18.00 
8263 13.50 8343 18.75 B4o4 13.50 
B264 18.00 B344 18.75 8495 13.50 
8265 12.75 B345 17.25 8497 13.50 
8266 12.75 6352 24,00 850) 18.00 





8267 1$.00 B354 25. 50 8502 13,50 
6268 24.75 8355 22.50 6503 13.50 
8269 24.75 6357 22.50 6505 22.50 
8272 16.75 8360 22.50 Q506 10.50 

18.00 B364 21.00 Qs507 10.50 





13.50 8365 18.75 B508 15.00 
13.50 B366 13.50 Q509 10.50 
15.00 8367 13.50 510 10.50 
11.25 8370 11.25 B51) 22,50 
11.25 8372 5.25 B515 18.75 


18.75 6373 5.25 B516 11.75 


18.75 8375 22.50 BS17 11.75 
15.00 8377 18.75 B519 18.75 
15.00 6379 17.25 8520 11.75 
13.50 6521 11.75 





75 8522 18.75 
25 8524 
25 8526 
-50 8527 
853) 




















EQUIPPED WITH AIR CONDITIONING AN ADDITIONAL CHARGE WILL BE MADE COMPUTED 
TIME BASIS WHERE IT |S NECESSARY TO REMOVE AND REINSTALL AIR CONDITIONING 
PMENT IN THE INSTALLATION OF BACKLIGHTS 
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IST PRICES- APRIL 1. 1957 he 
LIST PRICES 
FLAT GLASS INSTALLATION LABOR 
DOOR AND QUARTER GLASS 
Door Glass - - - Regular Setting 
Quarter Glass - - - Regular Setting 


INDEPENDENT FLAT 


ADD 


For Chrome Frame Mounting 


For Power Operated Gia 


1 Piece Flat Windshield 
2 Piece Fiat Windshield 
2 Piece Flat Windshield 


FLAT WINDSHIELDS 


For Lift Cab White Truck 


Front or Rear Vent Gloss 


Quarter Flipper Gloss 


Flat Back Glass 


All 


One Replaced 
Two Replaced 


ADD 


VENT GLASS 


BACK GLASS 


Models 


GLASS DEALERS 


PITTSBURGH INSTALLATION LABOR 


$7.50 
7.50 


$1.50 
1.50 


$9.00 
6.75 


12.00 


$1.50 


$3.00 
6.00 


$6.00 
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“XHIBIT 24 


DON'T SAY ITI PITTSBURGH sli tit 
ZS PLATE GLASS COMPANY 


MR. PARKER FOR SALESMEN'S AND DEPARTMENTAL OFFICE CORRESPONDENCE 


Mr. T. Js Walsh 


ATTENTION REFERRING TO. Prices - Auto 


ADORESS____ — ~ —- ~— -— —- o/ 27/57 a 


Received a call for an estimate on 1952 Ford 2 Dr. 
Mainliner door glass. She advised me she had 
no insurance so I therefore quoted here the 
retail price of $14.00 installed on a 43855 - 16x26 
Duolite. 

She advised me she could have it done 
at a lower price elsewhere. 

I called three shops and requested a price 
advising them that I had no insurance. 
They are as follows: 
Phil's Auto Glass, Chelsea - $12.38 Installed 
Economy Glass Co., Boston - $12.50 ® 


Acme Glass Co., Cambridge - $13.50 7 


WRITE ON ONE SUBJECT 
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ExuHisit 25 


FORM 1260 


COMPETITIVE PRICE INFORMATION ‘- “- ~ ? 


PRODUCT Insurance Replacements 

















PoL. PLATE L[] winpow Grass []_ sarety GLass | 
TEMPERED GLASS []_ GLAz. CONTRACT [_] 


SOURCE OF INFORMATION 


VERBAL fy werrven QUOTATION [] invoice [] 


INFORMATION OBTAINED 


FROM wHom Shawmut Ins. Agcy. sy wHom Mr. E. G. Fishbein 
WHEN cate Jr ll-57 HOUR 2:00 = wHere 30 Batterymarch St. 











PRICE INFORMATION 


(IF WRITTEN QUOTATION OR INVOICE IS AVAILABLE. ATTACH IT TO THIS REPORT.) 
“A On 9-11-57, Mr. Fishbein informed me that _ 
he would be happy to use P.P.G. Co. on auto 





| glass replacements if we would quote him at 
| least 30% off of the list. 





____ Apparently at times the Shawmut Agcy. has had 


| work done for as much as 35% off of the list -_ 


| this, however, is just by Fishbein's interpretation. _ 


Mr. Fishbein checked with another gentleman 





| working in the agency - this fellow informed _ 
us that 30% was the discount and that the 
| glass house used is Economy Glass Co. 















PRICE QUOTED BY 


BUYER'S NAME Shawmut Ins. Agcy. 





wHen—pate __ 2721957 wHere_ 30 Batterymarch St. 





Dick Lennerton _ 








SIGNED 


GIVE COMPLETE DETAILS, USING OTHER SIDE OF FORM IF NECESSARY 








F PARKER wanaces 


or 
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Exuipit 26 


PITTSBURGH 
PLATE GLASS COMPANY 


iz 


300 BABCOCK STREET. BOSTON 15 MASS 


January 24, 1958 


1.) THE TRADE 


Because cf substantial increases in costs of labor and material 
during the past twelve months, we have been forced to readjust our 
yi tations or ur Net Installed Insurance Prices on Curved Windshields, 
as per tne attached list, dated January 27, 1958, 

8 soon as possible, we will furnish you with a complete Printed 


e .neet superseding Price List dated June 15, 1957, 


PITTSBURGH 
Plate Glass Company 


(0140 O—S59 50 
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B r a d § GLASS SERVICE 


571 WASHINGTON STREET 
BRIGHTON 35. MASS ALconauin 4-5790 


WHAT MOBILE SERVICE CAN MEAN TO YOU 


A single telephone call to Brad's Glass Service will assure 
you of prompt, courteous and efficient service to your in- 
sured. We are equipped with the latest mobile units to 
cover any and all claims. Our men are capable of replacing 
glass at your assured's home, place of business.or at any 
point that is convenient for him within the Greater Boston 
Metropolitan Area. 


Another service available to your insured is our PICK UP 
AND DELIVERY SERVICE. Our facilities make it possible, 
when weather is unfavorable or conditions do not permit 

the installation of a glass at the insured's home, for us 
to bring the car back to our shop, install the glass under 
cover and to return the automobile to the insured's home at 
no additional Cost. 


What is the cost to you for these services? There is no 
additional cost! The prices on the following sheets are the 
total net including labor and any special services. All of 
our work is quality guaranteed by expert installers, so for 
reliable and dependable service on your next claim CALL BRAD'S. 


Brad's Glass Service 
571 Washington Street 
Brighton 35, Mass. 
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BRAD’S GLASS SERVICE -- At 4-5790 ST 2-9373 








YOUR COST INSTALLED - NET PRICES 


year 





1949 
1949 
1949 
1950 
1950-51 
1951 
1951-53 
1950-53 
1951 
1950-53 
1951-53 
1951-52 
1951-53 
1953 
1954-56 
1954-56 
1954-56 
1954-56 
1957-58 
1957 
1957-58 
1957-58 
1958 


1948-49 
1948-49 
1948-49 
1950-51 
1950-53 
1950-53 
1953 

1954-56 
1954-56 
1957-58 
1957-58 
1957-58 





Station Wagon 

2 Door 

Conv. 

2 & 4 Door 

2 & 4 Door 

2 & 4 Door 
Station Wagon 
Hardtop & Conv 
Herdtop & Conv 
2 & 4 Door 

2 & 4 Door 

2 & 4 Door 
Hardtop & Conv 
Conv., (Skylark) 
4 Door 

Hardtop & Conv 
2 & 4 Door 
Herdtop & Conv 
Hardtop & Conv 
2 & 4 Door 
Hardtop & Conv 
4 Door Hardtop 
2 & 4 Door 


4 Door 

2 Door 

Conv 

2 & 4 Door 
Hardtop & Conv 
2 & 4 Door 


Conv. Special Model 


4 Door 
Hardtop & Conv 
Hardtop & Conv 
4 Door 


Eldorado 


BUICK 


SeRits 


50-70 
50-70 
50-70 
40 
50-70 
40 
70 
50-70 
44 
50-70 
40-43 
43 
40-43 


50-70 
50-70 
40-60 
40-60 
40-60 
40-60 
50-70 
50-70 
40-60 
CADILLAC 
61-62 
61.62 
62 
61 
61-62 
60-62-75 


60-62-75 
60-62 
62 
60-62-75 


CLEAR 


$27.24 
25.89 
24.30 
29.30 
69.83 
69.83 
69.83 
66.75 
66.75 
75.61 
65.29 
27.50 
65.29 





90.24 
87.13 
85.36 
82.21 
96.28 
102.81 
100.38 


CURVED WINDSHIELDS 


TINTED 


$29? 


107.24 ° 


96.28 


27.24 
25.89 
24.30 
69.83 
66.75 
75.61 
Price 
90.24 
87.13 
100.38 


107.24 


on Application 


SHADED 





$38.68 
89.06 
89.06 
89.06 
84.15 
84.15 
94.14 
84.41 
36.09 
84.41 
78.40 
104.75 
100.93 
99.69 
95.71 
112.25 
120.25 
116.05 
194.45 
119.95 


89.06 
84.15 
94.14 


104.75 
100.93 
116.05 
124.45 
298.25 


PART WO. 


WwWos-9 
WW73-74 
W79-80 
W130-131 
Wwiai 
Wiai 
Wii 
W146 
W146 
Wwia7 
Weis 
W215-216 
W220 
W327 
W351 
W353 
W356 
97-3 W388 
W514 
wsis 
W523 

2 “3 W525 
W514 





WW68-69 
WW73-74 
WW79-80 
Wwiat 
W146 
Wal 
W328 
W351 
W353 
W523 
W525 
W530 


AUTO GLASS INSTALLATION IS OUR SPECIALTY — QUALITY WORK GUARANTEED 
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BRAD’S GLASS SERVICE -- AL 4-5790 ST 2-9373 








CHEVROLET 

YEAR mOOEL Saaues om _uree _manee PART NO 
1949-52 2 & 4 Door & Coupe (Styleline) $25.55 $33.54 W109-110 
1949-52 2 & 4 Door (Fleetline) 24.61 32.19 W111-112 
1949-52 Hardtop & Conv 25.25 32.83 W113-114 
1949-52 station Wagon 28.21 37.14 W115-116 
1953-54 2 & 4 Door 58.83 73.00 W317 
1953-54 Hardtop & Conv 59.55 73.72 w318 
1953-54 Station Wagon 64.65 80.25 W319 
1953-55 Corvette 123.10 W361 
1954 Truck 56.40 68.18 W362 
1955-56 2 & 4 Door 72.26 87.94 W394 
1955-56 Station Wagon 72.26 87.94 W394 
1955-56 Hardtop & Conv 69.59 “7 9? 84.38 7¥e" W396 
1956-57-58 Corvette 115.64 W450 
1955-6-7-8 Truck 67.70 88.31 W407 
1957 2 & 4 Door & Station Wagon 73.31 89.81 W513 
1957 Hardtop & Conv. & Nomad Sta 72.26 87.94 Ws12 
1958 Sport Coupe & Conv 79.74 95.71 W545 
1958 2 & 4 Door Ste. Wagon & Hardtops 83.56 100.63 W547 

CHRYSLER - DESOTO 
1953-54 4 Door & Coupe 60.03 $64.15 /7 * Wego 
1953-54 4 Door 8 Pass 66.15 71.50 W280 
1953-54 Hardtop & Conv 65.73 71.10 Wwee1 
1953-54 Estate Wagon 67.72 60.50 Wwee2 
1955-56 Conv 87.75 94.12 w389 
1955-56 4 Door Fstate Wagon & Hardtop 76.35 81.95 #P>4 W391 
1957 2 & 4 Door Hardtops * 47 92.20 95.16 7/6 ¥ 104.69 W451 
1957-58 Conv 129.55 133.30 145.23 W453 
1958 9 & 4 Door Hardtops 199.55 133.30 145.23 W453 
1957-58 Estate Wagon Surburban & 4 Door Sedans 92.20 95.16 104.69 W454 
1957-58 Imperial All Models 129.87 ,44% 144.834. W465 
DODGE 

1953 nV 67.72 72.45 Wes 
1953-54 9 & 4 Door 64.42 69.07 Wwee3 
1953-54 Truck 62.47 66.70 W333 
1953-54 Hardtop & Suburbens 60.85 64.90 W347 
1954 Conv 67.68 68.02 W349 
1955-56 Conv. & Hardtop 75.25 80.20 W382 
1955-56 2 & 4 Door & Club Coupe & Suburban 75.52 81.04 W384 

)55-6-7-8 All Trucks 84.88 971.99 W425 
1957 2 & 4 Door Hardtops 92.20 95.16 104.69 W451 





AUTO GLASS INSTALLATION IS OUR SPECIALTY — QUALITY WORK GUARANTEED 
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BRAD’S GLASS SERVICE -- At 4-5790 ST 2-9373 


DODGE (continued) 


vtar 





1957 
1957-58 


1958 
1958 
1958 


1952-54 
1952-54 
1953-55 
1955-6-7 
1955-56 
1955.56 
1957-58 
1956 
1957-58 
1957-58 
1957-58 


1948-53 
1953-54 
1954 
1955-6-7 


1951 
1952-54 
1952-54 
1954 


1949-51 
1949-51 
1952-55 
1952-55 
1956-57 
1956-57 
1958 


1952-54 

952-54 
1955-56 
1955-56 


mODEL SERIES 


Conv. 1958 Hardtops 
4 Door Club Coupe & Suburbans 


EDSEL 
All Ranger & Pacer Models 
All Station Wagons 
All Corsair & Citation Models 

FORD 


2 & 4 Door & Station Wagon 

Conv. & Hardtop 

Truck 

Thunderbird 

Conv. Crown Victoria 

2 & 4 Door & 55 Victoria 

2 & 4 Door Hardtops Conv. & all Fairlane models 
Truck 

Station Wagons & all Custom models 2 & 4 Doors 
Panel-Sedan Del. Reg. Cab 


Tilt Cab 

HUDSON 
Al Mode $ 
All Jet Models 
All M 
All Model« 


KAISER 


All other models 


Darrin K161 (Sport Car 


LINCOLN 


onv. & Hardtop 
Continental Mark Ii 
Conv. 4 Doors & Herdtops 


Ali Models 


MERCURY 


Models except Conv. & Hardtop 


Conv. & Hardtop 


Conv. 2 & 4 Door Hardtop (Montclair 


2 & 4 Door Sedan & Station Wagon 


CLEAR 


$129.55 





92.20 


77.25 
77.25 
86.74 


63.55 
60.25 
62.17 
99.83 
8.40 
76.75 
77.25 
73.55 
77.25 
79.24 
67.10 


60.48 
62.45 
86.64 


TINTED 


$133.30 
95.16 





79.58 
79.58 
89.59 


67.72 
64.00 
66.11 
105.60 
76.98 
81.52 
79.58 


76.30 


89.98 


38 38 


46 OR 


8159 


AUTO GLASS INSTALLATION IS OUR SPECIALTY — QUALITY WORK GUARANTEED 


SHADED PART WO 


$145.93 W453 
104.69 W454 








W486 
wee 
97.99 W504 


Wes 
Wes 
W330 
W374 
W376 
W378 
W486 
W436 
Wwas9 
W496 
W498R-W499L 


WW63-44 

73.15 W309 
78.15 W338 
W420 


W185-186 

101.73 W326 
W276 

107.95 W371 


wwee 
wWwo4 
W246 
We47 
Wail 
W433 
W542 


W244 
W245 
W376 
W378 
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BRAD’S GLASS SERVICE -- AL 4-5790 ST 2-9373 


MERCURY (continued) 





YEAR MODEL SERIES Cutan TINTED SHADED PART NO 

1955 2 Door Hardtop (Montery) $76.75 $81.52 Ww378 H 
1957-58 Turnpike Cruiser 2 & 4 Door Hardtops $152.66 W500 | 
1957-58 A|l Models except Turnpike Cruiser 86.74 89.59 97.99 W504 

NASH 
1949-51 Ambassador & Statesman 57.45 60.98 wwo7 | 
1950-52 Rambler 52.58 55.39 W155 H 
1952-54 Ambassador & Statesman 72.30 77.35 W261 
1953 Rambler 54.82 57.63 W316 
1954-55 Rambler 4 Door & Station Wagon 57.07 60.65 W334 
1954 Rambler 2 Door & Conv 56.99 62.50 W368 
1956-57 Ambassador & Statesman 86.64 89.98 W420 
1956-57-58 All Ramblers 79.88 83.04 W438 

OLDSMOBILE 
1948-49 4 Door Sedan 98 27.24 WwW68-9 
1948-49 2 Door Coupe 98 25.89 WW73-74 
1948-49 Conv. & Hardtop 98 24.30 WW79-80 { 
1949-50 2 & 4 Door 76 25.55 33.54 W109-110 
1949-50 port & Bus. Coupe 76 25.55 3354 W109-110 
1949-50 2 & 4 Door 88 25.55 33.54 W109-110 
1949-50 port & Bus Coupe 88 25.55 3354 W109-110 
1949-50 29 & 4 Door Coupe 76 24.61 32.19 W111-112 
1949-50 2 & 4 Door Coupe 88 24.61 32.19 W111-112 
1949-50 nv & Hardtop 76-88 25.25 3283 W113-114 
1949-50 Station Wagon 76-88 28.21 37.14 W115-116 
1950-51 9 & 4 Door 98 69.83 89.06 Wii 
1950-52 Conv. & Hardtop 98 66.75 84.15 W146 
1950-51 2 & 4 Door 88 67.09 70.74 92.80 Wwie7 
1951-53 2 & 4 Door 88 65.29 84.41 Wate 
1951-53 nv. & Hardtop 88.98 65.99 84.41 We20 
1953 Conv. (Specie! Model) 113.97 248 58 W329 
1954-56 2 & 4 Door 88-98 85.36 99 69 W356 
1954-56 v & Hardtops 88-98 82.21 95.71 W358 
1957 v. & Hardtop 88-98 96.28 112.95 W514 
1958 & 4 Door & 4 Door Hardtop 96.28 112.25 W514 
1957 4 Door Sedan 102.81 120.25 W518 
1957-58 Estate Wagor 102.81 190.95 ws18 
PACKARD 

1951-52 All| Models (Except Conv & Hardtop 742° 91.25 W193 
1951-54 nv. & Hardtop 74.45 91.35 W234 
1953-54 9 & 4 Door & Club Coupe 78.18 96.88 Ww3i2 
1955-56 4 Door Sedan & Hardtop 84.87 105.20 W413 
1955-56 Conv 85.77 106,13 W416 
1957-58 4 Door Sedan & Station Wagon 83.82 86.78 Wa4i4 
1958 Hardtop 64.95 69.50 W306 


AUTO GLASS INSTALLATION IS OUR SPECIALTY — QUALITY WORK GUARANTEED 
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BRAD’S GLASS SERVICE -- AL 4-5790 ST 2-9373 


Year 





1953-54 
1953-54 
1953-54 
1955-56 
1955-56 
1955-56 
1957-58 
1957-58 
1957-58 
1957-58 


1949-52 
1949-52 
1949-52 
1949-52 
1953-54 
1953-54 
1953-54 
955-56 
1955-56 
1957 
1957 
1958 
1958 


1947-52 
1953-54 
1953-58 
1955-58 
1955-58 


1959-53 
1953-55 
1957-58 





PLYMOUTH 
MODEL SERIES 
2 & 4 Door & Club Coupe 
Hardtop 
C Onv 
Conv. & Hardtop 
2 & 4 Door & Club Coupe 
Suburban & 3 Pass. Coupe 
2 & 4 Door Hardtops 
9 & 4 Door Sedan & Club Coupe 
Suburban & 3 Pass. Coupe 
PONTIAC 


All Chieftain Models (Except Station Wagon) 
2 & 4 Door (Streamliner) 
Conv. & Hardtop 
tation Wagons 
2 & 4 Door & Coupe 
Conv. & Hardtop 
Station Wagor 
9 & 4 Door & Station Wagon 
Conv. & Hardtop & Safer: 
9 & 4 Door & Station Wagon 
Conv. Hardtop & SeHari 
Conv. & Sport Coupe 
9 & 4 Door & Sta. Wagon & Hardtops 


STUDEBAKER 
Al MA ode! 
2 & 4 Door & Station Wagon 
Conv. Hardtop & 5 Pass. Coupe 
2 & 4 Door & Station Wagon 
All Land Cruiser's 

WILLYS 

984D 
All Models 


All Forward Control Models 


NOTE 





64.95 


ao 


TINTED 





$65.27 
65.27 
12.45 
80 20 
8104 
81.04 


95 16 


€ on application 


SHADED 


$1 4 69 


PaRT NO 


Wwe77 
Wwer7 
wee 
W382 
W384 
W384 
Wasi 
W453 
W454 
W454 


W109-110 
W111-112 
W113-114 
W115-116 
W317 
W318 
W319 
W394 
W396 
W513 
W512 
W545 
W547 


W45 
W305 
W306 
W414 
W414 


W270-271 
W325 
W458 


FOR PRICES ON TRUCKS, FOREIGN MADE CARS, ETC. NOT LISTED HERE 


CALL STadium 2-9373 - Algonquin 4-5790 
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BRAD’S GLASS 
SERVICE 


571 WASHINGTON STREET 
BRIGHTON 35, MASSACHUSETTS 


ALgonquin 4-5790 — STadium 2-9373 


AUTO GLASS 
MOBILE SERVICE INSTALLATION QUALITY WORK 


Pickup and Delivery GUARANTEED 


IS OUR 
SPECIALTY 





Complete Mobile Glass Service 


January 1, 1958 
NET PRICES 


Subject to change without notice 
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EXHIBIT 28 
INSURANCE COMPANY 


NET PRICE LIST 


(INCLUDING INSTALLATION) 


for 
-» Curved Windshields :- : 


JOHN H. 


Gas SETTLES Mero 


COMPANY 


196 WASHINGTON STREET QUINCY, MASSACHUSETTS yi! 9.4400 





fer the peucedt ta 
-» Auto Glass Service : : 


call 
— MAyflower 9-4400 — 


MARCH 25, 1958 
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gohn H. Settles Company 


Glass and Mirrors 
196 WASHINGTON STREET : QUINCY, MASSACHUSETTS 


March 25, 1958 


A Message to Insurance Companies 
Gentlemen: 


The installation of all glass, and especially curved 
windshields, in motor vehicles having become the skilled 
and costly operation that it now is, it behooves the 
discriminating purchaser to select with care the agency 
to perform this service. 


To be satisfied, a buyer must have confidence that the 
materials and the procedures used in the performance of 
this work justify the expense involved. 


With a constant awareness of our responsibility to our 
customers, we at the John H. Settles Company, over a 

span of more than thirty years, have steadily developed 
and improved the quality of our methods in this special- 
ized field and today we take pride in believing that ours 
is the most efficient service of this kind to be had. 


Completely modern facilities for the handling and fabri- 
cation of glass, up-to-date tools and techniques for 
proper installation and, above all, careful inspection 
and supervision of our specially trained personnel com- 
bine to guarantee the type of work that has built our 
enviable reputation. 


Mobile road service is available in cases which require 
its use. Obviously, however, the finest results are 
assured when work is performed in our own shop under 
the scrutiny of our own supervisor. To serve the best 
interests of both you, as the insurer, and the owner, 
we encourage this procedure. 


Many insurance companies are now on our long list of 
satisfied clients. We hope that you will be. 


Sincerely yours, 


Qlrrbe Cates 


JOHN H. SETTLES COMPANY 
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BUICK NET PRICE INSTALLED 
+ te ~ 
E-Z-EYE 
| YEAR DESCRIPTION PART NO CLEAR E-Z-EYE SHADED 
— + - — - — i —~- 
| 1949 4 Dr. Sedon — Super 50, Roadmaster 70 WW 68-69 $26.24* $26.24* $ 
| 1949 Estate Wegon — Mede! 500 WW 68-69 26.24* 26.24° 
| 1949 Coupe — Sedonet — Super 50, Roedmeaster 70 Www 73-74 24.89° 24.89° 
| 1949 Sedon — Coupe, Convertible Super 50, Roadmaster 70 ww 79-80 23.20° 23.20° 
| 1949 Coupe — Riviere Roodmester 70 ww 79-80 23.20° 23.20° 
Po 
1950 Coupe —4 Dr. Seden Special 40 W 130-131 29.80° 29.80" 39 18° 
| 1951 2 Dr. Sedon, Super 50, Roodmester 70 W 130-131 29.80° 29 80° 39.18° 
| 1950-51 Coupe — 4 Dr. Sedon, Super 50, Roodmester 70 Ww 14) 67.33 67.33 86.56 
| 1950-53 Estate Wogon, Super 50, Roadmaster 70 Ww 14) 67.33 67.33 86.56 
| 1951-52 2 Dr. Sedanet, Jetbock, 40, 50, 70 Ww ial 67.33 67.33 bb 56 
=—————_———__+>-—_-- = + + — —— — 
| 1951 4 Dr. Sedan, tourbock, Special 40, Super 50 Ww ial 67.33 67.33 86 56 
| 1950-53 Coupe, Riviera, Special 40, Super 50, Roadmaster 70 WwW 146 66.25 66.25 83.65 
| 1950-53 Convertible Super 50, Roadmaster 70 Ww 146 66.25 66.25 83.65 
| 1950-53 4 Dr. Sedan, tourbeck Super 50, Roodmester 70 Ww 147 70.11 70.11 88.64 
| 1951-52 2 Dr. Sedenet, Special 40 (tourbeck) Ww 214 61.79 61.79 80.9) 
— ——E _ + —~ - - + — —- _ 4 
| 1951-53 2 ond 4 Dr. Special Sedan 40 Ww 214 61.79 61.79 8091 
1951-53 Coupe, 2 ond 4 Dr. Sedan Special 40 (tourbeck) W 215-216 28.50° 28.50° 37.09° 
| 1951-53 2 Dr. Riviere, Convertible Special 40 W 220 62.79 62.79 819) 
1953 Convertible (Skylerk) WwW 327 78.39 
| 1954-56 4 Dr. Sedon, Super 50, Roedmaster 70 Ww 351 a7.38 102.00 
+ - -— -- —— = — +— + — + 4 
| 1954-56 Convertible, 2 Dr. Riviere Super 50, Roedmester 70 Ww 353 81.90 96.98 
| 1956 4 Dr. Riviere, Super 50, Roedmaster 70 Ww 353 8190 96 98 
| 1954-56 2 Dr. Sedon, Specie! 40 W 356 79.16 94.69 
| 1954-56 4 Dr. Sedon, Estate Wogon, Special 40, Cent. 60 WwW 3% 79.16 9469 
| 1954-56 2 Dr. Riviere, Convertible Special 40, Cent. 60 Ww 358 76.54 90.75 
| 1955-56 4 Dr. Riviere, Specie! 43, Cent. 63 w 358 76.54 90.75 
| 1957-58 2 Dr. Riviera, Convertible Specio! 40, Cent. 60 w 54 89.29 105.15 
| 1958 2 Dr. Seden, Specie! 40 Ww 5i4 9.29 105.15 
| 1958 4 Dr. Sedon Riviera, Specie! 40, Cent. 60 Ww 514 89.29 105.15 
| 1957 2 ond 4 Dr. Sedon, Special 40 w 518 95.81 113.25 














| 1957 | & Dr. Riviere, Specie! 40, Cent. 60 w 518 95.81 113.25 
1957-58 Estote Wagon, Special 40, Cent. 60 w 518 95.81 113.25 
1957-58 2 Dr. Riviere, Super 50, Roodmester 70 Ww 523 93.38 109.00 
1957-58 Convertible, Super 50, Roodmester 70 Ww 523 93.38 109.00 
1957-58 | 4 Dr. Riviera, Super 50, Roadmaster 70 Ww 525 101.24 1845 

CADILLAC 
1948-49 4 Dr. Sedan, 60-62 WW 68-69 26.24* 26 24° 
1948-49 2 Dr. Club Coupe 61-62 ww 73-74 24.89° 24.89° 
1948-49 Convertible 62 ww 79-80 23.20° 23.20° 

| 1949 Coupe de Ville 62 ww 79-80 23.20° 23.20° 

| 1950-52 4 Dr. Seden 6! Ww 14) 67.33 67.33 86 56 

| 1950-53 | Coupe de Ville, Convertible 61-62 Ww 146 625 | 66.25 83.65 

| 1950-53 4 Dr. Seden, 60, 62, 75 Ww 147 70.11 70.11 88 64 
1953 Convertible Special 62 Ww 328 206.38 242.83 
1954-56 4 Dr. Seden, 60, 62, 75 w 35) 87.38 102.00 

| 1954-56 2 Dr. Hardtop, Convertible 62 Ww 353 81.90 96 98 

—— ———+—___ — — - —— —+— - —_— — — EE 
1956 4 Dr. Hardtop 62 Ww 353 81.90 6.98 

| 1957-58 2 Dr. Hordtop, Convertible 62 W 523 93.38 109.00 

| 1957-58 4 Dr. Hardtop 60, 62, 4 Dr. Sedan 75 Ww 525 101.24 118.45 

| 1957-58 Eldorede Broughom Ww 530 273.21 

L - -_ = _ - 


* indicetes price of left or right section of windshield only 
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SETTLES / 


CHEVROLET NET PRICE INSTALLED 
E.Z-EYE 
YEAR DESCRIPTION PART NO CLEAR E-Z-EYE SHADED 
1949-52 Coupe, 2 and 4 Dr. Sedan (tourback) W 109-110 $24 55° $24 55° $32.54° 
1949-52 2 and 4 Dr Sedon (jetbock) WwW 1-112 23.62° 23.62* 31.19" 
1949-52 Convertible, Sport Coupe WwW it}-ll4 24 25° 24.25* 31.83° 
1949-52 4 Dr Suburben W 115-116 27.21° 27.21° 38.18* 
1953 Coupe, 2 and 4 Dr. Sedan w 317 51.84 66 00 
‘ + + + + 4 
1953-54 4 Or Sedan, Sedan Delivery WwW 317 5) 84 66 00 
1954 2 Dr Sedan, Club Coupe, Utility Seden Ww 317 51.84 66.00 
1953-54 Sport Coupe, Convertible wise 5455 68.73 
1953-54 Suburban w 319 59.65 75.25 
1953-55 Corvette Ww %! 116.10 
1955-56 2 and 4 Dr Sedan, Club Coupe, 2 and 4 Dr. Suburban Ww 394 72.64 88.31 
1955-56 2 Dr. Hardtop, Convertible, 2 Dr. Suburben (Nomed) WwW 3% 72.75 8697 
1956-57 4 Dr Hardtop WwW 3% 72.75 86.97 
1957 2 and 4 Dr Hardtop, Convertible 2 Dr. Suburbon (Nomad) W 512 | 73.65 89 33 
1957 2 and 4 Dr Sedon, Club Coupe, 2 and 4 Dr. Suburbon w 513 7478 89 85 
1956-58 Corvette w 450 109 64 
1958 2 Dr Sport Coupe, Convertible Ww 545 7474 907) 
1958 2 and 4 Dr Sedan, Hardtop, Suburbon Ww 547 78.56 95 63 
‘ ~ i 
CHEVROLET TRUCKS 
1949-52 Sedan Delivery W 108-110 24 55° 24 55° 32 54° 
1953-54 Sedan Delivery w 37 5184 66 00 
1951-54 Ceb, Cob over Engine, Suburban Carryall WwW 362 50 40 6218 
1955-58 Cab, Cab over Engine, Panel Delivery, Carryall w 407 69 60 85.31 
1955-56 Seden Delivery Ww 3% 72.64 88.31 
1957 Sedon Delivery w 513 74.78 89 85 
1958 Sedon Delivery Ww 547 78.56 95.63 
CHRYSLER and DE SOTO 
1953.54 Club Coupe, 4 Dr Sedan Ww 279 57.00 61.16 
1953-54 8 Passenger Sedon Ww 280 63.15 68.5) 
1953-54 Hardtop and Convertible Ww 28) 62.74 68.10 
1953 54 Suburbon Ww 282 64.73 67.76 
955-56 Convertible Ww 389 87.75 | 94.13 
; + + + — 
955.56 4 Dr Sedon, 2 ond 4 Dr. Hardtop, Suburban Ww 391 76.50 | 81.98 
957-5 2 and 4 Dr Hardtop w 45) 82.20 85.16 94.69 
957.58 Convertible w 453 119.00 122 30 134.23 
1958 2 ond 4 Dr Hardtop Ww 453 119.00 122.30 14.23 
957 58 4 Dr Sedon, Suburbon WwW 454 81.20 84.16 93.69 
+ ene aang Se 
957-58 2 and 4 Dr Hardtop, Convertible 4 Dr. Sedon (imperial) WwW 465 114.86 129.83 
DODGE TRUCKS 
1953-54 Cab, Pane! ond Cow WwW 333 56.48 60.71 
955 56 Right Hand Drive Marl Truck w 333 56 48 607) 
955. 58 Cab, Panel WwW 425 76.88 7999 
957.58 Town Wogon Ww 425 76.88 79.99 


> 


dicates price of left or right section of windshield only 
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YEAR 


peas 


1953 
1953 
1953 


1953- 


| 1954 


1954 


54 


1955-56 


| 1956 
1955 
1957 


1957 
1958 
1957 


1958 
1958 
1958 
1958 


195) 
1954 


1952 
1952 
1955 
1955 
1955 


1955 
1956 


1957- 
1957- 


1952 
1953 


56 


‘4 
$5 


1955-56 


1956 
1957 


1958 
1957 
1957 


58 


58 
38 


INDEPENDENT FLAT 
SETTLES7 
"7 DODGE 


DESCRIPTION 


Club Coupe, Hordtop Special, 2 Dr. Suburban 
Convertible 

2 Dr. Sedan 

Club Coupe, 4 Dr. Sedan 

2 Dr. Hardtop, 2 and 4 Dr Suburbon 


Convertible 

2 Dr Hardtop, Convertible 

4 Dr. Hardtop 

Club Coupe, 4 Dr. Sedan, 2 and 4 Dr. Suburbon 
2 ond 4 Dr Hardtop 


Convertible 
2 and 4 Dr 
Club Coupe 


Hordtop 
4 Dr Sedan, 2 and 4 Dr. Suburbon 


EDSEL 


ond 4 Dr 
and 4 Dr 
and 4 Or 
ond 4 Dr 


Hardtop, Convertible Model EF 
Sedon 

Suburbon 

Hardtop, Convertible Model EM 


nnwnnw 


EEF EF£EEEE 


f£tt£= 


49 
382 
382 
384 
45) 


453 
453 
454 


486 
486 
489 
504 


FEDERAL TRUCKS 


Cob 
Sleeper Cab 


FORD 


Coupe, 2 and 4 Dr Sedan, 2 and 4 Dr Suburban 
Coupe, Convertible 
Thunderbird 
Convertible, 2 Dr. Hardtop (Crown) 
2 Dr. Hardtop 


Crown Victoria 


2 ond 4 Dr Sedon, 2 and 4 Dr. Suburbon 
4 Dr. Hardtop 
2 and 4 Dr. Sedan (Fairlane) 


2 and 4 Dr. Sedan (Custom), 2 and 4 Dr. Suburban 


w 
w 


£ttzE 


tte 


206 
206 


244 
245 
374 
376 
378 


378 
378 
486 
489 


FORD TRUCKS 


Sedan Delivery 
Cab, Pane! Delivery 
Sedon Delivery 
Cab, Ponel 

Sedon Delivery 


Pickup 
Cob, Pane! Delivery 
Tilt Cob 


* Indicates price of left or right section of windshield only 


zttte 


zzz 


244 
330 
378 
436 
489 


489 
4% 
498-499 


GLASS DEALERS 


NET PRICE INSTALLED 


E-Z-EYE 
CLEAR E-Z-EYE SHADED 
$57.94 $62.18 $ 
64.73 69.68 
61.43 66.00 
61.43 66.00 
57 86 6191 
64 69 68.03 
75 26 80 21 
7526 80 21 
7453 79.89 
82.20 85.16 9469 
119.00 122 30 13423 
119.00 122 30 13423 
81.20 8416 93.69 
75.75 78.00 
75.75 78.00 
75.75 78 00 
8774 90.59 9899 
60 59 80.16 
60 59 80.16 
58.45 62.73 
56 26 62.51 
97 84 103 6) 
724! 76.99 
75.26 80 00 
75.26 80 00 
75.26 80 00 
75.75 7800 
75.75 78.00 
58.45 62.73 
56.18 60.11 
75.26 80 00 
67.56 131 
75.75 7800 
75.75 78.00 
7624 78.64 
66.11° 68.14° 








YEAR 


1953-54 
1955-57 
1955-58 


1948-53 
1953-54 
1954 

1955-57 


1950-54 
1953-57 
1955-57 
1955-58 
1957-58 


1957-58 


195) 
1952-53 
1952-54 
1952-54 
1954 


1949-50 


1949-51 
1949-5} 
1952-55 
1952-55 


1956-57 
1956 
1956-57 
1957 
1958 


1958 


* Indicates price of left or right section of windshield only 
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DESCRIPTION 


Cob, Cab over Engine, Suburbon 
Convertible Sieeper Cab 


Sree a 
GMC TRUCKS 


PART NO 


ae 3 
W 362 
Ww 407 


Conv. Cab, Cab over Engine, Cow!, Panel, Suburban only Ww 407 


HUDSON 


All Models WW 63-64 
All Jets Ww 309 
Hardtop, Convertible, Club Sedon, 2 and 4 Dr Sedan WwW 338 
Hardtop, 4 Dr Sedan Ww 420 


INTERNATIONAL TRUCKS 


Ponel 

Trovelall 

Cob, Panel 

Sleeper 

Cab, Panel, Trovelall 


Cab over Engine 


2 and 4 Dr. Sedan, Coupe 
Hardtop Convertible 

2 and 4 Dr Sedan 

2 ond 4 Dr Dragon 

Sport Car 


4 Dr. Sedan 

Club Coupe, 4 Dr. Sport Sedon 
Convertible 

4 Dr Sedon 

Convertible, Hardtop Coupe 


Continental Mark II 

4 Dr Sedan 

2 Dr Hardtop, Convertible 
4 Dr Sedon, 4 Dr Hardtop 


2 and 4 Dr Hardtop, 4 Dr Sedan, Continental ‘All models 


Tilt Cob 


142 
142 
142 
142 
534 


= £££2£ 


557 


KAISER 


185-186 
185-186 
276 
326 
371 


Ei2.<4¢ 


LINCOLN 
88 
4 


246 
247 


£iia 34:8 


4i7 
433 
433 
433 
542 


MACK TRUCKS 


Ww 498-499 


e<¢2°¢ 


CLEAR 


25.98° 
55.49 
Ou 
8) 64 


4100 
4100 
4100 
4100 
85 25 


79 88 


30 81° 
30.81° 
73 


779 


ee ' | 
NET PRICE INSTALLED | 


E-Z-EVYE | 


E.Z-EYE SHADED 
+— 4 
$ $62.18 
8531 
85.3) 
+ 4 
25.98" | Mie 
| 6813 
76.15 
498 | 
ais | 
4315 | 
43.15 
4315 
8918 
+ 
344 
37 38° 
37 38° 
75.63 
90 73 
9995 
7148 
71 48 
69 23 
7675 
7484 
117.16 
105 88 
105 88 
105 88 
165 4) 
68 14° 


eee ee 








oo 
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1949-51 


1950 


1950-52 
1951-52 
1952-54 


1953 


1953-55 


1955 


1954-55 


1954 


1955-57 
1956-57 


os 


1948-49 
1948-49 
1948-49 
1949-50 


1950 


1949-50 
1949-50 


1950 


1949-50 


1950 


1950-51 
1950-5! 
1950-52 


1951 


1951-52 


1951-53 
1952-53 


1953 


1951-53 


1953 


1954-56 
1955-56 
1957-58 


1958 
1957 


1957-58 





DEALERS 





CLEAR 


$58.45 


58.45 
56.26 
72.4) 
72.4) 


75.26 
75.26 


87.74 





* indicotes price of left or right section of windshield only 


MERCURY 
riciinciernaeretiiumeney 
DESCRIPTION PART NO 
melee Neate all = den on 
Coupe W 244 
2 and 4 Dr. Sedon, 4 Dr. Suburban WwW 244 
Herdtop, Convertible Ww 245 
2 Dr. Herdtop, Convertible, 4 Dr. Sedon “58” w 376 
4 Dr. Herdtop WwW 376 
2 Dr. Hardtop, “60” Series w 378 
2 and 4 Dr. Sedon, Suburbon Ww 378 
2 and 4 Dr. Hardtop (Turnpike Cruiser) Ww 500 
2 and 4 Dr. Hardtop, 2 and 4 Dr. Sedan, Convertible, Ww 504 
2 ond 4 Dr. Suburbon 
NASH 
2 ond 4 Dr. Sedon w 9 
Hordtop, Convertible Ww 155 
Rambler, Convertible Ww 155 
Hordtop Ww 155 
2 Dr. Trunk, 2 Dr. Hardtop, 4 Dr. Sedan Ww 26) 
Coupe, Convertible WwW 316 
2 Dr. Hardtop, Rambler Wagon Ww 316 
2 Dr. Sedon WwW 316 
4 Dr. Sedan, 4 Dr. Rambler Wagon w3M 
Coupe, Convertible, 2 Dr. Hardtop, 2 Dr. Sedan, Rombler W 368 
2 Dr. Hardtop, 4 Dr. Sedon WwW 420 
4 Dr. Hardtop, 4 Dr. Sedan, 4 Dr. Rambler Wagon w 438 
./ —_ — _ 
OLDSMOBILE 
4 Dr. Seden “98" ww 68-49 
2 Dr. Sedan “98” WW 73-74 
2 Dr. Hardtop “98” ww 79-80 
Coupe, 4 Dr. Tourbock Ww 109-110 
2 Dr. Tourbock Ww 109-110 
2 and 4 Dr. Sedan (jetbock) W 111-112 
Convertible WwW 113-114 
Herdtop WwW 113-114 
Suburbor W 115-116 
2 and 4 Dr. Seden (jetbock) Ww 14) 
4 Dr. Sedon (tourbock) “98” Ww 4) 
Coupe, Convertible WwW 146 
Hordtop Convertible "98" WwW 146 
2 ond 4 Dr. Sedon “88” w 187 
Club Coupe Super “88”, 4 Dr. Sedan Ww 214 
2 Dr. Sedan Super “88” WwW 24 
4 Dr. Sedon “88”, “98" Ww 214 
4 Dr. Sedon Super “88” Ww 214 
Herdtop, Convertible WwW 220 
Convertible Special “98” Ww 329 
2 and 4 Dr Sedan “88”, 4 Dr Sedan Super "88", "98" Ww 356 
Holiday, Sport Coupe, Convertible w 358 
2 Dr. Herdtop, Convertible Ww 514 
4 Dr. Hardtop, 2 ond 4 Dr Sedon w 514 
4 Dr Hardtop, 2 ond 4 Dr. Sedon w 518 
Suburbon w sis 





NET PRICE INSTALLED 
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PACKARD NET PRICE INSTALLED 

E.Z-EYE 

YEAR DESCRIPTION PART NO CLEAR E.Z-EYE SHADED 

1951-52 Coupe, 2 and 4 Dr Sedan Ww 193 $66.34 $66 34 $83.21 

1951-54 Sport Coupe, Convertible Ww 234 7445 7445 91.36 

1953-54 2 and 4 Dr. Sedan WwW 312 77.24 77.24 95.88 

1955-56 Hardtop, 4 Dr Sedan Ww 413 87.39 93.28 107.64 

1957-58 4 Dr Sedan, Suburban Ww 44 80.83 83.79 

1955 56 Convertible Ww 416 8778 9093 107 64 

1958 Hardtop WwW 306 61.95 638 

PLYMOUTH 

1953-54 Coupe, 2 and 4 Dr Sedon Suburban W 277 57.94 62.18 

1953.54 Convertible WwW 278 6473 69 68 

1953-54 Coupe. used with heavier locking strip WwW 347 57 8&6 6191 

1955-56 2 Dr Hardtop, Convertbile WwW 382 75.26 80.21 

1956 4 Dr. Hardtop W 382 75.26 80.21 

1955-56 Club Coupe, 4 Dr Sedan, Suburban Ww 384 74.53 79 89 

1957-58 2 and 4 Dr Hordtops Ww 45) 82.20 85 16 9469 

1957-58 Convertible Ww 453 119.00 122.30 13423 

1957-58 Coupe, 4 Dr Sedon, Suburbon W 454 81.20 84.16 93.69 

PONTIAC 

1949.5) 2 Dr Sedon, Coupe WwW 109-110 24.55° 24.55° 32.54° 

1949-52 2 and 4 Dr Sedan (tourback!, Sedan Delivery W 109-110 24 55° 24.55° 32.54° 

1949-50 4 Dr Sedan, Coupe (jetback WwW 1it-112 23 62° 23 62° 31.19° 

1949-52 2 Dr Sedan, Coupe (jetbock WwW o1it-112 23.62° 23 62° 31.19° 

1949-52 Hardtop, Coupe, Convertible ° WwW 113-114 24.25° 24 25° 31.83* 

1949. 52 Suburbon W 115-116 27.21" 27.21" 38.18° 

1953 Coupe, 2 Dr Sedan, Sedan Delivery WwW 317 5184 66 00 

1953. 54 2 and 4 Dr Sedan Ww 317 5) 84 66.00 

1953-54 Coupe, Convertible Ww 318 54.55 68.73 

1953 54 Suburbon Ww 319 59.65 75.25 

1955-56 2 and 4 Dr Sedon, 2 Dr Suburban Model “Ff Ww 394 72.64 883) 

1955-56 4 Dr Suburbon WwW 394 72.64 88.3) 

1955-56 Convertible 2 ond 4 Dr Hardtop, 2 Dr Sub Model DOF WwW 3% 72.75 86.97 

1957 2 and 4 Dr Hardtop, Convertible, 2 Dr Sub Model OF WwW 512 73.65 89.33 

1957 2 and 4 Dr. Sedan, 2 Dr Suburban Model F w 513 74.78 89.85 

+ a — os | 

1957 4 Dr Suburbon Ww 513 74.78 89.85 

1958 Convertible, 2 Dr Sport Coupe Ww 545 7474 907) 

1958 2 and 4 Dr. Hardtop, 2 and 4 Dr Sedan WwW 547 78.56 9563 

1958 4 Dr Suburban Ww 547 78.56 95.63 

RAMBLER 
1958 2 Dr Mode! 100 WwW 316 4883 51.94 
1958 4 Or Hardtop, 4 Dr Sedon, 4 Or Suburbon WwW 438 7489 78.04 


* Indicates price of lett or right section of windshield only 


30149 O ag —rl 
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STUDEBAKER NET PRICE INSTALLED 
a — —j—______, uae bes 
E-Z-EYE 
YEAR DESCRIPTION PART NO. | CLEAR E-Z-EYE SHADED 
—— 4+— _—__—— ~ Bp er or ne 
1947-52 All Models ww 45 | $61.30 $65.46 $ 
1953-54 2 ond 4 Dr. Seden, Suburben Ww 305 | 64658 | 69.34 
1953-56 Convertible W 306 | 61.95 66.38 
1953-58 Hardtop, 5 Pessenger Coupe Ww 306 6195 | = 66.38 
1955-58 2 end 4 Dr. Sedon, 2 ond 4 Dr. Suburben Ww 4l4 00.83 83.79 
_—— - — ~ —- - + — ——_—_— —_—_—_—_— kn —— + —_——_-— —— oe - 
STUDEBAKER TRUCKS 
1954 Pone! Delivery Ww 305 64 58 44 
1949-58 Ceb WwW 363 51.15 55.16 
WILLYS 
1952 2 Door W 270-271 24 88° 26 38° 
1953 2 and Dr. Seder W 270-271 24 88° 26 38° 
1955 2 ond 4 Dr. Seden W 270-271 24 88° 26.38° 
1954 2 and 4 Dr. Sedan (Lark) Ww 325 56.11 59.38 


1953-55 Herdtop, 2 end 4 Dr. Sedan (Ace) WwW 325 56.11 59.38 


Renon + — — — —-—--+ —__—_—__+— 


* Indicotes price of left or right section of windshield onty 
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Curved Windshields and Safety Glass parts available 
for the following foreign cars: 


ALPHA ROMEO 
ANGLIA 
BORGWARD 
CITROEN 
CONSUL 
ENGLISH FORD 
FIAT 
GERMAN FORD 
GOLIATH 
HILLMAN MINX 
ISETTA 
JAGUAR 
MERCEDES BENZ 
MORRIS 
OPEL-REKORD 
PORSHE 
PREFECT 
RENAULT DAUPHINE 
SAAB 
SIMCA 
TRIUMPH 
VAUXHALL 
VOLKSWAGON 


PRICES ON APPLICATION 
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N H. 
400 For the finest in 


196 Washington St. — Quincy 69, Mass. 
MAyflower 9-4400 


COMPANY 
AUTOMOBILE GLASS PROOF OF LOSS 


Name of Policyholder 


herewith reports loss resulting from a breakage of glass in of 


Make of Vehicle Body Style Motor No 





Additional related loss as a result of this incident 
This loss occurred about M. on the day of 19 
Where? 


Cause of breakage 


Name and address of person causing damage 


Witnesses 
The above described loss is covered by policy no issued by 
through agent 
Signed Insured 
Dated 19 


Address 


City State 


JOUN H. AUTOMOBILE GLASS RELEASE 
AND AUTHORIZATION TO PAY 
196 Washington St. — Quincy 69, Mass. 


MAyflower 9-4400 
COMPANY 


The INSURANCE COMPANY, under 


Policy No . is hereby requested, authorized and empowered to pay 


Te JOHN H. SETTLES COMPANY, Quincy, Mass., the sum of $ 


In full settlement and satisfaction for all loss and damage as itemized in the enclosed invoice 
In consideration of such payments said Company is hereby discharged and forever released from any and all further 


«claim, demand or liability whatsoever for said loss and damage, under and/or by reason of said Policy 


Witness i 6 


Date Our Invoice No 
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JOHN H. AUTHORIZATION FOR 
AUTO GLASS REPLACEMENT 


196 Washington St. — Quincy 69, Mass. 


MAyflower 9-4400 
COMPANY 


Gentlemen 
You are hereby authorized to replace broken glass in —_ aiken 


Year Make of Vehicle Model Reg. No Motor No. Serial 


Owned by : € 
Address ape <apiiaentignys 2 aa 
Insured under Policy No by os 


Insurance Company 


Dat Agent . moni 
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* 


Installation of safety glass in doors, ventilators, 
quarter windows and rear windows is per- 
formed with the same painstaking care as are 


the curved windshields. 


Channels, carriers, frames and operating 
mechanisms are carefully checked for wear, 
defects and strains so as to minimize the possi- 


bility of future glass breakage. 


Our prices for these installations are at moder- 
ate levels based on current discounts for mate- 
rials and labor charges which result in savings 
to you because of the efficiency of our skilled 


workmen. 


* 
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Glass for the Home - 


% WINDOW GLASS 
% FURNITURE TOPS 
%® FULL LENGTH DOOR MIRRORS 
% WALL AND MANTEL MIRRORS 
w&® GLASS SHELVES 
%& SHOWER DOORS 


% BATH TUB ENCLOSURES 


JOHN H. 


Gas SETTLES Meron 


COMPANY 


196 WASHINGTON STREET QUINCY, MASSACHUSETTS — MAyflower 9-4400 





Glass for Tudustry 


tw PLATE GLASS REPLACEMENTS 
tw COMPLETE STORE FRONTS 
t& ALUMINUM DOORS AND ENTRANCES 
% FACTORY AND INSTITUTIONAL GLAZING 


% GLASS FOR OFFICE PARTITIONS 
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OCTOBER 9, 1958. ' 
(7) OTHER CHARGES FROM THE BOSTON AREA 


Other isolated charges were made with respect to PPG's activities in the 
Boston area as follows: 

(a) That PPG used its national influence with insurance companies to have 
them divert insurance business to PPG in Boston; 

(b) That a former PPG salesman in soliciting business stated that certain 
other companies’ products were inferior ; 

(c) That PPG had opened too many retail outlets in recent years in Boston; 

(d) That PPG was offering too large a discount to Ford car dealers in the 
Boston area (45 percent) ; and 

(e) Clark Settles, Quincy, Mass., made certain claims relating to plate glass. 
The charges of Mr. Settles have been covered in a separate memorandum. 

As to the insurance charge ((a@), supra) this was made by the witness, Joseph 
Rosenfield, of Chelsea, Mass. (transcript p. 67). It was a bald assertion with 
no offer of proof, not even an attempt to recite any hearsay on the subject. 

In evaluating the credibility of the charge it should be borne in mind that 
Rosenfield is the same witness who inspired the underlying charge that PPG 
initiated predatory price practices in the Boston market in June of 1957. The 
documentary evidence clearly demonstrates that Rosenfield’s company had 
been undercutting PPG’s prices for at least 2 years prior to PPG meeting that 
competition. 

In addition, Rosenfield is the vice president of Phil’s Glass Co. in Chelsea, 
Mass., which in responding to the NAFGDA questionnaire stated that the 
price activities of Pittsburgh in Boston “has caused us a net drop of approxi- 
mately 15 percent on our sales dollar.” The impartial reports of established 
eredit agencies clash with that claim. In 1955 Phil’s Glass Co. reported net 
sales in the amount of $75,000 and a net worth of $7,616. By April of 1957, 
its net sales jumped to $200,000 and its net worth had almost doubled in the 
amount of $14,972. In the following year, as of March 1958, the company 
reported continued net sales of $200,000 and another doubling of its net worth 
to $31,715. In addition, Phil’s Glass Co. from 1954 on, not only has prospered 
in the auto-glass insurance replacement business with the use of special sales- 
men and special price lists for that trade but, in addition, has been able to 
open two new branches in Dorchester, Mass., and Newton, Mass., (doing busi- 
ness as J. N. Philips Glass Co.). 

Little need be said about Rosenfield’s further charge that a former PPG 
salesman described other companies’ products as inferior ((0), supra, and 
transcript, p. 68) than to emphasize the fact that the individual no longer 
works for PPG. It is therefore fair to assume that if he used the sales methods 
described by Rosenfield, they were contrary to PPG policy and, upon learning of 
his activities, the company discharged him. 

More than one auto glass dealer in Boston (Malden Glass Co., Malden, Mass. ; 
North Shore Glass & Aluminum Co., Salem, Mass.; Rosenfield testimony, trans- 
cript, p. 69) complain of PPG opening too many retail outlets in recent years 
in that area ((c), supra). 

The answer to this is that in recent years the number of auto glass replace- 
ment shops has doubled in the Boston area. In 1945 there were 19 such shops 
listed in the classified telephone directory. In 1958 there were 388. Over those 
same years PPG's auto glass replacement services were deployed as follows: 
In 1945 one replacement shop—the Boston warehouse; in 1950 two—the Boston 
warehouse and the Quincy service branch; in 1958 three—the Boston warehouse, 
the Quincy service branch, and the Malden retail store. PPG's activities in 
this field grew in the same proportion as did the industry itself and the move- 
ment of the population. 

The opening of the service branch in Quincy in February 1949 did not cause 
any diminution in the purchase of auto glass from PPG by the various com- 
plaining auto glass replacement shops in the Boston area. However, when 
PPG opened its retail store in Malden, Mass., in April 1956, and almost com- 
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plete boycott was set up again PPG by the complaining auto glass dealers. The 
following statistical data prove that assertion : 


Annual dollar volume of auto glass purchases from PPG, Boston 











| 
Shop erm ete 1957 1958 - 6 
months) 

| 
a ea —-----| $8,300.16 | $1, 516. 42 | $548, 20 
Lynn Auto Wrecking Co- 7 817. 48 41. 67 54. 59 
Jackson Square Glass & Auto Supply-- “>| 2, 404. 82 | 1, 504. 01 | 922. 17 
Malden Glass Co. 202.51 |__. fous | ag J 
Brad’s Glass Service 1, 472. 39 | 322.11 | 40. 10 
Medford Glass Co-.- “he 


4, 645. 08 | RDA Vice ass 
| 


As to PPG’s dealing with Ford car dealers in the Boston area (d, supra, Rosen- 
field testimony, transcript, pp. 71-74) that falls into a special category. Wher- 
ever possible PPG grants the Ford car dealer the usual discount to car dealers 
of 3314 percent. However, there have been instances where certain Ford car 
dealers have stated to PPG that unless they are allowed a 45 percent discount 
on their auto glass replacessenl needs, they will purchase such glass directly 
from the Ford Motor Co. at at least a 45-percent discount. It has been to meet 
this specific competition that PPG on occasions granted the 45-percent discount 
to Ford dealers. 

MISCELLANEOUS 


In addition to the foregoing charges (a-d, supra) the Malden Glass Co., 
Malden, Mass., in responding to the NAFGDA questionnaire stated that it lost 
“both auto and flat-glass sales” because of the opening of the PPG retail store 
in Malden in April 1956. In this same response the Malden Co. listed as lost 
customers the Arwood Corp. and Continental Can. This complaint echoed the 
false charge that PPG broke the line in Boston by increasing ‘‘the accepted dis- 
count for automobile trade of 20 percent to 25 percent.” 

It is difficult to understand how the Malden Co. can claim loss of auto glass 
sales after April 1956, when as early as 1955 that company in reporting to na- 
tional credit agencies described its business as that of selling and installing 
glass for industrial companies and real-estate owners. There is no mention by 
Malden of any auto glass replacement activity. The fact is that prior to April 
1956, the Malden Glass Co.’s activity in the auto glass replacement business was 
practically negligible. This is reflected in its purchases of auto glass from the 
PPG warehouse during those years—1953 the annual dollar volume purchase 
$105.52 ; 1954, $276.59 ; 1955, $293.47. 

While the Continental Can Co., Malden, Mass., has been a customer of the 
PPG warehouse since May of 1945, Continental’s purchases of paint far exceeded 
its purchases of glass with one exception which will be described later. In 1956 
no glass was sold to Continental by the PPG Malden store. In 1957 total glass 
sales for that customer were $113 and for the first 6 months of 1958 approxi- 
mately $70. 

In those same 2 years the PPG Boston warehouse had sales totaling $165 to 
Continental in 1956 and acquired one large glazing job in 1957. 

The cost of the glazing job to Continental was approximately $1,080. The 
price obtained was considered very high, being at a rate of almost $1 per square 
foot, which was well above PPG's published price of September 6, 1956, of 75 
cents per square foot. Under these circumstances, it is quite obvious that the 
Malden Glass Co. could have easily underbid PPG on the job, as the rate of $1 
per square foot was much higher than Malden would have had to pay for glass. 
If Malden did bid, the result shows the customer was willing to pay the higher 
price to have PPG install the glass. The glazing rate charged on that job was $6 
an hour, whereas the regular Boston labor rate for union glaziers was about $3 
per hour. 

The other company mentioned in the Malden Glass Co. questionnaire was the 
Arwood Corp., Malden, Mass. The complaint of loss of business to that company 
is mystifying to PPG, for the records of both the Boston warehouse and the 
Malden store reflect a decrease in PPG’s business with Arwood since 1955. The 
actual sales from the Boston warehouse to that customer are as follows: 1955, 
$2,115.51 ; 1956, $1,629.06 ; 1957, $828.58; 1958 (6 months), $17.82. 








—_— 


The sales records of the PPG Malden store to Arwood are as follows: 1956, 
none ; 1957, $463,90 ; 1958 (6 months), $122.79. 
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CONCLUSION 


In summary, the information presented to the Senate committee by the dealers 
, concerning Boston was inaccurate, incomplete, and, in certain respects, false. 
The committee should give no further consideration to those charges. 


PITTSBURGH PLATE GLass Co. 


(c) CORRESPONDENCE BETWEEN COUNSEL OF PITTSBURGH PLATE 

GLASS CO., GIVING SUPPLEMENTAL INFORMATION REQUESTED 

AT HEARINGS 

PITTSBURGH PLATE GLAss Co., 
Pittsburgh, Pa., October 28, 1958. 
JEROME Doy Le, EsqQ., 
Cahill, Gordon, Reindel & Ohl, 
New York, N. Y. 

DeaR JERRY: During the course of Mr. Felix T. Hughes’ appearance on Octo- 
ber 9, 1958, before the Subcommittee on Monopoly of the Senate Select Committee 
on Small Business, Senator Russell B. Long, chairman, requested certain addi- 
tional information from PPG. Accordingly, we have prepared the following 
documents, copies of which are enclosed herewith for delivery by you to Raymond 
D. Watts, Esq., staff counsel for the subcommittee : | 

1. Pittsburgh Plate Glass Co., merchandising division, service branch, and 
retail store locations listed under supervising warehouses (transcript refer- 
ence, pp. 290-291) ; 

2. Chart 1-A, Pittsburgh Plate Glass Co., flat-glass shipments to company- 
owned distribution outlets and to independent factory buyers (exclusive of 
automotive) 1946-57 (transcript reference, p. 318). 

You will observe that chart 1-A is stamped “Confidential.” It has been so 
stamped for the reason that the company regards the amount of its factory auto- 
motive business as an important trade secret. While chart 1—-A excludes ship- 
ments to automobile manufacturers from those made to independent factory 
buyers, any person having before him chart 1, copies of which were previously 
submitted to the subcommittee, and chart 1—A, could, by simple arithmetic, de- 
termine the amount of PPG’s factory shipments to automobile companies. An 
additional reason for classifying chart 1—A as confidential is that PPG does 
not wish to divulge the relative importance of its shipments to automobile manu- 
facturers to its total shipments of flat glass. 

The shipments to automobile manufacturers which have been excluded from 
chart 1—A include shipments not only for original equipment but also for replace- 
ment purposes. This was done because company records prior to the fall of 1955 
did not differentiate between original equipment and replacement. Therefore, 
since the chart embraces the period from 1946 through 1957, it was deemed 
advisable to exclude all shipments to automobile manufacturers. 

Certain other comments may be made with respect to chart 1-A. First, the 
scale used in this chart is the same as the scale used in chart 1. Second, the 
amount of the shipments to company-owned distribution outlets is, of course, 
the same in both charts 1 and 1-A. Finally, the percentage of PPG’s total fac- 
tory shipments of flat glass (exclusive of automotive) which has gone to com- 
pany-owned distribution outlets has declined from 36.4 percent in 1946 to 26.1 
percent in 1957. These percentages, which can be derived from the data con- | 
tained in chart 1—-A, may be compared with the percentages of PPG’s total ship- 
ments of flat glass (including shipments to automobile manufacturers) which 
Mr. Hughes stated at the October 9, 1958, hearings. There, Mr. Hughes testified 
(transcript, p. 267) that “the percentage of our total shipments of flat glass 
which has gone to our own outlets has declined from 32 percent in 1946 to 19 
percent in 1957.” 

I am also enclosing an additional copy of this letter in the event you wish to 
forward it to Mr. Watts with the enclosed documents. 

Very truly yours, 

Cyrus V. ANDERSON, 
Assistant General Counsel. 
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PLATE GLAss Co.—MEROHANDISING DIVISION 


Service branch and retail store locations listed under supervising warehouse* 





Supervising warehouse 


Akron, Ohio__.- 
Albany, N. Y-. 
Allentown, Pa 


Amarillo, MURS ait 38d st 


Atlanta, Ga.._..._.-- 


Md.._.- 
Ala 


Baltimore, 
Birmingham, 


Boston, Mass 


Brocklyn, N. Y- 
Buffalo, N. Y_-- 
Butte, Mont 

Charlotte, 
Chicago, Ill 


Cincinnati, Ohio- 


Cleveland, Ohio 


Columbus, Ohio... 
Dallas, Tex 


Davenport, Iowa. 


Denver, Colo 


Des Moines, Iowa 3 
Detroit, Mich.‘ 


Duluth, Minn... 
FE] Paso, Tex. 


Fort Worth, Tex 
Fort Wayne, Ind 
Grand Rapids, Mich 
Harrisburg, Pa 
Hartford, Conn 
High Point, N. C_. 


Houston, Tex 


Indianapolis, Ind 


Jacksonville, Fla. - 


Kansas City, Mo-- 


Knoxville, Tenn_.. 
Little Rock, Ark. - 
Louisville, Ky 
Lubbock, Tex 
Memphis, Tenn. 
Miami, Fla.® 


Midland, Tex 
Milwaukee, Wis 


Mineola, N. Y 

Minneapiis, Minn- 

Mt. Vernon, N. Y 
Nashville, Chan 

New ark, N, 

New Haven, abel 

New Orleans, La 


Oklahoma City, Okla 
Omaha, Nebr-.-.- 


BN Pe cities 


| 





| San 





Fort Smith, Ark_. 


j Erie, 
| Columbia, Greenville, 8. C____. 


Albuquerque, N. Mex.; Phoenix, 


Service branch 


Albany, Augusta, Columbus, 
Macon, Ga. 

Hagerstown, Salisbury, Md___-_- 

Florence, Montgomery, Ala____- 


Manchester, N. H.; 
Worcester, Mass. 
‘Pa Pe ee ae 

Billings, Mont. 


Quincy, 


Aurora, Iil.; Gary, Ind.; Ham- 
mond, Ind.; Joliet, tl. 

Charleston, W. Va.; Dayton, | 
Hamilton, Ohio; Lexington, 
Ky.; Portsmouth, Ohio. 

Ashtabula, Lorain, Ohio; Mans- 
field, Ohio. 

Springfield, Zanesville, Ohio---- 

Angelo, Waco, Wichita 
Falls, Tex. 

Cedar Rapids, Dubuque, Iowa; 
Galesburg, Ill.; Iowa City, 
Ottumwa, Waterloo, Iowa. 

Cheyenne, Wyo.; Colorado 
Springs, Pueblo, Colo. 

Fort Dodge, Mason City, Iowa. 

Ann Arbor, Flint, Jackson, 
Lansing, Mich. 


Tucson, Ariz. 


Kalamazoo, Muskegon, Mich - 
Lancaster, Pa : : 
Durham, Greensboro, sania 
Austin, Beaumont, Corpus 

Christy, Galveston, Harlingen, 


Tex. 
Danville, Ill.; Kokomo, Lafay- 
Muncie, Terre Haute, | 





ette, 
Vincennes, Ind. 

Daytona Beach, Tallahassee, | 
Fla. 

Joplin, St. Joseph, Springfield, 
Mo.; Topeka, Kans. 


Jackson, Tenn.; Paducah, Ky 
Fort Lauderdale, West Palm 
Beach, Fla. 


Green Bay, La Crosse, Madison, 
Oshkosh, Racine, Wis.; Rock- | 
ford, Iil.; Wausau, Wis. | 

| 

St. Paul, Minn.~ “fl 

Poughkeepsie, N. Y--- 

| 

Asbury Park, N. J-............-| 

Baton Rouge. La.; Jackson, 
Miss.; Lafayette, Lake 
Charles, Mobile, La.; Pensa- | 
cola, Fla. 

| Enid, Okla : bi aa 

Hastings, Lincoln, North 

Platte, Nebr.; Sioux City, 


Iowa. 


Retail store 


Pampa, Tex. 
Marietta, Ga. 


Anniston, Dothan, Tuscaloosa, 


Ala. 
Malden, 
N. H. 


Mass.; Portsmouth, 


Elmira, N. Y. 


Spartansburg,' Sumter, 8. C.? 


Covington, 
Ohio. 


Ky.; Middletown, 


Sandusky, Ohio. 


Davenport, Iowa. 


Greeley, Colo. 


Battle Creek, Port Huron, Mich. 


Lebanon, Pa. 
Brist™l, Conn. 
Winston-Salem, N. C. 


McAllen 5, Pasadena, Port Ar- 
thur, Tex. 


Anderson, Indianapolis (Broad 
Ripple, Irvington), Marion, 
Richmond, Shelbyville, Ind. 

Gainesville, Panama City, Fla.’ 


Little Rock, Ark. 


| Greenville, Miss. 


Homestead, Fla. 


Odessa, Tex. 


Bay Shore (Milwaukee), Wis.; 
ares Minn.;!© West Al- 
lis, Wis. 


Yonkers, Mt. Vernon, New Ro- 
chelle, N. Y. 


| Meridian, Miss."! 
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Service branch and retail store locations listed under supervising ware- 
house—Continued 








Supervising warehouse | Service branch Retai! store 
Petes Ms... .iscactcn. _.......---| Decatur, Springfield, Ill 
Philadelphia, Pa.!?__._________- ...| Atlantic City, N. J.; Reading, 


Pa.; Trenton, N. J.; Wilming- 
ton, Del. 

a  . eeee e ee ‘ Alt»ona, Beaver Falls, Browns- 
| ville, Canonsburg, Pa.;Clarks- Street.; Michel, Castle Shan- 
| burg, W. Va.; Cumberland, non; Michel, East Ohio Street 
| Md.; DuBois, Pa.; Fairmont, | Michel, Smithfield Street.). 

| W. Va.; Homestead, Jean- | 
nette, Johnstown, Kittanning, 
McKeesport, Pa.; Parkers- | 
burg, W. Va.; Uniontown, | 
Washington, Pa.; Wheeling, | 


Pittsburgh, Pa. (Michel, Broad 


’ 





W. Va. | 
Providence, R. I-_------- = oan : New Bedford, Mass. 
Richmond, Va-.-.---.--- pistes...) Nesiolk, Va. Petersburg, Portsmouth, Va.13 
Roanoke, Va--._-_--- : .-| Bluefield, W. Va.; Danville, 
|  Lynehburg, Va. 
Sk Se ee eee mE pbds 0's Pe ee 
ORs ENO, «unas ey~ stone Batt Bay City, Mich. 
St. Louis, Mo------ ae | Quincy, Il__-- bd Belleville, Ill. 
San Antonio, Tex-----_-- BA 5: Sa Seiten oo Batik 
Savannah, Ga_---..-.----- .| Charleston, 8. C 
Shreveport, La__- | Monroe, La Texarkana, Ark. 
Sioux Falls, 8. Dak___-. 5 sont 
ET I MN REI oy cneinavewe~E des cdeiu : : Benton Harbor, Mich.; Elkhart, 
Ind. 
Springfield, Mass-.--- a hak 2 een Claremont, N. H. 
Syracuse, N. Y-...--- .....--| Binghamton, Utica, Water- | 
|} town, N. Y. 
Teme; Fic=.---.-: | Orlando, Fla_-.. .- ‘ ; Lakeland, St. Petersburg, Fla. 
Toledo, Ohio._..------ : _.| Findlay. Lima, Ohio___- Fostoria, Tiffin, Ohio. 
Tulsa, Okla. ..-..-.--- peste he Joa cess . 
Washington, D. C___------- iAccetee han : aha , 
Wichita, Kans-__.._--. : ..-.------| Salina, Kans.- Hes Hutchinson, Kans. 
Wilkes-Barre, Pa_- eee yy eee 
Youngstown, Ohio-_-._..............| New Castle, Pa._- ’ : Warren, Ohio. 


*Unless otherwise indicated, service branches and retail stores report to the supervising warehouse under 
which they are listed. 


1 Reports to Greenville service branch. 

2 Reports to Columbia service branch. 

3 Also performs auto glass sales and service operations at an additional location in Des Moines. 
4 Als? performs auto glass sales and service operations at two additional locations in Detroit. 

§ Reports to Harlingen Service Branch. 

§ Reports to Beaumont Service Branch. 

7 Reports to Tallahassee Service Branch. 

§ Also performs auto glass sales and service operations at an additional location in Joplin. 
* Also performs auto glass sales and service operations at an additional location in Miami. 

10 Reports to La Crosse service branch. 

11 Reports to Jackson service branch. 

12 Also performs auto glass sales and service operations at 4 additional locations in Philadelphia. 
13 Reports to Norfolk service branch. 


PITTsBuRGH PLATE Grass Co., 
Pittsburgh, Pa., November 13, 1958. 
JEROME DoyLe, Esquire, 
Cahill, Gordon, Reindel & Ohl, 
New York, N.Y. 

DeAR JERRY: This is in reply to your letter of November 3, 1958, in which you 
reported on your conference with Mr. Watts on October 30, 1958. 

I note that Mr. Watts did not wish to receive a copy of chart 1-A because the 
chart contained information which PPG regards as confidential. However, in 
lieu thereof Mr. Watts requested that we submit for the years 1946 through 1957 
the percentage breakdown of PPG's total domestic factory shipments of flat glass 
made to company-owned distribution outlets and to independent factory buyers 
(exclusive of automotive companies). This information is contained in the 
enclosed schedule which is designated Exhibit II-D-5-(a). 

Your letter indicates that Mr. Watts also requested that we furnish him with 
a list of the pending treble damage cases in which PPG is named a defendant. 
These cases, both of which involve glass, are as follows: 
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1. Civil action No. 16962, filed in the United States District Court for 
the Eastern District of Pennsylvania on June 7, 1954, by Philip A. Metzger, 
Jack K. Metzger, Walter S. Metzger, Eli Metzger, and Harold N. Metzger, 
copartners trading as Metzger Glass Co., against American Window Glass 
Co.; Fourco Glass Co. ; Libbey-Owens-Ford Glass Co.; Pittsburgh Plate Glass 
Co.; H. Perilstein; M. Krakovitz & Sons Co.; Russell Hopkins Glass Co., 
Inc.; Hires Turner Glass Co.; Stott-Hecht Glass Works; McKeon, Inc.; 
Nathan Perilstein; Louis Perilstein; Irving Sall; Benjamin Goldsmith and 
Virginius A. Hermann and Estelle Spitz, copartners trading as V. A. Herman 
& Co. 

2. Civil action No. 57C967, filed in the United States District Court for 
the Northern District of Illinois Eastern Division on June 4, 1957, by 
Arlington Glass Company, Inc.; Frank Schor, d/b/a Midwest Glass Com- 
pany ; South Shore Glass Co., Inc. ; Irwin Shaffer, d/b/a City Glass Company ; 
Morris Goodrich, d/b/a LaSalle Glass & Mirror Co.; Humboldt Glass Co.; 
Richard Hennig, d/b/a DuPage Glass Co.; Anna Mae Pector, d/b/a Ada 
Glass Co.; Novelty Mirror Works, Inc.; Empire Glass Co., Inc., against 
Pittsburgh Plate Glass Company; Libbey-Owens-Ford Glass Company ; 
Cadillac Glass Co.; Hamilton Glass Co.; Hooker Glass & Paint Mfg. Co.; 
and Tyler & Hippach Glass Co. 

In view of Mr. Watts’ questions to Mr. Hughes concerning treble damage cases 
at the October 9, 1958, hearings (transcript 282), it is perhaps appropriate to 
refer to another private action in which PPG was a party, although this case 
involved paint and not glass. I refer to Pittsburgh Plate Glass Company v. 
Jarrett (42 F. Supp. 723 (N. D. Ga. 1942)). This was an action by PPG on a 
note. The defendant filed a counterclaim for triple damages alleging a violation 
of the antitrust laws. The judgment for P?G was affirmed (and modified in 
minor respects) by the court of appeals. Jarrett v. Pittsburgh Plate Glass Com- 
pany (131 F. 2d 674 (5th Cir. 1942) ). 

So far as I can determine the three cases mentioned above are the only private 
actions which have been filed against PPG for alleged antitrust violations since 
the passage of the Sherman Act in 1890. 

Finally, Mr. Watts inquired whether a PPG warehouse continues to collect a 
commission on sales to an independent customer after the latter has been 
selected by PPG as a factory buyer and, if so, what is the justification for the 
commission. The question as stated by Mr. Watts appears to assume that prior 
to the time the independent customer is selected as a factory buyer the PPG 
warehouse receives a Commission on its sales. This is not correct for the reason 
that such sales are like all other warehouse sales in that the warehouse strives 
to obtain a profit, the amount of which is competitively determined, rather than 
a predetermined commission. It is true, however, that after the independent 
customer has been selected as a PPG factory buyer, the warehouse usually 
receives a commission for services rendered on subsequent factory sales to that 
customer. 

As you know, the warehouses conduct a local jobbing business and, in addition, 
they perform certain services for the factories. As representatives of the fac- 
tories, the warehouses engage in sales promotion activities, call on the factory 
buyer accounts, take their orders, process the orders, and service the orders. 
The latter includes correspondence, telegrams, and long-distance calls to the 
factories concerning such things as changes in specifications and a determination 
of the status, shipping dates, routing information and expedition of orders to 
meet the customers’ needs. Billings and collections on factory sales are then 
processed by the warehouses, and all accounting functions incident thereto are 
handled by the warehouses. In addition, the warehouses are responsible for 
handling various accounts receivable, and they are charged with interest on 
receivables not collected by the end of the month. For the performance of all 
these services, the warehouses receive a commission of 3 percent or 5 percent, 
depending upon the product sold. 

It is readily apparent that the functions described above are required of all 
manufacturers who, of course, must absorb the expenses related thereto. In 
PPG's case, the company has elected to have its warehouses perform these 
functions, and having so elected, as a matter of policy the company compensates 
the warehouses for the services rendered. The amount of this compensation 
is not designed to give an extra profit or a competitive advantage to the ware- 
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houses. Rather, as Mr. Hughes stated at the October 9 hearings (transcript 
294), this amount “* * * is for services rendered, what we believe the service 
is worth.” 

I trust that the foregoing answers the remaining questions Mr. Watts had and 
that we can now regard this matter as closed. 

Sincerely, 
Cyrus V. ANDERSON, 
Assistant General Counsel. 


EXHIBIT II—-D-—5—(a).—PITTSBURGH PLATE GLASS Co. 


Percentage of domestic factory shipments of flat glass (erclusive of automotive) 
to company-owned distribution outlets and to independent factory buyers, 
1946-57 





Percentage of| Percentage of Percentage of| Percentage of 
shipments to | shipments to shipments to | shipments to 
Year | company- | independent Year company- | independent 
owned factory owned factory 
distribution buyers ! distribution buyers ! 
outlets outlets 
| | 
Pdi conn awe : 36. 40 63. 60 1952... - 24. 64 75. 36 
ee - 34. 96 65. 04 1953... 28. 56 71. 44 
1948. ... > | 32, 65 67. 35 1954. ... 27. 18 | 72. 82 
NE Se cites bh . sninkiell 32. 40 67. 60 1955... .-. 23. 51 | 76. 49 
1950... ..- ; : 28. 67 | 71. 33 || 1956... 26. 84 73. 16 
1951.... - ; 29. 35 70. 65 1957.... 26. 13 73. 87 


1 Includes all PPG independently owned factory buyers except automotive companies. 


Xx 





